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keep your business strong 

art department pays its way 
duplicated house organ aids morale 
mobile display stimulates sales 
personality—a key selling factor 
effective advertising methods 
featuring furniture wins customers 


color windows create interest 
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Successtul Secretaries are soup ON MICROMETRIC CARBON PAPER 





"FASTER, NEATER WORK--—AND 
NEVER A SMUDGE WITH THAT 
NUMBERED SCALE," 

Says LORENE BOLT of Austin, Texas 
"NATIONAL SECRETARY OF THE YEAR — 1951" 














When top secretaries have a strong 
brand preference, the purchasing of- 
fice is sure to hear about it. Make sure 
that everybody hears about you as a 
supplier of Webster's carbon papers, 
ribbons and duplicating supplies. To 
increase your repeat business, display 
and promote the Webster line to 
those who know it and swear by it 

.. and to the new customers who 
are hearing about it through Web- 
Ster’s national advertising. 


Here's the line with that extra appeal... | 


Duplicating Supplies Micrometric Carbon Paper Webster Typewriter Ribbons 


WEBSTER'S LINE IS a WEBSTER'S MICROMETRIC CARBON SMART PACKAGING, in pull- 
for both Spirit or Direct & s type PAPER, with the famous numbered drawer boxes for easy access. Web- 
and Gelatin or Indirect Process type scale, is unique. Webster research ster's STAR, MULTIKOPY, O.K. and 
Materials are carefully matched, which pioneered the first non-filling HUB brands provide top quality rib- 
designed to turn out clean, clear ribbon still leads in exclusive fea- bons in four price levels all avail- 

Throughout the Webster line, able for prompt delivery. High 
you'll.find special features for faster quality helps you meet and beat 


cepies. tures 
17 
selling competition, 


Let Webster's merchandising specialists yd you to sell 
more Webster's nage! with attractive displays, news- 
paper mats, folders, mailers, blotters and c: 1: ulogs (with 
your store name imprinted free). Materials and the 


tock experienced help of the Webster organization are yours 
for the asking. Just write 
. Typewriter Ri F.S. WEBSTER COMPANY 


plies 13 Amherst St., Cambridge 42, Massachusetts 
Webster's warehouses in 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 


Carbon Papers 
Duplicating SUP 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 
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Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 
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Accounting Systeme Equipment 
lek s The 
Adding esbine Parts 
= ma Wa Mig. ¢ 
Adding Machines 
Addo Machine ¢ Ir 
Allen, R. ¢ Business Mechs 
Barret Adding Machine Div 
Burt ghs Adding M hine Ce 
Friden Cak ating Mech. Co.. Ine 
Monroe Ca Machine ( 
Odhner Sales I 
Remington Rand Ir 
Smith, L. ¢ & Corona Tpwrs 
Swift B Machines Corp 
Underw ‘ 
Victor A Ma e { 
Adding Machines, Rebuilt & Used 
Int'l Office Apt 


ances 


Reliable Typw. & Addir Meh. Corp 


Shipman-W Mig. « 
Addressing Machines 

Heyer Cor I 

Master Ad ( 

Multistar ‘ 
Adhesives 

See Inks et 
Arch & Clipboard Fites 

Cushman & D Mi «a 





wman & E Mie. (« 
Ash Trays 2 Stands 
LaSalle ( 


Roya Met Mf ( 


Associations 

Nat Office } Ass 

Nat Office Mg Asst 
Atlases, Geographical 

Cram, Geor F.. « The 
Autographic Registers 

Har I ( I 
Bank Supplies 

Exline, W 

Stempel Mf ( 
Bankers Note Cases 

Crener ‘ 

G e-W ( 

Victor Safe & I ent ¢ 
Billing Machines 

err ne ta 
I erwood { 


Binders, Catalog & Periodical 
Products, I 


Master-( aft « 

Nat Bl k Book ¢ 

Ne an I I & Bary. ¢ 
Sheppa Cc. I ( 

W es ( 


Binders, permanent storage 
Mayfair ¢ I 


Blackboards 
Fox, Geor } & { 
Row le E. W \ ( 
Service P ) W iT 
Stempel Mf ‘ 


Blankbooks 


Blueprint & Pian File Cabinets 
4 ‘ | t | 


\ Mie ( tion « 
I M I RK 
I M ( 

S } ‘ 
‘ 1 i Cor 
( | ‘ ‘ 
I Metal I ‘ 

Ss } ‘ 

Sha W ( 
Stacor I ( 
law & |} 1 ‘ 


Bond Boxes 


See ( 


Book Cases 
Mle + 


Bookkeeping Machines 
i ‘A 


MI e \ i 
RK 
( 

Books. Business Management 

Met} i I ( I 
Box Letter Files 
4 } & ‘ 
A 
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Brief & Zipper Cases 
Doppelt, Charles, & Co 
leathercraft, Inc 
Lexington Leather Goods (+ 
Master-Craft Corp 
Stationers Loose Leaf (+ 
Stebco Products 
Stein Bros. Mfg. (« 


Bulletin Boards 
Rowles, KE. W. A... Ce 


Business Forms 
Exline, William, Inc 
Ideal System Co., The 
: *s Business Forms 
Caleulating Devices 
Ayers Mfg. Co 
Consolidated Business Systems 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co 
Caleulating Machines 
Addo Machine Co.. Inc 
Alien, R. C., Business Mehs.. In 
tarrett Adding Machine Div 
Burroughs Adding Machine (: 
Friden Cale. Machine Co . Ine 
Marchant Cale. Machine (Co 
Monroe Cale. Machine Co 
Odhner Sales, Inc 
Smith, L. C., & Corona Tpowrs 
Swift Business Machines Corp 
Victor Adding Machine (*« 


Calculating Machines, Used 
Int'l Office Appliances 
Reliable Typw. & Adding Machine 
Corp 
Shipman-Ward Mfg. Co 


Calendar Pads & Stands 
Fox, George E., & Co 
Stark Calendars, In 
Carbon Papers 
See Ribbons and Carbons 
Card todex Boxes & Trays 
All-Steel Equinment Inc 
Amberg File & Index Co 
Art Metal Construction (« 
Art Steel Sales Corp 
tentson Mfg. Co., The 
Berger Mfg. Div. Republik 
Cole Steel Equipment Co 
Columbia Steel Equipment (: 
Corry-Jamestown Mfg. Cort 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Supply (: 
Home-O-Nize Co., The 
Imperial Methods Co 
Invincible Metel Furn. 
Mayfair Co., The 
Metal Office Furniture ¢« 
Rockwell- Barnes Co 
Shaw-Walker Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. ( 
Cards, Business 
Wiggins, J. B.. & C¢ 
Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equipment Co 
General Fireproofing ( 
Guide System & Supply (« 
Mayfair Co., The 
Peerless Steel Kautomen: ¢ 
Rockwell-Barnes (« 
Cash Registers 
Burroughs Adding Machine ¢ 
Cash Tills 
Indiana Cash Drawer (¢ 
Casters, Caster Bearings, Slides 
Bassick Co The 








Darnell Corp., Ltd 
Master Mfg. (« 
Chair trons 
tassick Co., The 
Collier-Keyworth (« 
Seng Co., The 
Chair Mats 
‘ox, George E.. & (« 
Hardboard Fabricators, Inc 
Office Furn. Wholesele Distr 
Service Prod. Div. Woodall 
Chairs, Folding 
Adirondack Chair (« 
Clarin Mfg. Ce 
Royal Metal Mfg. 
Wells Chair Corr 


Chairs, Office 
Aluminum Seating (ort 
Ard Mfg. Ce In 
Art Metal Construction ¢ 


tarcalo Mfg. Ce 

Bright Chair Co 

Cramer Posture Chair C« 
Engineering Mfg. Co 

General Fireproofing (¢ 
Grand Rapids LAhr. Furn. (« 
(iregson Mfg. Co 

Gunilocke, W. H., Chair ¢ 
Ilarter Corp... The 

High Pt. Bending & Chair Co 
Imperial Leather Furn. ¢ 
Jasper Chair Co 

Jusper Seating (< 

ohnson Chair Co 

Marble, B. L.. Chair ¢ 
Metal Office Furniture ¢ 
Milwaukee Chair (* 
Milwaukee Metal Furn. ¢ 
Murphy Chair Cr Ine 
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Royal Metal Mfg. Co 
Shaw-Walker Co 
Shepherd Chair Co 
Stanley Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
U. S. Chatreraft Mfg. Corp 
Wells Chair Corp 
Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co. 
General Fireprooting Co. 
Guniocke, W. H.. Chair Co 
Hamilton Mfg. Corp 
Harter Cerp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co 
Johnson Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Ohio Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Clarin Mfg. Co 
Jasper Chair Co 
Wells Chair Corp 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Cheekwriters and Signers 
Hall-Welter Co 
Safeguard Corp 
Clipboards 
(See Arch & Clipboard Files) 
Coat and Hat Racks 
Vogel-Peterson Co. 
Coin Bags, Trays, Wrappers 
Exline, William, Inc 
Continuous Forms 
Hano, Philip, Co 
Copyholders 
Acco Products, Inc 
Bankers Box Co 
Copy Right Mfg. Corp 
Hall-Welter Co 
Int'l Office Appliances 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
Fox, George E.. & Co 
General Fireproofing Co 
Globe-Wernicke Co. 
Imperial Methods Co 
Maso Steel Products 
Mayfair Co., The 
Peerless Stee] Equipment Co 
Sengbusch Self-Clos. Inkstand Co 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Stempel Mfg. Co 
Valeo Co 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Ard Mfg. Co.. Ine 
Globe-Wernicke Co 
LaSalle Products Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
Valco Co. 
Vogel- Peterson Co 
Wells Chair Corp 
Crayons 
Rowles, E. W. A., Co 
Cushions & Pads, Chair 
Amer. Latex Products Corp 
Fox, George E., & Co 
Perfect Rubber Seat Cushion (« 
Cuspidors 
Lawson, F. H.. Co., The 


Dating Stamps 
Amer. Numbering Machine (« 
Force, William A., & Co 
Fulton Marking Equipment Co 
Rivet-O Mfg. Co 


Desk Bumpers 
Fox, George E., & Co 

Desk Lamps 
Bainbridge, Kimpton & Haupt, Inc 
Copy Right Mfg. Corp 
Flexo Int'l Corp 
Mayfair Co., The 
Wells Chair Corp 

Desk Name Pilates 
Force, William A., & Co 
Kutch, Walter E 
Rowles, E. W. A., Ce 

Desk Pads and Tops 
Chicago Desk Pad Co 
Fox, George EL, & Co 
Office Furn. Wholesale Distr 
Wilson Jones Co. 


Desk Pen & ink Sets 


Esterbrook Pen Co 
Sengbusch Self-Clos. Inkstand (« 


advertised 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


For the benefit of the subscribers the lines 


in this issue are here classified. 


Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment Co 
Rockwell- Barnes Co. 
Yawman & Erbe Mfg. Co 


(See Correspondence Trays) 


i 
Advaneco Products Div. ASB 


Victor Safe & laleiaiente Co 
Wilson Jones Co 

Desks 

Alma Desk Co 

Art Metal Construction Co. 
Bentson Mfg. Co 
Browne- Morse Co. 
Commercial Furniture Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Hekman Industries 
Imperial Desk Co. 
Invincible Metal Furn, Co 
Jasper Desk Co. 
Lincoln Desks 
Mayfair Co., The 
Metal Office Furniture Co. 
Myrtle Desk Co 
Peerless Steel Equipment Co 
Shaw-Walker Co 
Standard Furniture Co. 
Victor Safe & Equipment Co 
Wells Chair Corp. 
Worden Co., The 
Yawman & Erbe Mfg. Co 

Diaries 
(See Memo Books) 

Dietating Machines, Used 
Amer. Dictating Machine Co. 
Int'l Office Appliances 
Shipman-Ward Mfg. Co. 


Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 

Drafting Tables 
Engineering Mfg. Co 
Stacor Equipment Corp 

Drafts, Notes & Receipts 
Duplicate Receipt Book Co. 


Duplicat ng Machines & Supplies 
Addo Machine Co., Inc 
Amer. Photocopy Equinment Co 
Bainbridge, Kimpton & Haupt, Inc 
Buckeye Ribbon & Carbon Co, 
Codo Mfg. Corp 
Columbia Ribbon & Carbon Mfg. Co., 
Ine 
Heyer Corp., The 
Ink Specialties Co. 
Krayer Mfg. Co., Ine 
Manifold Supplies Co. 
Mittag & Volger, Inc 
Multistamp Co 
Old Town Corp. 
Peerless-Imperial Co., Ine 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co. 
Nose Ribbon & Carbon Mfg. Co. 
Smith, L. C., & Corona Tpwrs. 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Envelopes 
Cooke & Cobb Co. 
Northern States Envelope Co 
Quality Park Envelope Co. 
Smead Mfg. Co 
Wilson Jones Co 
Envelopes, Plastic 
Markilo Co 
Eradicators, Ink 
Sanford Ink Co 
Erasers, Cyto 


Rowles, E. W. A., Co 
Erasers, Rubber 

Roberts. ae Rubber Co 
ex 


Reach Publishing Co. 
Boorum & Pease Co 


Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co 


File Boxes, Flare Collapsible 
Bankers Box Co. 
CGiobe-Wernicke Co. 

Guide System & Supply Co 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Lee, LL. O'D 
Meilink Steel Safe Co 
Mosler Bafe Co 
Shaw-Walker Co 
Vietor Safe & Equipment Co 

Filing Cabinets, Metal 
Advanco Prod. Div. ASB 
All-Steel Equipment Ine 
Art Metal Construction Co 
Art Steel Sales Corp 
Kentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Browne-Morse Co 
Cole Steel Equipment Co 
Columbla Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 

(Continued on page 6) 
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Keystone Steel Equipment N Blank Book ¢ Mittag & Vols Ir Metal Office Ft ‘ 
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Filing Cabinets, Wood Nat’l Blank Book ¢ = Mfg. ¢ Store Fixtures & Equipment 
Bainbridge, Kimpton & Haupt, I Pp Bory thy ‘ All-Steel Equipment I 
Globe-Wernicke Co . Sy , : ; 

Imperial Methods Co - ne ( I ( I er R Mfg. Co Strong Boxes Fire Protected 
. \ er RB Mi W ork We ‘ Herri Hall-Marvin Sa ( 
Wells Chair Corp ‘t : , My : Le L. o’D 

Filing Supplies Mail Bags, Canvas or Leather Rubber Bands M k Steel Safe ¢ 
Acco Products, Inc : Pro ( ate We R =F V Safe & Eq ‘ 
Advanco Prod. Div. ASB Mail Distributors 3 . Table 
Amberg File & Index Co Advanco Prod. Div. ASB er _—- = — re, Sete. \ Mt Constru ‘ 
Art Metal Construction Co Globe-W e ( Rubb — . B Morse Co 
Art Steel Sales Corp " & Equipment ( = ca Type jam A & Co Cor Jame tows Mf ‘ 
Rerkiey, C. L., & Co Manifold Books & Business Forms Memet © - A Globe-Wernick« 
trowne- Morse Co fat P ( I Rul . ‘ Maso Steel Pro 
Cooke & Cobb Co Map Tacks , wt Bg = myn Mayfair ( The 
Corry-Jamestown Mfg. Corp Graff, Geor B., ¢ Safes. Office Nucraft Furniture ¢ 
Globe-Wernicke Co. Moore P I ( Art Metal Const: ( Royal Metal Mfg. ¢ 
Guide System & Supply (« Maps, Globes, Ete Shaw-Walker Co 
Imperial Methods Co ( G E., ( rl ( s ard Furniture ¢ 
Metal Office Furniture Co Marking Devices ‘ 1S. Chaircraft M , 
Northern States Envelope Co Force, W A, & \ Safe & Eq ( 
Oxferd Filing Supply Co M ‘ S ( We ( ir Cor 
Quaiity Park Envelope Co Matched Office Suites ; ( © Yawman & Erbe Mfg. ¢ 
Rockwell- Barnes Co . urd F ‘ : ‘ 

Shaw-Walker Co Memorandum Books ‘ won = une 

Smead Mfg. Co., The B & I ( = ry 

Victor Safe & Equipment Co + Grate 4 , Tabulating & Statist € Machines 
Warshaw Mfg. Co Na Blank B ‘ B nous Adding Ma ‘ 
Weis Mfg. Co Rock Ba ( Lock Work RK n Rand, Ir 

Yawman & Erbe Mfg. Co Wilson Jones ( sete Ce Tags 

Fountain Pens (incl. Bail Pt.) Memorandum Devices Sales Books v m Mfg. ¢ 
All-Rite Pen Inc } ‘ <~ ee I Tag & S k ¢ Ennis Tag & Salesbook ¢ 
Esterbrook Pen Co.. The Mendine Tape . Sand Urns Telephone Accessories 

Globes, Geographical D n Mfg. ¢ eee, 2. Se. | sia va; va une eee 
Cram, George F., Co., The Mir ta Mining & Mfc. ¢ oe * Safe & Equit 

Gummed Cellulose Tape Metal Badges, Checks. Tokens Scrapbooks Thumb Tacks ; 

Minnesota Mining & Mfg. ) ns Works .s e-Wernicke ¢ Gra George B.. ¢ 
Moisteners Weis Mfg. Co St rack Co 
Gummed Cloth Rings ; W n Jones ( Vail Mfg. Co 
de . ‘ 
Dennison Mfg. Co R OM ( Shelving Time Clocks & Recorders 

Gummed Tape & Sealing Machines . . ksta ‘ All-Steel Equi | A D., Mfg. ¢ 
Dennison Mfg. Co Name Plate Labels Bankers Box (¢ 

“1 } - Mr Di R Trimming Boards 
serge . ; Amer. Photo Labor 


Minnesota Mining & Mfg. Co I 
Numbering Machines Browne -Mor . r Mat 
8 I Materials ¢ 





Hardware, Office Desk 
Nat'l Lock Co 7% achir ( Clark, R. K ( 1 1 t 
ree Corry-Jamestown Mf : ype, Typewriter 
Honor Rolls ae a ne , Ifg. a = > oe 
Kutch, Walter E., Co er _ ~ Shows & Exhibition : oe 
Office Furniture Sectional Units Nat'l Office Fur t Ass Typewriter Cleaning Material 
Index Card Signals Globe-W N Of M B ige, Kir & Haupt, I 
(See Signals, Index Card Rox I ( sath . . \ ‘ Cort 
index Tabs Office Furn. Warehouse Wholesalers Signals, Index Card Ml & Volger, I 
Amberg File & Index ¢ oft t \ D Ennis Tag & S k ( \f : 
d e ile ndex Co . a rrr . ; mp 
Associated Cellulose Prod. Cort o— Partitions and Railings Vv . in & : , i b Distribs _ 
. " ‘ . ' VW Co repate ¢ ] t% R Dev er 
Barkley, C. L., & Co elke Pristinn Guth 4 om tae te 
Ezyindex Products Co ; u 8 Siaqns, Changeable Letter RK O Mfg. ¢ 
Globe-Wernicke Co. ~ A, & R E. W ‘ S Ink ¢ 
Graff, George B & Co : ‘arr I nt ¢ Slide R S Ward Mf ( 
: “ , ) » Rules a 
Guide System & Supply Co Pads, Figuring k eering Mfrs. ¢ W Pr. BB, ¢ 
Markilo Co . “1 ( 7 _— ‘ 
Master-Craft Corp N R | ‘ Smoking Stands Office Typewriter Covers ay 
Shaw-Walker Co . LaSalle Products | oe 
Sheppard, C. B.. Co Paper - Royal Metal Mfg. ¢ Typewriter Cushion Bases & Knobs 
Victor Safe & Equipment Co er 4, ut x, G : e I *& ¢ ' 
Warshaw Mfg. Co . ; ‘ W s Chair Corr ” ess-Imperial (¢ ' 
nP ; , 
Inks, Adhesives, ete Paper Clamps ‘ Sorting Devices R < Wi * Co 
Dennison Mfg. Co ‘ p . A F e & 1 x ( ard . 
Fulton Marking Equipment ( ‘ : P = P Currier Mfg. ¢ Typewriter Cushion Keys 
Higgins Ink Co., Inc ( & 1 Ir Yawman & |} Mfg. ¢ re Imperial ¢ I 
Ink Specialties Co., Inc } —_ , The . Spindle Files Shir n-Ward Mfg. ¢ 
Rivet-O Mfg. Co : hana Vells Chair ¢ Speed Key Cort 
Sanford Ink Co. Paper Clips Stamp Pads Typewriter Parts & Tools 
Inkstands ( & D Mfre < Force. W 4 & s Ward Mfg. ¢ 
Cushman & Dennison Mfg. ¢ : M ‘ I Marking I ‘ Typewriter Pedestal Desk Mechanisms 
Sengbusch Self-Clos. Inkstand ¢ Paper Fastening Machines P i Proce ‘ 2 ( The 
} ‘ q ’ 
Knives, Office : hg, ry R et-O Mfg. ¢ Typewriters, Mfrs. of 
X-acto Crescent Prods. (: Ir ‘ . ' I wat R.A «* \ KR. ¢ B M 
Label Holders *- : sepener \ Stamps, Duplicating Ret m Rar I 
Chicago Card Holder ¢ ‘ , M stamp ¢ Royal Typewriter ¢ I 
Labels s Cor Stands for Office Machines . ae Y = ‘ rpw 
Dennison Mfg. Co * Safe & I ‘ All-Steel Equis I 
Imperial Methods Co Parcel Post & Postal Scales Cole Steel Eq ( Typewriters, Rebuilt & Used 
Oxford Filing Supply Co mL. Mit G eral Fireproo ( I on Appliance 
Warshaw Mfg. Co aste Harter Cort Regal Typewriter ¢ 
Weis Mfg. Co I \ ' Maso Steel Prod R Tyow. & A M Corp 
: Pen & Ink Sets Me nk Steel Safe ¢ s W i Mf ( 
Ladders, Library. Store & Vault See D & Ink & Midwest Metal Mfc. ¢ P 5 
Cotterman, I. D Pencil Sharpeners > man-Watr Mf ( —— ae ( ~~ ey 
Leather Goods \ | Shar ‘ fany Stand ¢ . 
: " Mi ‘ 
Canvas Products Corp M ( W Chair Cort we ‘ ~ > 
Doppelt, Charles & C c. | I ( St 5 ; 
. ‘ ) aples and Stapling Machine ; Rapid . ‘ 
Leathercraft, Inc Percils, Mechanical ¢ sstener . ng Rennes : Ta , ; ™ 
Lexington Leather Goods (: I k | ( 1 4 » Fastener ( ' , ‘ Mi ( 
Stebeo Products Pens, Steel Markwell Mf ( ey ‘ M ( ‘ 
Stein Bros. Mfg. Co } r The 1-Clog Pro I Wurniture ¢ 
Letter Trays C. ‘ recision Stal ‘ 18 Chaireraft Mfc. ¢ 
(See Correspondence Trays s ‘ Ink ( Vail Mfg. ¢ WwW Chair Cort 
Library Equipment Pins and Pin Containers Stencils, Brass Upholstery Materials 
All-Steel Equipment Inc . ‘ n Stet K r 
Browne Morse Co Plaques Stenographers’ Notebooks Visible Systems Equipment 
Corry-Jamestown Mfg. Corp W I ( I s Tag & S ( 4 M Constru ‘ 
Lithographed Continuous Forms Piatens, Typewriter, Ete N Blank Book ¢ B & Pease ¢ 
Hano, Philip, Co., In \\ ME ( Rockw Barr ‘ G Wernicke ¢ 
Lockers & Storage Cabinets Posting Trays & Stands Stools ~ . . B - 
All-Steel Equipment Ine I I ra I er Mf R 5 R ’ - 1 
Art Metal Construction Co p H er ( I . ar 
‘ resentatio ‘ S er Co 
Berger Mfg. Div. Republic peentation ( vers Samia d , Wi . ‘ 
Browne- Morse Co : , 4 a % R Metal Mfg. ¢ v Ray Leal ( 
Corry-Jamestown Mfg. Corp Price & Sign Markers Wells Chair Cort 7 é & Eq 
Globe-Wernicke Co W A., & Stora . : . 
Storage and Transfe ase rbe f ‘ 
Invincible Metal Furn, Co Mark I ‘ All-Steel | - oo Ya & I M 
Keystone Steel Equipment Co R. A., & ( Ambere File & I ~o Wardrobe Racks 
Shaw-Walker Co Punches 4 Metal Constr ‘ \ P " 
Yawman & Erbe Mfg. Co ‘ P Art Steel 8 ‘ Waste Baskets 
Loose Leaf Books & Devices a & ( Bankers Box ¢ Art Steel Sales Cor 
Amberg File & Index Co e-W ( Barkley, C. L.. & ¢ I iN & 
Boorum & Pease Co I took | Bentson Mfg. ¢ ‘ Ss Equipr ‘ 
Master-Craft Corp I ie ‘ I r Mf D K Co wn Mfg. ‘ 
Nat'l Blank Book Co ‘ ( Browne-M ( I George E., & ¢ 
Neiman Loose Leaf & Bidry. ¢ Push Pins ( e Steel Ea ( G Fireproofing ¢ 
Sheppard, C. E., Co \ , } ‘ ‘ imbia Steel Eq Co G Wer ke ¢ 
Stationers Loose Leaf Co . Corry-Jamest Mf ( [ a 7, ew % I 
Wilson Jones Co missense and Carbons , General Firer f ‘ M r The 
‘ Mfg. ¢ ( rhe rr e ( Na Vu nized ( 
Loose Leaf Books & Systems R & Carbon ( Quid we om > Walker : 
Ideal System Co., The Mfe ¢ a Hal , 4 +. “yee 
Nat'l Blank Book Co R & Carbon Mf ; ! rR all 4 Safe ( ‘ : 
‘ ‘ ( Wholesale Stationery 
Metal Furn. ¢ Ra K = 


Willson Jones Co 
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SITUATIONS WANTED 


SALESMAN WITH ELEVEN YEARS’ EXPERIENCE calling on stationers 
jesires t eturn to the Southeast as full-time representative for one 





anufactur Will consider Middle Atlantic states. Has excellent 

rd of earning Interested in stationery or office supply line of real 

rit that fler suitable results in return for capable, conscientious 

sales effort Excellent references. Address B-123, care Office Appliances, 
( ig 





SALES MANAGER of leading manufacturer of duplicating equipment 
sires 1 ett in the southeast and represent manufacturers of those 
ed | f products. 16 years’ experience, both retail and whole 

Als road national dealer acquaintance. Box B-124, care Office 








Appliance ()} zo 6 

MECHANIC AVAILABLE—28 years’ experience on all makes office ma 
hines Age 4 good health and A-1 references At present employed 

but can start new job at short notice. Capable for volume production 
side shoy in supervise and if needed, service and sell. Write B-125, 
are Office Apr nees, Chicago 6 

rYPEWRITER, ADDER MECHANIC—10 years’ experience, married, 28, 
veteran, ¢ yed Desires position in lowa-Nebraska-Missouri areas 

Box B-12¢ re Office Appliances, Chicago 6 








EXECUTIVES WANTED 


\ WELL ESTABLISHED (50 YEARS) Office Equipment Company, needs 





rvices n experienced general store manager qualified as merchan- 

liser and organizer Firm located in trading area of 750,000; 1951 Sales 

han $350.000 Holds exclusive franchises on a number of best 

know! ff nes Give full details in first letter. Address 0-65, care 
Office Appliances, Chicago 6 





WANT A MAN who has had experience in furniture factory in the fol 


wing | sccounting, production, cost work and management 
Factory is ted in southwest area near two large metropolitan cen 
ters Ir | give full details and qualifications. Box 0-66, care Office 
ApT I Chicago 6. 








SALESMEN WANTED 





EXCELLENT OPPORTUNITY for salesmen for cities in Oklahoma or 
Wes . 


t Tex W feature leading brand Dictating Machines and other 
ffice mact This is a real opportunity for a man with initiative and 
agement t Must have successful experience selling office equip 
Rat f mission and drawing account very liberal, and earn 

gs Ww I bstantial Write immediately in strict confidence giving 


B 0-67, Office Appliances, Chicago 6 





ESMAN WANTED—Top flight manufacturer of office supplies with 
blist ; nts has several openings in Midwest Excellent oppor 

y f | ent, substantial earnings. State age, experience and 
rences Replie confidential Box 0-68, care Office Appliances, Chi 


SAI 





WANTED OUTSIDE SALESMAN. To cover six counties on the Texas 
Gulf ast Must be familiar with all types of office machines, equip 
nd supplies Salary, Traveling Expenses and commis 

ion oF ale Wonderful opportunity for young man who wishes 
growing area. Address 0-69, care Office Appliances, 


\ LONG ESTABLISHED, PROGRESSIVE Office Supplies and Office Equip 
ent ' eeking an experienced outside salesman familiar in this 











d. Our fir located in a large city in Massachusetts. Opportunity 
al g¢ e individual. Good salary, commission, and expenses 
Write stating briefly past experience. Replies treated in strict confidence 
Box O-8 Office Appliances, Chicago 6 
SALESMAN, traveling middie west, and one for west coast with one or 
two kindr to represent established manufacturer of leather desk 
ads and desk set catering to stationers, office equipment dealers, and 
department stores. Commission. Write Box 0-70, Office Appliances, 100 EF 
i St | (2 New York 17 
WANTED—Ageressive young man for inside floor Salesman in fast grow 
ng Office Supy and Office Furniture Company Ideal working condi 
ns al nderf opportunity for a man willing to work and grow 
with the gal tior Write complete details in first letter. WHEAT 
LEY’S, IN¢ S. Main, Elkhart, Indiana 
EXPERIENCED SALESMEN for electric duplicator in all territories 
f mis Give details and references. Box 0-71, care of OFFICE 
APPLIANCES East 42nd Street, New York 17, N. Y 


OFFICE FURNITURE AND SUPPLY FIRM in growing Spokane area has 
xceller tunity for capable, experienced salesman. Guarantee, com 

ring When writing, give full details and references 
I 0 e Office Appliances, Chicago 6 





OFFICE APPLIANCES, February, 1952 


The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used, 





MECHANICS AND REPAIRMEN WANTED 





WILL SOON HAVE OPENING for an experienced foreman in typewriter 
service department. Must be experienced on Royal Typewriters, Victor 
Adding Machines and A. B. Dick Mimeograph equipment. This is a 
permanent position. References required. Location, Texas Gulf Coast 
area. Box O-73, care Office Appliances, Chicago 6 





SHOP SERVICE MAN for New York State location to take charge of 
shop. We have been established 25 years and situation is permanent for 
right man. Must be fully experienced on L. C. Smith, R. C. Allen, and 
Underwood line for which we are agents. Will pay top wages to man 
of top ability. Send recent photo, age, references, complete history of 
previous connections. Box 0-74, care Office Appliances, Chicago 6. 





ACCOUNTING MACHINE SERVICEMAN. Sundstrand, Elliott Fisher or 
Underwood Bookkeeping experience only. Exclusive Underwood Sund- 
strand Agency located Metropolitan Detroit area. Must be capable of 
handling all accounting machine sales installations and service. State 
service training, where and when, and total experience. Excellent pay 
and working conditions. Dodge Office Equipment Co., 3962 Fort Street, 
Lincoln Park 25, Michigan. 





WANTED FOR SMALL REPAIR SHOP experienced man for R. C. Allen 
line of machines. Permanent job, better than usual salary and the best 
of working conditions. Minnesota town. Box 0-75, care Office Appliances, 
Chicago 6. 





TYPEWRITER AND ADDING MACHINE MECHANIC. Have good 
proposition for man to work principally on the outside. Salary and com- 
mission. Good territory. Reply in detail to Box 0-76, care Office Appliances, 
Chicago 6. 





SERVICE MEN AND SALESMEN WANTED in Sunny Southwestern city 
by state distributor of a major typewriter. Box 0-77, care Office Appli- 
ances, Chicago 6 





WANTED—COMBINATION TYPEWRITER mechanic and salesman, ex- 
perienced on all makes machines. Ames Stationers, Ames, lowa. 








SALES REPRESENTATIVES AVAILABLE 





SALES AGENCY FOR WESTERN states wanted by successful salesman 
who has been selling office supplies to dealers for 25 years. Well and 
favorably known by dealers everywhere. Interested primarily in California, 
Oregon and Washington. Might include states adjoining. Available for 
one major line or two or three depending upon manufacturers’ policies 
and sales potentials. Capable, industrious, dependable. Address B-128, 
care Office Appliances, Chicago 6 





SALESMAN WHO HAS TRAVELED for leading jobber selling specialty 
lines as well as standard merchandise desires to represent one on full 
time or two or three on straight commission. Prefers to include Ohio as 
part of territory. Through experience in retail store is familiar with all 
types of merchandise sold by commercial stationers. A good producer. 
Convincing references. Address B-129, care Office Appliances, Chicago 6. 





SALESMAN WHO HAD HIS START in office supplies but for years has 
been division sales manager in another field desires to travel for sta- 
tionery manufacturer. Single line is preferred, but may consider two or 
three lines depending upon sales potential. Likes the Middle West but 
will locate elsewhere if suitable opportunity is presented. Accustomed 
to five figure income. Not particularly concerned about initial earnings 
in new connection. Top recommendations, Address B-130, care Office Appli- 
ances, Chicago 6. 





MANUFACTURER'S REPRESENTATIVE with excellent following among 
Commercial Office Supply and Equipment Dealers in Southwest interested 
in securing an additional line. Dealer and Manufacturer references avail- 
able All replies held confidential. Box B-131, care Office Appliances, 
Chicago 6. 


WELL ESTABLISHED MANUFACTURER'S REPRESENTATIVE wants 
additional lines of merit, including desks, chairs and office equipment. 
Territory—Chicago and State of Illinois, Indiana, Michigan and Wiscon 
sin. Aggressive, with good following among Commercial Stationers, Office 
Furniture and Equipment Dealers. Address Box B-132, care of Office 
Appliances, Chicago 6. 








SALESMAN SELLING STATIONERY SPECIALTY to dealers in Atlantic 
Coast states from Maine to Florida has capacity for an additional line 
to be sold to commercial stationers in same area or major portion. Head- 
quarters New York metropolitan area. Has covered territory regularly 
for 14 years. Best references. Address B-138, care Office Appliances, 
Chicago 6 





WANTED—EXCLUSIVE SALES REPRESENTATION of office equipment 
ind items for Government sales. Experienced Government sales organiza- 
tion has doubled volume of Government sales within the last twelve 
months. Box B-138, care Office Appliances, Chicago 6. 





TRAVELING SALESMAN covering lowa, Wisconsin, Minnesota wants 
office item to sell to large dealers. Commission basis. Box B-134, care 
Office Appliances, Chicago 6 

WANTS AND FOR SALE, Continued on Page 8 
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WANTS AND FOR SALE, Continued from page 7 2. we 
SALES REPRESENTATIVES AVAILABLE, Continued WILL SELL CHEAP list of 5m commer stationers and office appli 
ance deals \ list of app 5m typewriter and ridding machine 
MANUFACTURER'S REPRESENTATIV! re es MM ers Na 1t duplicated The Kra ‘ $8-02 43d St Wood 
or meta! office furniture and equi } hwestern territor le, N. ¥ 
Know the trade and will give the Box B re ——aE — — 
Office Appliances, Chicago 6 ADDING MACHINE PARTS, TYPE, ETC. 
JOBBER ITEMS WANTED o n t ind Pp LARGE STOCKS new and used Adding a Calculating Machine Parts 
wanted to distribute along wit! I t-O-M i es and [ ble Quotat furnished on spe parts upon request 4 
in Minnesota, Dakotas and r t D F. R ( Ths - 4 ave. Oakland, Calif 
423 So. 5th St., Minneapolis M 
STEEL FILING CABINETS, Desk I I ‘ t ed age ee - am 
lines for Washington and Oregon. | f on ‘ , ‘ “FOR SALE AND D WANTED To Buy, USES EQUIPMENT 
cago 6. ELLIOTT-FISHER, Burroughs, Moon Hopk Adding and ¢ lating 
Miaetl nt ter . rm t mt fanf d ( es 
DEALER WANTS APPEALING . ar ' I vine ( ; none rs, og tage pad ryp t rs a! f ! id ma —_ 
der $5.00. Give details and cost M a — ——r oo — nal = ; 7 
BI RROUGHS BOOKKEEPING MACHINES \ Models, Bought and Sold 
SALES REPRESENTATIVES WANTED ae, Oe ee oe eae Ration. Bucinces Equip 
P tt irned, Detroit 26, M 
MANUFACTURERS REPRESENTATI' : t t WANTED TO BUY Late model Elliott-Fi *kkeeping and billing 
partment stores in Texas, Okla ‘ I ' dM aching Must ver 250.000 serial numbe A. inting Machine Ser 
sippi desires one additional line t Ove 0 ve ( Hi w.W ngton St.. Chicago ¢ 
successful background test W rite BR 0 = pws er ae Oe 
care Office Appliances, 100 Kast 4 Ne N. ¥ KLLIOTT-FISHER AND SUNDSTRAND hines. Comptometers, Bur 
_ ghs ihe Marchant, Monroe Calculator Electrom itic typewriter 
REPRESENTATIVE WANTED by est hed y « Adding mact und all office machines ght le ented. rebuilt 
plete line popular priced leather t pecialties. Te leeter-Warsh ¢ “40 N. 3d St., Milwauk Wis 
tories: South Eastern, South ¢ N ( Mi Centra “a . —_S ee 
States. Reply Box No, 0-80 Of \ East ,ATIONAL BOOKKEEPING MACHINES ukes of ca ators, comy 
Street, New York 17, N. \¥ eters, a g hines, Advise seria ber, style 1 ber, for our 
Ort Machines Ine., 619 Pi Street, St. I Missouri 
SUCCESSFUL MANUFACTUREI AGENTS inninatianaen wanes . 
now contacting retail Commer: Sta ‘ I Machi: Dea NATIONAL 000 Class, Burroug!l Bookkeepers, Calculators, Ad 
etc., various open territories, es] { Pa ( y Macl Bot & sold. Send f lescription. Pan-A rican, 122 
Contacts have heretofore been | ! pe al s tatic . oO Le Angeles 
should double or triple the volume if t to handle = . —— —— 
tional line on commission basis M Natior } A LIOT r | ISH} R machines, calculating machines, adding machines—all 
known office device, please writs e equiy ight and sold W. J. Crowley Compa 06-008 N 
Box O-81, care O. A., ¢ W | ( go ¢ Water St M ikee Wis 
SALES REPRESENTATIVES WANTED—-W t gs pres ‘ } MINGTON B keeping machines. Alm ll models i ipacities 
now contacting stationers, office « t é hine eale RAMC regis $ column up to 10 imn ineludi rossfooter 
Exclusive territories available v \ t, South-West Far-West I (me orf Machines 1225 3S. O Los Angels 
Supplement your present lines | ' g know 7 a aoumanes a 
facturer of fast-selling, non-cor t I i plete COMPTOMETERS del J rebuilt and hed like w. Very rea 
of carbon papers, inked ribbor h NATION \ Burroughs Electric Duy Electri ( ators witl 
ALLY ADVERTISED. Will t Re Subt Adding Machine Sa & Service ¢ 00) Prospect 
sentatives in other territorie ‘ Give ‘ ( ‘ 0 
of products now handling in first ‘ whiel spaineeatiathiaammmaiiies — - _are 
can adequately cover Sales Mana Cot I 4 BURROUGHS MOON HOPKINS ‘ELLIO '-FISHER Bookkeeping Ma 
64, California nes, Compt ‘ all makes cal ‘ hought ar Dorrel 
it Ma ( Inc.), 93 So. 11th, M polis, M 
MANUFACTURER'S AGENT, 1} ( St —— — —_— — 
to handle old established line f ! ‘ g BURROUGHS PRODUE TS our specialty higher : price t 
posting board equipment, visible ; backg! i itor epe! billers, compt \ I . ! 47 «OS 
preferred. Various territories G f f nd earborn, ¢ il 
now handled. Box O-89, care Off \ ( — — —— —_—_____—— 
W ANTES B r r N.C.R. Bookkeeping and Billing Machines, Cal 
REPRESENTATIVES WANTED MIDDLE WEST I t te at ! Adding Machi nes, et any stvle. Quote complet« 
tories. Office furniture, steel and w t } it ! é ipt price. AMERICAN BUSINESS MACHINES, In 57 
tutional and multiple run contract | | Off \ I adw N York N. ¥ 
ances, Chicago 6, Illinois — —— - -———- 
WANTED ALL MAKES tleulators and g mact St make 
. —— le é ver and adding capa Internat Office Appli 
RETAIL BUSINESS FOR SALE ; away, Hew Vouk 7, BS. ¥. . 
. WANTED TO BUY s hbookkee ‘ hine Ml ( ind D 
RETAIL OFFICE EQUIPMENT . Capita ‘ ( serial urriage ar whethe front 
University City Also County dow ‘ eed International Off \ es, It 6 Broadw 
location. Unusual store building \ \ - 2 
Excellent location with very f Lareg , = —— = ——— 
cash business Established 20 : G | franchis wit URROUGHS, MOON HOPKINS, |} tt-I Reming \ inting 
leading manufacturers, clean it y lachine ' ( vthing in the off inery lit Stat del 
Well-established commercial at t é é ta t be will quote highe h prices. 1 nal Off 
lished, growing business. For f I 0 \ ! | Broadway, New York Me 
Office Appliances, Chicago ¢ —_ — 
— BURROUGHS ACCOUNTING 3 MAC HINES Bought a s Dearborn 
FO ] s A t i ! ent lm | est Lak s t 1 ig I 
VERY PROFITABLE TYPEW! enancilinicinpigeninenatmertnguibes ane _ 
AND ADDING MACHIN} I NI \CLUSIVE: COMPTOMETERS, BURROUGHS Cal at Boug! Sol 
located in Tennessee Valle ‘ | WHOLESALE. Gorman Services $ Dea St., Chicag 
population Two leading machine + ent d sinensis epnR AN RR EETRE iesdiaaia 
ice business. Offers opportunit FOR SALI jelatin “Ditto” mact (x 17 é One ha 
tive and sales ability to estab t é s b tand tra rolls In working lition but i f ye 
without going through peri W tablisi Ml ffe s g Carbon & Ribbon, 49 B Te I gton, N. J 
trade name. Present owner ha ‘ a ————— ——__—— 
Replies confidential Write f part 4 O-S4 , or ELLIOTT STENCIL CUTTING TYPEWRITER Wante A Pitne 
Appliances, Chicago 6 ! es r iddressing equi t ADAMM ‘¢ ' 24 I 
= \ New \¥ Phone ORegon 7-87¢ 
MID-CALIFORNIA CITY area ff y <<< — - 
established COMMERCIAL STATIONERY, OFFICE EQUIPMENT AND WANTED TO BUY—Typewriter Ribb ing b 
SUPPLY BUSINESS with—an: ting $200,000—t ! I State price and details St g Carl Ribbon, 49 
opportunity of further expansi Terra I gton 11, N 
of standard lines and of preci } I Dai D onan » —— - — 
604 Inland Building, Indianapx KARDEX, ACMI makes used visil g equiy Thousand 
(8 ‘ ndit net panels, books s on ! s al servi 
OFFICE SUPPLY STORE—su for purchase fret I Cha 
western industrial city of ove N is Broadway, New ¥ N. 1 
pliers and customers. Price of $80.0 tant ted | VISIBLE EQUIPMENT bought, sold xchanged. We specialize i 
of clean inventory and val f K \ and Internati \ Factog ibinets 
voting time to other business« 1 \ ( Write and te t Visib Equi nt 
cago 6. Special prices rs. He Oft Eq 
f D OA, 4 N. Sth St., St. I M 
perenne LARGE AMOUNT visible cabinets, KARDEX, ACME AND RAND 
FOUNTAIN PEN REPAIRING t f yles. A-l d ery : e. Everste 
ec ‘ 69 Spring Street, N York 
WELTY'S REPAIR ALL FOUNTAIN PENS VISIBLE FILING FOUIPMENT 
standard prices. 5 to 21 day « WW CONKLIN, SWAN LDES1 ESTABLISHED lealer specialis y } t K P 
WATERMAN, WAHL, PARKE! WELT SH I VOOR! W ' ill co-operat t d p 
Giold pen points featured. Mai t \ ‘ W rite i nfidence erie! 
about new WELTY pens, $1 : \ ! I t how you require ( ( : ‘ 
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Business Letters 


N THE SEPTEMBER 1951 section 
g of “Along the Trail” was some 
comment upon business letters, an 
important subject which has re- 
ceived nsiderable attention from 
many quarters through many years. 

After recovery from the distress 
if three years depression in the 
eighteen nineties and from effects 
of the Spanish-American war and 
with emergence from the gloom 
ast by the murder of President 
McKinley, came a wave of national 
enterprise with certain favorable 

rcumstances which put the coun- 
tries to full flourish 


try Ss inaus 


At that time with prejudice 
against it dispelled, came the type- 
writer leading a long line of ma- 
chines and systems which were to 
revolutionize office customs in the 
chief market centers of the world. 
A situs having considerable 
significance for all trades engaged 
n production and distribution of 
he va utilities therefor, by 
their ec rdination into an out- 
tandil tional industry, re- 
ported in previous sections of the 
Trail Significance also for the 
ubject hand 


Business Letters 
special effect of the flourish 


at the century turn was a great 
general interest in advertising, in 


) and in the growth of 
merchandising. 
Advertising copy in publications 


expande eyond the dimensions of 
the customary placard to sufficient 
irea {f lescription of, and argu- 
nent f he thing advertised 
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Mov, 


f . 


ate Ty, 
Why ™ 


Being areview of some 


events at the start and 

in the progress of the 

OFFICE EQUIPMENT 
INDUSTRY 

and its trade journal 
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Business and social correspond- 
ence was for many generations ex- 
pressive of the cultural standards 
of those in it. The group having 
educational advantage, established 
certain salutations and closing sen- 
timents which were long continued. 

The following closing phrase, “I 
have the honor to be your faithful 
servant—” was chosen because the 
letter written in May, 1859, con- 
tained a prophecy of distressing 
events for this country. “In this or 
the next century.” Some reader of 
these lines will know in a few years 
whether the prophecy came to 
pass.* 

The Office Equipment Industry 
producing all machines and all sup- 
plementary tools for developing and 
facilitating mail order selling (type- 
writers, duplicators, addressing ma- 
chines, stamp affixers, franking 
machines and inserting machines), 
better business letters was a sub- 
ject of keen interest. And so re- 
mains. 

Mail order selling was, and is, a 
letter realm quite apart from that 
of general business correspondence. 
A realm in which letters are adver- 
tisements to present in most inter- 
esting and convincing phrase the 


*The writer of the prophecy, Thomas 
Babington Macaulay, an English pub- 
licist was eminent for his information 
ind facts 

Some years ago the writer read the 
story that a group in St. Pauls was dis 
ussing something when one ventured 
fom MaCauley says Tom MaCau 
ley! flashed the Dear If | were 
ertain of ; y one thing is Ton Ma 
Cauley is of ¢ ryt lI wo ! 
othing 
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facts of the matter to be considered. 

Although, by nature of content, 
in a group apart from general busi- 
ness correspondence, the direct 
sales letter should have all features 
of general correspondence letters to 
make favorable impression upon 
the recipient, such as design of 
letterhead and pattern of contents 
on the sheet. 

Indeed when making a business 
proposal by letter to a hundred, a 
thousand, or more persons, it would 
seem important to present the pro- 
posal with every possible influence 
for favorable consideration. 

The late Condé Nast achieved 
considerable fame some 30 or 40 
years ago by his letters promoting 
the rise of Vogue from its lowly 
place in the field of feminine fash- 
ions to dominance. 

One interested in better business 
letters, being introduced to Mr. Nast 
when his genius was in full flower, 
made some compliment upon his 
letters. Mr. Nast mentioned a cus- 
tom of completing the letter and 
holding it over a day for changes. 
Sometimes holding for a second 
checking and finding only some 
trifling point of error; perhaps the 
punctuation, which, he observed, 
might be over-doing the job. 

To which his auditor replied, 
“When perfection is achieved by the 
smallest change, that change is im- 
portant.” And it is even so. 

The “Better Business Letters’”’ 
campaign, started so many years 
ago, developed into a Better Busi- 
ness Letters Industry having or- 
ganizations, a trade press, and trade 
schools. Something too important 
for such brief reference. 











state of the industry 





® Defense needs are increasing, reports Manly ® Filing cabinet purchases by the G t 
Fleischmann, | Administ re being restricted by the Gener 
tor. He estimate j tl Administ New purchase f steel and 
quarter of 19! md defer od ibinets have bee: ide ntinge! 
related product 1 construction will tak por tilizat t 
more than 40 ind ak ent t J 1 fo | 
60% of the suppli ind copr ent J These 1 
wire mill and roducts aI] re 
The allotment iteria , ed for dist 
the first quarter i 1 into thre R office } 
broad categ Le jefense ak _ Pe th ’ 
lated, and all i 1 constr ae , a . 
tion, Mr. Fleisc ; 
lers tf rede! | t 
7 Records Der t j 
ecords ce t} 
® Tightening up means labor layoffs. "ales 7 
the report of the Fountai: id Me ni } 
Pencil Industry Ad) ‘ NE niftin Doggie 1ctive if1les t wood capin t 
The layoffs will be j Ye transier a wnen avadlabie 
first quarter of da . amen cabinet nl wnen Ile 1ré 
sult of curtailed trolled t tantly in use 
rials for fountair 1! 
production 
Fabricators wil 1e} j wllotment 
which are ins e indust: @ Fair Trade is up to Congress. M 
without seriou ne retailers, supported by thousand 
bers agreed 1 rs and wv k . 
} nal leg 
Court dec 
setback administered 
® The national output is up. increased ta Trade laws in the 20 year 
by about 8% in 19! 1d with 195 ster the Burea jucat f 
and was higher ther ve ide ted in its annu é 
according to 1 Representative John A. McGuire 
Sawyer in his year the e AS ling in Congre Ae 
situation t u status 
The volume yoods 1¢ > 
services—the gr! luct—t 
$327 billion, 15 x! 
half of this ris« ~ 
the remainder —_ @ Fair Traders have 12 arguments ready. 
volume When C ess considers t legislation, t 
At the same t : ISONs Ic 
ported on the t te a 
rials’ cutbacks, w j red al t k ness need 
million in 1950 ed he ide price t 
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[Trade operates only through com 


Trade is a curb on unfair monop 
> competition 
Trade guards the public against de 
n merchandising 

production and low prices need 
istribution 


oe 


Trade is only one form of resale 
maintenance 

rade doesn't guarantee a living to 
dy 

; no Government-in-business un 

‘air Trade 
Trade to full effective 
volves state's rights 


reytic of Fair 
m10Mn O! Cir 


n-signer clause is designed to re 
price-jugglers 
Trade guards that precious right to 
rk for one’s self which is basic to 
free enterprise democracy. That 
cannot long endure if small busi 
America permitted to be de 
1 by unfair competition 


= CPR No. 22 has been amended. The supple 
entar julation No. 12, as amended, per 
of listed items to continue 
under the General Ceiling Price 
ifter December 19, if they wish 
f certain listed items wishing 
in accordance with CPR No. 22 


juired to file ceiling prices by the 


+,ireare 
Irers 


ide printing inks; printed prod 
bound blank books, loose leaf 
ers and fillers, and index tabs 
rds, tags, seals and related prod 
products including announcements 
calling cards and the like; tablets 
xted products; commercial paper 
‘luding forms, blotters, labels and 
ducts of photo-engraving, typeset 
typing, stereotyping and plate mak 
aperboard, converted paper and 
products, and gummed cloth 


good reading 








this month 


PAGE 13... Through careful management you can 
keep your business strong and active, says V. N 
Vetromile, one of OFFICE APPLIANCES’ best-known 
special writers. He tells how actual profit is necessary 
instead of a mere swapping of dollars 


PAGE 15... A stock of Gem clips plus ambition today 
equals a successful office specialty business in Ma- 
rietta, Ga. Read how this firm recognized its oppor- 
tunity in a growing community and grew to prom- 
inence by concentrating on the industries and the 
protessions 


PAGE 17... An art department pays its way in 
Springfield, Ill., by boosting other lines. D. A. Hoover 
tells how the Simmons Office Supply & Equipment 
Company capitalized on the trade of artists and 
draftsmen 


PAGE 18... The duplicated house organ can be an 
adjunct to a business in morale building. Here's good 
advice on the format and the preparation of the com- 
pany “newspaper.” The employees’ role is described 


PAGE 19... A spectacular mobile display stops traffic 
for a dealer in office supplies in Camden, N. J. His 
experience in this novel type of advertising can help 
others in the industry. 


PAGE 20... D. C. Hegarty uses Pete, the genial 
Greek fruitman, as an example of how personality is 
a key factor in selling. It's another fine article from 
the typewriter of the versatile former advertising 
manager of the National Blank Book Company 


PAGE 21... J. K. Lasser, small business consultant, 
yives more advcie on how to run a firm profitably. This 
time he deals with effective advertising methods 


PAGE 23... George H. Wolcott, Mr. Loose Leaf himself, 
the subject for this month's Old Timers’ Party feature 

Read about his interesting career now part and parcel 
Wilson Jones Company business 


PAGE 27... Irving Settel, authority on retail advertis- 
ing, says a small ad budget can do a big job. Here, 
in the Ad-Viser, is a monthly course in successful 
methods. It is good reading in every issue of OFFICE 
APPLIANCES. His Ad-Analyzer is a companion feature 


PAGE 28... 


of customer 


Featuring furniture can enlarge the list 
Read about the experience of a prom- 
inent Salt Lake (Utah) firm in presenting a model 
ettinag 
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As the birth months of two of the greatest men who have 
1ppeared on the American scene, February has a special 
significance. When we pause to honor George Washing- 
ton and Abraham Lincoln, may we find the moral strength 
to dedicate a full measure of our energy and skill to the 
high and patriotic purpose of maintaining the character 
ind selflessly adhering to the ideals of the nation they 


strove so mightily and effectively to establish and preserve 


Cenneennnuneneneecnnens 


togeeuinet 


(INustration Courtesy The General Fireproofing Company) 
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Through Carchul Management 





keep your business strong and active 


by V. N. VETROMILE 


staff writer 


gw SKILLFUL ADVERTISING and 
enterprising methods of sales pro- 
motion bring buyers to a business, 
but sound public relations ideals 
and strong economic controls are 
the implements that consolidate 


each successive gain in the battle 
to achieve outstanding financial 
success 

If only the selling instinct were 
required to march ahead of com- 


petitors, then any retail investor 
who had ample money for buying a 
stock of merchandise and paying 
for advertising space would be prac- 
tically pre-assured of success and 
there would be no failures. 

But everyone knows that isn’t the 
fact—especially in an industry that 
involves so many technical and 


auxiliary-service features as the 
stationery and office appliances 
business 


Keep Your Business 
Holding business is even more of 


a tactical art in management than 
attracting business. In the typical 
instance of an important buyer of 
office furniture and mechanical 
business equipment, the stationer 
and office machine dealer usually 
gets but one chance to demonstrate 
that he is capable, and deserving, 
of retaining that buyer’s continual 
patronage 

Wrapped up in this statement, it 
seems to me, is the most probable 
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explanation of the decadence and 
the eventual failure, which is occa- 
sionally recorded, of some large re- 
tail establishment, evoking the sur- 
prised observation “Why, that store 
used to do a wonderful business! 
I can’t understand it.” 

And often the defunct proprietors 
can’t understand what happened— 
until it’s too late. 

In today’s intensely competitive 
situation all the dealers in any 
given territory are constantly vying 
with one another to attract buyers. 


Many Methods Available 

Various recognized methods are 
employed to this end—newspaper 
and circular advertising, street car 
and bus advertising, sales letters, 
window displays, telephone cam- 
paigns, and even, to an increasing 
extent (at least in the large cities) 
radio advertising. 

Buyers, therefore, cost money- 
the money expended to influence 
them to come to the advertiser's 
business place in preference to some 
competitive outlet 

But, once those buyers have been 
made acquainted with the store, 
skillful trade-retention practices 
and policies are devices of virtual 
customer-insurance that cost the 
stationer and office appliances 
dealer no premiums whatsoever. 

Every stationer and office ma- 
chine merchandiser must have con- 
tinual store traffic in order to sell 
his merchandise in the volume and 
at the rate of stock-turn that his 
capital investment and operational 
setup requires for profitable ex- 
istence. 

It costs him a certain amount of 
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money—variable, to be sure, accord- 
ing to the capital structure, his 
rent, pay roll, and average current 
merchandise inventory—just to 
open for business each morning. 

Many stationers never think of 
the matter in this light, or have 
only a vague consciousness of this 
primary truth in the economics of 
retail overhead and profit-analysis, 
but all, who have thus far neglected 
to do so, ought to sit down today 
and figure this primary fixed cost 
right down to an accurate mathe- 
matical conclusion. 

Until a certain amount of sales 
revenue has been collected each 
day, the proprietor of any retail 
store hasn’t made a dime. 

He must know what this mini- 
mum amount is just as surely as 
he knows that he has agreed to pay 
this or that co-worker eight or 10 
dollars a day. 


Don’t Swap Dollars 

If, for illustration, there are two 
days of the week that this minimum 
cash intake is not collected, it must 
certainly be compensated by the 
revenues of the other four days, or 
practically all the small one-man 
or two-men retail shops throughout 
the country would soon be out of 
business. 

The simple reason is that they 
would be making no actual profit— 
true profit being the net revenue in 
excess of merchandise cost and 
overhead expenses — but, quite to 
the contrary, they would be simply 
swapping dollars. 

Now then, let us say that the 
fixed daily overhead of a full-line 
stationery business of average size 
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is $100—the total day-to-day oper- 
ating cost—clearly, it is costing this 
stationer $100 a day just to open 
his business to the public. 

Unless the daily cash intake of 
this store is at least $400, the pro- 
prietor is only kidding himself if he 
imagines that he has a profitable 
business. 

Even if he does hit that score or 
better, on an average right along, 
his actual net profit is determined 
ultimately by his ability in economy 
of management which, however, 
does not mean nickel-squeezing, but 
rather the economic art of making 
each expenditure constructive and 
productive. 


I have satisfied myself by ob- 
servation and investigation through 
the years that the economic equilib- 
rium of many retail store invest- 
ments of diverse types is disturbed 
by what may be called pay roll im- 
balance. 

This doesn’t necessarily and al- 
ways imply that there are too many 
employees nor that the rank and 
file of the organization are being 
individually overpaid. Very differ- 
ent. 


Too-Costly Help 

For one example that comes to 
mind (not a recent case, but a valid 
illustration of what I mean) I ex- 
amined the financial problems of 
a retail store in which a much- 
tooted “store manager,” function- 
ing as an auxiliary to the proprie- 
tor, was receiving $5,000 a year 
while the owner—the fellow who in- 
vested the capital—was receiving 
$7,500 a year. 

These two executive salaries, it 
will be seen, made a fixed charge 
of $12,500 a year against the earn- 
ing power of this retail store—a 
little more than $1,000 a month 

Now, while $250,000 to $300,000 
gross annual volume could absorb 
such an executive salary toll, cer- 
tainly no $75,000 or $100,000 volume 
could ever stand such economic 
pressure. 

So far as I could discern, the 
proprietor being of normal mental 
and physical caliber, such a right- 
hand bower at $5,000 a year was an 
out-and-out luxury in this estab- 
lishment, and I so expressed my 
opinion frankly. 

I recommended that, if the pro- 
prietor were not lacking in assur- 
ance that he had the necessary 
managerial and supervisory ability, 
instead of paying two executives 
$12,500 a year, he.“‘get hep” and ap- 
propriate $8,000 for himself. This 
he agreed was a liberal appraisal of 
owner salary for such a business, 
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Don’t have an 
iron curtain 


To keep your business 
strong, put your zeal into co- 
operative trade-promotion 
projects that strengthen the 
mercantile vitality of your 
trade area as a whole. 


That means, avoid all temp- 
tations to indulge in_price- 
cutting or other fallacies of 
cut-throat advertising. 

Don’t stay forever within 
the iron curtain of some imag- 
inary circle that limits selling 
activities to a radius of five 
miles. 

Every dealer wants the pub- 
lic to trade in the old home 
town, but just what is home- 
town territory in this day of 
the omnipresent automobile? 


The department store does- 
n‘t draw an imaginary line 
around the boundaries of the 
city and assume that it can not 
attract business from commun- 
ities 10 miles away. 


A dealer must co-operate 
with others to strengthen the 
trade-attracting power of the 
buyer-market. 


and he could conserve the other 
$4,500 as a retained-capital asset 
for the accumulative strengthening 
of his investment 

It is my conviction that, except 
in the very large establishments in 
the six-figure brackets of mercan- 
tile investment, the right kind of 
hand-picked and _ intensively 
trained organization requires only 
general supervisory directives from 
their employers. 

For this reason, the better policy, 
from both the standpoint of human 
relations in business and the maxi- 
mum productivity of the pay roll, 
is to pay the rank and file workers 
as liberally as possible and have no 
non-investing executive personnel 

My definition of the pernicious 
pay roll imbalance that I mentioned 
is an instance of two men in an or- 
ganization being paid $10,000 a year 
while 10 others in the untitled rank 
and file are paid only $20,000 a 
year for their collective services 

Usually, in such pay roll setups, 
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the employer doesn’t receive $30,- 
000 worth of value, and the lower- 
scale personnel do not receive as 
much as they should because of the 
two or three who receive twice as 
much as they should. 

When knowledge of such gross 
pay roll imbalance leaks out, it 
generates among the workers a 
stifled discontent that impairs ef- 
ficiency and, possibly, even loyalty. 

Incidentally, there should always 
be gradations in the working organ- 
ization so that each man taken into 
the store’s personnel will have 
something to work up to. 

If, of course, a man is hired spe- 
cifically to be an advertising writer 
or a display manager in a large 
establishment, that would be an 
instance quite apart from the gen- 
eral rule, because such a specialized 
worker would be employed and paid 
for his acquired experience as dif- 
ferentiated from employees who 
anticipate opportunities to work 
themselves up in the business as 
they gain training and experience 
in it. 

Small-city stores, however, can 
not undertake to pay big-city sal- 
aries even in special and, perhaps 
technical, assignments. Salaries in 
the smaller stores must be regulated 
by economics, not by titles. 

And careful, far-sighted manage- 
ment always keeps its promises with 
regard to promotions as soon as 
demonstrated capability for in- 
creased responsibilities proves that 
they are warranted. 


Starved for Ideas 

Reflecting again on stores that 
once did “a whale of a business” 
yet succumbed to new competition 
within a few years after the incur- 
sion of that new competition into 
their localities, I would say that the 
worst weakness of some dealers 
whose business foundation is not 
nearly so strong as they imagine is 
idea starvation. 

If a business has survived for a 
long time that fact is at least evi- 
dence of good repute and honest 
dealing, but much more than that 
is needed to preserve the gains of 
past years today. 

In other words, the old age of a 
store is not a dependable augury 
of its indefinite future existence if 
management is not cautiously “fu- 
ture-conscious” and strictly in step 
with the times. 

Business enterprises are man- 
made, and they grow old like men. 

But whereas men can not fore- 
stall indefinitely the inevitable en- 
croachment of infirmity and sen- 

Turn to page 172, please 
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Better Sales and Service—tThe furniture and equipment unit of Office Sales & Service, 
left). The typewriter work shop (right) has a staff of experienced mechanics on the job. 


Gom (Clips Plus Ambition. 








Marietta, Ga., is arranged in careful detail 


equals an office specialty business 


by PAMELA COURTNEY 


special writer 


@ OFFICE SALES & Service, Mari- 
etta, Ga., had its beginning in 1940 
with Miss Margaret Carpenter and 
the late Raymond E. Bailey as part- 
ners. Th was before World War 


II and the Bell Bomber Plant had 
turned amazed old Southern 
town into a metropolis overnight. 
The population was about 10,000, 
and there was no store selling office 
supplies 

According to the old timers, there 
was no need of such a store, and 
they predicted imminent starvation 
for the venturesome pair. 

As Miss Carpenter remembers 
now, this ist angered them and 
they went ahead with their plans, 
penir for business in a corner 
about block from their present 
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“We started out,” she _ recalls, 
‘with 250,000 gem clips, one set of 
shelves and unlimited ambition.” 

She had also a genuine interest 
in the office supply business. Since 
childhood, she had been fascinated 
by the multiplicity of items making 
up the stock of such a store, and 
had wanted to run one. 

This ambition, added to the 
healthy defiance inspired by the 
gloomy prophets, must have pro- 
vided the right formula, for the 
new firm was making money in less 
than three months. 

The competition was Atlanta, 
only 15 miles away, with numerous 
office supply houses, which Marietta 
business people were accustomed to 
patronize. 

While recognizing the platitude 
that habit dies hard, the partners 
filed requisitions on the aforemen- 
tioned stock of ambition, and set 
out to survey the town. 

A typewriter repair service was 
an obvious need, and Mr. Bailey, 
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though an accountant by profes- 
sion, was good at that. Typewriter 
sales followed naturally. 

The servicing of typewriters in 
school offices led to the school sup- 
ply department, which has become 
one of the more important divisions 
of the business. 

There are 18 schools in Cobb 
county, nine in the city of Marietta, 
with about 700 teachers in the en- 
tire area. Office Sales & Service 
sells school supplies through an ap- 
peal to the interest of the teachers. 

Books, of course, are supplied by 
the school system free, but each 
student pays a fixed sum each term 
for extras, such as art supplies, note 
books, and a variety of small items. 

Teachers are offered a 20% dis- 
count on these supplies, enabling 
them to see that their charges have 
more and better equipment to work 
with. The firm has always liked and 
admired the teaching profession for 
its enthusiastic acceptance of aid. 

During the period of teachers’ 


15 





For Easy Inspection ._ . Sel/-service 
items are attractively arranged for cus- 
tomers’ convenience at the Office Sales & 
Service, Marietta, Ga. 


meetings which precedes each fall 
term, each teacher in the area is 
supplied with a “School Catalog.” 

School supply stores, projects of 
Parent Teacher Associations and 
student groups, are also reached 
through this catalog. 

Another specialty of Office Sales 
& Service is the vacation typewriter 
service. This also had its beginning 
in the small town days, when it was 
possible to make personal contact 
with virtually all the office workers. 
This was done before the beginning 
of the vacation period, with the 
suggestion that typewriters be 
picked up for servicing while the 
regular users were away on vaca- 
tion, leaving loan machines for the 
use of substitutes. 

Most office workers have a pro- 
prietary interest in their own ma- 


One formula for success 


Office Sales & Service, Mar- 
ietta, Ga., concentrated on 
the professions and industries, 
rather than the mercantile 
houses. 


The firm called on every 
lawyer, doctor and factory 
owner in town, found out 
what supplies were being 
used, and made a study of 
what items could be advan- 
tageously added to the list. 


Shelves were stocked ac- 
cordingly. 

In the early days it was the 
custom to start with some of- 
fice device small enough to be 
carried unwrapped. 


Before the selected office 
was reached there were sure 
to be at least half a dozen 
curious inquiries, with the re- 
sult that the particular item 
was soon added to the equip- 
ment of half the offices in 
town. 
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chines, and appreciated the plan. 
Nowadays the contact works the 
other way, as stenographers call in 
to give dates and ask for the serv- 
ice. This project has proved a defi- 
nite builder of good will. There is 
also an active rental business in 
typewriters and adding machines. 


Ready for Rush 


When the Bell Bomber plant 
mushroomed the population of 
Marietta to around 30,000 during 
World War II, Office Sales & Service 
continued to handle the vast in- 
crease of business in the original 
location, with the typewriter repair 
shop above the store 

Now that Lockheed Aircraft Or- 
ganization is getting organized in 
the Bell site, and predictions for 
growth in population are astrono- 
mical, the firm is in a better posi- 
tion to meet the rush. 

Two years ago the concern moved 
into the ground floor of the newly- 
erected Carpenter Building, a fam- 
ily property located in a_ focal 
position second to none in the busi- 
ness district for a store of this kind. 
They are directly across the street 
from the city hall and the post of- 
fice 

The new _ store has off-street 
parking and a solid plate glass 
front, making a show window of 
the whole place. An interesting ar- 
rangement of office furniture, com- 
plete from ash trays to name plates, 
is usually in view on one side, with 
a gift shop display on the other, 
as the firm makes a specialty of 
personalized gifts and gift wrap- 
ping. 

The service desk is in the center, 
somewhat to the rear, with display 
counters of blonde wood angled out 
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on either side. The side walls are 
lined with shelves, with a second 
row divided from the wall units by 
a passageway. These units are steel 
framed, with wooden shelves. 

Because of the steady increase in 
business, with the difficulty of get- 
ting enough competent help, a 
modified form of self service has 
recently been put into effect. 

The building is fireproof, with 
solid brick walls and concrete floors. 
The store has a floor space of about 
5,000 square feet, which is broken 
only by slender steel pillars, painted 
the same rich yellow as the walls, 
so that they interfere little, if any, 
with the effect of spaciousness. 

The concrete floor is covered, for 
comfort as well as for appearance, 
with asphalt tile in acorn brown. 

The soundproof ceiling is of grey 
paneling, with inset fluorescent 
lighting. 

The typewriter repair shop is in 
the rear, headed, since Mr. Bailey’s 
death, by a foreman, assisted by a 
mechanic and a helper 


Deliveries Unlimited 

There are two deliveries daily in 
the residence section, but deliveries 
in the business district are unlim- 
ited. The full-time delivery man 
uses a station wagon most of the 
time, but a truck is available when 
needed. 

Among the lines stocked by Office 
Sales & Service are Royal typewrit- 
ers; Remington, Clary and Victor 
adding machines; Federal Equip- 


ment, Speed-O-Print and Ditto 
duplicators; Shaw-Walker equip- 
ment. 


There are two clerks on the floor 
and the staff really knows the stock, 
complicated though it necessarily is. 
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Boosting Other Lines 





makes art department pay its way 


by D. A. HOOVER 


feature writer 


g ARTIST'S AND DRAFTSMAN’S 
supplies make a profitable depart- 
ment in Simmon’s Office Supply & 
Equipment Company store, 626 E. 
Adams St., Springfield, II. 
According to Frank B. Simmons, 
owner, his grandfather, Frank S. 
Simmons, had such a department 


when he first opened the store back 
in 1873 

“We're a third-generation store,” 
Mr. Simmons said. “And we have 
grown up in the business. In this 
same location since 1927, we've 
taught artists and draftsmen that 
they can find the largest and most 
complete stock in central Illinois 
right here 

Mr. Simmons is, himself, a stu- 
dent and devotee of art, who has 
studied in Springfield College, and 
at the Institute of Art of Chicago. 
His advice to customers is authentic, 


therefore 
When Mr. Simmons says art, he 


wants it understood that he means 
not only the finished craftsman, but 
students all the way down to the 
beginning stages 


“Our art and graphic art center 
brings trade in from the youngest 
age to the professional people in 
this area. Of course we have this 
display arranged across the rear 
end of the store so that traffic will 
have to weave its way by all of our 
other merchandise. Coming and 
going, they are exposed to the im- 
pulse appeal of our office supply 
lines. We gain an important per- 
centage of extra revenue this way.” 

Being strictly up-to-date pays off 
here, according to Mr. Simmons. 
His store attempts to stock any and 
all new items just as soon as they 
are available to the trade. 


Best Is Firm’s Aim 


“We follow through by trying to 
get a true picture of their reactions 
to these products, untinged by di- 
plomacy. Where we can get these 
professionals to honestly comment 
later, we have learned a valuable 
lesson in how to better serve them. 
That’s our highest aim—to give 
them the best as and when they 
want it. 

“Artists and draftsmen are an im- 
portant section of business life, and 
have an important bearing on the 
office supply buying public. To be 
solidly behind them is to be in tune 
with the potential indeed. 





Equipment 


It's How You Say It. . . Frank B. Simmons, owner of Simmons Office Supply & 
‘o., chats with one of his friendly clients. A winning personality is a magnet 


which attracts people from all over his trading area. 
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“We send out 1,000 direct mail 
pieces three times a year, and we 
have very good results with them. 
Another form of good will adver- 
tising is our instant service depart- 
ment. If anybody in the city limits 
has immediate need for some item, 
we dispatch it by runner to him at 
once. Same day delivery is routine, 
but our special service has done 
wonders to good will. 


Radio Helps Promotion 


“We sponsor two radio programs 
currently over two different sta- 
tions. A sports program on Sunday 
appeals to that great block of 
sports-loving people. And a musical 
program on Friday appeals to nearly 
everybody. Most people are inter- 
ested in one or the other or both, 
so we reach our public twice a week. 

“We are not satisfied just to ad- 
vertise and wait for people to come 
to us. We go out after them. Two 
men are out in the fleld at all 
times, men who are trained to give 
advice from the use of a very small 
item to the full engineering design 
of a commercial office. They call 
on our art and draftsmen clients as 
well as the others, and keep up that 
valuable personal touch so much 
needed.” 

Courtesy and above all, tact, is 
the vital consideration, Mr. Simmons 
believes. 

Nearly every office the sales-en- 
gineers enter has its glaring ex- 
ample of inefficiency. Perhaps the 
owner made the selection or adap- 
tation himself, and is really proud 
of it. That’s where it takes tact and 
diplomacy to show that person how 
an improvement can be made, and 
keep his friendship and loyalty. 

It isn’t done the first trip, either. 
Each office is a separate challenge 
to the Simmons’ people. Each one 
receives the cumulative know-how 
built up through 78 years of supply- 
ing the public with the best in 
equipment and courteous service.— 
DAH. 
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consider the duplicated house organ 


by ROBERT A. STEFFES 


special writer 


@ WITHOUT STEPPING any far- 
ther than to the nearest duplicator 
in your office appliance or station- 
ery store, it is possible to create a 
sales booster and advertising me- 
dium at low cost. 

The answer is the “house organ,” 
or company newspaper, which can 
serve the triple purpose of improv- 
ing employee relations, providing 
your firm with good advertising, 
and setting a lively example for 
potential customers. 

Any type of “house organ” pro- 
duced with an office appliance 
firm’s equipment becomes an ad- 
vertising piece for distribution to an 


Let the employees help 


The better house organs are 
receptive to nearly all types of 
contributions from employees, 
and wise editors do not berate 
someone’s pet poetry or letters 
to the editor. 


Employees usually need 
constant assurance that their 
material is welcome, and the 
house organ, like many an- 
other publication, often is ac- 
cused of being a closed-door 
affair to which there is no en- 
trance for anyone but the staff. 


On the other hand, it is un- 
wise to expect that much copy 
will be volunteered by the 
readers. 


If you insist on reader par- 
ticipation, one reliable method 
is to conduct a contest with a 
prize, for original material. 
This is particularly effective in 
obtaining amateur photo- 
graphs. 
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audience greater than just company 
personnel. 

It can be a “proving ground” for 
new duplicating devices, for new 
colored inks or styli, or for type- 
writers with special type. Notation 
of any unusual type, ink, or paper 
should be included with each issue 
because we must assume our read- 
ers are interested in those technical 
details. 

Such publications need not neces- 
sarily stay “at home,” either. 

Many house organ publishers have 
found it profitable to build up a 
mailing list of customers and slant 
the material for general interest. 
When mailed in this manner, it also 
becomes a sales medium in that ad- 
vertising is included. 

Some dealers find that lists of 
used equipment often find good 
readership, for this type of direct 
mail advertising is usually welcome 
because it has reader interest. 

While the employee paper of a 
large concern is often a beautifully 
printed and illustrated publication, 
a neatly-prepared paper done on 
stencils or carbon backs also can 
be attractive and carry home the 
same employee relations job. 


Need Not Be Elaborate 

A practical format is the standard 
84% x 1l-inch sheet of heavy, opaque 
mimeograph paper, printed on both 
sides with two columns of elite type 
forming the basic page design. 

Stenographers who may have 
worked with duplicated school pub- 
lications are particularly well 
equipped to prepare a neat stencil 
for this purpose. Art work may well 
be selected from the prepared 
mimeograph ‘insets often sold in 
such firms. 

What to put in its editorial col- 
umns? Primarily, it should include 
names—and you'll want it to con- 
tain news of the company and its 
products. 

Small newspapers—and that in- 
cludes company newspapers—may 
well respect the adage, “names 
make news,” for therein lies the 
morale element or human interest 
value of the company publication. 

On the other hand, “front page” 
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material may consist of announce- 
ments of change in company policy, 
expansion, discussions of new prod- 
ucts, “how to” articles, and tips on 
selling or maintenance. 

Sales records, results of competi- 
tions, announcements of meetings, 
social gatherings, and new policies 
are material for the paper. Because 
of the ease of preparing more or 
fewer stencils depending on the 
amount of material, there is no need 
for padding or cutting copy. 

Anything which might be placed 
on the company’s bulletin board is 
good copy. If company memoran- 
dums occasionally are written to all 
employees, this, too, is grist for the 
copy mill. 


Have Reader Interest 


However, the best purpose the 
paper can serve is to be a personal, 
warm publication containing that 
elusive quality which newspaper- 
men dearly love—‘“reader interest.” 

Reader interest may be obtained 
either literally, such as a news item 
about the reader himself, or figura- 
tively, an item which the reader 
knows directly concerns him. 

Many company magazines become 
popular with employees because 
they contain short, pithy bits of 
humor or philosophy reprinted from 
other sources. Others include puz- 
zles or quiz features—some of which 
are supplied by the readers. 

Although typewriters which jus- 
tify the right-hand margins, to give 
the appearance of a newspaper col- 
umn, are the best solution to a 
professional appearing page, any 
standard typewriter may be used if 
the material is typed first as nearly 
to the right as possible. 

Check marks should be inserted 
to indicate where double spacing 
between words must be included in 
the final typing. Most stenograph- 
ers are familiar with this procedure. 

Also, if the company wants to get 
samples of good duplicated publica- 
tions, the school press is the place 
to find them. 

Incidentally, if you’re looking for 
samples of the country’s best 
mimeographing being done in the 

Turn to page 22, please 
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Traffic-stopper .. . Of steel and wood, this king-size typewriter attracts wide atten- 
tion and acts as a calling card for a Camden, N. J., dealer. 


Mobile Display 





stimulates machine sales 


gw “USE WATER INTERNALLY, ex- 


ternally, and eternally if you want 
to stay healthy,” was the sage ad- 
vice given his ailing patient by an 


old medico 

If a business is to maintain 
similar well-being, the same may 
be said of its advertising program. 

Such seems to be the philosophy 
of an earnest young dealer in office 
appliances in Camden, N. J. 

“When business is good is the 
time to advertise,” says Kenneth 
Robison, “and when business is bad 
you have to advertise. 

“But advertising needs to have an 
individual twist,” he added, “and it 
must be a novel idea.” 

With this in mind, the young 
veteran spent 3,000 hours building 
an immense typewriter that sets 
high on top of his Jeep truck that 
he uses for delivery. 

Modeled after the Royal type of 
machine, Robison made it of wood 
and metal and positioned it on a 
bearing that tips the attractive eye- 
lisplay slightly off balance. 
When the vehicle is in motion, 


stopping 
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the machine looks back at following 
traffic. When he stops at any inter- 
section, the king-size typewriter 
swings slowly around to face for- 
wards. 

A startling and true to life replica 
of a standard office machine, Robi- 
son calls his mobile unit his “calling 
card.” 

If there is any truth in the old 
saw there is merit in material so 
large “that he who runs may read,” 
then this novel advertising truck 
fills the bill. 

“You'd be surprised at the amount 
of business this display brings me,” 
remarked Robison. “People see the 
truck and it as well as my name, 
sticks in their memory, and they 
seem to associate both with the 
business I’m in. 


“Not long ago I received a call 
from a member of the local Board of 
Education who had seen my unit 
and located my address through it. 
He’d questioned around about the 
‘big typewriter that a fellow carries 
on his truck roof,’ and he finally 
found me. The result—I submitted 
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a bid and landed some of his work!” 
The local Coast Guard unit, seek- 
ing bids on office machine repair, 
was reminded by one of its mem- 
bers of the “fellow who lugs the big 
typewriter around town.” Again 
Robison got some business. 

“I had to bid pretty low,” said 
this canny dealer, “to get that con- 
tract, but I felt that there was some 
prestige involved in handling the 
Coast Guard's work.” 

It seems there was, for not long 
afterwards he was invited to bid on 
a Government contract that ran 
into some real money. 

Armed with these evidences of his 
acceptance, Robison writes personal 
letters to prospects offering his serv- 
ices. The Government contracts 
boost his stock. 

Invited to look over a lot of ma- 
chines that a civic agency con- 
templated selling or trading, Ken- 
neth insisted that several needed 
but an inexpensive overhaul. 

The candor of the young man 
puzzled the authority. “We’ve never 
met a guy like you,” he was told. 
“Most servicemen and dealers are 
eager to agree with us that the ma- 
chines are beyond repair!” 

Needless to say, Ken landed most 
of the work and sales with that 
agency. And he’s convinced its good 
business now and then to make a 
low bid in order to get his foot 
inside the door. 


Remembers Birthdays 


Prominently displayed on his 
mailing list are the names of the 
big firms that deal with him, and 
Robison finds out the birthdays of 
employees and key figures in an 
organization, sending them birth- 
day-card reminders that he’s the 
“guy with the big typewriter!” 

“Before I call on a _ prospect,” 
avows this merchant, “I try to learn 
something of his interests. 

“And when I land a contract with 
the Government, my name is usually 
listed with the agencies in my ter- 
ritory so they can call me when a 
machine is in trouble. 

“But I don’t wait for a call. I find 
out who has my name, and I call 
on them! I figure the amount of 
business I'll get from these sources 
depends more on me than on them, 
so I cover these accounts to see 
perhaps whether a machine has 
been dropped, or maybe it needs 
cleaning. 

“Sometimes an adjustment is re- 
quired and I do this right on the 
job. Then again, a routine call may 
develop into a major overhaul and 
perhaps a trade-in. It might be 

(Turn to page 22, please) 








Personality — 








a key factor in selling 


@ WHILE HOME RECENTLY I had 
a good chance to observe Pete, our 
genial Greek fruitman, in selling 
action. It proved an interesting ex- 
perience because it showed me real 
sales personality at work. 

But before I tell this story I'd like 
to have you get better acquainted 
with our old friend Pete. He has 
been coming to our house for many 
years, with his fruit and vegetables 
He speaks his own brand of English 
with a strong Greek flavor 

Without benefit of Phi Beta 
Kappa, he is a real Greek philoso- 
pher. His homely bits of logic served 
up to his housewife customers are 
classics. His weather-beaten face, 
lined by over 60 years of hard work, 
carries a whimsical smile. 

His deep-set dark eyes twinkle 
yet, at times have an expression of 
sadness .. . perhaps reflecting the 
suffering of his early life in Greece 
and his hard struggle to get ahead 
in his adopted country. 

Pete uses no high pressure selling 


What is a 
“selling personality” 


A selling personality is a 
personality fired by enthusi- 
asm that: 

—Instills in a man confi- 
dence in himself, his merchan- 
dise and his company. 

—Reacts in everything he 
says about his goods. 

—Radiates so strongly that 
it wins the consumers’ confi- 
dence and wins sales. 

—Makes him immune to dis- 
couragement. 

—Makes him love his job— 
and when a man loves his job 
he is a hard man to beat. 

In short, a personality that 
makes it pleasant for people 
to deal with you is a good 
business investment that pays 
big dividends. 
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His mild-manner approach disarms 
any prospect of sales resistance. 
But he has one of the first prin- 
ciples of selling down pat. He knows 
how to display his goods to the best 
advantage. 

He has his fruits and vegetables 
attractively displayed in a low, flat 
basket so tastefully arranged that 
the housewife is half sold the min- 
ute he brings the basket into the 
kitchen. 

Pete told me it is heavy work 
lugging this display basket from 
truck to house but it pays off in 
increased sales. 

When a housewife says, “Every- 
thing looks so nice I can’t decide 
just what I want,” Pete quickly 
makes up a suggestion by saying, 
“Well, the bananas are especially 
nice today. I got up at 5 o’clock 
this morning to get these fresh at 
the wholesalers. They’ve been hard 
to get!” 

As a result, he sells a dozen ba- 
nanas and several items that were 
“nice today!” 

But Pete is very careful not to 
force a sale. He takes his order, 
goes quietly out to his truck and 
makes a quick on-the-spot delivery 
service. 

As the housewife is paying him 
off in cash, Pete skillfully mixes 
with his thanks a brief bit of his 
homely philosophy, which helps 
pave the way for his next call. 


Friendliness Pays 


Housewives told me they like his 
low-pressure selling methods and 
his friendly personality, because as 
one woman said, “Even if I don’t 
buy anything, he is always court- 
eous and cheerfully says ‘O.K., see 
you next week!’” 

But when I talked to Pete about 
this, he cocked his head wisely and 
said, “Of course, I don’t like it too 
much when a lady she don’t buy 
nothing, but I know she’ll buy next 
time if I have something she wants. 
But if a lady she no buy for a long 
time, I stop coming. It pays better 
to concentrate on my regular buy- 
ing customers.” 

Thus I take my hat off to Pete 
as a good businessman. He knows 
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by D. C. HEGARTY 
former advertising manager, 


National Blank Book Company 


his produce, his customers .. . and 
he has a seiling personality, which 
is the real key to his success. 
Authorities tell us that 80% of 
the salespeople who fail to make 
good, do so because they lack per- 
sonality. While I cannot vouch for 
these figures, I know from 35 years 
of selling experience that person- 
ality is an important factor in the 
success of any business or person. 


It's Pleasantness 

When we analyze personality and 
strip all high-sounding phrases, it 
means that which makes it pleasant 
for people to deal with us. That 
phrase in itself does not sound like 
so much, and yet all things being 
equal it is the important factor 
which brings success to the firm 
that has it, or to the individual that 
radiates it. 

Let us take an example—Why did 
you go to a certain store to buy the 
suit of clothes you have on? 

Is it not true that other stores 
carry merchandise equally as good 
in quality, are conveniently located, 
were good advertisers, were able to 
meet the price? In other words 
they had everything to offer that 
the store did where you bought the 
suit. 

What was it then that made you 
go to that certain store? 

In all probability it was because 
you liked to deal with that store 
because someone there made it 
pleasant for you to get what you 
wanted. Thus, the personality of 
that salesman whose service is 
pleasing, is an asset not only to 
that store, but to himself 

Again, you probably buy the gas 
and oil for your car at a certain 
service station because the attend- 

Turn to page 22, please 
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fffoctive Advertising Methods 





how to run a small business profitably 


g FOR ANY STORE, large or small, 
the most pressing problem today is 
the growing competition. 

One of the ways to meet this is 
through advertising. Often the mer- 
chant cannot spend large sums on 
advertising. But, by careful plan- 
ning and wise use of advertising 
best suited to his needs, he still can 
achieve good results with a small 
outlay 


NOTE.—AIll of the ideas in these 
article (a series of eight which be- 
gan last July) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts. 
The U. S. Department of Commerce 
was so interested in the work Mr. 
Lasser did in his Small Business 
Clinic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,” Mr. Lasser’s latest book 
from which we have selected these 


articles, are all the subjects treated 
in his course, plus much additional 
material 

If you would like to reduce your 


business risks and organize and 
maintain your business operations 
for greater profits, these articles are 
custom-tailored for you 





by J]. K 


LASSER 


small] business consultant 
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Skillful advertising can be profit- 
able in several ways. The most im- 
mediate and most direct benefit can 
be an increase in sales, both of ad- 
vertised items and of additional 
items bought by the shoppers who 
are attracted to his store. Adver- 
tising can also bring him these 
gains (not so apparent because they 
are built up over a period of time): 


Store Needs Identity 


Every store depends upon certain 
characteristics, such as convenience 
of location, to attract and hold cus- 
tomers. The advantages of a store 
which have strongest appeal pro- 
vide a foundation upon which all 
the advertisements should be built. 
By using the same fundamental 
appeal in all his advertising the 
merchant can give his store an 
identity of its own. It sets it apart 
from other stores. 

Customers will come to associate 
the store in their minds with friend- 
ly, courteous service, quality items, 
or whatever characteristics and cus- 
tomer advantages are stressed in 
the advertising. The advertisements 
thus will do more than an immedi- 
ate selling job. They will collectively 
build up public recognition, con- 
fidence, and good will for the store. 

Don't try to do the job yourself. 
See if you can find an advertising 
agency delighted to work with you. 
They are intensive students of re- 
tailers’ problems. And they will be 
of enormous aid in cost cutting. 

Have a fixed advertising allow- 
ance. The amount to spend on ad- 
vertising during the year should be 
determined carefully in advance as 
a definite percentage of net sales. 


Two Methods Used 


The appropriation should be 
based on either net sales for the 
previous year or on the sales you 
hope to achieve during the next 
year. 

Manufacturers, wholesalers, and 
newspapers may help plan more at- 
tractive advertisements. They often 
provide excellent cuts, mats, and 
suggested copy slants. This expert- 
ly planned material generally will 
be furnished without charge. Make 


1952 


full use of it, for it will help to keep 
your advertisements up to date, ap- 
pealing, and effective. 

Consistent advertising brings best 
results. Experience has shown that 
advertising brings best results when 
used consistently. For this reason, 
the merchant will do well to spread 
his advertising over the entire year, 
instead of devoting his full appro- 
priation to a few expensive adver- 
tisements for special occasions. 

Use smaller, less expensive adver- 
tisements at frequent or regularly 
scheduled intervals, to keep your 
store and its merchandise and serv- 
ices regularly before the public. 


Many Possibilities 


The methods open to advertisers 
are by direct mail, local newspapers 
or shopping papers, and spot radio 
announcements. The audience pos- 
sibilities of each might be broken 
up this way: 

Newspapers and shopping papers 
—publishers will furnish circulation 
statements. 

Direct mail—quantity is deter- 
mined by you; recipients can be in- 
dividually selected. 

Spot radio announcements—audi- 
ences primarily determined by what 
precedes, what follows, and audi- 
ence available at the time. 

What about the cost per unit of 
coverage for each method? 

Newspapers and shopping papers 

—fixed by publishers’ rate cards; 
cost per 1,000 copies known in ad- 
vance; percentage of useful circula- 
tion governed by character of prod- 
uct or service advertised. 

Direct mail—cost per mailing 
piece is determined by you, but 
usually it is higher per 1,000 than 
other media. 

Spot radio announcements—cost 
per listener can be _ estimated 
through audience ratings of pro- 
grams before and after the an- 
nouncement. 

All three methods can be timed 
to meet your sales needs, both as to 
dating and as to frequency. 

If illustrations are important to 
selling effort, direct mail offers al- 
most unlimited possibilities. It gives 
you any size and treatment, within 
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limits of format selected and repro- 
duction process employed. With 
newspapers, the size is limited by 
insertion dimensions. Reproduction 
is through line cuts and coarse- 
screen halftones. Radio programs 
offer no pictorial appeal, but dram- 
atized commercials may give strong 
impressions. 

Consider the factor of competition 
for attention. Direct mail is opened 
and recipient’s interest is aroused 
It gets undivided attention. In news- 
papers, you are affected by the posi- 
tion in the paper and on the page; 
the size of insertion in relation to 
surroundings; the interest of adja- 
cent editorial matter and advertise- 
ments; the effectiveness of layout 
and display. 

Radio programs hold a listener to 
only one broadcast at a time; a pop- 
ular program can build a continuing 
audience. Almost complete atten- 
tion is given to the commercial 

What about the useful life of the 
message? 

Direct mail—can be preserved for 
reference by interested recipient 


Newspapers—little holdover 
value; ordinarily a paper is dis- 
carded within a few hours or one 
day after publication. 

Spot radio announcements—audi- 
tory suggestions are more effective 
than visual but no holdover except 
through repeated impression 





Key Factor in Selling 


(Continued from page 20) 


ant mixes personality and service 
with the gas and oil he sells. 

He checks your tires, looks at 
your oil and water, wipes your 
windshield and, because all this 
service is pleasing to you, you come 
back again and again. 

And yet, many salesmen fail to 
realize what a valauble asset a sales 
personality is. For example, one of 
the best salesmen I know, took me 
to task recently when I tried to tell 
hirn he had sales winning person- 
ality. 

“Bunk,” he said, “I’m successful 
because I, for one thing, like to sell 
I get a kick out of it. There’s some- 
thing out of making a good sale 
that thrills me. There’s a challenge 
in meeting competition and over- 
coming sales resistance. 

“To me, selling is a game—and like 
any game, the more you know about 
it, the better your chances are of 
winning. If I have any secret for 
winning sales, it is this: I have 
made a thorough study of the goods 
I sell. I know something about the 
development, manufacture and per- 
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formance of the goods. I can an- 
swer questions about them intelli- 
gently. I know what they will do 
and how they do it; further, I also 
know what they cannot do—that is 
important. I know the market for 
my merchandise. 

“Indeed, I know as much about 
those who are possible prospects as 
about the merchandise itself. In 
short, I know what I am selling and 
selling what I know.” 

This man was correct in his 
analysis of himself but only partly 
so, because in addition to knowing 
his stuff, he has a “selling personal- 
ity.” 





Consider the Duplicated 

House Organ 

(Continued from page 18 

field—for a window display, perhaps 
there are two national school 

press associations which are glad 

to lend prize-winning papers, maga- 

zines, or school yearbooks which 

come to them for judging and rat- 

ing in contests. 

These associations are happy to 
distribute, free of charge and 
usually with no obligation to return 
them, copies of the better papers 
after they have been judged. They 
may be reached as follows: Na- 
tional Scholastic Press Association, 
School of Journalism, University of 
Minnesota, Minneapolis, Minn.; or 
serving the east is the Columbia 
School Press Association, Columbia 
University, New York, N. Y. 

It is necessary to specify mimeo- 
graphed or duplicated publications 
in asking for samples, for these 
groups also judge printed news- 
papers and magazines. 





By setting the example in its own 
firm, the small office appliance store 
is prepared to sell companies in 
their area on the advantages of 
duplicated house organs. This will 
help to boost sales of duplicating 
equipment and accessories as well 
as open up a new field of advertis- 
ing for office appliances. 





Stimulates Machine Scales 
(Continued from page 19) 


months before I'd know about this, 
unless I moved around as I do.” 

Recently Robison moved into a 
location that had been a drive-in 
service station. Located on a busy 
corner where parking is at a pre- 
mium, it is possible that he feels 
the parking possible on his drive- 
ways will make it less irksome to 
shop for his wares and services. 

Kenneth plans to equip his effec- 
tive Jeep display with an adding 
machine made of stainless steel, 
on the same heroic proportions as 
his giant typewriter. And for after- 
dark travel, he is to place lights 
that will spot both machines from 
sides and top. 

His father was in the advertising 
business and Ken recalls his advice. 
“Make them look, then make them 
stick their eyeballs out with curi- 
osity. They will never forget you.” 

The way Ken’s truck catches the 
eyes of beholders in and around 
busy Camden, perhaps the old man 
was right. 

At any rate, Robison offers to 
divulge the details of his traffic- 
stopper to fellow appliance folks. 

“T’ll be glad to send them any 
help and suggestions as to how to 
duplicate my brainchild,” he offers. 
—HJM 





Neglected Knowledge 


Our commercial and industrial system has become so complex and so finely 


attuned that only those who are informed may hope to succeed,” wrote Herbert 


Hoover in a well-known business periodical back in 1928. 


It is one of the mysteries of business why so many otherwise intelligent busi- 


nessmen struggle along day after day, caught in the details of jobs that are 
dominating them, while at their elbows on their desks are the magazines of 
their industry which, if they would take the time to read them carefully from 


cover fo cover each week or each month, would give them the information and 


the perspective to dominate their jobs completely, and to face competition 


better than their competitors. For the battles of business are battles of strategy, 


based on knowledge, and life is too short to accumulate al! knowledge by 


first-hand experience. 
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Mr. Loose Leaf— 
that’s George Wolcott 


@ Hé IS director, vice-president 
i director of sales for Wilson 
s Company 
But George H. Wolcott might 
be termed Mr. Loose Leaf, 
ling out 45 years of contin- 
service with the _ three 
mous names in the industry’s 
tory—Twinlock, Irving Pitt 
i Wilson Jones. 
He played no small part in pio- 
ering and introducing loose 
f and he couldn’t help know- 
the early history and some- 
thing of the drama and romance 
sociated with its evolution. 


Knew Rivalry 

Vividly this old timer remem- 
bers the rivalry between the 
makers of the early types of 
binders and the constant changes 
ind improvements 

Only gradually was the chaotic 

ndition rectified and such basic 
elements as size and punchings 
tandardized. 

George H. can recall how con- 
iderable opposition arose to 

se leaf bookkeeping in the 
early days. Several states passed 

prohibiting its use 
As late as 1913, a New York 
wspaper ran an editorial con- 


it would encourage falsifi- 
n of accounts 


Began at 15 


Today, such objection would 
inthinkable, but it was only 
tural, when such opposition 
exist, that some stationers 
reticent in putting in stocks 

f loose leaf forms and devices 
This industry pioneer began 
ales experience at the age of 
way back in 1897, as an Arm- 
ng business agent on the 

Boston-Maine railroad 

At 19 he was selling soda foun- 


tains for the American Soda 
Fountain Company in London. 
At 20, he joined the Imperial 
Electric Company of London, 
selling automatic electric slot 
machines 
He returned to the United 
States in 1904 and entered the 
stationery field with Samuel 
Ward Company of Boston. It was 
here that he became interested 
in his life work—loose leaf. 
Ward's at that time was the 
New England distributor for The 
Twinlock Company, one of the 
pioneers in the loose leaf field. 
As the head of Ward’s loose 
leaf department, George Wolcott 
was quick to recognize the great 
possibilities of this new form of 
record keeping. 


Worked in West 

Early in 1906 he signed up with 
Charles Maltby and Charles Car- 
penter of the Twinlock Company 
of Cincinnati, manufacturers of 
loose leaf, to cover the entire 
country. 

His first assignment was the 
Pacific Coast, just at the time of 
the great San Francisco fire. The 
old Sanborn Vail Company on 
Mission St. was the exclusive 
sales agency for Twinlock. 

The following year he spent 
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NSOEA Veteran 


George H. Wolcott has been 
no stranger to the National Sta- 
tionery & Office Equipment As- 
sociation or its predecessors. 

He served as vice-president 
of the field division during Cliff 
Wilson's term of office. 

And he has known, person- 
ally, every president in the as- 
sociation trom John Schlener of 
Minneapolis to Grant Howard 
of Tucson. 


Old. Jimars’ Party 





George H. Wolcott 


covering every state in the Union, 
opening up new agencies for 
Twinlock, leaving Cincinnati in 
January and returning in De- 
cember. He was continuously on 
the road. 

In the spring of 1910 the Twin- 
lock plant at Cincinnati was de- 
stroyed by fire. The name, good 
will and patents were acquired 
by J. B. Irving and William Pitt 
of the Irving Pitt Manufacturing 
Company of Kansas City. 

After a hurried trip over the 
country, tieing up Twinlock ac- 
counts to Irving Pitt, George 
took over the West and Pacific 
Coast divisions of the Irving Pitt 
Manufacturing Company. 


Pioneered Abroad 


He made several trips to Eu- 
rope, the Orient, Australia, New 
Zealand and South America, pio- 
neering new fields. 

In May of 1929, after the death 
of J. B. Irving, the Irving Pitt 
Company was acquired by the 
Wilson Jones Company of Chi- 
cago, of which company Benja- 
min Kulp was president at the 
time. 

That is the firm of which 
George is now director, vice- 
president and director of sales. 
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advertising the modern store 


@ WHEN DISCUSSING advertising 
it is natural to think of that used 
in newspapers. The modern store 
however has attained its success 
through more mediums than just 
the newspaper. 

In fact, by a recent survey it was 
proven that in the office furniture 
and supply business a large per- 
centage of the dealers favor window 
advertising over all other forms. 

The fact of the matter is that 
newspapers, windows, direct mail 
and billboards all have a certain 
value in the fields of advertising 
and many merchants use all of 
them. 

It pays once in a while to revise 
the objectives of advertising lest 
we fall into a rut and credit it with 
slot machine precision and look for 
jack pot results. 


Not a Slot Machine 


There are people who really think 
that advertising works for you or 
against you in somewhat the same 
manner that a slot machine relieves 
you of your cash. To their way of 
thinking, you invest your $20.00 for 
whatever medium you select and 
you either get an immediate return 
on your money or the money has 
been wasted. 

Thank goodness, this is not the 
case and if they can be brought to 
see the overall picture of advertis- 
ing and its various objectives they 
will realize that this is a false con- 
ception. 

The jackpot of advertising slowly 
grows on an organization and is the 
result of a planned studied cam- 
paign. For our consideration let us 
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list the objectives of modern store 
advertising: 

1. To tell the public of your mer- 
chandise, what you have to offer in 
really smart equipment, what you 
display in price lines and to tell 
them of the special bargains you 
have been able to gather for their 
approval. 


Reasons for Advertising 


2. To advise them of your 
service—what they can expect when 
they come to your store; to remind 
them that you have been serving 
the public for a given number of 
years in that community; to tell 
them that you are well-equipped to 
take care of their needs; to advise 
them of your featured lines and the 
advantages they have to offer over 
competitor lines; to acquaint them 
with your various services and to 
invite them to take advantage of 
these services 

3. To advise them of the location 
of your store, of your telephone 
number and of the merchandise you 
have therein for their approval 

4. To let them know of your 
civic-mindedness by mentioning lo- 
cal happenings from time to time, 
thus capturing the imagination of 
the general public and stamping 
your organization in their minds as 
unselfish and progressive. 

5. To present powerful selling 
arguments why they should buy 
your products such as posture chairs 
for health, better light for better 
sight, better filing systems for 
easier, quicker time-saving opera- 
tion, and so forth 

Newspaper advertising has long 
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been considered the best medium 
by hundreds of firms all over the 
country. Display ranks second both 
interior display and window display. 

The combination of the two can- 
not be beat in store promotion, and, 
when used together in an intelligent 
manner, they are a powerful force 
for the advancement of any retail 
business venture. 

Modern advertising is not han- 
dled in a hit-or-miss manner likely 
to culminate in over-expenditure 
endangering the successful opera- 
tion or the accumulated profits of 
the business 

An appropriation is agreed upon, 
based on the previous year’s busi- 
ness and the anticipated business 
for the coming year. 

Appropriations vary between 1% 
and 3% of net sales for this pur- 
pose. This money is spent as an in- 
vestment in publicity from which 
the merchant has a right to expect 
a subsequent return 


Spend Money Wisely 


The amount of money spent in 
promotion will not break the insti- 
tution but if spent wisely it will win 
many friends and mean added 
profits for the years to come. This 
is progressive advertising 

Newspaper advertising in all its 
phases is dealt with in another col- 
umn in OFFICE APPLIANCES. We are 
concerned here with window and 
interior display, which is very im- 
portant in its relation to newspaper 
advertising. 

If windows are planned to con- 
form to the newspaper advertising 
better results will be apparent 
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er! 


Many large concerns set aside one 
window out of the battery in which 
they show the items mentioned in 
the newspaper 

The smaller merchant cannot do 


this, but he can keep a corner of 
his small window space for this pur- 
pose or at least keep a bulletin 
board mentioning the newspaper 
items 

Your windows have not fully 
served you as advertising mediums 
until you have made possible use of 
them Their greatest value of 
course is to present your new profit- 
bearing merchandise to the public. 

Not the least of their effective- 
ness depends on the proper presen- 
tation of unit trims as the occasion 


arises in your planned program. 
Your civic-mindedness should not 
be left to public conjecture but 
should be boldly presented in your 
show window at the proper times. 

The windows should be used as 
mentioned before to back up news- 
paper advertising. Some firms be- 
lieve that the public should be in- 
troduced to the personnel of the 
store and do this by means of pho- 
tographs displayed neatly with the 
names of employees. 

Of course, with this type of dis- 
play they use an institutional pos- 
ter telling of their service and the 
particular service rendered by each 
of the personnel. This is good ad- 
vertising and should find a place 


TREASURE 
CHEST 





Safe and Sound ... Here's how the Vernon R. Evans Co. boosts 
sales of chests and safes by an intriguing window display. 


sometime during each year in your 
window displays. 

The most important service you 
can render with your display win- 
dows is patriotic, from time to 
time, by using one of the windows or 
a section to advertise your country 
and its Four Freedoms. 

It is of no use to believe in a form 
of government if you are not willing 
to back that form of government 
to the limit. The Four Freedoms 
need advertising more than ever in 
these trying days and every mer- 
chant in the land has at his com- 
mand a wonderful medium by 
which to do this. All it takes is a 
little active patriotism on the part 
of the merchant. Let’s get at it. 


clever display of “safe” equipment 


g@ THE VERNON R. EVANS Com- 
pany, Utica, N. Y., has been kind 
enough to send us the accompany- 
ing photograph of a display of 
treasure chests installed with the 
aid of students in the retail division 
of the State University Institute lo- 
cated in Utica 

It is not too easy to make a com- 
‘lling display of chests and safes 
without the added impetus which 
can be found only in adequate illus- 


This impetus was provided by the 
nd chain which appear 
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so prominently. The lock was fash- 
ioned from light wood and painted 
the same shade of green as the 
treasure chests. The chain was 
made of the same material painted 
black. 

Coupled with the giant reader 
“Safeguard Your Valuables,” the 
Vernon R. Evans Company reports 
that the results of the window were 
“very satisfactory.” 

This display once again illustrates 
for us the truism that display needs 
only to be simple. 

No elaborate expenditures are 
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necessary and as shown by this 
photograph an arrangement with 
the local school or university might 
prove to be of real and dual value. 
The store gains a new prop and the 
students have the satisfaction of 
seeing their “brain child” put to 
practical use. 

We are grateful to the Vernon R. 
Evans Company for the contribu- 
tion to this column. The suggestion 
for the display of treasure chests 
will be a welcome addition to the 
files of those approaching display 
problems in a progressive manner. 
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OA ad 
display 


for February 


by GEORGE D. TAYLOR 
display specialist 


@ THE OA AD DISPLAY for Feb- 
bruary was suggested by the ad- 
vertising of the Queen Ribbon & 
Carbon Company, Inc., Brooklyn, 
N. Y. The advertisement can be 
found on page 65 of the October 
issue Of OFFICE APPLIANCES. It pro- 
motes Protect-o-coat spirit dupli- 
cating carbon paper and at the 
same time suggests a splendid dis- 
play which can be used either in 
the window, shadow box or suitable 
show case. 

The most noteworthy thing about 
the suggested display is its sim- 
plicity of execution. It is within 
the reach of the ability of anyone 
who will put just a little time to 
its preparation. 

All that is needed to put over this 
idea is a frame of suitable size for 
the area to be used. This frame 
Should contain a piece of white 
drawing paper covered with finger 
prints made in the usual fashion 
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Display Suggested by the Advertising Used by the Queen Ribbon & 
Carbon Co. in a recent issue of Office Appliances. 


by utilizing a stamp pad. This will 
serve as the center of the display. 

Use the props you have handy or, 
if you have none, two costumers 
flanking the frame with the pack- 
ages of carbon paper fastened one 
above the other by the corner of the 
boxes. 

The frame could be placed on a 
platform or artist easel in the cen- 
ter and a group of the paper boxes 
arranged tastefully at its base 

The reader should be copied from 
the advertisement as follows: “This 
finger print could be yours if you 
use ordinary spirit duplicating car- 
bon papers. But hands always stay 
clean (no smear or smudge) with 
Queen’s new Protect-o-coat spirit 
duplicating carbon paper. Ask for 
a demonstration.” 


Here’s How 

This reader should also be made 
on white drawing paper and one 
finger print should appear at the 
top left-hand corner of the reader 
placed in a smaller frame for effect. 
Your store name should appear as 
usual in the display. 

If desired, a spirit duplicating 
machine could be used between the 
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legs of the easel, adding to the ef- 
fect of the display 

Two or three copies of the work 
turned out by this carbon paper 
would add interest to the display. 
Of course, any other products per- 
taining to the use of this carbon 
could be promoted. 


Something to File 

Thus we have developed another 
attractive and instructive window 
display for use in promoting our 
store, one more idea for our collec- 
tion to be used from time to time. 

It is well to use this type of dis- 
play once or twice during the year 
and if we have a file in which to 
keep these ideas and photographs, 
it will be of immeasurable help to 
us in planning our displays. 

We are grateful once again to an 
advertiser in OFFICE APPLIANCES. 
Our thanks go to Queen Ribbon and 
Carbon Company, Inc., for help in 
planning a distinctly new and at- 
tractive display of its product. 

The idea is a good one and not 
only will it prove profitable in ad 
form but it will be to our advantage 
to install a window display of like 
nature. 
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by Irving Settel, authority on retail advertising 


17. small ad budget can do big job 








m@ ONE OF THE most vital problems confront- 
ing the average office appliance retailer is how 
to obtain an effective promotional job with a 
limited budget. For him, very often, advertising 
becomes a burden too great to carry 

With present high costs of production and 
space, he discovers that only by lapping off some 
of his hard-earned income can he appropriate 
enough money to make even a small dent in 
the field 

Nevertheless, a modern office appliance mer- 
chandiser cannot exist successfully without ad- 
vertising. 

This means one of two alternatives. Either 
he cuts down on his “promoting,” and must 


their own seasons. 
20% for in between seasons. 

Naturally, the variation is infinite depending 
upon the individual problems of the business. 
However, a pattern should be achieved so that 
money can be channelled in the most effective 
way. 


Budget Method Pays 

Allocating your budget has numerous other 
advantages. For example, with this system, a 
greater amount of space can be purchased dur- 
ing seasonal business peaks. Your ads should 
be timed with the buying habits of your cus- 
tomers. 


suffer the consequent loss, or he is required to In this way, a small budget can make a great 
. spend more than he feels he can afford. impression with large ads just at the time when 
people are “looking” for specific merchandise. 

Plan is Required 2. TRY TO OBTAIN PREFERRED NEWS- 

However, he is not really stopped at this point. PAPER POSITION .. . Even if it costs you a little 

It has been proven that, with smart direction, a more, better position can make a small budget 

small advertising budget can do a man-sized do a bigger job. You can obtain the maximum 

job. Naturally, a careful plan is required. The amount of readers if your ad is placed in a good 

" office appliance retailer must work with a rigid position. 
budget. He must choose the correct media. He This, of course, means that smaller space can 

. must promote at propitious times. do a bigger job and consequently lower costs 

, How can your small budget do a bigger job? will result. If you must depend upon ordinary 
Here is a question worth considering for its an- “run-of-paper,” you risk fewer readers, poorer 

= swer may solve your problem. results. 

' It must be remembered here that, actually, 3. TURN OUT INEXPENSIVE DIRECT 
nothing can adequately substitute for an unlim- MAIL PIECES .. . Set up a plan of sending out 
ited amount of cash to throw into promotion. inexpensive but regular mailing pieces. One 
However, this is seldom the lot of the office office appliance retailer sends out 3,000 post- 

' appliance retailer or any other small retailer cards every month. He contends that his costs 

' Instead, he must work with whatever cash is amount to no more than $60 for each mailing. 

. available even in lush years. This includes printing and postage. For this 

This means that careful planning is required small amount, he covers 3,000 homes, reaches 
to get full benefits or to really “milk the budget 3,000 potential customers, puts his name on 3,000 

: dry.” He must, in other words, get the most for lips. Results have been terrific. 

. the least. In addition to being inexpensive, postcards 

é Let us consider, therefore, some of the ways generally convey your message quickly and 

: which can be utilized to make a small budget simply. Even the busiest recipient will turn the 

' seem much larger card over and glance at its reading matter. 

1. TIME YOUR NEWSPAPER ADS CARE- If your story is short and well written, it will 

' FULLY. Intelligent scheduling concentrates do its job by making an impression upon the 

| advertising expenditures to the very best ad- reader. 

vantage. 4. USE SPECTACULARS ... A small budget 

’ Plan your advertising so that the greatest will do its job well if it is put into large signs 
power pulls at seasonal peaks. That means that or other novel forms of outdoor advertising. If 
maximum advertising lineage must be bunched you can get a good intersection with plenty of 

t in seasons with minimum ads used all other traffic, your sign can accomplish a great deal 

i times. For example, some office appliance re- at a comparatively small cost to you. 

p tailers have a breakdown something like this: There is no doubt about it. A small budget 

e 40% of advertising for Christmas can do a man-sized job. However, it takes care- 

30% broken into various items for (Turn to page 200, please) 
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enlarges list of customers 


by MARIE GRANT 


special writer 


g@ “WITH BELT-TIGHTENING the 
rule within industry, as well as 
within the home, it is essential for 
a firm to increase its roster of cus- 
tomers if it is to maintain and in- 
crease its gross. 

“It has been our contention that, 
all things being equal, customers 
prefer to shop in the most attrac- 
tive department. This thinking has 
resulted in a remodeling program 
which results in our firm present- 
ing office furniture in what we con- 
sider an ideal setting. 

“Since remodeling our gross has 
increased substantially proving the 
effectiveness of the techniques em- 
ployed,” comments Clyde Powell, 
manager, Mid-West Office Supply, 
Salt Lake City, Utah. 

Inasmuch as the balcony and 
second floor of this operation are 
devoted to office furniture, it is 
deemed essential to plan display to 
inspire customers to walk the nec- 
essary distance to study merchan- 
dise. 

This thinking resulted in the ma- 
jority of the window display being 
devoted to office furniture. Fifteen 
feet of backless window display, 
with a pallet-shaped platform one 
foot from the floor, creates an ideal 
setting. 

Incandescent baby spotlights 
highlight the display and insure at- 
tention from those passing in the 
evening as well as during store 
hours. Displays are changed fre- 
quently to utilize fully the traffic 
location. 
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For a complete demarcation in 
theme, chrome and leather will be 
used one week; a model office the 
second week. This display brings 
prospects into the store. 

The main floor, devoted to com- 
mercial stationery supplies, has file 
cases, desks, and office furniture 
placed at approximate 10-foot in- 
tervals to the staircase which offers 
access to the model display rooms 
above. This is considered, and has 
proven, psychologically important. 

While remodeling and incorpor- 
ating the latest merchandising 
techniques within the store results 
in stimulated sales at this level, it 
does not lessen the necessity for 
“scratching” for business by outside 
salesmen. 

The five outside salesmen servic- 
ing accounts within the city, as 
well as the five employed within 
the store, are well trained. Pro- 
gressive selling techniques are em- 
ployed with one word _§ stressed 
repetitiously: “brief.” 


Don't Over-Stay 

Explaining this policy Mr. Powell 
says, “It is our belief that any well 
trained salesman should under- 
stand a firm’s probable require- 
ments before calling upon an ex- 
ecutive. He should be in a position 
to make intelligent recommenda- 
tions, service the account, and 
leave without jeopardizing his wel- 
come through an over-long visit 

“We had one salesman years ago 
who taught us the importance of 
this feature. While we had believed 
that a salesman to be welcome 
should enter, state his business and 
leave, the true importance did not 
really penetrate until executives 
complained that one man was using 
the office as a public park. The man 
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was dismissed and no salesman of 
ours goes out without being care- 
fully schooled in this respect.” 

Salesmen training and sales con- 
tests are important factors in Mid- 
West’s plan of operations. 

Each week when the sales meet- 
ing is held a particular item is 
chosen for aggressive promotion 
One week, for example, file cases 
will be chosen. This is merchandise 
from regular stock of standard 
quality and with regular mark-up 

The meeting is largely devoted to 
acquainting both outside and inside 


salesmen with the strong selling 
points and merit of particular 
brands. 


Contest Helps 

The contest is then on, covering 
a Monday through Saturday period. 
There are two teams: inside and 
outside. Seventy-five dollars is al- 
located as prize money. Fifty dol- 
lars, or $10.00 per man, is given the 
winning team. A $15.00 prize is 
given the top salesman of the win- 
ning team in addition to the regu- 
lar $10.00; $10.00 is given the top 
salesman of the losing team. 

Accelerated sales of the chosen 
item result in the $75.00 represent- 
ing inexpensive promotion 

All firm personnel, from janitor 
to president, are encouraged to 


watch and listen for any new 
business begun. 

It is believed that the firm 
making the initial contact has a 
tremendous advantage over the 
competition. Newspapers, both for 


news items and building permits, 
are studied. The most potent 
source of information, however, has 
proven to be personal contact by 
executives and personnel through 
club and church associations 
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Dubin Co., Philadelphia, Fleet of Trucks and Attention-Getting Display Panels 


Good. Advertising — 





trucks, newspaper, phone books, mail 


by PHIL LANCE 


feature writer 


@ MUCH HAS BEEN SAID for the 
advertising on panels of trucks used 
by office irniture and appliance 
t one firm that has done 
somethil inusual in the way of 
attracting attention is that of 
Dubin Company, Philadelphia, Pa 
The old adage of one picture is 

worth 10,000 words was a factor in 
panel advertising on our trucks,” 
says Har Tubis, firm partner 
And the way that our trucks pro- 
mote the merchandise that we 
handle re than justifies this 
adage 

Using three trucks for local and 
nearby delivery, the firm has at- 
tached the front portion of a desk 
and filing cabinet to both panels of 
the truck assigned to the delivery 
f office furniture 

A larger truck that delivers steel 
hop equipment has the front panel 
of ste kers attached to either 
side. The third truck that delivers 
both office and shop equipment has 
tl] a steel locker closet 


dealers 
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and a safe attached to the panels 
on each side of the truck body. 

“When our trucks are passing 
through the streets, our attached 
items attract immediate attention 
and people quickly realize that it is 
a Dubin Company truck,” says Mr. 
Tubis. “The drivers and helpers 
manning our fleet are trained to 
handle merchandise with efficient 
care. Each truck also carries spe- 
cial equipment ffor transporting 
bulk shipments.” 


Two Departments 


Mr. Dubin has divided the con- 
cern’s activities into two separate 
departments. These are the office 
furniture and steel divisions. It was 
found acceptable to divide these 
two departments because of the in- 
dividual attention that each one 
needs. Although firm salesmen rep- 
resent both divisions, their opera- 
tional functions are separate. 

Because of the large display area 
used to show off office furniture to 
best advantage, as well as the floor 
area needed to stock steel equip- 
ment, the firm had to occupy two 
additional buildings in addition to 
the regular display showroom build- 
ing. At the present time, the firm 
occupies more than 50,000 square 
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feet of space in three buildings. 
“Our office furniture and steel 
division are run as separate organi- 
zations, excepting for sales,” says 
Mr. Tubis. “This makes it easier for 
our firm to stock, reorder and dis- 
play this merchandise, and simpli- 
fies our operations. When a firm 
such as ours handles hundreds and 
hundreds of separate items, such a 
division as we have made permits 
us to operate our business easier.” 
The Dubin Company is a consist- 
ent newspaper advertiser. This is 
made up on a monthly basis, be- 
cause of the merchandise situation 
and depending upon the lines that 
the firm intends to promote. The 
firm estimates that its yearly ad- 
vertising is in excess of $10,000, and 
in one year ran as high as $50,000. 
“Our advertising appropriation 
covers newspapers, direct mail and 
telephone book insertions,” says 
Russell Wright, firm manager. “In 
the newspaper we have a daily two- 
column five-inch insertion and pro- 
mote only one item. Our ads are 
so consistent that we may get calls 
weeks later concerning an ad that 
we had in the local newspaper and 
many customers bring in the clip- 
ping itself. 
“As for direct mail, we send out 
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over 50,000 pieces a year to our reg- 
ular list of customers in addition to 
new prospects as doctors, real estate 
dealers and others, depending upon 
the type of merchandise that we 
desire to promote. When you make 
such a large mailing year after year, 
people become familiar with the 
firm and company advertising is 
that much more beneficial.” 

Advertising in the telephone book 
is very important. The firm has sev- 
eral quarter-page ads, which are 
the largest permitted by the local 
phone company, as well as expanded 
classified insertions. These are un- 
der such headings as office furni- 
ture, shop equipment, shelving, 
office appliances, office outfitting 
and others. 





“Many of our contacts come di- 
rectly through the telephone book,” 
says Mr. Wright. “When new firms 
come into town or new purchasing 
agents get positions, they usually 
refer to the phone book for a buy- 
ing source.” 


Tried by Storm 

When a storm swept the eastern 
shore not too long ago and damaged 
many buildings, the firm supplied 
many organizations with furniture 
and equipment on a rental basis. 
Since then Dubin’s has been called 
upon for such rentals by other con- 
cerns needing office furniture and 
equipment on a time basis. 

“With the current defense situa- 
tion coming into prominence, many 
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. One of Kistler’s Guild windows in Denver, Colo 


firms will be looking out for office 
furniture and equipment on a rental 
basis,” says Mr. Wright. “That is 
the reason why we are satisfied to 
handle and stock a line of used 
furniture. Many small Government 
award contractors will be alert for 
rental equipment and we _ shall 
make a promotional drive for this 
business shortly.” 

The firm also does a_ periodic 
rental business with local political 
organizations and social organiza- 
tions. During election periods and 
when there are certain fund drives, 
Dubin Company furnishes office 
furniture and equipment on a 
rental basis. Year after year, the 
same organizations return for the 
rental equipment. 


color windows create furniture interest 


@ THE LARGEST NUMBER of 
businessmen ever attracted by a 
single type of office furniture dis- 
play in the store’s history have been 
“stopped” by a series of Guild color 
displays currently being used by the 
W. H. Kistler Stationery Company, 
Denver, Colo. 

Utilizing a large center window, 
between twin entrances to the store, 
Kistler’s at intervals is presenting 
each of the Guild colors approved 
by the national association. All 
“props,” backgrounds, and 
sories are carefully chosen to play 
up the theme of completely stylized, 


acces- 
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Single-color office furniture _ in- 
stallations 

Outstanding was the Guild gold 
display shown herewith, which in- 
cluded a modern offset, single-leg 
desk, a gold-leather armchair, and 
desk chair, plus gold base and shade 
lamps, a picture picking up the gold 
colors of the furniture, and a gold 
wastebasket 

As shown, a large easel in the 
right-front corner of the _ store, 
draped with a casual fold of gold 
cloth, likewise emphasized the va- 
riety of brilliant, striking new 
colors, which were available in 
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Kistler’s upstairs office furniture 
department 

The sign shown in the left-front 
corner of the window indicated 
“Kistler’s free planning service in- 
troduces Guild gold!” 

The combination of highly-styl- 
ized, one-color furniture, plus the 
reference to the “planning service” 
brought in many businessmen here- 
tofore well satisfied with their 
office furniture. They wanted to 
learn the details of the “restyling 
service” available at the store, and 
this undoubtedly resulted in many 
additional sales.—RAL 
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(Cost Saving Plans 





convince office furniture customers 


by LESLIE E. DUNKIN 


special writer 


gw “WHEN WE REDESIGN an office 


it is not always possible to use all 
new furniture,” stated M. C. Bair, 
president of Office Supply & Equip- 
ment Company, South Bend, Ind. 
“Then, the businessman appreciates 
the extra service which we give.” 
Most offices have some furniture 
which is not too old to give service. 
It is much too good to discard, so 
it is not logical to try to convince 
the owner otherwise. Still he wants 


an office with some style as well as 
efficiency 

“We put in the new furniture 
which efficiency calls for,” Mr. Bair 
said, “then we solve the style prob- 
lem. The problem is usually one of 


color and finish. 
“As an example, we sold a con- 
ference desk and chairs which the 


man wanted in the modern gray 
finish. He was delighted with their 


appearance but they just did not 
fit in with the rest of his equip- 
ment 

“So we brought in his filing case, 
costumer and lamp which were 
green, and refinished them _ to 
match exactly the finish of his new 
desk and chairs. The result was a 
completely modern appearing office 
without great expense.” 


Aid to Customers 

This is distinctly a customer serv- 
ice which is provided when some 
new equipment is bought. The firm 
heads feel by doing this that they 
many times make a purchase eco- 
nomically possible and make a deal 
where might not have been a 
sale otherwise 

The firm has a special depart- 
ment to do this refinishing. The 
Same finish is used as that on the 
new equipment and is supplied by 
the manufacturer. This way, the 
finish on the old and new matches 
exactly, which is necessary for the 
if the work. 

Office Supply & Equipment Com- 


success 
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pany picks up the items to be re- 
finished and returns them after the 
work is done. The customer is 
charged for it. The store figures 
closely on the work, aiming to break 
even, plus a small profit. 

Every major item in an office has 
been refinished in this way at one 
time or another. Such incidental 
items as waste baskets, fans, lamps 
and costumers come in, also. In the 
case of filing cabinets, they are 
often reconditioned to the extent 
of replating the hardware with the 
modern type finish. 

Occasionally, new furniture is re- 
finished to harmonize with the 
choice of the customer. Such service 
is appreciated by the man who uses 
it, since he does not wish to wait 
for several months for the color or 
finish he prefers. 


Planning Needed 


Some of the service in office plan- 
ning does not demand refinishing 
but calls for very careful planning 
to use all available space efficiently. 
Mr. Bair cited the example of an in- 
stallation in the personal loan de- 
partment of a bank. Room was 
needed for a conference desk but 
it did not seem to be available. 

By using the new smaller size of 
55 x 30-inch desks throughout the 
department the bank was able to 
pick up enough space to install a 
78 x 39-inch conference desk and 
chairs. The installation improved 
the appearance of the department 
because it was uniform and seemed 
to be less crowded. 

This same idea is used in smaller 
offices to the satisfaction of the 
businessman. His office is too small, 
but still he does not wish to go to 
the expense and trouble of moving, 
even if he could find space. 

From his angle he is delighted 
when he is able to stay more com- 
fortably within his present space 
and from the standpoint of the 
store, it makes a sale possible. 

The mechanics of planning such 
a conservation of space is started 
with a scale drawing of the floor 
plan. This is covered with a sheet 
of celluloid. Furniture is cut to 
scale and arranged on the celluloid 
with pressure sensitive tape. It is 
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arranged and rearranged until the 
best solution of the problem is 
found. 

There is something of both of 
these types of service in most trans- 
actions of any size, according to 
Mr. Bair. An example of this was 
the installation made in a public 
utility office in a nearby city. The 
order was obtained primarily be- 
cause of thorough planning. 

Conferences were arranged with 
the personnel who used the equip- 
ment to see what their needs were. 
Then, the equipment was designed 
to match these needs. Some items 
were especially built to order and 
some from stock. The high cost of 
office space makes it necessary to- 
day to get more personnel into lim- 
ited space while still maintaining 
the efficiency of the office. 

In this case, files, cash drawers, 
consultation tables, records and the 
like were all incorporated into the 
counter that served the public. A 
continuous counter top was de- 
signed which improved the looks of 
the office. Files under the counter 
eliminated some filing cabinets 
which had taken up space previ- 
ously. The necessary desks were ar- 
ranged to take advantage of the 
space without giving it a crowded 
appearance. 

The other service of refinishing 
old furniture was used, too. Some 
of the equipment was still usable 
but did not match the new installa- 
tion. It was refinished to give a 
new appearance to the whole lay- 
out. 


Style Wanted 


More and more private offices are 
willing to spend to get style, Mr. 
Bair said. While his firm does not 
install floor coverings, draperies 
and blinds, it encourages the cus- 
tomer to do it whenever possible. 
This improves the appearance of 
the office and sets off the furniture 
to a better advantage. In some cases 
it will create new business or grade 
up the business already contem- 
plated. 

The customer will be more satis- 
fied if the result gives him a better 
appearing office as well as a more 
efficient one. 
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Business Builders 


Broadcast over Station S-A-L-E-S 


Operating on a wave length of:—- 
CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 


@ YOU’VE HEARD of the Tennes- 
see Waltz ... waltzing right into 
first spot on Mr. I. Will Pepper- 
upper’s department is a very certain 
Tennessean of our office equipment 
profession. He picked out an eight- 
word headline of a favorite clipping 
of his and nominated it for Mr. I 
W. P-U’s declaration of the month 
His statement is, quote: “Be a trou- 
ble shooter, not a trouble raiser!”’ 





Credit line is given by this south- 
ern gentleman to Lane Folks, and 
he discovered it featured in The 
Advertiser’s Digest a few month’s 
ago. 

So clever was the entire short ex- 
planatory article in which this 
headline was ingrained, that he 
suggested we, too, feature it word- 
for-word. So, tune in on your OA 
televized screen and here it is clear- 
ly channeled direct to you: 


MAKING A HIT WITH THE BOSS 

“Try to solve your problems. The 
boss has plenty of his own. True, 
his responsibilities include untan- 
gling snarls. But those at the top 
prefer those who rarely come to 
them except to offer constructive 
suggestions. 

“The employee who exercises su- 
perior diplomacy, who gets along 
harmoniously with others, who de- 
velops aptitude for handling fellow 
employees, is one who the boss is 
likely to draw nearer to him 

“Even more in the future than 
in the past, promotion will come to 
those possessing understanding of 
human nature, genial personality 
and leadership qualities 
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“Be a trouble shooter, not a trou- 
ble raiser. 

“Learn to get things done without 
friction. Learn to get other people 
anxious to help you get things done. 
In short, learn to be a frictionless 
functioner.’—Lane Folks 
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I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator —. 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper. Here’s 
an idea from under my very own 
hat, and Terse Trailer department 
of BUSINESS BUILDERS telecast. 
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Ask immediately for BUSINESS 
BUILDER No. 2-52-1 airmailed us 
by a Kentucky office equipment 
traveler who earmarks a display 
advertisement of The Office Equip- 
ment Company in Louisville, Lex- 
ington, Owensboro and Paducah, 
and this factory representative 
heads his running comments with 
this title: “AN OFFICE EQUIP- 
MENT ADVERTISEMENT WITH 
DIRECT APPEAL AND INVITA- 
TION TO BUY!” 

Ask immediately for BUSINESS 
BUILDER No. 2-52-2 entrusted to 
us by prominent Canadian contrib- 
utors, namely The House of Luckett, 
who feature in their excellent pub- 
lication, “Luckett Loose Leafiet,” 
their LUCKETT’S STERLING LINE 
promotions . . and we have ar- 
ranged excerpts captioned “Sterling 
Business Builders in the Luckett 
Manner.” 

And we take this opportunity to 
acknowledge the regularity of these 
Sterling ideas in our mail-bag these 
past few months since we had the 
privilege of meeting the head of this 





concern at the national meeting in 
Chicago. 

Ask immediately for BUSINESS 
BUILDER No. 2-52-3, “Six Themes 
We Used in a Successful Direct Mail 
Promotion in 1951; and seven key 
ideas we are going to feature in our 
1952 series,” by a California office 
outfitting concern’s advertising ex- 
ecutive. My, but you will relish this 
factual material. 


* * n . + . = 


It was easy to name the following 
winner from a Texas business ma- 
chine and office outfitting firm in 
our newest department, which is 
open to everyone in your organ- 
ization each month. The top spot 
this current month is briefed in this 


manner: 
HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT: 








We have a definite Double 


Feature each Week. Try it 
YOURSELF . . it WORKS! 
FOLLOW IT THROUGH! 














Again we emphasize: 

“TERSE TRAILERS 
PRODUCE FOR YOU!” 

So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. ... 

And oddly, this month it’s a triple 
tie with all three winners having 
penned their entries from Pennsyl- 
vania. We know you'll agree to 
their respective merits as we now 
televize them for you: 

*If your efforts are criticized, 
you must have done something 
worthwhile—The Advertisers Di- 
gest. 

*Truth is not only stranger than 
fiction, it is usually more interest- 
ing.—Antiques. 

*Ambition is not a vice of little 
people.—Montaigne. 





Office-efficiently yours! 
RALPH B. ORTEL 
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recent 
installations 


Gunlocke Seating .. . The Stewart 
Office Supply Co., completely refurnished 
ffice of J. Bryant Oldham, Lone Star 

n rp., Dallas, Tex. For seating the 
s=hosen were supplied by the W. H 


rw 





Use Jasper Desks .. . This imposing 
Jasper Desk Co. installation was made 
through the Ohio Desk Co. for the Fraser 
Mortgage Co. quarters in the Union Bank 
of Commerce Building, Cleveland, Ohio. 
The Jasper desks and Gunlocke chairs are 
of Softone oak. The chairs were covered 
in pine green and all desk pads have end 
panels in green to carry out the imposing 
color scheme. On the two side walls, a 
primrose yellow was used and at the end 
of the large area, the wall is a hickory 
brown shadow. Asphalt tile flooring is tan 
and gray marbleized block design. 


Chaircraft Aluminum . The em 
ployees feteria in the Port of New York 
Authority Building, 111 Eighth Ave., New 
rk Cit Here, aluminum furniture manu- 

S. Chaircraft Mfg. Corp. 

installed by Business Furni- 

North Ave., Elizabeth, N. J 
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A Lesson in Economic Aid 


@@ AN AMAZING story of the results of a 
realistic foreign aid policy in variance to that 
currently being practiced by the United States 
in relations with many countries, was reported 
in the Wall Street Journal December 6, 1951. 
OFFICE APPLIANCES reprints it as a guest edi- 
_ torial: 


In the first five years after the end of World 
War II, the U. S. loaned or gave $2 billion to the 
Philippines. Every way possible was used to send 
dollars to that country. But at the end of that 
time—a little over a year ago—conditions were 
grave and recovery from the war was proceeding 
slowly. 

In 1950 the Bell Economic Mission to the islands 
recommended widespread reforms by the Fili- 
pinos. More important, it recommended that 
American aid should cease unless these reforms 
were carried out. 

The Filipinos, when confronted with the end 
of American aid, enacted most of the needed re- 
forms. They revised the tax laws, tightened the 
tax collection systems, cleaned up corruption in 
the government and army and passed minimum 
wage laws, among other things. 

Today, a little over a year later, tax collections 
are up 60%, the government budget is roughly 
in balance without U. S. aid and wages are 
rising. New industries have been started and 
new capital has gone into existing manufactur- 
ing and mining establishments. 

Exports have risen 65% in the last year, ex- 
ceeding imports for the first time since 1941. 
Production of most major commodities has risen 
15% to 50% over the past year. American eco- 
nomic aid to the Philippines has cost the tax- 
payers of the U. S. less than $50 million in the 
last year. Threatened with the loss of dollar 
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aid, the Filipinos simply dug in and did the job 
themselves. 

After we have provided vast amounts of aid 
to other foreign countries, many of which seem 
now in as bad condition as when the aid first 
began, might we not try applying this policy to 
them also? 





Room for Office Improvement 


@@ MODERN INDUSTRY in a recent issue used 
a picture of the gas-lit and almost archaic- 
appearing 1890 office of the American Hard Rub- 
ber Company in downtown New York City and 
made this startling statement—‘In one way 
more efficient than yours today.”’ 

The magazine went on to comment about this 
1890 office, “Its clerical-production employee 
ratio was 1 to 10 compared with today’s 1 to 4. 
A gigantic jump in paper work takes most of 
the blame. But 20% of office toil can be wiped 
out with a good methods program.”’ 

Here’s the crux of Modern Industry’s argu- 
ment: “In the last 100 years the dollar produc- 
tivity per factory worker has increased 1,400%. 
In the same period—for the office worker—it has 
gone up less than 40%, believe it or not!” 

Why? 

“They go out and buy a $35,000 machine that 
promises to push-button half the office’s paper 
work, and it flops—because somebody forgot that 
a human being had to run it. 

“Just as in the plant, it’s impossible to me- 
chanize successfully without ‘humanizing’! And 
chances are that the payoff from the latter will 
show up greater than the former.” 





here and there 


McDERMOTT LEARNS ABOUT 
TYPEWRITER MACHINATIONS 
William F. McDermott, former Chicago 
Daily News staffer and now one of the 
most prolific free lance authors in the 
nation, writes a column which appears in 


Cleveland, Ohio. 


swell the writer's mail bag. Among those 
helping a man driven mad with typewriter 
machinations was Walter (Doc) Hanson of 
the Hanson Business Machines Company, 


Mr. Hanson made the sensible point 


factors. Mark Twain must have had an 
abundance of patience when he typed 
his manuscript, ‘Life on the Mississippi,’ on 
his pioneer typewriter. His machine did 
not have the helpful features that are on 
modern machines. He was the first author 


the Cleveland (Ohio) Plain Dealer. 

Recently, Mr. McDermott turned to type- 
writers as a subject for his column and 
was particularly concerned with his new 
portable which he asserted had achieved 
the lightness which he wanted for air 
travel, but not the ease of operation. 

He further raised the question as to 
why the keys were arranged in their 
present fashion on the keyboard (he is 
not a touch system operator) and asked 
why certain symbols as # or % were 
included. 


The column, as expected, helped to 
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that typewriters are built for special pur- 
poses and that you can’t expect the same 
performance from a portable as you 
would from a standard machine, though 
both have their usefulness and their su- 
periorities. 

Furthermore, the Cleveland resident 
furnished Mr. McDermott with an account 
of typewriter history and concluded with: 

“In recent years Dr. Dvorak made an 
unsuccessful attempt to change the key- 
board arrangement. He was not success- 
ful because of the opposition of type- 
writer operators and other important 


to submit a typewritten manuscript to the 
publishers.”’ 





MEET YOUR MERCHANT— 
H. ZILLMER, WAUKESHA, WIS. 

Harvey Zillmer, owner of Zillmer’s, of- 
fice appliance firm, Waukesha, Wis., was 
the subject of a recent “Meet Your Mer- 
chant’ feature in the Waukesha Daily 
Freeman. 

This series has been running for more 
than two years and features a different 
merchant each week. Not only did Mr. 
Zillmer’s picture appear in the article, 
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but the copy told of some of the many 
activities of this dealer, plus unusual re- 
quests for stationery and other items re- 
ceived at the store 

The article mentioned that Mr. Zillmer 
has a hobby of collecting and putting old 
time Waukesha photographs on slides and 


showing these free of charge at various 
gatherings. He also has a list of 600 cus- 
tomers’ birthdays and sends each customer 


1 greeting card once a year. 
sident of the Waukesha Asso- 


on the list 

He is pre 
ciation of Commerce, district chairman of 
the National Association of Small Busi- 
nessmen, and holds many other local 


offices 





GOOD SAMARITAN LOSES 
AUTO PUSHING FRIEND’S 


What happened to Holt Pilkington, 
manufacturers’ representative (Sturgis, Tay- 
lor Chair and Commercial Furniture Co.) 
shouldn't have— 

At least to Mr. Pilkington as a Good 
Samaritar 

The Morton Grove, Ill., resident was 
using his auto to push the station wagon 
of a neighbor in an effort to start it 

Both vehicles stalled on the Milwaukee 


Railroad tracks at a village crossing. 
The drivers 
and jumped out of their cars. 


saw a train approaching 
Neither 
man was injured 

But Mr. Pilkington is in the market for 
a new auto. And his neighbor is shopping 


for a new sfation wagon. 





MATT CORBETT RETIRES, 

BUT KEEPS ON TRAVELING 

years now Matt M. Cor- 
bett of 1031 S. Hill St., Los Angeles 15, 
Calif., has been retired but this old war- 
ndustry hasn’t allowed the 


For some two 


norse of thé 
rocking chair to get him. 


Instead, Matt is keeping right on trav- 


eling but it’s for fun now instead of for 
the industry which he served so long. In 
the yester years he was connected with 
such firms as the Safe Cabinet Company, 


Cutler Desk Company and Van Dorn Iron 
Works. Later, he was a manufacturers’ 
representative handling several lines in the 
Far West. 

In the latter connection he occupied a 
desk in the quarters of Pacific Desk Com- 
pany of which the late Ted Peirce was 
then president. The desk is still there, Matt 
confides, “in the lonesome fifth floor pent- 
house where Ted lived for years.” 

Matt has been traveling the high seas 
to places of romance and beauty—such as 





Matt Corbett Aboard Ship 


Madrid, Granada, India and spots in the 
Orient. The accompanying picture was 
taken while he was aboard the S.S. Sur- 
riento on the Red Sea en route to Genoa 
from Sydney, Australia. 

The wanderlust still holds and Matt says 
he may sail again this spring to the Orient 
and on to India and “revisit the beauty 
spots that intrigued me last year.” 





THERE MUST BE A MORAL 
IN THIS STORY 
When burglars broke into four business 


places recently in Jacksonville, Fla., 


George W. Martin, of the Martin Office 
Equipment Company, 1052 Hendricks 
Ave., himself one of the victims, had a 
word for it—or rather, several words. 

Mr. Martin, who sells safes, gave a 
thumbnail sketch of the reasons that the 
thieves were, or were not, successful. 

In his own case, he explained, he had 
spent $280 for burglar bars, which pre- 
vented entry into the store. Another busi- 
ness also failed to provide the intruders 
with any loot, since they failed to open the 
heavy safe sold to it by Mr. Martin. 

However, they were more successful at 
another place, where they broke open a 
light-weight safe, also purchased from 
Mr. Martin, and stole $233 in cash. 

Although the fourth victim was not 
robbed of money, burglars did break into 
a closet and rifle a strongbox. Here they 
found no currency and did not risk taking 
the checks. 

Mr. Martin hopes that this will convince 
the management of the business to buy 
that safe he has been trying to sell them. 





STATIONERY FOLK HEAD 
PHILANTHROPIC DRIVE 


Mr. and Mrs. H. A. Clemetsen comprise 
the only husband and wife team head- 
ing a division's drive for the Federation 
of Jewish Philanthropies of New York. 
The Clemetsens also work together at 
their place of business, the Office Furni- 
ture Warehouse Company at 573 Broad- 
way, N. Y. 

Along with Henry Levy, head of the 
Silver Stationery Company, Inc., the 
Clemetsens are co-chairmen of the office 
furniture and stationery division of the 
Federation. 

In urging all-out support of Federation's 
current drive for $20 million, the three 
chairmen warned that unless Federation 
is able to raise $5'% million more than was 
raised during last year’s campaign, many 
people will be deprived of badly-needed 
care. 

As an example of Federation's vital 
significance to the community, the divi- 
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“Ideal Family” . . . Four generations 
in the Ideal tradition are here represented. 
From left to right are R. F. Alexander, Sr., 
R. F. Alexander, Jr., holding R. F. Alex- 
ander III, and Great Grandfather W. H. 
Alexander. In 1914, the latter started 
distributing Ideal Stencil Machine Co., 
products and the Alexander family, as W. 
H. Alexander Co., has been identified with 
the name Ideal ever since. R. F. Alex- 
ander, Sr., is now president of the Ideal 
Stencil Machine Co., R. F. Alexander, Jr., 
is active in the W. H. Alexander Co., 
W. H. Alexander is now retired ... and 
the great grandson is expected to follow 
in the Alexander tradition. 
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sion’s leaders called to mind that Federa 
tion’s 116 health and welfare institutions 
last year helped 480,000 men, women 
and children, irrespective of race or creed 

Climax of the division's effort on behalf 
of Federation was its annual dinner on 





Mr. and Mrs. H. A. Clemetsen 


January 9, 1952, at the Hotel New 
Yorker. Bernard H. Nemlich, 
of Regan Furniture Corporation, and Rich 
ord E. Wahrman, of the firm bearing his 


treasurer 





Henry Levy 


name, were honored for their leadership 
in philanthropy and business 

Honorary chairmen of the division are 
Moe Turman, Metwood Office Equipment 
Corp., and Irving M. Levy, Art Stee! Co 
Inc. 





FORT SMITH STATIONER 
RECEIVES CIVIC AWARD 


Louis Cohen, operator of the Fort Smith 
Office Supply company, was honored in 
December with the “‘Golden Deeds” an 
nual award of the Exchange Club, Fort 
Smith, Ark. 

The award was made to Mr. Cohen for 
his untiring work during the past 47 years 
in community, religious, cultural and char 
itable fields in Fort Smith 

C. F. Brynes, editor of the Fort Smith 
Times Record, who received the award in 
1946, traced Mr. Cohen's civic achieve 
ments. 

For 20 years Mr. Cohen was chairman 
of the Red Cross Disaster unit 
secretary of the community chest and one 
of its founders; served as director of the 
Chamber of Commerce for five years, dur 
ing which time he doubled the member 
ship of 300; served as president of the 


was first 
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local Lions Club and also as district gov- 
ernor. 

Mr. Cohen is active in charitable and 
religious work also, having served as sec- 
retary of the Salvation Army for 28 years 
and of the B’nai B'rith for 43 years. In 
1946 he donated a playground to the 
Salvation Army. 

For 30 years he has been chairman of 
the Jewish Charity fund; for 20 years 
treasurer of the United Jewish appeal and 
four years as chairman; and for 18 years 
president of the United Hebrew congre- 
gation. 

A native of Buffalo, N. Y., where he 
was born October 7, 1889, Mr. Cohen 
came to Fort Smith when he was 13 years 
old. 





THE MAN WHO TARRIED 
PLAYED THE PIANO, TOO 

Ed Mason’s (Almond, N. Y.) wife, Mar- 
jorie, is so used to his bringing people 
home to listen to his collection of long- 
playing records, that she didn’t stop iron- 
ing the curtains the last time it hap- 
pened. 

The visitor was a stranger to her—an 
out-of-town Rotarian who had joined the 
meeting of the Hornell, N. Y., Rotary Club, 
and whom Ed had afterwards found sitting 
alone in the hotel lobby. Hospitable Ed 
asked him if he would care to visit the 
Mason home while awaiting his bus 
had been 
duced as a concert pianist at the club 
meeting, discussed music with Ed as they 
drove home and offered to play the piano 


The stranger, who intro- 


while he was there. 

And so Marjorie went right on ironing 
the curtains while their guest played many 
lilting melodies. Soon however, he began 
to play a collection of concerto themes, 
and she sat down to listen, at which the 
visitor delightedly, ‘Ha! | 
brought you out of the kitchen. | thought 


exclaimed 


| would.” 
Afterwards the 
stranger to his destination instead of tak- 


Masons drove the 
ing him to the bus 

Now Ed and Marjorie treasure an auto- 
graphed copy of the “Heart of the Piano 
Concerto.” The legend reads, ‘With apol- 
ogies to your piano, Jesus Maria San- 
roma.’ 

The Puerto Rician is one of the world’s 
top pianists. 





TEXAS HUNTER BAGS DEER, 
BUT LOSES PART OF THUMB 


When Ross Maddox, service manager for 
the Alamo Typewriter Company, San An- 
tonio, Tex., goes deer hunting it is seri- 
ous business with him 

While on a recent hunt, the accidental 
discharge of a rifle took off about a third 
of Ross’ left thumb. Nothing daunted, he 
drove to the nearest hospital for first-aid 
treatment, returned to the hunt—and 
bagged a fine buck deer before finally 


calling it a day.—JHR 
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Time Was 


In February of 1882, When: 





Livermore's new automatic penci 
was intr ed. It was 4! 4 inches 
long, designed to tit the vest pocket. 


“— Agencies for the Removable 
Cover blank books were established 


in Chicago and St. Louis. . . . Andrew 
McNally named one of the di- 
rector f the new Chicago Nationa 
Bank. ... The store of Willy Wallach 
in New York City wa mpletely de- 
troyea by Tire. Me took temporary 
headquarters at the Stationers Board 
of Trade. . . . (From files of the 
Americar Stationer). 


In February of 1892, When: 


New ar more attractive holders 
were Hare ; far the Jueen fountain 
pen....A f $5,000 was suffered 
by ihe H. H. West Company in a Tire 
at Milwaukee Wi James R. 
Frost, Cleveland, Oh was issued @ 
patent on a type cleaning device for 


typewriters. . . . Henry Bainbridge & 
Company introduced the Apex eraser. 


f the American Sta- 


In February of 1902, When: 


the Stat ners Board t Tr 1Ge at the 
Waldort-A mis yster c x 
tail, Je ; et of ba 
fresh m ns, Tille t beet, pota 
roes Fr ng t ana squat 
hicken € asserole The Globe 
Wernicke C wa upy the 
whole « ling at 380 Broadway, New 
York C tter Fek Ee 
From ft f the A in Sta 
toner 

In February of 1912, When: 

A. R. A tT A & Filstead 
Chicago, was reported a utside of 
hj tamily hietly nterested in tw 
things—the ''Amfil’ platens and a big 


rea tourina 


mechanism tor typewriters was pat- 

ented by George Griffith oT 

Wooastock, Iil., and assiqned to the 
He : a 

Oliver Typewriter Company. 


Appliances). 


Eonm fil, f OF 


In February of 1922, When: 


he 1 Timer Party carried 
ketche bout Harry C. Share 
Thomas K. Brownel! and Frank F. Har- 
ris The L. ef R nNert Typewriter 
Company of Stamford, Conn., intre 
Juced rtable machine known 
as the Roberts Ninet The Bird 
Adding Machine Company, Chicago 

mbin addina and checking 
macn a sn jrawer. 
From file f Office Appliance 
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STENO-SWIVEL CHAIRS 
King Posture Chair Company, 


9535S Raymond Ave., 
Pasadena, Calif 

Two new steno-swivel models are 
designated as 220-C and 222-C 
The model 222-C illustrated 
above, features a comfortably 
large (executive size) U. S. Koy 
lon foam rubber seat, measuring 
18 x 16 Ss inches, with 
live foam als being used on 
the posture-contoured backrest. 
The 220-C differs from the above 
n seat size only, measuring 15 x 
14x 2% nches 
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INTERFILING REPRODUCING PUNCH 
Remington Rand Inc., 

315 Fourth Ave., New York 10, N. Y. 
This new punch will compare two groups of cards; interfile all cards, both those that match and 
those which do not match; segregate cards not to be interfiled and punch information from one 
set of cards to another. The device is claimed to be both time and money-saving and to speed 
and simplify the preparation of records and reports. 


MODERN RECEPTION ROOM 
Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago, Ill. 


Simplicity of room decoration in modern in- 
teriors and increasing use of metal furnish- 
ings is influencing strongly the decorative treat- 
ment of business and professional interiors, as 
well as the home. This attractive reception 
room reflects the trend. The square tubular 
steel furniture of distinctive design is plated 
with the new hand finished satin chrome. 
Colorful leatherette upholstery and stain-and- 
burn-proof table tops combine beauty with 
functional value 


AYRES CALCULER-D 

Ayres Manufacturing Company, 
1244 S. Grand Ave., 

Los Angeles 15, Calif. 


The Ayres Calculer-D is designed to give 
pay roll deductions speedily, the F.O.A.B. 
and withholding tax appearing on one 
line in a window. Figures are on a re- 
volving drum which has knobs at each 
end to accommodate either left or right- 
hond operators. Color mechanics are also 
employed in the advanced design to con- 
tribute io effortiess and rapid tax readings. 
Drums are interchangeable so that more 
than one pay period—weekly, bi-weekly, 
semi-monthly or monthly—may be handled 
on a single computer 


SiLK SPUN CARBON PAPER 

Mittag & Volger, Inc., 

Park Ridge, New Jersey 

Recently introduced is the Silk Spun carbon paper which 


features a 
wear, with 
is offered 


clean edge, manifold-ability, cleanliness and 
the new Miracle-Tone slip resistant back. It 
in @ complete range of weights and finishes. 


For samples, write to the manufacturer 


February, 


1952 
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CARD-SIZE DUPLICATOR 
Print-O-Matic Company, Inc 
Merchandise Mart, 
Chicago 54, Ill. 


Newly-designed feed arm, drum and roller 
bearings are featured on the new improved 
Model A-2 automatic card-size duplicator 
The streamlined, modern design of the new 
feed arm was developed to give this model 
a positive feed. The new drum is com 
pletely closed to prevent any possibility of 
ink drip from the drum interior 
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THE HUTCH 


butt walnut in a 


NEW 


Myrtle Desk Company, 
High Point, N. C 


The new Myrtle 8500 series is high-lighted by the Hutch, a convenience piece 
designed expressly for executive office use. 
rich natural finish to match the desk and other 
the series. The Hutch is equipped with two sliding doors and has an adijust- 
able shelf in the spacious interior which will afford many uses for storage 
of materials. The figured top provides a welcome addition to working space 
and immediately below it is a four-inch compartment for directories, letter 
trays and other items requiring constant use 





NUMBERING MACHINE 
Wm. A. Force & Company, Inc., 
64 White St., New York 13, N. Y. 


A new style of carbon print numbering machine has 
been introduced, so that carbonized forms may be 
numbered legibly through many copies. The machine 
has an extra heavy steel handle and deeply-engraved 
gothic figures. An adjustable gauge locates the num 
ber in any desired position on the form and a chrome 
plated platform assures ease and speed in operation 


E-Z STAC TRAY 
Bainbridge, Kimpton & Haupt, Inc 
218 Greenwich St., N. Y. 8, N.Y. 
E-Z Stac desk trays are light-weight, 
bright, nickel-plated trays designed 
to stack in any required number 
No extra supports are needed, and 
the trays are available in letter or 
legal size 





TYPEWRITER PADS 
L. M. Bickett Company 
Watertown, Wis. 


A typewriter pad of a specially created semi-resiliant 
quality rubber claimed not to pack under weight, is 
available from this company. The scored, rough top 
and bottom surfaces of the pad helps to eliminate 
slippage of both pad and machine. It is claimed 
that “‘no slip, no noise, no germs’ summarize its 
characteristics. Four sizes are offered 


OFFICE APPLIANCES, February, 1952 


Continued 


It is available in selected, figured 
pieces in 
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OWERING PRICES is one thing . . . but hammering 
them down at QUALITY ’s expense is something else 
again. PANAMA-BEAVER products are superb, 
because we tailor them UP to rare quality standards, 
not DOWN to higgle-penny prices. That’s why they 
are CHEAPER for YOU in the long, hard run... 





PANAMA-BEAVER 
bitbbond Labia 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 


CARBON PAPERS 











TE tee Bees & 








HECTOGRAPH 
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SUPER CASHGARD 

Diebold, Inc., 

Canton 2, Ohio. 

The new money protection unit features such construction as bank vault 
steel, extra-heavy door and locking lugs, ultra-modern hinge design 
and big three-tumbler bank-type combination lock. This Super Cash- 
gard carries both SMNA and Underwriters’ Laboratories, Inc., labels. 
Applicable for retail store or super-market operation the inside design 
includes a collectors’ compartment for bulk cash, with a convenient 
deposit slot. This compartment is guarded by either double locks (need 
two keys to open—keep one key off premises for safety) or a delayed 
control timelock and a single key lock (timelock automatically waits 
15 minutes before opening). The large center section is especially 
designed for stacking complete cash register drawers. The right-hand 
compartment is guarded by a key lock and is divided into compart. 
ments for individual employee or department uses. An interior light 
turns on when the protection unit is open 


7-YEAR CALENDAR 

Delbridge Calculating Systems, Inc. 

2500 Sutton Ave., 

St. Louis 17, Mo. 

The Delbridge Commerce and Finance 7-year calendar was 
designed as a new and practical aid to business and pro- 
fessional men. It is claimed to enable anyone to tell at a 
glance, elapsed time, maturities and the day of week of 
dates. It covers a scope of seven years’ time from 1949 to 
1955. In addition to providing elapsed time and maturities 
it is designed to simplify scheduling and offers memorandum 
space for business and personal reminder notes. In visible 
index style, the calendar is 7 x 6 inches in size. It sells 








TELEPHONE MUFFLER 
F. R. Junier Associates, 
366 Fifth Ave., New York 1, N. Y 


Privacy in telephone conversations is claimed 
to be achieved by the Junier light-weight 
voice muffler. It is compactly designed to 
snap on to the speaking end of the telephone 
The muffler fits cradle telephones and retails 
for $1.00. Illustrated literature may be had 
on request from the manufacturer. 
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for 


$2.50 





HANDLE BRIEF CASE 

Lexington Leather Goods Company, 

569 W. Van Buren St., Chicago 7, III 

The handle brief case is one of the firm's execu- 
tive bags and is made of choice aniline cowhide, 
with full top grain gussets and center. The inside 
is attractively lined, has five pockets and space 
for identification card and pencils, and can be 
secured with or without additional leather pocket 
it is available in 14, 16 and 17-inch sizes. These 
and other styles of bags can be purchased in 
leather ranging from economical split cowhide to 
high grade aniline topgrain cowhide 





LOUNGE CHAIR 

Emeco Corporation, 

Hanover, Pa. 

A single-seat lounge chair (illustrated), a 
two-seat settee and a three-seat settee have 
been added to the Emeco line of office and 
institutional furniture. Constructed of sturdy 
light-weight aluminum, the frames of the 
new series are scratch-finished and feature 
the lifetime “Emecoated” finish (an anodiz- 
ing process) for preservation of the original 
finish. The lounge chair, like the other 
models, features deep inner-spring cushions, 
reversible and interchangeable. The plastic 
simulated leather upholstery material has 
a woven base and is flame-proof and stain- 
resistant. Available in a wide range of 
upholstery colors and textures, and 
equipped with hard rubber glides and arm 
rests, the new series was designed ex 
pressly for reception rooms, hotels, institu 
tions and club rooms 
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mith-Corona 
2 DDING MACHINE 














sstaba 
othe 
hion r . . es 
"shed Known for its rugged construction and trouble- P****""eeeeseaneaennnnannnnn H 
“ ha free operation, the Smith-Corona Adding Machine’ § Ml 4 ORONA CASHIER ‘ 
stain ‘ > s 5 
ne gives you features you’d expect to find only on § § T -( : 
| and . . iz 
Pe machines costing far more! : 4 . 
na m s 
ed ex ; : : 
“ Colorspeed Keyboard quickens finger action .. . : H 
Error Control corrects mistakes instantly before §& H 
] ’ ‘: . . . ’ . 
adding . . . Clear Signal guards against including ' . 
unwanted figures ... Instant Tape-Eject shootsout 4 : 
° ° ] t 
the used tape with a flip of your finger. H : 
' . 
' . - ' . 
Get the complete story of Smith-Corona de- § ; 
we ~ ii ial _ a 
pendability. See your Smith-Corona dealer today! : . 
° . 
+ a 
*Price for all states permitting Fair Trade 8 4 
Laws. Subject to change. Tax extra PS TTTTITIttiiitititttt ttt 
Lc SMITH & CORONA TYPEWRITERS INC SYRACUSE 1.N Y Canadian factory and offices, Toronto, Ontario. Makers 
aso of { Smith-Corona Office and Portable Typewriters, Cashiers, Vivid Duplicators, Ribbons and Carbons. 
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° . . . © NEW Continuea 


ALUMAFOLD TABLE 

P. B. R. Manufacturing Company, 

Philadelphia 24, Pa. 

Designed for easy carrying, this light-weight folding table is constructed of aluminum 
and steel. The table top is made of rolled aluminum, the legs of tubular aluminum, the 
entire construction being reinforced with steel for strength and durability. When opened, 
the table legs automatically lock into place, and are released by pressing a button. A 
leather handle makes it easy to carry. The table is capable of supporting 850 pounds. 
It comes in three sizes, 2x5 feet; 2x6 feet and 2'2x5 feet (open measurements). 


on. 
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LEATHER COVERED CHAIR / 
B. L. Marble Chair Company, y, 
52 Willis Street, Bedford, Ohio. | f 
The new model No. 4012-'2 AF executive posture chair Y 
is designed for both comfort and good appearance. It 
has a spring-controlled tilting back and seat which are LINEX LETTER BALANCE 
fully adjustable. Molded foam rubber cushioning is em- Allied Agencies, 
ployed to fill the shaped back as well as the seat. Back, 19, Norgesmindevej, 
arms and sides of seat are upholstered in leather and Hellerup, Denmark 
the seat top is finished in Bedford cord fabric. The frame , aie 
i ; ; This new device is a letter balance com- 
of the chair is finished in walnut, mahogany or oak. The . : > 
‘ : . bined with letter opener and ruler with 
chair back is adjustable from 9% to 21'% inches and the . —— , 
; " graduation. The user wishing to weigh a 
distance of the seat from the floor is variable from 18 ; al 
: Pater ; , letter inserts it in the holder and then k 
to 21 inches. Sitting depth is 9’ inches and the width ; 
places thumb and middle finger on one of 








is 24 inches. For those who prefer a higher back model : t 
4040-'2 posture chair can be furnished. The larger and po = Pn pacer pga — a t 
higher back of this model can be adjusted from 23 to 25  . “ P ge : 
hes in height if it weighs more, the letter will sink. The U 
_ ' item is not only made with ounces and 
inches for the English-speaking countries, Vv 
but also with grams and millimeters for the t 
countries using the metric system. It can 
also be supplied with advertising text, use- A 
ful as an advertising novelty. Further in- r 
formation can be secured from the manu 
facturer J 
v 
Tl 
al 
Ct 
IT 
os 
S 
n 
DI 
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Gl 
PLASTIC SCHOOL RULERS L 
Westcott Rule Company, Inc 
Seneca Falls, N. Y. COPY-RITE LIQUID DUPLICATOR TE 
A completely new line of transparent plastic school Wolber Duplicator & Supply Company bi 
rulers is now being made in rich green, blue and 1203 Cortland St., Chicago 14, Ill a 


This new model duplicator is said to incorporate many 


red. In addition to their colorful eye appeal, they 
new features in addition to a modernized appearance G 


are designed for service, are precision made, will 


bend without breaking and are claimed to lie flat Replacing the model L-45, the new one, L-45-2, retains bc 

will not warp, and can be picked up and moved many of the original features, plus improvements. 

easily. These rulers have a double bevel with pencil Among these is a master automatic lock to open the 

groove through the middle; are scaled in 1/16th drum lock to receive copy, by turning the handle in Er 

inches on one bevel and in metric on the opposite reverse. It is locked by a counterwise movement. A 

bevel; perforated with a round hole in the center new receiving tray provides for better paper stacking 

and a 15-inch slot at each end of the ruler. They and new guides simplify the method of positioning to Eq 

will fit into any style loose leaf notebook and are accommodate various widths of paper stock. Better 

made in 12-inch lengths. These are packed two dozen gripping of copy paper is said to provide more effi 

on an attractive two-color free display and retail at cient paper feeding. Further details may be had from 

$.10 each the manufacturer on 
° 
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Engunected WAYS TO BETTER BUSINESS E-S4 
. , 1 "2 - _ s 


the ORIGINAL modular office 


RENT-FREE FLOOR SPACE is saved for expanded 
use by TECHNIPLAN Modular Office Sys- 
tem, with space savings ranging from 18% 
up to 43% 

WORK EFFICIENCY is increased by the scien- 
tific %-turn working position, which makes 
ALL working 


reach W tl out waste. 


surface usable, within easy 


JOB-FITTED FACILITIES are provided for each 
work station's particular needs. 


TECHNIPLAN standard units are interchange- 
able. They interlock to form any desired 
combination or arrangement. Rearrange- 
ment to meet changing needs is readily ac- 
complished without special tools or skill. 
So, TECHNIPLAN is always complete— 


never final 

DISTINGUISHED APPEARANCE results trom finest 
craftsmanship devoted to quality woods, 
finished in rich walnut; smartly modern. 
GET THE FACTS—use the convenient Check 
List Request 


TECHNIPLAN, and 4000 other wavs to better 


business riginate with Globe-Wernicke, 
and are und serviced by dependable 
G-W dealers, listed in classified ‘phone 
books ur Office Equipment.” 





Engineering Specialists 
in Office 
Equipment 
Systems 


and Visible Records 


Cincinnati 12, Ohio 
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TECHNIPLAN components are de- 
signed to true modular standards. 





innumerable combinations afford 
flexibility to meet all conditions. 





Standard partitions available to 
provide full or semi-privacy. 


CHECK this LIST for 
wanted information— 
promptly furnished : 

[| TECHNIPLAN Facts 

[] Modern Filing Methods 

[] Visible Record Facts 

[} Special BIG Papers System 

Check above, attach 
to your letterhead— 
and MAIL—TODAY! 





ANOTHER G/W “FIRST” 


The revolutionary idea of office equip- 
ment designed to a modular system was 
placed in development by G/W in 1948, 
First prototype units were made in 1950, 





Basically, TECHNIPLAN is related to 
the G/W original sectional bookcase, 
and to G/W horizontal sections. To- 
day TECHNIPLAN is the first fally 
developed modular office to appear on 
the market. Its introduction at- 
tracted crowds of enthusiastic wit- 
nesses—in New York, Chicago, At- 
lanta, Cincinnati—and in other cities. 


Sy The first TECHNIPLAN ad- 
vertising, in 1951, drew hun- 
dreds of inquiries from interested pros- 
pects, “Blue Chip” companies, eager 
for information. We are sending these 
leads to G/W TECHNIPLAN dealers 
as they come in—and other thousands 
of leads will result from the G/W 1952 
TECHNIPLAN advertising—the first 
ad, shown here. 
During 1952 TECHNIPLAN ads will 


run in top business publications— 


AMERICAN BUSINESS TIME 
BUSINESS WEEK METHODS 
FORTUNE NEWSWEEK 


OFFICE MANAGEMENT & EQUIP’T 
MAGAZINE OF BUILDING 
(Architectural Forum) 

—and one or more G/W ads will 


ampene in these magazines practically 
EVERY WEEK during 1952. 





The first order of business, for the 
TECHNIPLAN dealer, is to put on the 
introductory program—display TECH- 
NIPLAN and invite his entire business 
community to see and learn about this 
sensational equipment. This introduc- 
tory showing, which has established an 
amazing record of results everywhere it 
has been staged, will start a flow of 
TECHNIPLAN sales—and profits. 
Alert, progressive dealers are making 
TECHNIPLAN the spearhead of their 
sales and promotion activities—and 
with unprecedented success. 






Sincerely, 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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dates to 


February 25-28. Annual! bu how i y th fice Manag 
ment Association of Chicag snd Northweste ; ty Conrea rrr 
Hotel, Chicago, Ill. Organizat iquart 5S W. Ma 
cago, Ill. 

March 2-7. Wholesale Statior 4 yt t snd National Trade 
Show, Hotel New Yorker, New York, N. Y H Whitte re. genera 
manager, 250 Fifth Ave., New York N 

March 17-18. District No. 5, NSOEA, Brown Hot sisville. Ky 
O'Connor, regional governor , 2 PR a ante an 
March 20-21. District No. 8, NSOEA se Hot et s Mo. Fred 
Pfaff, regional governor, Omaha Printing ; 

March 27-28. District No. 9, NSOEA, Bak 
regional governor, General Office pply pany 3y La 
April 3-4-5. District No. 4, NSOEA, Vinoy Park Hotel. St. Petersburg. Fla 
Allen B. Cammack, Sr.. regior } rnor rick Office ply, Bu 
lington, N. C, 

April 21-22. District No. 6, NSOEA, Hotel Pfist Milwaukee. Wis. E. A 
Napp, regional governor, Naps ff i I pply Company, Mar 
itowoc, Wis. 

April 22-25. National As t f eq tore McA 
Columbus Hotels, Miar Fia. R Re } tive secretary. Box 58 
33 W. College St., Ober 

April 23-25. National Office rniture A 

and exhibit, Haddon Hal! Atlant ‘ N R 

director, 175 Fifth Ave. New h Y 

April 24-25. District No. 7, NSOEA. St. Pau! Hote t+ Paul Mir — 
Parrot, regional governor, Wate fice pply pany, Water wa 
May 1-2. District No. 10. NSOEA, Hote ta t Lake City, Utah. Frank 
B. Creer, regional governor ta i } mpany. Salt he 
City, Utah. 

May 8-9. District No. 14, NSOEA 

Russell Davis, regional gov 

Alhambra, Calif. 
May 12-13. District U 
Tom McWhorter regiona , er McWh ter.¥ ’ San J 
May 18, 19-20. District No. I!, NSOEA, Hote } k Yakima. Wash 
Herbert Peterson, regional gover R fs + ae c 
May 18-21. National Office Manag t Ass ' 33rd interna 
conference, Fairmount Hote Frar if. W ' Evan 
secretary, 132 W. Chelton Ave 
May 19-20. Illinois Book 
Hotel, Peoria, ! Jack Mari ¢ tary-t The B 

Joliet, Ii 

June 2-3. District No. |, NSOEA, Wentworth-by-t ea. Port ith oN 
Charles P. Anderson, reg slg T & npany 
Boston, Mass. 

June 16-17. Districts No. 3 a 3 NSOEA ’ H Ailant 
N. J. Samuel S. Rosendorf N ? +} 

& Stationery Co., Richmond. Va - E. Wal , eg 

nor No, 13, R. E. Wahrmar New / N.Y 

June 16-18. National Office M A 

tion, Baker Hotel, Dallas, Tex WV. M tive secretar 
N. Wilton P Los Angeles 38 . 

June 19-20. District No. 2, NSOEA. Hot 13 oa 
Vernon R. Evans, regional gover y i } npany, Utica, N 
October 4-9. National Stationery & fice § meet Ae at « 4h} 
annual convention, Conrad Hilt formerly Stevens Hote Chicag 
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Bob Beekman, representative of All-Steel Equipment, 
Inc., with headquarters in Indianapolis, favored OFrrice 
APPLIANCES with a visit on the afternoon of January 4 
Bob has been traveling in the Fifth District NSOEA 
some two or three decades 


Wayne Davis of Portland, Ore., salesman for Tape 
Division of Minnesota Mining & Manufacturing Com- 
pany, dropped in at Orrice APPLIANCES’ headquarters 
on a between-trains visit January 3. He was on vaca- 
tion and had been East to his old home in New Jersev 
Other stops included Mobridge, S. D., Billings, Mont 
and Buffalo, Wyo. Mr. Davis has been with the 3-M 
Company 11 years. He participates regularly in asso- 
ciation work in the Pacific Northwest 
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Harold Fahrner Heads Miles Fox Company 


The Miles Fox Company, complete office outfitters of 
Detroit, Mich., has announced the appointment of the 
following officers: 

President—Harold Fahrner 

Vice-president, treasurer—A. F. Fox. 

Secretary—D. R. Srigley. 

Assistant secretary-treasurer—M. L. Waltil. 

In his capacity as president, Mr. Fahrner will offer 


Harold Fahrner 


the benefit of his 32 years of experience in the sta- 
tionery and office equipment business, to the continu- 
ance and development of the policies established by 
the late president, Miles Fox. 





Expand Night Shopping in Buffalo 

Stationery stores in Buffalo, N. Y., are giving serious 
consideration to the matter of additional evening 
openings in line with the trend of all types of retail 
stores, to increase their night shopping business po- 
tential. 

Evening shopping by families has jumped sharply 
in popularity during the past year, prompting many 
retailers to remain open two, three and even four 
nights a week, instead of the traditional one night 
a week. 

Night opening hours were inaugurated in the com- 
munity shopping center, but now are spreading to the 
downtown shopping area where a group of large stores 
have decided to remain open both Monday and Thurs- 
day nights.—GET 





ersonality 


- 
. 

: 

o 

a 

e 

* 
G— 


WILLIAM C. (BILL) CLEG 
Civic leader, hunter, golter ne 
time cavalry man, a Texas public 
figure, Bill Clegg is the middle mem- 
ber of a three generation busines 
enterprise in San Antonio. Treasurer 


and general manager ot the Clegg 
Company he entered his father 
busine as a 2 |-year-o Gg, naving at 
tende n University tf Texa 
graduated from the Cavalry raining 
Stanley and helped to organize the se 
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trom Boston to Seattle and St. Pau 
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i FOR A HARTER POSTURE CHAIR 
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All office workers — from top executive on down — 

want comfort. And comfort is what they get in 
/4 Harter posture chairs! Every model is designed to fit 

and is easily adjusted to fit the worker. 
7 | | . The Secretary 
Here are three posture chairs from Harter’s complete 
Model 66 for top executives features a broad MODEL E-I5R 
seat | back which tilt in perfect synchronization for 


is comfort. Model 63 is a smaller and 

version of the 66, ideal for semi-executives 

. issistant management workers. Its back tilts 
seat is rigid, and smaller than the 66. Model 


4 


/ 


I R answers the business girl's need of a 
th a rigid back to keep her firmly supported 


> 


ful and efficient posture. 


Harter posture chairs, these models have 


foam rubber cushions, attractive fabric or 
SI th-finish upholstery, long-lived steel construction, 
I re fully adjustable to the occupant’s 


ents by means of simple hand-wheel 





Most important, these chairs have the 


vhich their name guarantees, 
Harter posture chairs are nation- 


ally advertised every month in 
Business Week, Fortune, Newsweek, 


' =>. and U.S. News & World Report. 
* HARTER 


er ewewtsé ae 
POSTURE CHAIRS © STEEL CHAIRS 
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nomda 
news 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


“Let ‘er Buck!’ to be NOMDA Feature; 
Plans Develop for Dallas Convention 

Those who had a mad desire to rope a steer or ride 
a bucking bronco will be able to fulfill the urge at 
NOMDA’s Dallas convention June 16, 17 and 18. 

One of the most novel entertainment features of 
any convention ever held by NOMDA will be the par- 
ticipation by members themselves in a truly rip 
roarin’ Wild West rodeo. Calf roping, steer branding, 
bronco busting, races and other features will be on tap 
for the delight of the conventioneers. 

Contestants for the prizes will be taken from those 
attending the three-day gathering. Present plans are 
for the rodeo to be held on Tuesday night, June 17, at 
a ranch outside Dallas in the “wide open spaces.” 

It has been suggested that NOMDA members start 
now with their training for this rodeo. Pillows will be 
furnished those who might be unseated by a bronco, 
and leg straighteners will be available to those who 
have difficulty walking after dismounting. 

The Baker Hotel has been selected as headquarters 
for the convention. This hostelry is air-conditioned 
throughout and is known as one of the finest in the 
Southwest. 

Convention days are Monday, Tuesday, and Wednes- 
day, fulfilling urgent requests from many of the 
members. 

The facilities of the Baker Hotel will enable the 
association to hold all of its activities on one floor. 

The exhibits, luncheons, registration, banquet and 
all meetings will be held on the mezzanine floor. 

Those in charge of the convention suggest that 
reservations be made early and direct with the hotel 


in Dallas. 





New York OMDA Plans Reorganization 

The November meeting of the Office Machine Dealers 
Association of New York, Inc.—a meeting “for dealers 
only”—was lively and exciting. 

Nominations for 1952 were announced by the chair- 
man of the nominating committee, William B. (Bill) 
Kerzner, Pearl Typewriter Corporation, New York 
They were Dave Silvers, American Business Machines, 
Inc., New York, for president; Israel Meizner, Mercury 
Business Machines Company, New York, for vice-presi- 
dent, and Sam Stein, Quality Office Equipment Cor- 
poration, New York, for treasurer. 

Guest of the evening was Harold Felix, C.P.A., who 
gave some interesting information on inventory and 
tax matters, and it was agreed that the talk had proved 
most valuable to his audience, as did the question pe- 
riod that followed. 

One of the chief topics of conversation during the 
meeting was the proposed plan to organize the New 
York Association exclusively for dealers but to invite 
from time to time wholesalers’ and manufacturers’ 
representatives in order to keep the association up to 
date on their activities of especial interest to New 
York dealers. 

A motion to this effect was carried 
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It was further suggested that the by-laws be amend- 
ed so that manufacturers and wholesalers be associate 
members of the New York Association. This, the board 
of directors plans to do. 

Israel Meizner, head of the committee appointed to 
work on a plan to establish a co-operative venture in 
japanning, and later on, in other labors in which the 
business is interested, made an excellent report on his 
findings. 

It was announced that the New York Association has 
already acquired six new members since the contest for 
new memberships was opened by the national presi- 
dent, Liston Jackson. 

The death of a good friend of the industry and a 
NOMDA member, was noted with regret. He was Walter 
Button of the Wholesale Typewriter Company. Sym- 
pathy was expressed toward his family 





Southern California OMDA Presents 
Portable Typewriter to Blind Boy 


Someone stole the typewriter that belonged to John 
Millen, blind student attending East Los Angeles Junior 
College. 

But just as soon as the members of the Southern 
California Office Machine Dealers Association heard 
of the theft they busied themselves to vote funds to 
buy Mr. Millen a new machine. 

The students at the college had started a fund, too, 





OMDA Gift . . . Hal! Pettit. president 
of the Southern California Office Ma- 
chine Dealers Assn., presents a new 
portable typewriter to sightless John 


from him. 


for the purchase of a new portable for the blind youth, 
but they can use that money for some other project 
as Mr. Millen now has a new portable 

This typewriter will enable him to properly do his 
college work, as it is impossible for him to write his! 
papers in long hand. 

The machine was presented by Hal Pettit, president 
of Southern California OMDA, to Mr. Millen in one of 
his classes at the college. 
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The 500 Gybup Oaharactetized by simplicity of esign and 
outward 4ppéarance + is actually composed oh Units con- 
structed with careful attention to functional servicdability and 





. r) 
eye-pleasing style, Built .withethe»same: cabinet-making skill 
anion which is more apparent in advanced models, the units of the 
ieee 500 Group offer complete accommodations for all office func- 


a tions, adapting thertdalve to any plan Thilow. riéga fine has 


no gaits in the field — - Epon of | cost and funcfi 





-quality 






Qo 80 FUR nity 
BER KIM ERD 





Tt 3 mot standard unless cfs Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, January 6 

The trend of office equipment in the past year is, of 
course, always reflected by the distributor. When I 
had the opportunity of calling at Lowthrop & Com- 
pany, Lfd., in Hull recently (on the last day of the 
old year), I met R. Harrison, a director of the company. 

Bernard Lowthrop is, of course, a national figure in 
British office equipment circles and I hoped to meet 
him. But, I was told that he was on a business tour of 
the Middle East, Middle and South Africa, Malaya 
and Australia, concluding his tour by sailing from 
Perth and arriving back in Britain on March 17. 

Mr. Harrison, however, is well able to assess the 
trend of office equipment in Britain for he is a director 
of several companies all engaged in distribution of 
office equipment. His comments indicate a shrewd 
insight into the industry today. 


* ¥ + 


Dictating machines. Interest is growing rapidly, and 
there has been a good deal of business done with this 
type of equipment. A Danish Recorder machine which 
the company distributes has found a ready market in 
Britain quite apart from home-produced machines. 
What will be the effect of the new economy measures 
in respect of imports on this type of machine is a 
matter of conjecture at the present time. 

Mr. Harrison told me that the American-made Fri- 
den automatic calculator was in particular demand 
and in his view imports of this machine—although 
made in the U. S. A. and therefore necessitating dollar 
expenditure—would be continued. 

The reason for this view (which is held by others in 
the industry) is because Britain does not build a com- 
parable machine as this Ultra-Matic calculator. It 
would seem as if the policy of the present British gov- 
ernment will be to restrict imports of all office ma- 
chinery which is produced in comparable models in 
Britain. 

The sole distributors for the Friden in Great Britain 
are Bulmer’s (Calculators), Ltd., of 7-8 Poultry, Lon- 
don, E. C. 2. Messrs. Lowthrop and Company, Ltd., are 
accredited agents. 

Typewriters. Delivery of typewriters is still not easy 
and some companies are, it is understood, on a basis of 
up to two years’ delivery. The new Imperial factory is 
now being constructed at Hull and although it may be 
another year before it is completed, when production 
of machines begins, it will ease the present position. 

The Hull factory is to be used, I understand, for the 
production of portable machines. 

In writing of the Imperial company machines, I am 
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reminded of a new carbon paper ribbon attachment 
which is, so far as I am aware, marketed only by this 
company. It is an attachment for Imperial] standard 
machines only. 

Mr. Harrison told me that sales of this attachment 
are increasing rapidly as more and more private com- 
panies are becoming aware of the value of a “quality” 
letter. 

The Imperial carbon paper ribbon attachment con- 
sists of the following parts: 

1. A spool carrying 650 feet of carbon ribbon one 
quarter of an inch in width. 

2. Spool carrier for above which is attached by 
means of locking screws to the left-hand side of the 
machine. 

3. Ribbon-feeding device which is fitted into the 
right-hand ribbon-cup in place of the ordinary fabric 
ribbon. 

The attachment has been designed so that it can 
easily be fitted to any Imperial standard typewriter 
and is used for the preparation of the special plates 
used in conjunction with the Multilith and Rotaprint 
litho reproduction processes. 


Replaces Fabric Ribbon 

The device provides a means of replacing the nor- 
mal fabric ribbon with one of carbon paper, which 
travels through the machine once only. The automatic 
ribbon feed is so arranged that a fresh portion of rib- 
bon is used for each character typed. An important 
point is that the use of a carbon ribbon ensures that 
each typewritten character is of an even density—an 
essential for the production of perfect “master” plates. 
Its principal advantages are: 

1. Economy in use through narrow ribbon width. 

2. New surface of carbon for every character typed, 
ensured by specially designed driving mechanism. 

3. Sharp and clean impressions—no ribbon weave 
marks. 

4. Simplicity of attachment and removal by oper- 
ator. 

The over-all effect of this attachment is that when 
a letter is typed it gives the impression of a printed 
communication. The general impression is one far 
superior to the ordinary typed letter. 

When placing the ribbon spool on the carrier-spindle, 
it is important to see that the printed side of the spool 
is outwards. 

The ribbon is threaded easily, being passed at the 
back of the bar in the guide-arm, through a rectan- 
gular slot, and then to the centre of the ribbon guide 
of the machine. The free end of the ribbon is now 
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Whoa! 


More customers ask to see 








Royal Portable than any other make!* 


That’s the happy story from the field, and .. . 


with such a preference for Royal Port- 
able a matter of facts and figures, how are 
you cashing in? What are you doing to make 


money? 


Royal gives you the greatest advertising, 





CYA 





OFFICE APPLIANCES, 


promotion, and sales-help program in the 
portable field. 


The up-and-coming dealer pushes Royal 
in windows, on the counter—in tans and 
grays. The profit opportunity is inviting. Are 
you letting it pass you by? 


*As reported by typewriter 
dealers handling all four 
leading makes of portables, 
Royal was voted first by 
4% tol margin over nearest 
competitor. 


WORLD'S NO. 1 PORTABLE 


Made by the World’s Largest Manufacturer of Typewriters 


February, 


1952 


49 











taken to the feeding device, where it is threaded be- 
tween two rollers. There is nothing to attach here 
the ribbon will commence to feed across as soon as 
the typewriter is operated. Generally speaking, the 
method of threading through the center ribbon guide 
is exactly as for a fabric ribbon 

When the machine is required again for ordinary 
use, the feeding device is removed from the right-hand 
spool cup, and the fabric ribbon replaced. The carbon 
paper spool carrier on the left hand side of the type- 
writer is left attached, but the guide arm of the carrier 
is brought forward to a horizontal position, with a 
portion of the carbon paper ribbon left threaded for 
further use. 

This is a development which is being widely adopted 
by many Imperial users in Britain 


Steel Shortage is Headache 

Reverting to typewriters in Britain at the present 
time, it may be taken as a fair summary of the position 
that the shortage of steel is one of the headaches for 
the industry. 

I have been told that although Britain posesses the 
largest plant in Europe for production of sheet steel 
the tendency is to produce for those industries requir- 
ing the majority of output such as, for example, the 
automobile industry 

It looks very much as if foreign typewriters will be 
excluded from Britain in the not too distant future 
There are made in Britain, apart from the Imperial 
the Bar-Lock and the British Olivetti. The Remington 
and the Underwood Company now have a factory on 
the South Coast for assembly, and so forth 

There is difficulty, according to more than one per- 
son in the distributing side of the trade, in obtaining 
spares for German machines. 

One factor which has resulted in a good 
office equipment of all kinds recently has been the 
extra initial depreciation allowance in Britain against 
income tax. This ends in April and less equipment is 
likely to be bought because of this concession. 


sale of 


Furniture. Mr. Harrison has observed, during the 
past year, a steady improvement generally, of the 
value of correct posture in seating and greater atten- 
tion is now being given by firms to the seating of their 
operatives. 

The old-time conditions of an ordinary chair and a 
couple of books to bring the seat to the correct height 
are becoming things of the past 


Mr. Harrison, too, told me that he cannot see a great 
future for steel to be used as office furniture. 


There 





New Quarters .. . Exterior view of the remodeled quarters 
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of 


Kontor-Einrichtungs-Gesellschaft 





is now a faintly plentiful supply of wood available 
and what steel is available is likely to be used for more 
essential sections of the office equipment industry than 
steel furniture. 

Prices, too, of office furniture would appear to have 
reached their peak. In September one firm, it is un- 
derstood, was due to increase its prices and a few days 
before the increase was put into effect, disbanded the 
idea, due, of course, to growing tightness of money in 
Britain and consequent consumer resistance. 

To end on a typewriter note once more! Mr. Harri- 
son said that in his opinion, there is now a demand 
of something like 75% of typewriter uses for elite type 
and the balance for pica. 

Readers will recall that in a recent article I referred 
to the appointment, as president of the Office Appli- 
ance & Business Equipment Trades Association, of B. B. 
Dyer, managing director of Milners Safe Company, 
Ltd. We commented on Milner'’s as being well-known 
cabinet makers. 

This is, of course, quite correct, but I hasten to add, 
unless a wrong impression of Milner’s has been con- 
veyed to readers, that the Milners Safe Company, Ltd., 
apart from being specialists in the manufacture of 
steel office equipment of high quality, ranks among 
the largest manufacturers in the world of safes and 
strong room installations. 





K-E-G of Vienna Remodels Quarters 

Celebrating its 40th anniversary, the Kontor- 
Einrichtungs-Gesellschaft of Vienna, Austria (office 
equipment company) had its store completely remod- 
eled, inside and out. 

Located in Vienna’s most prominent business center, 
the K.E.G. store is one of the biggest, if not the biggest, 
office equipment outfit in Austria, representing such 
American manufacturing concerns as Smith-Corona, 
Clary Multiplier Corporation and Barrett Adding Ma- 
chine Division. 

Founded in 1911 by the father of the present owner, 
Erwin Braun, the Kontor-Einrichtungs-Gesellschaft 
today has at its command all facilities essential to 
maintaining a truly modern and efficient office equip- 
ment store 

In large show rooms with five windows on the front 
and seven openings around the corner, machines, sup- 
plies and office furniture are being displayed impres- 

Turn to page 203, please 


Vienna 
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LONG-TERM INVESTMENT 


IN BETTER OFFICE TOOLS 





Better Office Tools— 
An Answer to Rising Costs 


PPL cost of office operations has increased 
| sharply im recent years because of an increase 
in the ratio of clerical to production workers, and 
the higher salaries now required. Today, a com- 
pany has a minimum fixed investment in space and 
salary of at least $35,000 per office worker over a 
l0-year period. Such a company must seriously 
consider whether it can afford not to plan an 
office modernization to secure the maximum return 


on this investment. 


Good tools in an office, like good tools in a fac- 
tory, enable each worker to produce mere. GF 
Vetal Business Furniture, such as Mode-Maker 
desks. prope rly applied to the job, (,oodform chairs. 
individually adjusted to each worker, and Super- 
Filer. the mechanized filing equipment, will usually 
pay for itself quickly in increased efficiency alone 
and thereafter will pay handsome dividends in 
improved employee morale, greater customer and 


public confidence, and good will. 


For these reasons, office layout is important to 
management. [t is a subject which GF distributors 
should discuss with each of their customers and 
prospects. explaining what GF equipment offers to 
them in increased office efficiency through the use 
ol better offices tools. The General Fireproofing 


Youngstown, Ohio. 


GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 
DEALERS THROUGHOUT THE WORLD 


Compan 


There is a complete line of GF metal furniture— 
desks, tables, chairs, files and shelving. 
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MODEL 315 
Two-Total Check Out 


MODEL 210 
Store Model 


@ Two of the complete line of 18 R. C. Allen Cash Registers 


America’s Best Values... 


Best for you, the customer, because when you “buy R. C. Allen” you know you're 
buying guaranteed performance . . . at the lowest possible price. 


Best for you, the dealer, because with R. C. Allen you can handle a complete line 
© Of business machines . . . adding machines . . . bookkeeping machines . . . cash 
| > megisters . . . and typewriters. 
ae Hundreds of dealers are already attracting new customers, building business and 
increasing profits with R. C. Allen products. It will pay you to find out how you, too, 
can profit by selling the complete line of R. C. Allen Business Machines. Write today 
. . . full information will be sent by return mail. 
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The New 1952 R. C. Allen Typewriter 
Setting the Pace in Style and Performance 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N. W., Grand Rapids, Michigan 














Gov. McKeldin Heads Speakers for NOFA; 
Convention Set for Atlantic City, N.J. 


Governor Theodore R. McKeldin of Maryland will 
be the principal speaker at the sixth annual National 
Office Furniture Association convention-exhibit to be 
held at the Haddon Hall Hotel, Atlantic City, N. J. 
Dates are April 23, 24 and 25 

Other speakers will include a former U. S. Senator, 
a radio newscaster, a scientist and an editor, all of 
them leaders in their fields. 

General Convention Chairman V. L. Caldwell expects 
the best-attended convention yet held under NOFA 
auspices. The number of exhibitors will also set a 
record, it is expected. 

A brand new feature of this year’s convention is a 
contest to determine “The Office Furniture Salesman 
of the Year.” The salesman selected will be NOFA’s 
guest at the convention, with all expenses paid. 

The ladies attending will have a varied program 
including an illustrated talk on “Fads, Fashions and 
Figures.” A ride on the famous Boardwalk is also on 
the agenda. 

Following is the convention hours’ schedule: 

TUESDAY, April 22—NOFA officers’ conference; ex- 
hibits will be decorated. 

WEDNESDAY, April 23—9:00 a.m.-12 noon, registra- 
tion; 9:00 a.m.-12 noon, exhibits open; 12:15, opening 
luncheon; 2:00-10:00 p.m., exhibits open. 

THURSDAY, April 24—9:00 a.m.-12 noon, business 
session; noon-6:00 p.m., exhibits open; 7:15 p.m., con- 
vention banquet. 

FRIDAY, April 25—9:00 a.m.-12 noon, exhibits open; 
12:15, luncheon; 2:00-6:00 p.m., exhibits open. 





Hold New England NOFA Conference 


With an attendance of 75 the first NOFA area con- 
ference sponsored jointly by the Boston Office Furni- 
ture Association and the National Office Furniture 
Association was held on Monday, December 10, 1951, 
in the Embassy Room of the Hotel Kimball in Spring- 
field, Mass. 

Harry O. Austin, Doten-Duntin Desk Company, presi- 
dent of the NOFA Boston Chapter, presided. President 
Austin expressed the appreciation of the Boston Office 
Furniture Association in having the honor of holding 
the first meeting of its kind and thanked dealers and 
manufacturers for their participation 

He then read a telegram from NOFA President 
Harry Hofherr thanking the Boston Chapter for hold- 
ing the first area conference and offering his con- 


gratulations and best wishes for a successful meeting. 

After outlining the program for both morning and 
afternoon sessions he remarked that B.O.F.A. is the 
only organized NOFA Chapter in New England and 
invited all NOFA members who are unaffiliated to 
join the Boston Chapter and the same invitation was 
extended to non-members of NOFA. 

In conclusion he urged all present to participate in 
the various discussions to follow. The first speaker of 
the morning session was Paul M. Fletcher, manage- 
ment consultant, whose topic was “What are You Go- 
ing to do with What You Have.” 

At the onset, Mr. Fletcher suggested that an 
employer’s attitude toward the selection of personnel 
“regardless of the department or field in which they 
are working, be made as objective as one can. “First 
of all it is necessary that you know exactly what you 
want. ... 

“It isn’t sufficient to say, ‘Well, I want a fellow 
who'll fit in most anywhere.’ He never does, and since 
the requirements under those circumstances are too 
loosely drawn, there is bound to be confusion between 
employer and employee.” 


Thorough Understanding Needed 

In this respect, Mr. Fletcher advised, “I think every 
employee is entitled to know precisely what is expected 
of him, and every employer is required to see that he 
carries out those duties to which he has been assigned. 
Without a thorough understanding, therefore, on the 
part of both parties there is apt to be too much con- 
fusion.”’ 

The next speaker was Gilbert Hancock, OPS ad- 
ministrator, who spoke on “OPS Problems of the Office 
Furniture Industry.” His role was mainly one of an- 
swering questions from those in the audience. 

At the conclusion of the morning session luncheon 
was served in the Embassy Room. 

The first speaker of the afternoon session was John 
H. Munro, Jr., NOFA insurance director, whose topic 
was “The NOFA insurance Program.” He explained in 
some detail the NOFA insurance plan for members of 
all chapters through the State Mutual Life Insurance 
Company of Worcester, Mass 

Remarking that NOFA in six months has enrolled a 
large number of its members in the plan he urged 
those who intend joining, to do so before January 15, 
because after that date a medical examination will 
be required. He went on to inform his listeners that 
the cost of insurance is extremely low and available 
to executives, employees and manufacturers represen- 
tatives. 

Policies are available in $5000 amount for executives 
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and in the $1500 amount for employees, with double 
indemnity clause in case of accident. 

The next speaker was James Liberty, executive di- 
rector of the Tanners Council of America, whose topic 
was “The Use of Leather for Office Furniture.” 

Remarking that the use of leather is as old as time, 
he went on to tell of its utilization by man from the 
days of the cave dweller to the present day. In a brief 
but interesting and informative talk he told of methods 
of tanning which are basically similar to those used 
in olden days. 

In conclusion, he told of skilled craftsmen who 





worked on leather for its many uses and purposes in 
the various extras, such as for wall decorations, floor 
covering and bookbindery, all of which required ele- 
gant, smart and durable material. 

Following his talk two motion pictures were shown. 
The first, “The Story of Leather,” depicted the entire 
process of leather making from animals on the hoof 
to the finished product. The second, “Modern Leather,” 
showed in color, a large variety of leather products in 
all their beauty. 

The last speaker of the afternoon session was John 
R. Gray, executive director, National Office Furniture 





OA Camera Visits New England Area Wood Office Furniture Conference 


1. Niles Anderson, Anderson's, Bridgeport, Conn.; Robert L. Mc 
Glynn, Metal Office Furniture Co.; Leon O. Stewart, Calley 
Henderson & Stewart, Inc., Boston; J. Henry Skillings, Macey 
Morris Co., Boston; R. E. Long, Anderson's, Bridgeport, Conn 

2. James E. Feeley, Springfield Office Supply Co., Springfield 
Mass.; D. A. Towle, Jr., manufacturers’ representative; E. H 
Knapp. Victor Safe & Equipment Co 

3. John R. Gray, executive director, NOFA 

4. Joseph Levin, S. M. Levin Co., Boston; Ralph C. Segee, manu 
facturers’ representative; Raymond H. Kohl, Raymond H. Kohl 
Westport, Conn.; James H. Liberty, Tanners’ Council of Amer 
ica; Harry J. Osborne, Osborne Desk Co., Boston, Mass.; Wil 
liam J. Stanton, L. J. Peabody Office Furnitire Co., Boston 

5. B. Agronick, Bene & Co., Inc., Providence, R. I.; C. F. Crowell 
Filing Equipment Bureau 

6. Jack Mahoney, Huntington Chair Corp.; George B. Wray, R 
J. Freeman, John R. Freeman and John H. Barnes, all manu 
facturers’ representatives 


% 


7. Horace Stetson, Jr.. and Vic Corkran, both manufacturers’ rep 
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resentatives; Lester Peabody, L. J. Peabody Office Furniture 
Co., Boston; Byron Jackson and George Ferris, both Jackson 
Chairs, Inc., Springfield, Mass 

8. Ralph Byer, Ideal Leather Chair Mfg. Co.; Stanley Werksman, 
manufacturers’ representative; Max N. Schnitzer, South Shore 
Office Equipment, Inc., Brockton, Mass.; Robert Swartz, Taun- 
ton Office Supply, Taunton, Mass.; Samuel Challis, Hillside 
Metal Products, Inc. 

3. James E. Feeley and Kenneth Conklin, both Springfield Office 
Supply Co., Springfield, Mass.; John B. Dwyer, manufacturers’ 
representative; William King and Leo King, both Springfield 
Office Supply Co., Springfield, Mass. 

10. Harry O. Austin, Doten-Dunton Desk Co., president of Boston 
Office Furniture Assn. 

ll. Harry O. Austin, Doten-Dunton Desk Co.; John R. Gray, execu- 
tive director of NOFA; W. Hurvitz, Boston Desk Co., Boston; 
J. Henry Skillings, Macey-Morris Co., Boston 

12. Charles I. Lampee, Filing Equipment Bureau 
Corry-Jamestown Mfg. Corp 


M. R. Cowan 
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Association, whose talk was entitled “The NOFA Way.’ 
He reviewed the progress and growth of NOFA, since 
its beginning some six short years ago. 

He told of the difficulties of getting the association 
established, of the formation of National Chapters and 
of the continual increase in membership. 

He called attention to the low cost of membership 
and pointed out the numerous benefits such as its 
highly successful sales training courses, insurance 
plan, NOFA bulletin, question bureau, speakers and 
programs provided for chapter meetings, new area 
conferences and annual conventions, plus the oppor- 
tunity provided for members to meet with each other 
and discuss mutual problems and their solutions. 

Mr. Gray went on to tell of the coming NOFA con- 
vention to be held April 23-25 at Haddon Hall, Atlantic 
City, N. J., outlining an interesting program to be pre- 
sented. 

In this connection he informed his listeners that all 
exhibition booths have already been sold and 400 
rooms reserved by people from all over the country 
who plan to attend. 

In conclusion he called for a round of applause for 
Chairman H. O. Austin for arranging and conducting 
the first successful area conference. Needless to say, 
it was promptly given. Mr. Gray added that other 
area conferences will be held by NOFA chapters in 
various parts of the country in the near future. 

During the meeting each speaker answered numer- 
ous questions and discussions were held on each sub- 
ject. 

In concluding the conference, Chairman Austin 
thanked members of the Boston Chapter, speakers, 
dealers and manufacturers’ representatives for con- 
tributing towards making the first area conference a 
success. Because the response was so good and the 
conference met with such favor it was announced that 
another area conference will be held by B.OF.A. next 
Fall. 





Golden State Travelers Enjoy Party 


The annual Christmas party and election of officers 
of the Golden State Travelers Club was an event of 
Wednesday, December 19, at Mike Lyman’s Restaurant, 
Los Angeles. In attendance were 96 travelers and 
dealers. 

Reginald C. (“Reg”) Holliday, Scripto, Inc., presided 
Short talks were heard from Russell W. Davis, Alham- 





Golden State Travelers Club Holds Christmas Party December 19 in Los Angeles 


1. Art Carlson, Charles R. Barry Co., with his so-o-o-o charming 
daughter, Miss Marilyn Carlson; President Reg Holliday 
Scripto, Inc.; Ralph Maneval, A. W. Faber-Castell Pencil Co 
Russell W. Davis, Alhambra Office Supply Co., governor 
NSOEA District No. 14. 

Bill Tonkin, manufacturers’ representative; Ben Vorwick, Blais- 
dell Pencil Company; Rush Polgrean, manufacturers’ represen 
tative; Vic Hall, R. L. Smith Company 
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bra Office Supply Company, governor of District No. 
14, NSOEA, and Ralph Maneval, A. W. Faber-Castell 
Pencil Company, chairman for the Golden State sales 
rally. 

Among those present were Frank Hawley and John 
Hibbard, both with 50 years’ service in the industry. 
Mr. Hibbard is retiring from The Globe-Wernicke Co. 

Miss Marilyn Carlson, attorney, the club’s legal 
advisor, was an honored guest. 

Officers elected for the ensuing calendar year are 
as follows: 

President—George B. Hatten, Eaton Paper Corpora- 
tion. 

First vice-president—E. R. Daniels, Bert M. Morris 
Company. 

Second vice-president—Peter C. 
Products, Inc. 

Third vice-president—Jim Cahill, American Lead 
Pencil Company. 

Treasurer—John Radovich, Eversharp, Inc. 

Secretary—Walter Waldvogel, National Blank Book 
Company. 


Masterson, Acco 





Diebold Conducts Dealer Sales Conference 

As part of an extensive training program carried 
on throughout 1951 and 1952, Diebold, Inc., has re- 
cently completed a dealer sales conference, held at 
the Hotel Jefferson, St. Louis, Mo., on November 
1, 2, and 3. 

The conference covered the company’s complete line 
of systems and protection equipment, with talks given 
by home office personnel. 

It was presided over by W. K. Wilson, systems divi- 
sion sales manager at Canton, Ohio. Dealers attending 
the conference were O. R. Haptonstahl and David H. 
Price, the James L. Smith Co., Des Moines, Iowa; Wil- 
liam J. Howard and Kirk Gross, the Kirk Gross Co., 
Waterloo, Iowa; Walton Keller, George Keller, William 
Hull and Ray Klassen, the Walton A. Keller Co., Cedar 
Rapids, Iowa; John B. Platt, Jr., Sterling, Ill.; Ralph 
Lindquist, the Scott C. Dawson Co., Springfield, II1.; 
Leo H. Wittgen, Walter Reine, Harmon Montgomery 
and Eugene Hudson, Smith & Butterfield, Evansville, 
Ind.; James E. Oberst, Fred C. Sonnemaker, Charles 
Theillen and Charles E. Henry, Gant & Butterfield, 
Inc., Owensboro, Ky.; John King, Inland Printing Co., 
Springfield, Mo.; Frank Peck and Frank W. Peck, Peck 
& Company, Omaha, Nebr.; F. G. Oster, G. H. Stead, 
G. E. Heiser and Charles Bradley, Business Equipment 





3. Four of the newly-elected officers: treasurer, John Radovich, 
Eversharp, Inc.; president, George Hatten, Eaton Paper Co.; 
secretary, Walter Waldvogel, National Blank Book Co.; second 
vice-president, Pete Masterson, Acco Products, Inc 

4. Immediate Past President Reg Holliday introduces Miss Marilyn 
Carlson, the club’s legal advisor 

5S. Ernie Daniels, Bert Morris Co., presides for prize distribution 

6. A general view of the luncheon 
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SELLING MONTHS 


for the Remington Rand 
Line-a-time Copyholder 


The heavy demand for tax and inventory reports 
during January, February, and March makes the 
Remington Rand LINE-A-TIME Copyholder a 
necessity in every office. Sales figures show more 
LINE-A-TIME Copyholders are sold in these three 
months than in any other quarter. Stock up on 
LINE-A-TIMES now—they are available for imme- 
diate delit ery. 

Now in mew smart Gray Velour finish. In six 
sizes: 12”, 16", 20", 25", 30" and 36” capacity. 


For Immediate Delivery call your local Remington 
Rand Dealer Sales Division representative or 
write to: Remington Rand Inc., Dealer Sales 


Division, 315 Fourth Avenue, New York 10, N-Y. 
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THESE FEATURES SELL LINE-A-TIME 


TURN-A-PAGE POCKET — Holds previously 
transcribed pages firmly in place — reduces 
possibility of duplicating completed work. 


TRANS-VUE LINE GUIDE — Underscores the line 
currently being copied . . . permits seeing 
several lines ahead . . . cuts copy typing time. 


NEW VARIABLE SPACER CONTROL — Permits 
single, double or free spacing of the paper 
table with a flick of the finger. 


NEW LIGHT CONDITIONER — Reduces eyestrain 
and typing fatigue. A quick twist of the 
Light Conditioner knob changes the angle of 
the copywork for best readability. 


Remington Portable Typewriters 
TOPflight Adding Machines 

Invincible Typewriter and Duplicator Supplies 
Victor Safe & Equipment Products 





rilym 315 FOURTH AVENUE, NEW YORK 10, N. Y. 
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Co., Peoria, Ill.; H. B. Lee, E. H. Haese, Gail Smith and 
Robert Downing, Al Cook Desk & Office Supply, Okla- 
homa City, Okla.; and Thomas W. Wilson, Wilson’s 
Book & Stationery Store, Paducah, Ky 





Mark Anniversary at Sheboygan Firm’s Party 


One of the most successful and enjoyable Christmas 
parties in the history of the company was held for em- 
ployees of the Engineering Manufacturing Company, 
Sheboygan, Wis., Friday, December 21 

Combined with the annual party was the celebration 
of the 15th anniversary of the company. Speaker for 
the evening was E. Car! Sorby, vice-president, George 
D. Roper Corporation, Rockford, Il. 

The topic of Mr. Sorby’s talk was “How Important 
Can You Be?” Mr. Sorby stressed the fact that 
“Constant personal achievement demands constant 
personal leadership.” Where a person goes, in any en- 
deavor whatsoever, is solely dependent upon the in- 
dividual himself. Here, in this country, each individual 
has the right to choose where he wants to work and 
what he wants to do. 

“Some individuals, as in my own case,” commented 
Mr. Sorby, “are privileged to work for large corpora- 
tions, where because of the size of the company, indi- 
vidual possibilities are almost unlimited. I am person- 
ally fortunate that I was able to work for the concern 
with which I am still associated.” 

Invocation prior to the dinner was delivered by the 
Rev. T. Parry Jones, who was introduced by Victor J 
Kritske, master of ceremonies for the evening. 

After the dinner, Mr. Kritske introduced E. Klozotsky 
president of the Sheboygan Chamber of Commerce. Mr 
Klozotsky brought greetings from the association. 

Mr. Kritske presented E. H. May, president of the 
Engineering Manufacturing Company, who introduced 
the following guests: Mrs. E. Carl Sorby, Mrs. E. H 
May, and E. Carl Sorby. 

In addressing the employees of the company, Mr 
May expressed the fact that personal achievement by 
the individual as “achieved by his own hands and 
brain, by his energy and inspiration, by his determina- 
tion and self-reliance” is recognized by the company as 
personal opportunity. 

In concluding his address, Mr. May announced the 
presenting of merit awards to employees having years 
of service with the company. The awards were based 
on length of service, with the classifications being 
broken down into five-year and 10-year groups 

The five-year employees are: William Thiel, Eugene 
Capelle, Esther Hartfield, Lillian Rockenbach, Elvira 
Helling, Elenora Nysse, Mary Leskovec, Paul Schroeder, 
Harold Mais, Edna Daigle and Laura Kussart 













Anniversary 
Employees of the En- 
gineering Mfg. Co., 
Sheboygan, Wis., meet 
in 15th anniversary 
Christmas party (top 
picture). At lower left 
are pictured 5-year em- 
ployees and at lower 
right the 10-year group. 


Ten-year employees are: Fred Tessin, Elmer Lam- 
mers, George Wangemann, Henry Ruehr, Irwin Boss- 
hardt and William Wendland 

A special merit award was presented to Victor J 
Kritske, plant superintendent, on the basis of his 12 
full years of service with the company 

Bonus checks were then presented to employees hav- 
ing one or more years of continuous service. The 
presentation was made by William A. Wendland, sales 
manager, who was assisted by Harold H. Mais, assistant 
purchasing agent. 

The evening was concluded with dancing, visiting, 
and refreshments. At the close of business Friday, De- 
cember 21, each employee was presented with a fine 
ham. 





Hunting-Roberts is Host to Dealers 


The Hunting-Roberts Company, West Coast repre- 
sentatives and distributors for Steelcase office equip- 
ment, held a Northwest regional sales conference in 
Portland, Ore., on November 9 and 10 at the Congress 
Hotel. 

This was the first meeting of this nature to be held 
in the Northwest area since Hunting-Roberts opened 
its branch office and warehouse in Portland approxi- 
mately three years ago. The company plans to make 
this conference an annual affair due to the excellent 
response on the part of the dealers 

Russ Bassett, of the home office in Los Angeles, 
presided over the entire meeting and in attendance 
were approximately 80 Steelcase dealers from Oregon, 
Washington, Idaho, Utah, and northern California. 

Ed Hunting and E. C. (Curly) Roberts each con- 
ducted portions of the meeting and Sam Corl, repre- 
senting the manufacturer, the Metal Office Furniture 
Company of Grand Rapids, spoke to the group on 
factory production and the outlook for the months 
ahead. Government priority orders were also dis- 
cussed by Mr. Corl. Dick McElhose and Art Fretwell, 
both of the Hunting-Roberts Company Portland office, 
also participated in the meeting. 

The purpose of the conference was to better famil- 
iarize the dealers with the new developments and 
features of the Steelcase line. It also served to foster 
a closer relationship between the factory and field 
and better acquaintance of the Steelcase dealers in 
the Northwest. On display at the meeting were many 
new items recently introduced by the company and 
several groupings of desks, files, and chairs showing 
the various finishes and upholstery colors which are 
now available in the line. Throughout the meeting, 
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Sales Seminar 

















First row—Ken Graves (standing), Ken's Office Equipment, Roseburg 
Ore.; Al Hughes and Bill Brumbaugh, Smith Bros., Portland, Ore.; 
Mike Mahoney, Mahoney Office Equipment, Bend, Ore.; Dick Hass, 
Smith, Bros., Portland, Ore.; Art Shultens, Dan Andres and Don Roe, 
all Kubli-Howell Company, Portland, Ore.; Al Brotherton, Brotherton’s, 
Lewiston, Ida.; L. Christiansen, Northwest Typewriter Co., Hillsboro, 
Ore.; Keith Casper (standing), Mid-West Office Supply, Salt Lake 
City, Utah. 

Second row-—-Bob Church, R. M. Church Office Equipment Co., We- 
natchee, Wash.; John Burch, Smith Bros., Portland, Ore; Woody Cline 
and Bob Dahl, Harold E. Dahl Co., Tacoma, Wash.; Chet Hedburg and 
Bob Wills, Needham’s Stationery Office Supplies, Salem, Ore.; Mrs. R. 
Voeller, Phillip’s Office Supply, Roseburg, Ore.; Joe Steranka, Strawn’s 
Office Supply, Ontario, Ore.; Harry Pitts, Albany, Typewriter Exchange, 
Albany, Ore. 

Third row—-Tom Tullis, Frazier Book Store, Pendleton, Ore.; Joe Curran, 
Albany Typewriter Exchange, Albany, Ore.; Art Campbell, Commercial 
Office Supply, Eugene, Ore.; Lyman May, Smith Brothers, Portland, 
Ore.; Bob Fisher, Commercial Office Supply, Eugene, Ore.; Bob Strawn, 
Strawn’'s Office Supply, Boise, Ida.; John Craig, Craig Office Supply. 
The Dalles, Ore.; Bil Collins, Collins Office Supply, Mt. Vernon, Wash.; 
Bill Drummond, Strawn’'s Office Supply, Boise, Ida.; Betty Collins, 
Collins Office Supply, Mt. Vernon, Wash.; Don Minton, Strawn’s Office 
Supply, Boise, Ida; Pat Fulmer, Craig Office Supply, The Dalles, Ore 
Fourth row-—-Herb Peterson, Rosser & Sutton, Yakima, Wash.; Mrs 





special emphasis was placed on selling quality rather 
than delivering during the present period of shortages. 

An evening banquet attended by the dealers and 
their wives followed the Friday meeting, after which 
busses transported guests to the Hunting-Roberts 
offices at the O’Neill warehouse. Much interest was 
expressed in the attractive and colorful decoration 
of the offices as well as the “model office” shown on 
the mezzanine. Miss Rosemary Sledge of the Port- 
land office acted as hostess and greeted the dealers 
and their wives who visited the display 

The Saturday morning session ended with lunch at 
the hotel, and the meeting was climaxed by a pleasant 
afternoon at the Multnomah Stadium, where all who 
attended watched the football game between Oregon 
State College and the University of California, Los 
Angeles. 





Diebold Dealers Meet in Birmingham 


Diebold, Inc., recently completed a three-day sales 
seminar in Birmingham, Ala., for Diebold dealers in 
the Southeast. The sales meeting, held November 15-17, 
featured informational talks by key Diebold home 
office personnel and was chairmaned by W. K. Wil- 
son, sales manager of the company’s systems division. 

In attendance at the conference were 

Seated left to right—Walter McCreight, Office Supply 


Diebold Holds 
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Seen at Northwest Steelcase Dealer Sales Conference Held Recently in Portland, Ore. 
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Cloyde Crook, Shumway & Crook Office Equipment, Longview, Wash.; 
Bob Needham, Needham’'s Stationery Office Supplies, Salem, Ore.; 
Cloyde Crook, Shumway & Crook Office Equipment, Longview, Wash.; 
Jack Miller, Miller’s Office Supply. Puyallup, Wash.; Dorsey Googins, 
General Supply Co., Walla alla, Wash.; Harper Jamison and Bob 
Odell, Harper Jamison Stationers, Mc Minnville, Ore.; Jim Huntington, 
General Supply Co., Walla Walla, Wash.; Harold Halvarson, Bank & 
Office Equipment Co., Seattle, Wash.; Dave Kempston, Valley Sta- 
tionery Co., Eugene, Ore.; Bruno Laaksonen, Typewriter Sales & 
Service Co., Aberdeen, Wash.; Paul Gray and Ted Hagen, Bank 6 
Office Equipment Co., Seattle, Wash.; R. A. Raymond, Typewriter Sales 
& Service Co., Aberdeen, Wash.; Dean Stevens, Valley Stationery Co., 
Springfield, Ore.; Duane Fisher, Albany Typewriter Exchange, Albany, 
Ore.; Fred Shields, Shields Stationery, Pasco, Wash.; Cliff Voight, 
Pioneer Office Supply, Klamath Falls, Ore.; Bert Head, Business Equip- 
ment Co., Eureka, Calif.; Jack Hess, Shields Stationery, Pasco, Wash.; 
Merle Dunn, Business Equipment Co., Eureka, Calif. 


Last row—Clyde Powell, Mid-West Office Supply, Salt Lake City, Utah; 
Walt Young, Medford Stationery Store, Medford, Ore.; Fred Priebe, 
S. J. Priebe Co., Everett, Wash.; Sam Corl, Metal Office Furniture Co., 
Grand Rapids, Mich.; Ed Hunting. E. C. (Curly) Roberts, Dick Mce- 
Elhose, Rosemary Sledge, Art Fretwall and Russ Bassett, all Hunting- 
Roberts Co., Los Angeles, Calif.; Jim Kalbus, Kalbus Office Equipment, 
Nampa, Ira 


Co., Jackson, Miss.; E. J. Lawler, Office Supplier, Inc., 
Mobile, Ala.; William Herm, The Office Supply Co., 
Jackson, Miss.; Jim Herring, Pensacola Office Equip- 
ment Co., Pensacola, Fla.; Irene Morris, Augusta Office 
Supply Co., Augusta, Ga.; Grant Collier and Frank 
Griswold, Roberts & Son, Birmingham, Ala.; Clayton 
Coleman and Larry Toole, Business Supply Co., Tusca- 
loosa, Ala.; D. T. Ryce, Diebold, Inc.; C. D. Ellison, 
Roberts & Son, Birmingham, Ala.; W. W. Dowdle, 
Commercial Dispatch, Columbus, Miss.; Ed Dillard, 
Office Supplies, Inc., Mobile, Ala.; C. S. Keeton, Dement 
Printing Co., Meridian, Miss.; J. C. Lucas, Walker 
Evans & Cogswell, Charleston, S. C. 

Standing left to right—Barney Taylor, Sanford Hall 
Co., Jacksonville, Fla.; John Rabbiett, Office Supplies, 
Inc., Mobile, Ala.; Harold Palmer, Boyd’s, Panama 
City, Fla.; Harold Anderson, Diebold, Inc.; Buford 
Mayberry, Pensacola Office Equipment Co., Pensacola, 
Fla.; Ralph Autra, W. R. Snavely and W. K. Wilson, 
Diebold, Inc.; Norwood Cobb, Pensacola Office Equip- 
ment Co., Pensacola, Fla.; Don Capel, Fulghum’s, 
Tampa, Fla.; S. P. Flenniken, Jr., Diebold, Inc.; Ches- 
ter Bundy, Boyd’s, Panama City, Fla.; Royce Akin, 
The Office Supply Co., Jackson, Miss.; Grady Brown- 
ing, Fulghum’s, Tampa, Fla.; J. A. Wactor, Knight 
Bros., Sumter, S. C.; Ed Taylor, Augusta Office Supply 
Co., Augusta, Ga.; J. J. Gutheinz, W. I. Thompson and 
E. C. Collins, Diebold, Inc 
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GUNLOCKE CATALOG Tells You 
2 How to Make More Profits 


)- [he page shown here is from Gunlocke’s Catalog No. 45. The three catalog pages 
that follow tell exactly “‘How to Choose Your Business Chair.”’ 
[his helpful information is invaluable to the buyer. But it is just as valuable to 
it ou. Because what spells working comfort, eye appeal and long service to the buyer 
d also spells easy selling, more profits and satisfied customers for you. 

Chat’s why the Gunlocke Catalog No. 45 tells you how to make more profits. 


Write for your copy today! 
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Rem-Rand Host to COMDA Members 


Unusual in several respects, the monthly meeting of 
the Chicago Office Machine Dealers Association started 
at 4:30 in the afternoon of December 11 with a tour 
of the new Remington Rand Inc. quarters in Chicago 
at 444 N. Michigan Ave. 

Conducting the nearly 50 members were Jim Hack- 
ney, sales manager, portable typewriters, dealer sales 
division; Bill Browne, sales promotion manager, dealer 
sales division; Virgil Logan, Chicago branch manager, 
and Roy Shoup, portable typewriter manager in Chi- 
cago. 

Following the tour the group went to a nearby 
restaurant for cocktails with the compliments of Rem- 
ington Rand. Then came the regular COMDA dinner, 
after which the group returned to the Remington 
Rand quarters for a meeting in the seminar room. 

President Harvey Miner, Miner Business Machine 
Company, Kankakee, IIl., called the assembly to order 
and introduced Mr. Logan, who spoke briefly 

The next order of business was the annual election 
of officers. The following slate was chosen: Jack 
Teeter, Hammond, Ind., president; Ken Aubry and 
Henry Taendier, Aubry & Taendler Office Machine 
Company, Chicago, vice-president and secretary re- 
spectively; W. A. Kunze, Southtown Typewriter & Ap- 
pliances, Chicago, treasurer. 

As the speaker of the evening Jim Hackney gave a 
challenging address on dealer-manufacturer relations 
He said that his company is getting Fair Trade con- 
tracts from all of its dealers in Fair Trade states as 
rapidly as possible. Another co-operative endeavor 
is the expansion of the Rem-Rand adding machine 
line for dealers. 

Mr. Hackney complimented office machine dealers 
throughout the country on the great increase in dealer 
sales during the past 10 years. During that time de- 
partment store sales of portable typewriters and other 
office machines declined to such an extent that a 
survey was made in an effort to determine the cause. 
Analysis indicated that department store clerks lack 
product knowledge, cannot demonstrate effectively and 
frequently know less about the machines than the 
prospective customer. 

Several Remington men present were introduced 








COMDA Visits Remington Rand Inc. New Michigan Ave. Quarters in Chicago 


1 and 2. Two views of the assembly in the seminar room of 
the new Remington Rand Inc., building 


rf 


3. Virgil Logan, Remington Rand Chicago branch manager; Bill 
Browne, sales promotion manager, dealer sales division; Jim 
Hackney, sales manager of portable typewriters, dealer sales 
division; Jack Teeter, Hammond, Ind president-elect of 
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and then Baron A. F. deGerliczy, publicity manager, 
Contina, Ltd., Mauren, Liechtenstein, was given an 
opportunity to show the new Curta, an eight-ounce 
calculating machine made by his company 

Adjournment followed a short statement of thanks 
and appreciation by Retiring President Miner. 





“Gerry” Ortega Retires from Blaisdell; 
Bill Maish Becomes General Manager 

On the evening of December 11, at the Benjamin 
Franklin Hotel in Philadelphia, Pa., “Gerry” Ortega, 
one of the widest known and best liked men in the lead 
pencil industry, was honored at a banquet, given by 
Alfred C. Berol, president of the company. This was 
attended by 40 business associates. 

Very few of the many in the stationery trade who 
know Mr. Ortega intimately, and cordially call him 


G. L. Ortega 





“Mr. Blaisdell,” know that he was born of Venezuelan 
parents in Trinidad, British West Indies, and educated 
in England and at Columbia University, in New York. 

His closest friends will be amazed that the spry and 
genial “Gerry,” notwithstanding his much younger ap- 
pearance, is now actually in his 70th year. 

Mr. Ortega has been in the pencil industry for prac- 
tically half a century. He started with the Eagle Pencil 
Company in 1904, and became assistant to the late 
Emil Berolzheimer, president of Eagle, in 1915. He be- 
gan his association with Blaisdell in 1920, in the ca- 
pacity of general manager. 

In his 31 years with Blaisdell, he was responsible not 
only for its widely-approved sales policy, but for mosi 
of the product improvements which have helped to 


i” 


COMDA; Roy Shoup, portable typewriter manager in Chicago 
for Remington Rand 

1. New officers of COMDA: Jack Teeter, Hammond, Ind., presi- 
dent; Ken Aubry and Henry Taendler, Aubry & Taendler 
Office Machines Company, Chicago, vice-president and secre- 
tary respectively; W. A. Kunze, Southtown Typewriter & Ap 
pliances, Chicago, treasurer 
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a Clerical Office can be 
attractive as well as efficient 

















V.. ARE PROUD of the fact that JASPER DESKS participated in the impressive 
installation pictured above. This is a section of the Fraser Mortgage Co.’s newly 
outfitted offices in the Union Bank of Commerce Bldg., Cleveland, Ohio. The Ohio 


Desk Co. of Cleveland acted as counsel in furnishing and decorating these quarters. 


The JASPER DESKS are in the popular Softone Oak finish and harmonize effectively 


with the pine green upholstered chairs as well as the walls and drapes 


A complete line of Jasper Desks are available for every business requirements. Dealer 


inquiries invited 


The JASPER DESK Company 


SPER, INDIANA 
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Tour Codo Plant... Branch man 
agers and sales personne! of Codo Mig 
Corp. attended a year-end meeting at their 
Coraopolis, Pa., plant to prepare for 1952 
As a highlight of the session the men were 
taken on a tour about the two factories 
Codo men pictured are: SECOND ROW 
STANDING: Wilbur W. Lenz, vice-presi 
dent and general manager; E. S. Kloster 
man, James Doherty, Roscoe Benge, Charles 
Cordray, Jerry Leary and Paul Speck 
FIRST ROW, SEATED: Truman Vaughan 
Bill Braum, W. F. Smith, F. J. Brice 
Jack Clark, Don Shaginaw and Joe Falbo 








build good will for Blaisdell with dealers and con- 
sumers everywhere. 

As matters of particular note, Gerry perfected the 
paper-wrapped pencil by adding the patented string 
feature for easy sharpening. He built up and effec- 
tively promoted the famous line of china, metal, cello- 
phane, plastic and skin markers, and introduced the 
Klenzo paper-wrapped eraser. 

Many years ago he developed a new idea in pencil 
merchandising—the franchise plan under which the 
Ben Franklin line of wood-cased pencils is sold ex- 
clusively through franchised Blaisdell dealers. 

With the recent completion of the new Blaisdell fac- 
tory in Bethayres, Pa., a project which he supervised 
from its inception, Gerry desired to relinquish active 
management of the company and take things easy in 
his new home near Orlando, Fla. 

The directors of the Blaisdell company glady acceded 
to Gerry’s wishes on condition that he continue as 
director and vice-president of the company, so that 
they would still have the benefit of his experience and 
counsel in an advisory capacity. 

Beginning with 1952, William W. Maish, now asso- 
ciate manager of Blaisdell, and assistant to Mr. Ortega 
for several years, has become its general manager. Bill 
is the son of the widely-known “Andy” Maish. 





Mosler Dealers Tutored by Faculty 
Boasting Five Centuries’ Experience 


Office equipment dealers from 13 states and Canada 
benefited from five centuries of safe manufacturing 
and merchandising experience at a product education 
conference recently completed by the Mosler Safe 
Company. 

The 500 years represents the combined experience 
of the “faculty” presiding at the 20th dealer conference 
held at the Hamilton, Ohio, factory, John Mosler, vice- 
president, said. 

The intensive three-day training sessions at the 
home of the manufacturer of safes and bank vaults 
are but one phase of the national educational dealer 
sales schools, more than 40 of which have been held 
in various parts of the United States during the past 
few years. 

The recent three-day conference at the Mosler 
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factory employed the latest training techniques avail- 
able to management. These ranged from a series of 
fast-paced motion pictures to tours of Mosler’s plant, 
conducted by specialist foremen, whose average length 
of service with Mosler is 24 years. 

The Mosler training program is under the super- 
vision of Joseph M. Ashley, assistant manager of 
Mosler’s dealer division. 

During the closing session, Langdon Littlehale, Mos- 
ler’s director of advertising, pointed out that Mosler is 
about to launch the largest and most intensive adver- 
tising campaign in the company’s 103-year history. 

Shown in attendance (accompanying picture) are: 





First row: William S&S. Brown, § West-B Ir Cin 
nnat Ger J I ! ff Ne oO ins Kenneth 
rhompson rtsor Skit & Kennedy 
Sst. L ‘ s N Y , Y 

Second row: Carl K. Strikrott, Ke Sat ‘ Ww 1 
Y id ge \I ! Boston: Joseph V I lL. Smitl 
Mosler, New Y k: Melvin 8S. Sing k « r Fred 
rick ¢ Frank« Lucas Brothers I ‘ 

Third row: Joseph D. Nelson, J we " Ir 
ncinnat RR ird B. Moor I Pris neton 
Ky Don Kk ig Letter Shop Pres I Hath 
iway The Of Specialty Mfg ( Canad 

inklir K Ss vagor Ja es & W y ingst 

Fourth row: | iwich (Pete) ¢ t Martin Of , ent ( 
acksonville Richard Lardner, Mos Buffa S h, Harper 
Brothers, Ir Greenville, 5. C He tagsdals Ca johnson 
losler rs Edward J Veer i H Off \l ne Co 
Benton Hart Mich 

Fifth row: i Voss, John Ba n You Mosle Hamil 
I Ol ng n Littlehals ir J rt l ‘ \ ~ Nf York 
i = Ashlie Mos! \ Mosler 
Bostor I Mosier, Ha s Ripley 
N Y N \ ( S t r Co 





GLTC Party Highlights Yule Season 
Once again the Christmas party of Great Lakes 
Travelers Club was a highlight of the holiday season 
for those connected with this industry in the Chicago 
area. An attendance of 130 was recorded at the Ham- 
ilton Hotel on Wednesday noon, December 19, for an 
occasion replete with the good fellowship for which 
GLTC is noted 
Honored guests of the day were Paul Burbank, gen- 
eral manager of NSOEA, and Sixth District Governor 
Ed Napp, Napp Office & School Supply Company, 
Manitowoc, Wis 
Governor Napp told of plans for the regional con- 
Turn to page 126 please) 





Mosler Dealers in 
Factory Session 
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By Customers 





For Dealers 





Cash 


demand for these time-tested 

















R TRAYS made by Weis will be readily accepted by customers © 
nt the most sturdy and attractive wood trays available. Only carefully © 
seasoned wood is used. Corners are of locked construction and > 
are permanently rabbeted in place. All joints are glued for extra 

Finishes are expertly applied and blend well with existing office — 
Bottoms of all trays are completely covered with soft, non-marring | 
Both Letter and Cap sizes have cutaway fronts to facilitate the removal © 
; Choice of genuine Oak with Natural Oak finish or hardwood in 
or Mahogany finish. Steel supports for stacking trays two, three or 
are made in both inside corner and outside corner styles. 














CARD TRAYS bearing the well-known Weis trademark are in ciudad ‘ie 
because their sound construction and attractive finishes are features your cus- 
tomers appreciate. Corner-locked construction, strong hinges and rubber feet 
are also good selling advantages. The long trays have steel follow blocks and 
cover slide stops. They are made in seven file card sizes and three capacity 
lengths. Regular Midget trays are made in three card sizes. Long trays 
are available in solid Oak with Natural Oak finish and in hardwood with Walnut 
or Mahogany finish. Small trays are made in Oak with natural finish only. 
See our current Price List for complete details on card trays, guides and cards. 
Every buyer of a card tray is a prospect for file cards and a set of file guides. — 








The Weis Manufacturing Company 


fei 


Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


OKLAHOMA CITY 1 ForRT WoRTH 1 HOUSTON 2 











PEERLESS IMPERIAL 


KLEEN KLEEN P2ucil C acbon 


can stand a lot of punishment! 





Pencil carbon is put to a thousand-and- 
one business uses. It is yanked and man- 
handled and roughed up by busy fingers. 
That's 1 powder-puff pencil carbon 


quickly up the ghost. 


Not ERLESS IMPERIAL KLEEN 
KLEEN Pencil Carbon. It is built to take 


punishment. Extra body and specially- 


Clean t dle, it writes clean and lasts 
longer. Moderately priced, too. We sup- 
ply attract ample folders to stimulate 


You can pick up worthwhile business 
EEN KLEEN Pencil Car- 

bon. Let r customers test it under the 
roughest nditions. KLEEN KLEEN 
col through with flying colors. 


Send for samples and prices today. 





treated k resists wrinkling and tearing. | 


PEERLESS “IMPERIAL ino INC. 


28 Peerless Place, Newark 5, New Jersey 





"A Great Name WM CATOONS ” rivoons, carbons, spirit and gelatin duplicating 


units, carbon ribbons, carbon rolls for every business need. 
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Underwood Names Research Director, 
Supervisor for Factory Operations 

L. E. Lentz, vice-president of Underwood 
tion, has been named to direct all 
mental and development engineering for the company 
and Donald S. Sammis, vice-president, has been ap- 
pointed in charge of all factory manufacturing units 
including current engineering carried on at the fac 


Corpora 
research, experi 


tories, according to an announcement by Philip D 
Wagoner, Underwood’s chairman and chief executive 
officer. 

Mr. Lentz, who was formerly assistant superin 


tendent of the General Vehicle Company of Long 





D. Sammis L. E. Lentz 


joined the Elliott-Fisher Company 
manager in 1918, and 
company in 


Island City, N. Y., 
at Harrisburg, Pa., as service 
was advanced to vice-president of that 
1923. 

The Elliott-Fisher Company was one 
companies making up the present Underwood 
poration. 

In 1928 when the 


of the original 
Cor 
Underwood 


Elliott-Fisher and 


Typewriter companies were consolidated, Mr. Lentz 
was transferred to New York, and has served as ; 
vice-president of Underwood Corporation since 1931 


Mr. Sammis, who joined Underwood in 1935 in 
Bridgeport, served as works manager there until 1947 
when he was appointed vice-president in charge of 
the company’s Hartford Works. In 1950, he was trans 
ferred to the engineering and manufacturing depart 
ment at the company’s executive offices, in New York 
City. 

A mechanical engineering graduate of the Sheffield 
Scientific School, Yale University, Mr. Sammis served 
as an officer with the Army Engineer Corps in the 
first world war. Following his return to civilian life 
he joined the New Haven Sand Blast Company,.and 


in 1932 became town manager of Stratford. Conn 
where he served until joining Underwood 
Mr. Sammis’ home is in Stratford, Conn 


the announcement, Mr. Wagoner em 
if research makes 


In making 
phasized that the great importance: 


desirable Mr. Lentz giving his entire attention to 
developments for producing and expanding the Un- 
derwood line of business machines, including com 


prehensive studies of electronic applications 

“The research laboratories in Hartford and Bridge- 
port,” Mr. Wagoner said, “will in addition develop 
improvements of current products.’ 

The factory units, which will be under the super 
vision of Mr. Sammis, include the factory in Hartford 
Conn.; the three adding machine 
plants in Bridgeport, Conn.; the plant producing sup 
plies in Burlington, N. J., and plant New Hartford 
Conn., and Southbridge, Ma 


accounting and 
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REPORTS 
AND 
MISCELLANY 


Elwyn L. Smith Heads Smith-Corona; 
Other New Officials Are Elected 

The board of directors of L. C. Smith & Corong 
Typewriters, Inc., has announced the election of Elwyy 
L. Smith as president of the company 

Other new officers named are Victor H. Davidson 
as executive vice-president, Samuel G. H. Turner ag 
chairman of the board, Charleton F. Brown as member 
of the executive committee, and Warren L. Hoagland 
as a member of the board of directors 

The elections are to fill vacancies created as a result 
of the recent death of H. W. Smith 

Elwyn L. Smith, son of Wilbert L. Smith, one of 
the founders of the company, went to work in the 
L. C. Smith factory in 1919, and has been in the em- 
ployment of the company ever since. After a number 
of years in the manufacturing division he became 
assistant to the vice-president in charge of production 
and in 1932 was made assistant to the president. He 
was elected executive vice-president in 1946 and served 
in that capacity until his election as president 
been a director of the company 


He has since 1928 
a member of the executive committee since 1932 and 
a member of the finance committee since its reorgan- 


ization in 1939 

Victor H. Davidson has spent h 
in the employ of the company, which he 
as an office clerk in the Chicago branch. In 
was elected a vice-presiden 

Samuel G. H. Turner was chairman of the board of 
directors of the Corona Typewriter Company at the 
time when it merged with the L. C. Smith & Bros 
Typewriter, Inc., in 1926. He has been a director of 
L. C. Smith & Corona Typewriters, Inc., and a membef 
of the executive committee that time, and for 
several years past has been chairman of the executive 
committee 

Carleton F. Brown, one of the 
Typewriter Company, was vice-president and general 
manager of that company at the time of its mergef 
with L. C. Smith & Bros., Typewriter, Inc., in 1926. 
Since that time he has been vice-president in chargé 
of manufacturing and a director of L. C. Smith @ 
Corona Typewriters, Inc 

Warren L. Hoagland entered the employ of the com- 
pany as foreign sales manager in 1925, and was elected 
vice-president in charge of foreign sales in 1930 


business life 
joined in 1910 
1934 he 


t 
his entire 


since 


founders the Corona 





Remington Rand Assigns Abshire to Beaumont 
Howell J. Abshire, who recently a special 
course in the operation of tabulating machines at the 


complet 


chool of Remington Rand Inc., at Ilion, N. Y., has been 

assigned to the company’s Beaumont, Tex., branch 

office. He has been with the corporation since last 

June.—JHR 

a Us, Phase : e 
“W. T. Criswell and new machine of the Marchant 

Calculating Machine Company This is the way iden- 


tification should have been made on page 48 of the 
December issue for one of the pictures taken at the 
New York Business Show. Unfortunately, Mr. Criswell 
was identified with the machine of anotl manufac- 
turer. The error is regretted 

1952 
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If you feel an urge to jump on your chair 
seat, go right ahead—if it’s a Sturgis 
chair. For a 300-pound bag of sand 
dropped in the seat is just one of the 
severe shocks a Sturgis Executive Chair 
undergoes to test compliance with 
General Services Administration Specifi- 
cations. Although the specification 
allows Ys’’ permanent frame distortion, 
the drop test causes no measurable 
change in seat or frame of Sturgis 
chairs. And here's why: 


extra-sturdy steel 
seatframe, strong 


y cross-braced 
800 
UCTION 


heavy-duty char: 
tilt and support 
mechanism 


all - welded steel 
frame and base 


Your customers can't see all the quality 
that's engineered into Sturgis chairs but 
it's there in full measure—and because 
it's there Sturgis dealers find it easy to 
build repeat business for the complete 
line of Sturgis chairs. 






i4 
Y You can’t see all 
the quality that's 


engineered into 
Sturgis chairs. 
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GSA DROP TEST 
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Emphatic Display The R. P. Lewis 
Co., Flint, Mich., folowing its recent fire at 
Saginaw, Mich., set up this window display 
For emphasis, the firm used the charred 
remains of a non-insulated steel file and 
alongside it placed the bright, clean re 
mains from the contents of an insulated 
file. The display emphasized “Don't Wait 
Until Fire Strikes,” and “‘Safequard Your 
Records Now.” 





R. P. Lewis Company Makes Speedy 
Recovery After Fire Hits Store 


One of the recent dramatic stories in this industry 
concerns the speedy rehabilitation of the R. P. Lewis 
Company’s business at Saginaw, Mich., following the 
fire of October 20. 

President R. P. Lewis comments, “Our fire was on 
Saturday morning and we leased a new warehouse on 
Sunday which we opened on Monday, and Wednesday 
we began to make commercial deliveries of merchan- 
dise from that location. 

“During that same week we purchased a new lease 
on a new retail store location and then negotiated 
a new lease with the building owner on a long-term 
basis. We got the previous tenants out of the building, 
had it redecorated and moved our store in with some 
permanent and some temporary equipment and were 
ringing the cash register in the new store on Thursday, 
less than three weeks from the date of the fire.” 

The R. P. Lewis organization apparently did a 
perfectly incredible job of getting itself back into 
business. 


Praises Suppliers’ Help 

But President Lewis modestly declares, “No matter 
how much work we did ourselves, we could not have 
accomplished anything had it not been for the 
marvelous co-operation of our suppliers around the 
country. 

“I think that our commercial and industrial cus- 
tomers in this whole territory were unable to tell from 
our deliveries that he had ever had a fire, because. 
while we slipped over night from a reasonably com- 
fortable inventory position to an absolutely zero in- 
ventory, our manufacturers replaced merchandise to 
us so rapidly that we were able to pick up the traces 
with scarcely a break.” 

President Lewis declared that 83 of the store’s 
total inventory was in the building destroyed by fire 
and that points up the terrific task accomplished by 
his organization. 

“All in all this has been a very difficult experience, 
but we did keep our industrial business rolling and got 
our retail store back into operation so quickly that our 
total retail sales from the 20th of October, which was 
the date of the fire, through December 31 suffered 
very, very little.” 


74 





Bassick Company Leases Plant Space 

The Bassick Company, world’s largest manufacturer 
of casters and a subsidiary of Stewart-Warner Cor- 
poration, Chicago, has leased manufacturing space in 
New Haven, Conn., to provide increased production 
of its heavy-duty industrial caster line, Walter F. 
Herold, executive vice-president, has announced. Wil- 
liam Masler will be supervisor of operations at the 
new plant 

The Bassick Company has four plants in Bridgeport 
Conn. Pressure of delivery schedules for heavy and 
specialized casters for trucks and production fixtures 
required in the rearmament program has made this 
latest expansion necessary, Mr. Herold said 

Approximately 200 persons will be employed in the 
New Haven plant, where screw machine, welding, 
grinding, finishing and assembly operations will be 
conducted. The plant has been set up, in the main, 
with newly-purchased equipment 

Casters to be produced in New Haven will range 
in wheel diameter, from eight to 16 inches. They are 
of the exclusive and patented “Floating Hub” type, 
used primarily for industrial materials or work in 
process handling. 

In addition to casters, which are Bassick’s major 
product line, the company also produces swivel-chair 
controls, specialty hardware such as clamps and 
fasteners, automotive hardware, and powder metal 
bearings, wheels and parts. 

The new space in New Haven is located in the New 
Haven Terminal property. It has been leased for three 
years, with option for renewal, Mr. Herold stated 
Future or permanent expansion in New Haven will 
depend entirely on business conditions, he said 





Burroughs Names Representative 


Edward H. Dance has been appointed southeastern 
regional sales promotion representative for Burroughs 
microfilm equipment, it has been announced by M. A 
Briggs, southeast regional manager of Burroughs Add- 
ing Machine Company. 

Mr. Dance is a former member of the sales staff of 
Burroughs Atlanta, Ga., office 

He joined the company in Roanoke, Va., in 1945, was 
senior salesman in Corpus Christi, Tex., in 1947, and 
went to Atlanta in 1948. 

His headquarters will be in Decatur, Ga 
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if you feel you're 
eetting nowhere 


When there aren't enough “Y and E” folders to go 
around ... don’t feel you are at a standstill. We're 
breaking production records trying to meet your un- 
precedented demands. Meanwhile, in your selling, 
change the subject . . . show your customers those 
profitable “Y and E” items which are in good supply. 

For example, take a “Y and Ek” Sort-O-Mat to a 
man whose business perches on a mountain of paper 
work. Sort-O-Mat speed starts at 800 pieces sorted 
per hour. That's minimum, for a beginner. When your 
customer's clerks get familiar with Sort-O-Mat, they 
fairly zoom through sorting 
ol bills, orders, receipts, and 
involeces. 

This gives you a real 
selling story. Start telling 
it. “Y and Ek” Sort-O-Mat 
is the kind of item that 
leads to bigger, more prof- 


itable orders . . . and the 





deliv ery is rood. 


The Franchise that means 


quality merchandise. 


MARK OF SUCCESS 


IN THE NATION'S 


LEADING OFFICES 
SINCE 1880 
we 
ROCHESTER 3, N. Y., U. S.A. 
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Views from Don Wittig Office Furniture Firm 


Don Wittig Opens San Antonio’s 
Newest Office Furniture Store 


San Antonio’s newest office furniture firm—Don 
Wittig, Office Furniture—was formally opened on Wed- 
nesday, November 28, at 812 Navarro St 

Owned and managed by Don Wittig, well-known San 
Antonio office furniture executive, the new store is 
centrally located within half a block of the city’s fa- 
mous Travis Park and convenient to business firms 
throughout the down-town area 

In two connected sections, one of which opens on 
Navarro St. and the other on East Martin St., the new 
store which is air-conditioned, contains 3,400 square 
feet of floor space 

The main unit, the new office furniture department 
opens on Navarro St., and contains 1,200 square feet of 
floor space. It is attractively decorated in green, tan 
and rose. 





A “floor level” display window gives a view of the 
entire store interior and special lighting fixtures pro 
vide for the spotlighting of furniture to be featured 


in displays. 
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The second unit provides for a used office furniture 
department, with offices and storage space in the rear 
It has an entrance of its own and display windows; 
fronting Martin St. 

A wide door-way and ramp connects the two areas 
which have a slight difference in floor level 

Among the lines being carried by the new store are 
Alma, Clemco and Jasper desks; High Point, Johnson 
New Indiana and Taylor chairs; Brown-Morse, Invin- 
cible, Art Steel and Western files, and Thomas uphol- 
stered office furniture and accessories 

Don Wittig is a native and lifelong resident of Sap 
Antonio 

He holds a bachelor’s degree in business and com- 
merce from St. Mary’s University in San Antonio and 
is a graduate of the Army’s general command and staff 
school. 

His business experience includes 10 years on the ac- 
counting staff of the San Antonio Light; five years in 
administrative and staff work with the Army in World 
War II, and six years as manager of the office furni- 
ture department of the Paul Anderson Company in 
San Antonio.—JHR 





Announce Pritchard Stationery Set-up 

Due to his expanding chair manufacturing business 
Joseph W. Pritchard, former owner, has sold the 
Pritchard Stationery Company, Inc., 725 S. LaSalle St 
Chicago, to his employees. 

The entire organization will remain intact and the 
new corporation will have as its officers 

President—Harry W. Small. He was a salesman for 
the old company 15 years. 

Vice-president—William Dano. He was in charge of 
purchasing and the order department for 21 years. 

Secretary-treasurer—Nathan H. Schwartz. 

This firm has a veteran staff of employees including 
Margaret Pritchard, billing, more than 21 years; 
Thomas Mac Corkindale, traffic, 16 years; Herman 
Brock, salesman, 16 years; Edward Horwitz, salesman 
five years, and Robert Kramer, salesman, two years. 











Reward Salesmen . Four salesmen of Silver Stationery 
Co., 119 Fulton St., New York City, were recently honored fot 
their 25 years’ service with the fir A dinner was held at Whytes 





Restaurant when a television set was presented to each. Presi 
: : , s , 
ient Henry Levy presented the TV sets to Jack Jasper, Joseph | 





McCauley, Jerome T. Broderick and Adolph Akin to right 
Members of the firm's sales force and order department attende¢ 
pay tril the guests of honor and Jack E. Lewis, vice 





1s master of ceremonies 





president 
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Office Furniture 
and Equipment 


Now it’s a fact! Office furniture and equip- 
ment that combines efficiency, comfort and 
beauty—Rock-a-File Modular Office Furniture 
and Equipment. Engineered for efficient use, 
solid working comfort and warm beauty, Rock- 
i-File Modular makes any office a more at- 
tractive, pleasant place in which to work. 

is the old-fashioned, cluttered look of 
hed pieces. Rock-a-File Modular units 
desk, file, bookcase, waste receptacle, type- 
binet, drawer cabinet and shelf stor- 
in wood or steel construction — 


Go! e 


unmat 


Writer ¢ 


age cabinet 


today for catalog and price list. 
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are designed to fit available space with the 
maximum in efficiency. Each unit easily con- 
nects to companion units in any desired ar- 
rangement— making a complete and harmo- 
nious furniture layout. 

Everybody, from executives to stenogra- 
phers, will appreciate the efficiency, economy 
of space, comfort and beauty of Rock-a-File 
Modular Office Furniture. Available in steel 
or wood, Rock-a-File Modular steel units are 
furnished with gray or walnut finish; wood 
units in genuine walnut only. 


ROCKWELL-BARNES COMPANY 


35 East Wacker Drive Chicago ], Ill. 
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John B. Hibbard Retires from Globe-Wernicke 


As the Calvin Coolidges were getting settled in the 
White House back in the fall of 1923, an enthusiastic 
and energetic salesman was packing his luggage and 
some samples of Globe-Wernicke products in his 
Maxwell in preparation for his first swing through 
his new 11-state western territory 

This new Globe-Wernicke representative was John 
B. Hibbard, who, in the more than a quarter century 
since, has retained this same vigorous enthusiasm for 
his Globe-Wernicke products that he exhibited back 
in the early days of the roaring twenties when Mah 
Jong, cross word puzzles, and King Tut’s tomb were 
items of interest. 

In this quarter-century span, John Hibbard has 
achieved an unique position in the office equipment 
and supplies industry. His kindly, courteous manner, 
his eagerness for the products he sells, and his ever- 


J. B. Hibbard 





willingness to help have made him exceedingly popular 
with his dealers and beloved by his colleagues in The 
Globe-Wernicke Co. 

It was, therefore, with deep reluctance that Elmer G 
Rahe, vice-president and director of sales, on behalf of 
the management of The Globe-Wernicke Co., recently 
accepted John Hibbard’s resignation, which became 
effective December 31, 1951 

Born in Multnomah, Ore., on October 1, 1879, John 
Hibbard took his first real job with the American Book 
Company in Portland, Ore., at the age of 20. 

Here, his interest, his abilities, and his enthusiasm 
had been noted by the J. K. Gill Company of that city, 
which firm immediately hired John as a salesman. 
John spent 22 years with J. K. Gill, from whom he 
resigned in August, 1923, to join the staff of The Globe- 
Wernicke Co. 

However, John’s first experience with The Globe- 
Wernicke Co. dates back many years to 1903. At that 
time, employed by the J. K. Gill Company, he prevailed 
upon his company to take on the exclusive dealership 
of the Globe-Wernicke line. To this date, almost a 
half century later, the J. K. Gill Company has re- 
mained an active authorized Globe-Wernicke dealer 


































Made Many Installations 

Through the years, John has actively participated 
with his dealers in making complete installations 
Among the many interesting installations of complete 
office furnishings, for which credit may be given 
directly to John Hibbard, are the State Capitol Build- 
ing, Olympia, Wash., Supreme Court Library Building, 
Santa Fe, N. M., County and City Buildings, Phoenix 
Ariz., and Clarke and Thurston County Courthouses 
Wash. 

He was also responsible for the outstanding installa- 
tion of visible records for the San Francisco Board of 
Education and the visible record Permanent Voters’ 
Registration for the State of Washington. In keeping 
with his activities over the past quarter century, John 
completed his active career with The Globe-Wernicke 
Co. with Techniplan layouts for several of his dealers’ 
largest customers. 

Although John Hibbard will no longer be present 
at the Globe-Wernicke annual sales conferences, his 
enthusiasm, his wise counsel, and his kindly interest 
in his fellow-workers will long be a potent force. As 
one Globe-Wernicke representative put it, “Impossible 
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problems are possible once you talk them over witht 
bs 


John.” rf 

In one of his last “official” letters, John Hibbarg® 
wrote: “My wishes for the Globe-Wernicke organizas 
tion and its success will always be in my thoughts" 
His many friends at Globe-Wernicke echo these senti< 
ments for him. 

John Hibbard may have retired from being an active 
Globe-Wernicke representative, but no resignation cay 
sever the ties built on years of co-operation and unders 
standing, so that John Hibbard will ever be a member 
of the Globe-Wernicke staff. 

From his many friends come wishes that John and 
his wife, Elsie, may spend many happy days together 
under the blue California sky and warm sun at their 
home, 901 N. Everett St., Glendale 





Doug Allen Returns from Korea 

On Christmas Day, Lt. Douglas Allen was in Chicagg 
for two hours between planes, enroute from Korea tg 
Ariton, Ala. By the end of January he was in Chicago 
taking up where he left off in 1950 as a salesman work. 
ing out of the Chicago office of the American Pad & 
Paper Company. 

As a reserve officer, Doug was called back to active 
duty in August, 1950. The following June he was trans- 
ferred to Korea, where he served for six months as 4 
first lieutenant in the infantry. 

After a two-week vacation in Alabama, he spent an- 
other two weeks at the factory of American Pad & 
Paper Company in Holyoke, Mass., before returning to 
Chicago 





Jet Manufacturing Appoints Dealer 

The Jet Manufacturing Company, Inc., has an- 
nounced the appointement of Arch K. Ansty, 17 
Second St., San Francisco, Calif., as a distributor of 
Jet products in 11 western states 

Mr. Ansty carries a full warehouse stock, the Jet 
line including the pocket fountain brush, the Handee- 
Marker, the Jumbo marker, and the Slick marker, alse 
special stencil inks. 





University Gives Business Machines Course 

A special course in business machines operation was 
conducted by the School of Business of Texas Christian 
University, Fort Worth, Tex., from November 29 t 


December 7. Equipment was supplied by the National 


Cash Register Company, whose representative, E. § 
Wagoner, served as director of the 


JHR 


course 





What's the Story? .. . If the panel of “What's the Story? 
on the Dumont network fails to identify a story, the contestanl 
is awarded a Royal portable typewriter. Each panelist is als 
presented with one of the machines. Pictured are four of the 
panelists just prior to a recent television quiz. 
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WILSON JONES 
















PROFITS TO THE DEALER...SAVINGS TO THE CUSTOMER 
Visible Records have proven their adaptability to all types of businesses. Record 
keeping has been made easy by the accuracy and speed in posting and reference, 
through the use of Visible Records. Most any record keeping problem can prof- 
itably be solved through Visible Records. 

The Shif-Dex Visible Record Binder with its numerous exclusive features 
cains immediate interest upon demonstration. It shows the way to direct sav- 
ings in the keeping of records and to indirect savings through the ready infor- 
mation and improved record control it provides. 


© SHIF-DEX FEATURES 


Wide range of stock forms for account- oO fectly fi id fectly fl f 
, S periectly fez é $ perfectly Me : g surlace, 
ing, poyroll, soles, purchase and stock @ Opens periectiy fat—aliords perfectly flat writing surface 


control, and other records are available. 


e @ Single Lever, Finger-Touch Operation—Opens binder instantly 


to working position or for sheet changes. 


@ Balanced Construction—Assures smoothness of action with 









@ Built-in Automatic Shift—Opens space at any desired place 
for insertion of sheet; closes space when sheet is removed. 






@ Shift-Lock—A safeguard against accidental shifting and dis- 





arrangement of record sequence. 





@ Metal hinged covers of heavy binders board bound in black 
Levant grain imitation leather, with “Resistal”’ steel rims ex- 










tending around four sides—assure lasting service. 








@ Patented Sheet Lifters—Automatically guide sheets into prop- 
er position when closing binder and preserve the records. 


Ask for Circular DI248 








WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd. 816 Locust Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. d. 
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Elliott Pioneers with Panhandle 

It was 26 years ago, when West Texas was still the 
wide open space and the city of his choice was almost 
a frontier town, that B. C. Elliott came to Amarillo, 
Tex., and opened a small stationery store under the 
name of Elliott Office Supply in the 700 block on 
Polk St. 

This was the start of a business which now is the 
second oldest store in the Texas Panhandle devoted 
to office supplies and equipment. Still among the 
leaders, the firm soon needed larger quarters and it 
was moved to 508 Taylor St., the present location. 

Mr. Elliott was born on a farm near Sweetwater, 
Tex., and after teaching one year in Midland, Tex., 
went to Chicago where he was with Horder’s, Inc., for 
one year as a city salesman before coming to Amarillo. 
- E. A. Greer was associated with Mr. Elliott since the 





An Interior View at the Elliott Office Supply 


beginning of the business and, in 1930, the firm was 
changed to Elliott-Greer Company, and continued 
that way until 1946 when Mr. Greer moved to Port 
Arthur, Tex., to open his own business. Then the 
name was changed again to Elliott Office Supply. 

Elliott Office Supply has about completed a re- 
modeling job and just a few improvements to the 
front of the store are needed to finish this work. 

The store proper measures 42 x 100 feet with a 
space 20 x 40 feet in addition devoted to stock, receiv- 
ing and shipping. A 42 x 40-foot balcony is occupied 
by the offices of the firm and the machine department. 
The second floor is 40 x 100 feet and is taken up by 
furniture displays, service department and storage 

A warehouse 20 x 70 feet is next door and this is 
double decked for all extra stock and furniture. 

The store is completely air-conditioned, equipped 
with fluorescent lighting, and has asphalt tile flooring. 

The entire store floor is devoted to display and sales 
which gives an impression of spaciousness and an un- 
obstructed view of the store is visible from the street 
as the front is all glass, including entrance doors. 

Mr. Elliott has three sons. Robert (Bob), the eldest, 
is associated with his father in the operation of the 
business. Jerry, the second son, is finishing seminary 
work for the Presbyterian ministry and Donald, the 
youngest, is in the second year at College of ‘Wooster, 
Wooster, Ohio, studying for his doctor’s degree. 

Lloyd Griffith, store manager, has been with Mr 
Elliott off and on nearly the entire life of the store, 
as has John Wright, in charge of the service depart- 
ment. 

Among the lines handled are General Fireproofing, 
Hoosier desks, B. L. Marble chairs, Columbia Ribbon 
&é& Carbon Company, L. C. Smith-Corona typewriters, 
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Ediphone, National adding machines, Gestetner 


duplicators and Herring-Hall-Marvin safes. 





Chicago OMA to Stage 10th Annual 
Business Show, Seminar February 25-28 


“Management—Manpower—Methods” will be the 
theme of a seminar, sponsored jointly by the Office 
Management Association of Chicago and Northwestern 
University, to be held in conjunction with the asso- 
ciation’s 10th annual business show 

The dates are set for February 25, 26, 27 and 28, and 
the place, the Conrad Hilton Hotel (formerly the Ste- 
vens) in Chicago. The business show will start con- 
currently with the seminar but will continue a day 
longer and close on the evening of February 28. 

The welcoming address will be given by J. Roscoe 
Miller, president of Northwestern University 

There will be an excellent cross-section of American 
management represented by those invited to speak at 
the seminar. W. A. Patterson will be the key speaker. 

Others will include Leonard Spacek, managing part- 
ner, Arthur Anderson & Company, on “How to Get 
Good Management”; Louis Duenweg, Detroit Edison 
Company, whose talk will be entitled, “Work Simplifi- 
cation Leads to Better Employee Utilization’; James 
W. Rees, Pure Oil Company, who will be chairman of 
the panel discussion on “Salary Administration and 
Salary Stabilization,” and Vera Green, assistant treas- 
urer, Botwinik Brothers, who will speak on “A Woman’s 
Place in Management.” 

Ray Eppert, Burroughs Machine Company, will speak 
on “Advancements of Mechanization in Office Opera- 
tions.” Dr. B. F. Lounsbury, Commonwealth Edison 
Company, will have as his subject “Absenteeism, a 
Health and Safety Program for the Office’; Harry 
Wylie, Pure Oil Company, will discuss “Management, 
Manpower and Methods” while Russell Cansler, North- 
western University, will speak on “Education and 
Training for Better Use of Manpower.” 

The dinner speaker will be U. S. Senator Everett M. 
Dirksen of Illinois. 

Seventy-six exhibitors will show the newest develop- 
ments in office equipment, machines and systems in 
the 38,000 square feet of the Conrad Hilton exhibition 
hall. It is expected that 30,000 office executives and 
supervisors will attend the show 

The office equipment display may be 
following times: 

Monday, February 25 
Tuesday, February 26 
Wednesday, February 27 
Thursday, February 28—12 noon to 10:00 p.m 

Admission is by ticket only. Complimentary tickets 
may be obtained from office suppliers 


seen at the 


1:30 p.m. to 10:00 p.m 
12 noon to 10:00 p.m 
12 noon to 10:00 p.m 








* 


W. MontPas F. G. Mock 


M. D. Hasty 


The addition of three men to the sales 
force, and one to that of an associated 
organization, was announced by Art 
Steel Sales Corporation last month 
Merrill D. Hasty, Wes MontPas and E 
M. Stewart, Jr., were given territorial 
assignments and Frank G. Mock was 
added to the force of the Charles § 
Hess organization 


E. M. Stewart, Jr. 
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Burroughs Announces Personnel Changes 


Several changes in the location of personnel have 
been announced by W. E. Morgan, general sales man- 
ager of the Burroughs Adding Machine Company. 

A. E. Spalthoff, manager of the New York City 
Branch, who is retiring after 41 years with the com- 
pany, is being replaced by A. Y. Wilson, manager since 
1945 of the Detroit branch 

Mr. Wilson joined the company as a junior salesman 
in Oklahoma City in 1924 and became a senior sales- 
man the same year. He remained there until 1933 





A. ¥Y. Wilson 


E. J. Shaver G. W. Shader 


when he was transferred to the Buroughs home office 
in Detroit as assistant typewriter sales specialist. 

He was a member of the home office sales depart- 
ment for five years. 

In 1938 he went to Houston, Tex., and the following 
year became branch manager. He remained there 
until his appointment to Detroit in 1945 

While in Detroit, Mr. Wilson was active in Civic 
affairs. He is a past president of the Detroit Grand 
Opera Association and treasurer of the National Asso- 
ciation of Cost Accountants 

Mr. Spalthoff joined the Burroughs organization 
in 1910 in New York City. He was manager of the 
Binghampton, N. Y., branch in 1916 and manager 
of the Kansas City, Mo., branch in 1920 

He entered the home office sales department in 1923 
and in 1924 was appointed branch sales manager in 
New York City. He has been head of that organization 
since that date. 

Named as manager of the Newark, N. J., branch, 
George W. Shader replaces Elmer J. Shaver, who will 
take charge of the Detroit office. 

Mr. Shader joined the Burroughs organization in 
New York as a junior salesman in 1918. He was a senior 
salesman in Binghampton in 1920, and since 1921, has 
served in the New York and Newark area. 

For many years he has been a supervisor in Newark 
and leaves the position of zone sales manager to 
assume his new duties. 

Mr. Shaver has been manager of the company’s 
Newark, N. J., branch since 1950. He joined the firm 
in 1920, and during the following 11 years served in 
Lansing, Detroit and Grand Rapids 

In 1932 he joined the home office sales department 
in Detroit as a typewriter promotion specialist. 

Appointed manager of the Flint branch in 1936, he 
went to Buffalo in 1941 and to Newark in 1950 

Prior to joining Burroughs, Mr. Shaver worked for 
the Lansing State Journal, the Lansing Press, and the 
Detroit News. 





American Carbon Opens Branch Office 

A new branch sales office and warehouse to serve 
midwestern states, has been opened by American 
Carbon Paper Manufacturing Company at 1912 Pine 
St., St. Louis. 

Jack Tolleston is in charge of the office 





Marvin Hartung Joins San Antonio Company 

Marvin Hartung has been appointed manager of the 
office furniture department of the Paul Anderson Com- 
pany, San Antonio, Tex. He takes the place of Don 
Wittig, who recently resigned to enter business for 
himself.—JHR 
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Washington Stationers Study Loose Leaf 


More than 30 salesmen of Washington, D. C., office 
supply dealers recently joined together to learn how 
to increase their sales, and profits, through loose leaf 
business records. 

On November 26, Wade Land of the Charles G. Stott 
Company, president of the Washington Stationers As- 
sociation, presented certificates to those of the sales- 
men who had completed the 10-hour, five-meeting, 
course successfully. A poll of the group at the last 
meeting showed that the course was so successful that 
they wanted similar courses in the future on other 
items in the office supply and equipment lines. 

The course in selling loose leaf records was a co- 
operative venture by the Washington Stationers Asso- 
ciation and the distributive education division of the 
local school system. 

Homer Smith, author of the product training courses 
for the National Stationery & Office Equipment Asso- 
ciation, was selected as general instructor for the 





. Wade Land (standing, right rear), 


School Days Again .. 
president of the Washington Stationers Assn., was on hand to 
present certificates to dealer salesmen completing the course in 
loose leaf records. 


course, aided by two specialists in their respective 
fields. 

Franklin Chace, a CPA and dean of the Strayer Col- 
lege of Accountancy, opened the course with a pre- 
sentation on the basic business records and their 
function to management. Paul Steever of the Office 
Equipment Company, Harrisburg, Pa., a_ successful 
salesman in loose leaf visible records, was brought to 
Washington later to address the group on his specialty. 

It was felt that other local associations might want 
to sponsor similar courses, so an outline of the course 
may be had by writing the National Stationery & Office 
Equipment Association, 740 Investment Building, Wash- 
ington 5, D. C 





Victor Adding Machine Transfers Alseth 

Charles Alseth has been appointed manager of the 
Victor Adding Machine agency, 1731 N. Harwood 
Street, Dallas, Tex., A. F. Bakewell, vice-president in 
charge of sales, announced 

Mr. Alseth has been acting manager of the firm’s 
Akron, Ohio, branch. He replaces C. E. Brown, who has 
been transferred to Omaha, Nebr., as district manager 

The Victor agency in Dallas serves as headquarters 
for salesmen and store owners selling Victor adding 
machines in Dallas and nearby communities —-WLF 





New Buffalo, N.Y., Business Opens 
A new business concern, the Wayne Business Ma- 
chines, has been established at 1597 Hertel Ave., Buf- 
falo, N. Y., by Wayne Whitted and Gail DeVinney 
GET 
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Here’s all-« xpre ss se rvice to the one destingl 


stationer is heading for—Profit. 

When you get aboard the Columbia “ull 
you're on the way to building ribbon an 
sales int full-fledged department—one 

ur sup] ; business it should be. 

Yi se as a Columbia dealer gets you 

all th , with no way-stations or Taj 
Colum! backs you up with a Sales Coopes 
Plan that makes new customers—pushes up® 


ime—with lots of extra incom 
ther business from accounts that grow and 
with you. | ling stationers* have expe rie nced greap a 





1ecess with this program. 
_er , . 
Eas | ts only a postage stamp to find out what ; 
. Yd . 
(a? CSC will do for you. Mail the coupon now. --- c FREE PASS to 
> © OA-2 
*Names and statements on request ; ‘ON & Cannon Manurscrunine 2~ tan, 
t Covumara Risson & 4. Glen — L. 1. N. ¥ Plan, that is! 
CoL_umPpAs Rippon & Carson Mec. Co., Inc. 1 y02-2 Herb Hill Res Sales Cooperation : 


Road, Glen Cove, L. L., New York 


Business + SILK GAUZE +» COMMANDER + CLASSIC - PINNACLE + MARATHON - D.H.&D. + RAINBOW 


Name 
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Writing Equipment Makers See No Dip 
in Quality in ‘52, Says W. K. Olson 


Substandard “victory model” writing equipment is 
not expected to clutter up stationery counters in 1952 
regardless of defense economy demands for materials, 
in the opinion of Wilbur K. Olson, president of the 
Fountain Pen and Mechanical Pencil Manufacturers 
Association and director of development for W. A. 
Sheaffer Pen Company. 

The 1952 outlook is for “a continued production of 
quality writing instruments manufactured with full 
regard for conservation of critical materials,” accord- 
ing to Mr. Olson. 

Manufacturers of writing equipment were greatly 
heartened, he said, by a statement of NPA Adminis- 
trator Manly Fleischmann which recognized that “the 
civilian economy is the well-spring of our growing 
defense strength” and that “office supplies and foun- 
tain pens are included in a group of consumer and 
products considered relatively essential for maintain- 
ing the standard of living.” 


1952 Sales Can Be Large 

Sales of writing equipment in 1952 could exceed 
those of any previous year except 1947, which set an 
all-time high, Mr. Olson said 

Broadened domestic markets, stronger promotion 
and greater export volume are in prospect for the 
writing equipment industry if material restrictions 
don’t substantially hamper production, he predicted 

The relative stability of prices for writing instru- 
ments is one reason for expectations of an expanding 
market, the association president pointed out. A large 
percentage of writing equipment still is selling at 1939 
prices, he added. 

If there is no increase in war threats and the ex- 
change situation improves somewhat, foreign markets 
for American fountain pens and ballpoints should 
expand noticeably in 1952, Mr. Olson predicted. In- 
vestment of “cheap dollars,’ created by high excess 
profits taxes, in foreign market development may also 
be a factor in increasing overseas sales 

“There should be no slackening of the industry’s 
record promotion efforts of the past year,” he said. 
“None of the industry’s leaders can afford to sit back 
while their competitors engage in large-scale promo- 
tion and advertising campaigns. Marketing, advertis- 
ing and public relations should get a record share of 
our industry’s gross profits in the coming year.” 


Raw Materials Scarcer 

The contrast between the industry’s controlled mate- 
rials allotment for the first quarter of 1952 and the 
last quarter of 1951 points up the growing stringency 
of raw materials supply, according to Mr. Olson. 

Allotments for the last quarter of 1951 were 185 tons 
of carbon steel, eight tons of alloy steel, 97,889 pounds 
of stainless steel, 839,833 pounds of brassmill products 
and 32,640 pounds of aluminum. 

Allotments for the first quarter of 1952 are 89 tons 
of carbon steel, two tons of alloy steel, 68,287 pounds 
of stainless steel, 619,007 pounds of brassmill products 
and 18,469 pounds of aluminum 

“Conservation of metals is a prime aim of our in- 
dustry,” he declared. “Writing instrument manufac- 
turers have co-operated to achieve vast savings of 
critical materials since Korea. We feel that relations 
between government agencies controlling materials 
and the industry have been close and fruitful. But 
we do feel that the recently established base period, 
which has decreased our essential raw material sup- 
plies, is unrealistic. 

“NPA’s recognition that writing equipment is rela- 
tively essential to our standard of living certainly will 
be supported by the 32,000,000 students in American 
schools and colleges, the more than 3,000,000 military 
men whose morale depends on written communications 
and the millions of workers whose tool is the writing 
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instrument. If that essentiality is officially recognized 
through government action, the writing equipment 
needs of all those consumers will be met in the coming 
year.” 





NSOEA Issues Sales Manual on Wood Desks 


Dealers and manufacturers of the National Station- 
ery & Office Equipment Association have received 
copies of “How to Sell Wood Desks,” the 11th manual 
in the popular sales training course produced by the 
association. 

This newest manual was prepared through the co- 
operative efforts of some of the top wood office furni- 
ture salesmen in the industry. Its 40 pages are illus- 
trated with drawings, cartoons and photographs which 
point up product information and selling ideas. 

Although NSOEA encourages the use of the manual 





in organized sales training conferences, it is written 
in such a way that the individual salesman can use 
it for home study to improve his own sales ability in 
the wood desk lines. 

Questions are provided in the book, and a separate 
leaders’ guide is provided to assist sales managers in 
developing a comprehensive training course around 
the manual, manufacturers’ materials, and local con- 
ditions. 

Copies of “How to Sell Wood Desks” are available 
only to members of NSOEA as part of their member- 
ship privileges. For further information, write to the 
association headquarters at 740 Investment Building 
Washington 5, D. C. 





New Factory for McLaurin-Jones 

Construction has been started at Homer, La., on 4a 
new tape factory for the McLaurin-Jones Company, 
Brookfield, Mass. 

It will be located on a 10-acre tract of land recently 
acquired and will produce gummed tape and a new line 
of polyethylene coated products.—_JHR 





Trailer Crashes El Paso Store 

The El Paso, Tex., office of the National Cash Regis- 
ter Company, at 904 East Yandell Blvd., narrowly es- 
caped a fire recently when a gasoline trailer tore loose 
from its truck and crashed through the front display 
window 

A $4,600 posting machine in the window was badly 
damaged and gasoline spread all over the floor. For- 
tunately nothing occurred to set a fire and the gasoline 
was cleaned up without mishap.—_JHR 
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Executive Chair 


Wh a cause here at last is a chair that is 
§ completely adjustable without tools 


; own individual physique, his own 


work habits and his own ideas of comfort, assuring 
top working efficiency and comfort all day long. 
No other office chair has ALL SIX of the Model 
17-A Executive Chair’s convenient adjustments. 
That’s why this Cosco chair is “catching fire’’ 
the countr ver ... ringing up record sales and 


lers everywhere. An amazing value, 
etaili nly $48.45 ($50.95*); also available 
without a1 (Mode 117-T), only $43.95 ($45.95*). 
See det Ow. 





: Also LO SCO All-Steel Dealer’s choice . . . customer's choice 
- . and Side Chairs because LO5SCa is tops in Value! 


nd 6- Secretarial 





n- In Cosco Office Chairs—six all-steel models for every office 
seating need-—-you and your customers get custom-built qual- 
Dat : ity at mass-production prices . . . more of everything: dura- 
Ts Series 16: includes Models 16-S and bility, comfort, styling, VALUE! For instance: 
- “ — ae epi eater yy Large, all-steel, saddle-shaped seat—-cushioned with foam 
5 ~~ © te et ee rubber latex. Tufflex-padded back curves two ways for 
tools, to fit the user's own figure, work greatest comfort 
habits and ideas of comfort. Retail prices: zea 
Du Pont “‘Fabrilite’’ upholstery. 
6-S, with spring-tension back, $31.95 12) 
$33.45*); 16-F, with fixed back, $29.95 © oa proof, Bonderized, baked-on enamel finish in popular 
$31.25*) office colors. 
© Exclusive “‘Finger-Lift”’ height adjustment on all adjust- 
able models (Series 16 and 17). 
9 Foot ring secured to legs by aircraft-type, elastic stop 
n nuts—can’t come loose (Series 16 and 17). 
6) Steel plate and seat pan held together by louvers and 
D » bolted at all corners to positively prevent loosening or 
misalignment (Series 17). 
Order the complete line of Cosco Office Chairs today. Make 
nationally-advertised Cosco your line of all-steel office chairs. 
7” Series 20 Models 20-A HAMILTON MANUFACTURING CORPORATION 
+ ad 26 Choir Columbus, “OF 
a . 
ne with arms, 
dl ' camel ffice 
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Nebraska Office Supplies Firm Expands 


Last summer the Nebraska Typewriter Company, 125 
N. 11th St., Lincoln, Nebr., expanded its quarters, and 
now has more than 7000 square feet of space for its 
growing business, according to E. J. Beaurivage, presi- 
dent. 

The firm has been in the office appliance field for 
28 years in the Lincoln area and has 16 employees 
of which eight are salesmen. Schools, factories and 
other institutions in 18 eastern Nebraska counties are 
covered regularly, and an excellent volume of trade 
secured. é 

The modernistic type front of the new store is very 
impressive. The large sign, for example, reads “Ne- 
braska Typewriter Co.” and is neon lighted. The word 
“Typewriter” in the sign is an enlarged word from 
a Royal typewriter and this word flashes on letter 
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for letter, to make a very outstanding sign which can 
be seen for some distance 

The display windows of the new store are of the 
open, visual type, permitting a splendid view of the 
large, fluorescent lighted interior, where office ma- 
chines and other merchandise is so well displayed. 

The company’s service shop is outstanding and 
handles a large volume of business. It is air condi- 
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Nebraska Typewriter Co. Display of Machines 


tioned, has excellent service equipment and is staffed 
by eight trained men. A steady flow of work comes 
in from Lincoln and the nearby area, as business men 
and institutional heads have learned that this is an 
efficient shop which can give quick service. The shop 
has many service contracts with factories, stores and 
institutions. 

Mimeograph, adding machine and other repairs are 
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also handled, in addition to typewriter repairs. Ad- 
jacent the service shop is a neat, well-lighted room 
which is devoted to a display of used office machines, 
Mr. Beaurivage finds that a separate room for the 
showing of this type merchandise works out very well. 

Insofar as advertising is concerned, this office sup- 


E. J. Beaurivage 





plies firm uses newspaper, direct and occasional radio 
advertising. This combination of mediums helps the 
company to reach a wide area and results in much 
new business. The constant contacts of the eight 
salesmen who are adept in explaining office machines 
and their cost cutting procedures, backs up the adver- 
tising campaign and brings excellent results.’ 

“In a business like this we pay strict attention to 
small as well as large accounts,” reports the president. 
“Our service shop Knows that when office machines 
break down customers are inconvenienced and pro- 
duction slowed down. We co-operate in every way 
with our customers so their office work can go on and 
this effort is appreciated by them.” 

Because Lincoln is a rapidly growing city with con- 
siderable business expansion, the Nebraska Typewriter 
Company officials fee] that the outlook for the future 
appears very bright.—NPS 





Canvas Products Promotes Arnold Firle 

Arnold Firle, sales and advertising manager of the 
Canvas Products Corporation of Fond du Lac, Wis., has 
been named vice-president and assistant general man- 


Arnold Firle 





ager of the company, it was announced recently by 
P. C. Goodrich, president. 

Mr. Firle joined the Canvas Products in 1930 and in 
1939 won promotion to the position of assistant sales 
manager. Two years later he took full charge of sales 
in all divisions of the firm as general sales manager. 

In 1943 he assumed the additional duties of adver- 
tising manager, in which capacity he supervised the 
corporation’s magazine advertising, merchandising and 
direct mail promotion. He also directed the art, copy 
and mailing departments. 

In his new capacity, Mr. Firle will continue the direc- 
tion of sales and advertising and assume additional 
administrative duties. 

Mr. Firle also finds time for active participation and 
leadership in civic enterprises. He is a past president 
and life member of the Junior Chamber 01° Commerce. 





Office Appliance Stores Taxed 

The Monroe, (N. Y.) County Board of Supervisors 
has adopted a new 2% sales tax, which applies on all 
office appliance and stationery stores in the county. 
Effective next January 1, the tax is payable quarterly 
by merchants. Monroe County is the second county 
in New York state to adopt a sales tax under a state 
legislation passed in 1947. Erie County now has 4a 
1% sales tax.—GET 
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ACE FASTENER CORPORATION 
IN CANADA @ ACE FASTENER 








ACE 


STAPLING EQUIPMENT 


WORLD'S FINEST 
FOR A QUARTER 


CENTURY 


CE has shipped the world’s TOP QUALITY LINE of 
£ Stapling Equipment to dealers exclusively for a quarter 
of a century! There has never been the slightest deviation 
from this rigid sales policy! Merchants know they can feature 
ACE Stapling Equipment with confidence, for their own best 


interests are always fully protected. 


Year aftet year rapidly increasing demand has been created for 
this leading line. All products have proved fast, profitable 
sellers. And no matter which ACE Stapler you recommend you 
know that it will give the greatest value, the most service and 


satisfaction the stapling machine dollar has ever bought! 


SOLD THROUGH DEALERS EXCLUSIVELY 


HOW THE ACE PROCESS MAKES ACE STAPLES STRONGER 


Ace eng ve developed ao process which gives ACE Staples the exoct 
nd rigidity needed to insur e greater tensile penetrating 

Shows o cross-section of an ALL-ROUND steel wire. Ace uses 

vy pre n-mode, occurotely drawn-to-size steel wire. FIG. 2 

Shows the J stee! wire after being treated by the ACE PROCESS. This 
on the outer edge where i! is needed most FIG. 1 FIG. 2 
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(CANADA) LTD., 1 NOTRE DAME ST., 
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ACE PILOT 





ACE STANDARD 
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ACE STAPLES 
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ACE STAPLE 
REMOVER 





3415 NORTH ASHLAND AVENUE «© CHICAGO 13 
WEST MONTREAL 
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Delivery of Vault Door Intrigues 
Sidewalk Superintendents 

A precision-timed delivery in the heart of New York's 
bustling garment center of a 10-ton bank vault door, 
recently stopped all traffic and gave sidewalk super- 
intendents a rare treat. 

The door, made by the Mosler Safe Company, is five 
inches thicker than the famed Mosler vault doors 
which successfully withstood the atom bomb blast in 
Hiroshima, Japan, in 1945 

Mosler workmen used a powerful crane to lower the 
massive door from a trailer-truck through a large 
hole in the sidewalk into the basement of a new 
$2,000,000 four-story building, now under construction 
at 38th St. and Seventh Ave 

Built at Mosler’s factory in Hamilton, Ohio, the new 
door will be part of a modern bank vault to be used 
by the Trade Bank & Trust Company 

In addition to the 10-ton vault door, Mosler installed 








A Big Task . . . Mosler Safe Co. workmen gently lower 
a massive 10-ton bank vault door into basement of a new 
$2,000,000 four-story building in New York City. The door 
was then installed in a vault to be used by the Trade Bank 
& Trust Co., which will occupy 20,000 square feet of the 
structure. 


multiple-layer steel vault linings. Including the door, 
the total weight of the Mosler installation amounted to 
more than 85,000 pounds, with safe deposit boxes and 
lockers to be installed later 

The door, designed to resist all known methods of 
attack, including explosives, drills, and acetylene 
torches, will be controlled by a multiple-movement 
time lock. 





Laredo, Tex., Firm Expands in Space 


The G. & S. Office Supply Company, Inc., now lo- 
cated at 1112 Farragut St., Laredo, Tex., was scheduled 
to move into larger quarters at 1216-20 Lincoln St. on 
November 28. There, it has about 3,500 square feet of 
floor space. It is the third expansion move for the 
firm since it was established at 1110 Lincoln St. Alfredo 
Salinas is general manager and Jose Salinas sales 
manager.—_JHR 


Don Mallory Opens Underwood Agency 

The Chanute Business Machines Company has re- 
cently been opened in Chanute, Kans., by Don Mallory 
He has the agency for Underwood typewriters and 
other business machines in seven surrounding counties. 
Mr. Mallory expects to open an office in downtown 
Chanute at a later date 





Thompson Named Underwood Officer 

John M. Thompson, Jr., has been made a vice-presi- 
dent of Underwood Corporation by the board of direc- 
tors, according to a recent announcement made by 
Philip D. Wagoner, chairman of the board. 

Mr. Thompson joined Underwood in December 1942 
as an executive assistant in the president’s office on 
ordnance and war work, and served as assistant chair- 


J. M. Thompson, Jr. 





man of the carbine industry integration committee. 
He previously was chief of the industrial division of 
the Rochester Ordnance District 

Since October 1944, he served as director of the com- 
pany’s international division, and in his new capacity 
will supervise all of the company’s sales and service 
activities outside the continental United States with 
representatives in more than 700 cities throughout 
the world. 

In making the announcement, Mr. Wagoner stated 
that Mr. Thompson’s broad experience in the interna- 
tional field and a thorough knowledge of the com- 
pany’s policies and products have resulted in “this 
well-earned recognition of his service and ability.” 

Mr. Thompson attended the Citadel, the Military 
College of South Carolina, and following service in the 
first World War as an Air Corps officer, he was engaged 
in engineering and administrative work in Cuba, 
Mexico and a number of other countries 





Office Equipment Firm Incorporates 

Articles of incorporation were filed with the office of 
the secretary of state, Albany, N. Y., in December, for 
Union Office Equipment, Inc. The firm will stock type- 
writers, office equipment and supplies 

Capital stock was listed at 50,000. Adolph Stambach 
and Gerald Hirsch, whose addresses are given as 90 
West St., Suite 1008, New York City, are named as the 
directors EEG 








Brand Name Award... president 


Henry E. Abt (right 
f the Brand Names Foundation, presents a certificate of merit to 
Marvin Wolf, general manager of the Utility Stationery Stores, 


Chicago, for the excellence of a brand name theme ad 
brand names. Utility Stationery Stores is the second 
yhicago and the fourth in Illinois 


stressing 
winner in 
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PROMPT 


SHIPMENT NOW! 





IN ALL SIZES 
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NON-FADE GREEN 


STEEL CLAD FILES 


AND 


STEEL FRONT FILES 


‘eg. 





IMPROVED DESIGN 


STANDARD FILES 


Filing Folders + Filing Guides - Fiberboard Files - Index Cards - Red Fiber Envelopes 
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ford FILES 


Yes, if you order now, we can ship Oxford Files 
at once, in all three models. 


By placing your order with Oxford now, you will 
be able to supply your customers with Oxford 
Files immediately during transfer time. No wait- 
ing. No substitutes. No loss of good customers 
to other suppliers. 


NON-FADE GREEN 


Handsome Oxford Steel Clad Files are in great 
demand because they stay good looking. The 
exclusive non-fade, printed-on green will not fade, 
even in direct sunlight. 


ECONOMY MODEL 


Oxford Standard Files, in natural color board, 
are a natural wherever cost is a factor, for these 
are the lowest-priced pull-drawer storage files. 


A new feature is that Standard Files now assemble 
with no separate metal parts to attach. 


STEEL FRONTS ARE BACK. Discontinuing steel 
front files released scarce steel for more important 
uses. We find that we must resume this model, 
so that loyal Oxford dealers will not be at a sales 
disadvantage. 


ORDER TODAY — with sales helps! 


With your order, ask for free imprinted blotters, 
and display cards for counter and window. Re- 
member, we can make shipment of all sizes from 
stock. 


Oxford 


FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. 


St. Lovis 2, Mo. 
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Diebold Opens Enlarged Dallas Branch 


To meet the increasing needs of the Southwest area, 
Diebold, Inc., recently completed renovation and mod- 
ernization of its Dallas, Tex., branch showrooms and 
offices. 

Shown herewith is a scene during the “ribbon-cut- 
ting” ceremonies November 12 which highlighted the 
two-day open house. 

Hundreds of Dallas and north eastern Texas busi- 
nessmen and their wives were the guests of Diebold 
and inspected the firm’s many office record systems, 
microfilm and protection equipment. In advance of 
the open house, Diebold executives were TV-inter- 
viewed on a half-hour program 

Attending from the home office were Raymond 
Koontz, executive vice-president; W. K. Wilson, sales 
manager systems division; J. J. Gutheinz, sales pro- 





Cut Ribbon at Opening of Diebold Branch 


motion and advertising manager; E. F. Collins, sales 
manager VRE division, and W. R. Snavely, assistant 
sales manager and director of education 

J. Henry Thompson is branch manager of the Dallas 
office. In addition to Dallas, Diebold maintains a 
branch office in Houston and a sub-office in Fort 
Worth, as well as other principal city branches 
throughout the United States 





Marchant Opens Additional Offices 


A new Chicago office and an enlarged Orlando, Fla., 
office have been opened by Marchant Calculating 
Machine Company, according to an announcement by 
Edgar B. Jessup, president 

The new Chicago location is at 3514 Devon Ave 
Kenneth A. Meserve has been appointed district sales 
manager and Robert D. Moore, district service man- 
ager, of the new office 

With the enlargement of the Orlando branch, to 
full district status, Glen A. Young has been promoted 
to agency manager. Cletus E. Teel, Jr., will continue 
as service manager. 





Danville Firms Consolidate 


Announcement has been made of the consolidation 
of the Boyle Typewriter Company and the Danville 
Office Equipment Company in Danville, Ky. 

W. F. Wilder is manager of the former company, 
while Jesse Shearer manages the other business. Loca- 
tion is at 120 S. Fourth St.—EEG 





Stationery Chain Sponsors Newscast 


The Otto Ulbrich Company, operator of a chain of 
stationery and office supply stores in the Buffalo, 
N. Y. area, sponsors a daily newscast at 8 a.m. over a 
Buffalo radio station.—GET 
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Cushman & Denison Appoints Representative 
Cushman & Denison Manufacturing Company has 
appointed James P. Dwyre to the sales force to cover 
the metropolitan area of New York, according to Rob- 
ert E. Gooley, sales manager. 
Mr. Dwyre, who was formerly with the Garden Con- 


James P. Dwyre 


struction Company for three years, studied advertising 
at Seton Hall University and has served with the USS. 
Army in Korea. His home is in Irvington, N. J. 





Underwood Names Waterbury, Conn., Manager 


G. M. Drakeley has been appointed manager at the 
Waterbury, Conn., branch office of Underwood Cor- 
poration, according to an announcement by W. F. 
Arnold, vice-president and general sales manager. 

Mr. Drakeley, who joined Underwood in 1925, was 
a typewriter, adding and accounting machine sales 
representative prior to his present assignment. His 
headquarters are at 65 Bank St. 





Protectall Safe Names Frank Neville 


Protectall Safe Corporation has announced the ap- 
pointment of Frank Neville as southern representative 
for the company. His territory will include the states of 
Florida, Alabama, Georgia, Mississippi, North and 
South Carolina and Virginia. 

Mr. Neville has moved from his Greensboro, N. C., 
address, and now lives at 280 N. Colonial Homes Circle, 
N.W., Atlanta, Ga. 








50 Millionth Pen... Craig Sheaffer, president of the W. A. 
Sheaffer Pen Co., helps Inspector Wilma Cloud make final check- 
up of the 50th millionth fountain pen manufactured by Sheaffer's. 
Final inspection was the last of 264 separate manufacturing 
operations in the pen’s production. Mr. Sheaffer had a part in 
the production of the original Sheaffer pens 38 years ago. 
Working with a hand saw in his father’s Fort Madison (Iowa) 
jewelry shop, he slit lever filling mechanisms. 
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Here’s What Happens 





When You Sell STEEL AGE 


The satisfaction of handling Stee! Age seldom 
stops with the ring of the dealer's cash register. 
For Steel Age continues to sell itself years after 
it enters a customer's office. The Steel Age 
Stenographer’s desk, for example, goes right 
on speeding work and providing superb com- 
fort, work-ease and beauty year after year. 


The ball! bearing-suspended drawers continue 
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to glide at a touch and the durable finish 
retains that fresh-from-the-showroom look 
because this desk, like all Steel Age desks, 
was constructed by craftsmen with care and 
pride. See the Steel Age Stenographer’s desk 
and you'll know why office furniture dealers 
from coast to coast say, ‘““Se// Steel Age and you 
sell the finest in steel office furniture.” 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 
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JASPER CHAIR CO. CHAIRS) ° 
“PRICED RIGHT” ee 
for VOLUME OPERATION! 
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“Few Chair Lines enjoy the Quality reputa- 
tion of Jasper Chair Co. Chairs among the 
volume operators’. This reputation was not 
acquired accidently. It has been earned by 





strict adherence to a high standard of design- 
ing and craftsmanship for more than 30 years. 
(thru good times and bad) 





From basic materials to the finished product 


. . ' : “or . Gre 
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Fred Deutsch (Southwest) WwW. H. Brown, (Chicage-Midwest) R. J. Freeman, ( Eastern) 

Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 2 Ave. 1 

Dallas, Texas Chicago. Ill. Space 844 New York, N. Y. of t 

James S. Fowls, (Southern) R. A. Browne, (West) Jack S. el (Northwest) 

327 Sunset Drive, North 2925 Revere Ave. 538 E. 91st St., enti 

St. Petersburg, Flerida Oakland, Calif. Seattle 5, Wash. desi 
SANTEE 
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Royal Metal President Predicts More Steel, 
Strong Civilian Economy, in 1952 


ecast for 1952 has been offered by 


A. resident of the Royal Manufacturing 

t, Mr. Green predicts that the supply 

te the second quarter of the year, exceed 

nand ieves that the present scarcity is due 

tribution 

He es a strong civilian economy and 
1952 

Di facilities and increased production 

y factories during 1951,” said Mr 


ADDING 
MACHINE 


H. A. Green 





ill been unable to meet the demand 
iture. It is fortunate that we have 
production, because it has enabled 
1 our backlog of orders and it has, 
ompensated for reduced profits re- 
labor and material costs, without 
ling prices 
( fact that next year we will be, for 
operating under Government con- 
mpleting an addition to our factory 
VW hat will enable us to increase still 
tl tion, if materials become available 


ialified opinion that the supply of 
ise will exceed demand as early as 

We are more inclined to formulate 

n the basis of remarks made by steel 

eed the seemingly unfounded warn- 

rovernment officials. We very much 
scarcity is due solely to improper 


B ntinued, “there should be no short- 
one considers the expanded pro- 
ve had during World War II period, 
lilding and destroying a far greater 
ind tanks than are in any defense 
rd about 
ife to say that the ship-building 
year alone of the World War II 
re steel than the total annual needs 
ense program, and we must remem- 
of war production occurred many 
cease-fire order 
ptimistic about the prospects for SW US N $s C $ co 
\ business indications are favorable IFT B E MA HINE RP. 
ng that particularly during an elec- Great Barrington, Mass. Dept. O2 
1al policy will be to keep the civilian 
Send information about the Swift Adding Machine: 
there is ample evidence that a 
steel, such as used in the making NAME 
ould soon result in over-abundance 
to allocate as much production as 
of our civilian customers ADDRESS 


COMPANY 


to distribute soon after the first 
logs in which will be shown an 
furniture—furniture of improved 
tion—furniture that embodies new 
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Your trade reads 


ADVERTISING 
every month in 


_—THE OFFICE” 


Be ready with ample stocks 
for BULLETINS, INTER-OFFICE FORMS, 
PRICE LISTS, MEMOS, ANNOUNCEMENTS, 
MAILING PIECES, etc. 


Standard since 1936 
now also available to you for 


PRIVATE LABEL PACKAGING 





WRITE TODAY FOR DETAILS 


on packaging with your own trade name and 
label for prestige 


ee 


Dept. 0 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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features to make it last still longer and better serve our 
many commercial customers. 

“For 1952,”" Mr. Green concluded, “we hope and ex- 
pect to give our dealers much more to offer and we 
are sure that with recently developed sales helps they 
will find ready acceptance of our modern, functional, 
square tube patterns.” 





New Sales Manager Named by Autopoint 


Eric Robinson has been appointed district sales 
manager for Autopoint Company, covering South Caro- 
lina, Georgia and Florida. With his headquarters in 
Atlanta, Mr. Robinson is filling the vacancy left by 
J. Edward Nord. 

Mr. Robinson, who has been an Autopoint salesman 
for three year, has a good background experience in 


Eric Robinson 


retail selling. He was formerly a buyer in Macauley’s 
stationery store in Detroit. 

While the new manager’s territory is large, Mr. 
Robinson, who is very popular with the trade, has the 
skill and ability to cope with the job, said R. H. Potter, 
vice-president of the company, in making the an- 
nouncement 








Register New Wisconsin Corporation 
Varigraph Company, Inc., a Nebraska corporation, 
has registered to do business in Wisconsin, according 
to the records of the Secretary of State at Madison 
The application gives the total capitalization of the 


corporation as 250 shares of common at a par value of 
$100 per share, of which 98 shares have been issued, a 
making the capital paid-in stock $9,800. The propor- \ 


tion of paid-in capital represented in the State of Wis- 
consin is given as $7,800 
The registered agent in Wisconsin is F. W. Chamber- _ 
lain, 117 W. Lakeside St., Madison, Wis. Object of the 
corporation is “the construction, sale and disposition 
of drafting and lettering instruments, and so forth.’ 
JEH 








Honor Show Director .. . Rudolph Lang, managing direc 
tor of the National Business Show and executive secretary of the 
Office Executives Assn. of New York, Inc., shows Homer B. Har 


rison the plaque presented to Mr. Lang at a dinner held at the 
Faculty Club by the Management Club of New York University 
The plaque was awarded for “outstanding service and achieve 
ment in the field of office management 
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’s Get more volume ..get more repeat orders 
: .. GET MORE PROFITS! 
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: p GUEST CHECKS 
, x . 7 37 different styles, 
% . . stock and printed- 
— A complete line co-esier . . Gone 
of popular, fast- print, bend or board 
‘ : - stubbed and 
mn moving items in plein, single and 
o wide variety of duplicote styles. 
N sizes, styles and 





quality. J™. 


% 4 ENNIS SHIPPING TAGS 
, . ys : 
a Stock or printed-te- 
a =~ order all weights 
> ond colors. Single or 
gongs, with or with- 
vA 
yd 





toched. 


(Ennis eee 


. TAG & SALESBOOK CO. 


the Manufacturers of Paper Products 
ity FACTORIES AT ENNIS, TEXAS ° CHATHAM, VA. 
ve 


Branches in Houston, Dallas, St. Paul, New Orleans, St. Lovis, Albuquerque, 
Los Angeles, Denver, New York, Birmingham. 


52) OFFICE APPLIANCES, February, 1952 


yg WA 





MEILINK ... Wagbe? 


Don’t let lost sales “stand you up” 

... get Meilink for steady, dependable 
volume. With Meilink and Hercules 

safes, vaults, home security chests and busi- 
ness machine stands, you enjoy 

larger unit sales and full dealer discounts 

. more dollars in your till 

... better profit. And, with Meilink or 
Hercules, there are no winter high- 
spots—no summer slumps . . . sales are 
regular the year ‘round. If you are 

minus Meilink, write today! Let us acquaint 


you with these profitable lines—now! 





s 
WEILINK “B” Label if 
single and double 
door Safes display 
Underwriters’, SMNA 








and T-20 Burglar La- - 
bels-Your certifica- ° 
tion of as. Vy @ Cie 
eS aioutiet cide. — = T 
cel 
sen 
2 of ¢ 
MEILINK STEEL SAFE COMPANY - Toledo 6, Ohio 2 
WAREHOUSES and DISTRIBUTORS in: NEW YORK—Export Dept. ° PHILADELPHIA e BOSTON Cor 
WASHINGTON, D. C. e CHICAGO e DETROIT e FORT WORTH e@ SEATTLE e LOS ANGELES © SAN FRANCISCO Lill 
the 
iOus 
A COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING: A, B, C-LABEL SAFES, HOME VAULTS, T 
CARD AND LETTER FILES, BUSINESS MACHINE AND TYPEWRITER STANDS tior 
forr 
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Mississippi Firm Opens Fifth Retail Store 

The Office Supply Company, a continually-expand- 
ng firm of Jackson, Miss., recently opened its fifth 
is located at 203 Howard St., Green- 


tal Ssvore i 


time, the new establishment will con- 


SSE 


eae 


Exterior and Interior of Office Supply Co. 


fine its business to the sale of office machines and 
peration of repair service. 
Greenwood, Miss., is located in the heart of the 


Mississippi Delta and The Office Supply Company’s 
w st \ fford residents of the area a new service, 


Geo. Calhoun 





uque in t t it is a complete office machines store 

nd will « 1 affiliated items 
) The store eing managed by George Calhoun, who 
had years of experience with office machines 





Cie Nationale Provides Memo Books 
The publisher of Orrice APPLIANCES has again re- 
\ t of novel memo books for 1952. These were 
riend of long standing, M. L. Demarest 
office machines firm of Paris, France 
through years of war and peace has 
long for Monroe Calculating Machine 
Company. His enterprising firm maintains offices at 
Lille and N France, and has regional agencies in 
the Frencl ities of Lyon, Grenoble, Marseilles, Tou- 
ise, Mulhouse and St. Etienne 
These m¢ 0oks, imprinted with the firm informa- 
ve binding and an innovation in the 


} 


rm of t little pencil attached 


eR! agent 
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Simplest of all ways 
to Figure is on the 


The Thinking Machine 
of Ameriean Business 





7 

| is the fully-automatic Calculator that 
does more kinds of figure-work with fewer 
operator decisions than any other calculating 
machine ever developed. Thus every kind of 
business—large or small, and no matter how 
specialized —becomes instantly more efficient 
when Friden takes over the figuring. 


Payroll, inventory and invoicing calcula- 
tions... percentage and interest...figure prob- 
lems of engineering and production—all are 
processed swiftly by the Friden. So automat- 
ically no special operator training is required! 
Time-savings quickly pay the cost of the 
Friden machine. 





en 
~~ 
. ie 
Automatically oe” 
it takes work SOs ee 


out of figure-work Ms 


FIGURE ON A FRIDEN-— Call in the Friden Man near you. 
Learn Friden applications to your business. Friden sales, instruction 
and service available throughout the U.S. and the world. FRIDEN 
CALCULATING MACHINE CO., Inc., San Leandro, California. 
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aluminum 
chairs 


WHO’S WHO 


The list of users of FINE-REST chairs reads like a 
“who’s who” of American business and industry. 
These prominent concerns have become successful 
by giving top value when they sell, and by receiving 
top value when they buy. 


That is why so many houses buy the best—that is 
why they buy FINE-REST. 


ALUMINUM SEATING £ ozpcraléon 


17 $ CHERRY STREET * AKRON 8,OHIO 


Dishicbulor AETNA SAFE CO., 46-50 W. 29th St., N. Y. 
METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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Carl Trost Joins A. B. Dick Sales Division 


In the newly-created position of staff assistant— 
impression papers, Carl Trost, new arrival in the A. B. 
Dick Company sales division, will assist T. T. Miller, 


Carl Trost 





general sales manager in forming sales policies, plans 
and programs relating to impression paper products 

Mr. Trost’s appointment comes just prior to the 
company’s offer to distributors of a new line of high 
quality papers for mimeograph, lithograph and hecto- 
graph processes. 

For the past 16 years Mr. Trost has been associated 
with Hollingsworth & Whitney Company which is mak- 
ing the new line of papers for A. B. Dick Company 
There, he was manager of the fine papers department. 
His training and experience in impression papers 
ranges from lumbering, through various phases of 
manufacture, processing and distribution on local and 
national levels. 








Sikes Company Names Bush Vice-President 

Laurence A. Bush has been named vice-president in | 
charge of sales by The Sikes Company, Inc., it was 
announced by Francis B. Bacon, president. 

A graduate of Amherst College, Mr. Bush has been 7] 


L. A. Bush 





* 
sales manager for the past five years. A resident of fi] 
Buffalo, N. Y., he is a member of the Rotary Club and 
of the Buffalo Athletic Club. 





Valco Company Reinstates Aluminum Line 
R. J. Gartner of Valco Company has announced that 
his company has reinstated most of the aluminum 
office accessories that were temporarily discontinued 
last year. These are No. 1500 costumer; No. 25 torchier; 5 almos' 
No. 60-S smoking stand; No. 260 smoking stand and 
the No. 333 standard sand urn. All these accessories puntry th 
are in satin spun aluminum 





The Valco Company plans to make prompt delivery puse of tl 
on the entire line. this mea 
bafting d 

Wells Chair Completes Move to Indiana Dr more a 


Wells Chair Corporation has completed its move to 
Michigan City, Ind., according to an announcement 
made by Joseph W. Pritchard, president. A new fac- 
tory building is now occupied 





J. E. Carter Named National Manager 


J. E. Carter has been named manager of the National 
Cash Register office opened in Columbus, Miss., at 2220 
Second Ave., N., at Highway 82 E.—EEG 
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he Time is NOW to promote Art Metal PLANFILES 


.| Ves, 
There is an 


Art to 


filing plans 


4 





; 
Q ve 
* B almost every nd town in this Planfile answers this need to a T. So grasp And don't forget to feature the new coun- 
d 
1s Puntry there ar lustries expanding be- this opportunity — promote — demonstrate terbalanced cover that opens at the touch 
; ; of a hand. 
- he of war materials and sell Planfiles. Show them how easy it is : 
; ae ; a ’ ed Opportunity Knocks — if you are not well 
f r engineering and to LOCATE— SELECT REMOVE and I 
‘ supplied with Planfile promotional write 
b 1 expanding needs REPLACE plans and drawings. Tell them _.. Art Metal Construction Co., Jamestown, 
Dr more and better Plar Filing equipment. about the automatic spring compression. New York. 
Se 
*e 


®, For over 60 years the hall-mark of fine business equipment 
-.».Gesks © files * office chairs + safes and 


& visible equipment. 
















COMFORT- 
CONTROLLED 
MOTION 





a, SS . 


“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls. . . 
carefully constructed for long-wearing 
ultra modern in design... 


satisfaction . . . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
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A. B. Dick Names Peirce Vice-president 


The board of directors of A. B. Dick Company has 
elected Controller J. L. Peirce, a vice-president of the 
company, it was announced by A. B. Dick III, president. 

In making the announcement, Mr. Dick said, “During 
his career with our company Jim has made many 


J. L. Peirce 





substantial and significant contributions to our growth 
and success and richly deserves his new title.” 

Mr. Peirce joined the company in 1934 as an assistant 
to the office manager and in 1936 became tax account- 
ant on the staff of the controller. In 1941 he was made 
assistant controller and was appointed controller in 
1947. 

Mr. Peirce, who will carry the title of vice-president 
and controller, has held several high offices in the 
Chicago Control of the Controllers Institute of America. 





York Safe Appoints Christie 

The appointment of J. H. Christie as eastern district 
manager for the York Safe & Lock Company has 
been announced. 

Associated with the safe industry for over 32 years 
in the New York area, Mr. Christie will supervise the 


J. H. Christie 


sale of all York products in the states of New York, 
Pennsylvania, New Jersey and all the New England 
states. 

Now a resident of Wyckoff, N. J., Mr 
from Truro, Nova Scotia, Canada 


Christie comes 





Stacor Expands Plant Facilities 

A new and modern plant which provides increased 
facilities for the expanded production activities of 
Stacor Equipment Corporation has recently been 





New Plant of Stacor Equipment Co., Brooklyn 


opened at 768-778 East New York Ave., Brooklyn 3, N. Y 

The plant provides triple the space of the corpora- 
tion’s former quarters and is provided with up-to-date 
machinery 





Burroughs Names Cleveland Manager 


D. C. Peebles has been appointed manager of the 
Cleveland, Ohio, branch of Burroughs Adding Machine 
Company. He was formerly at the San Diego branch. 
1952 
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The Best” 


Somebody’s product must be the best in every 














field. In office equipment, nothing so clearly 
shows howcompletely superioris A*S*E equip- 
ment as a point by point comparison with all 
others made. In beauty, strength of construc- 
tion, and efficiency of function, A*S-*E equip- 
ment stands at the top in any fair appraisal. 
There never has been and never will be any com- 
promise with the standards that keep A‘S°E 


the top quality equipment in all the world. 








The famous A-S-E Line of Desks 
and Tables is unexcelled for con- 
vertibility and flexibility. 


A‘S-E Files are made in a size or 
style for every need— all the finest 
in their class. 


ALL-STEEL EQUIPMENT INC. 
2 RNR NS REE AR 


600 CLEVELAND AVENUE AURORA, ILLINOIS 
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STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line" 
DEALERS... 


INCREASE your sales. Compete with confi- 
dence. 





Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H. M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


more 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 


brands. 


Investigate our PERSONALIZED service. Carbon 
paper permanently identified with your brand 
name printed directly on each sheet of carbon. 
A sure way to build repeat sales. 


Write NOW to Dept. H for details. 








ab 
*tconos eren™ 


H. M. STORMS COMPANY 
Storms Building, Brooklyn 16, N. Y. 


OPOOOOWOOOOO0000000000000U 
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Name Two to New Posts with Royal 

F. P. Ryan, president of the Royal Typewriter Com- 
pany, Inc., has announced the promotion of two men 
in the comptroller’s division of the company 

Eugene T. Quinn, assistant comptroller, been 
named to succeed William H. Parks, comptroller, who 


has 





Cc. von 
Spreckelsen 


E. T. Quinn 


has voiced his decision to retire effective December 31 
Mr. Quinn will take over his new duties as comptroller 
on January | 

Joining Royal in 1936 as accountant and assistant in 
the tax department, Mr. Quinn earned promotion to 
assistant comptroller in 1948, in which post he served 
until his current appointment 
von Spreckelsen, supervisor of 
accountings, has been appointed assistant 

Like many executives of Royal, Mr. von Spreckelsen 
worked his way up from the bottom. He started with 
the company as an Office boy in the comptroller’s 
department in 1930. 


overseas 
secretary 


Christian 





Mayer Heads Old Town Advertising 
Grover C. Mayer has been appointed advertising 
manager of Old Town Corporation. He previously was 


Grover C. Mayer 


aN 


connected in the same capacity with the Raygram 
Corporation, leading eastern wholesale distributors of 
photograpic goods. 

Mr. Mayer has been in the advertising business since 
1937, except for four years with the Signal Corps 

A marketing major at New York University and a 
graduate of Pratt Institute, Mr. Mayer now resides in 
Roslyn Heights, Long Island. His duties at Old Town 
Corporation make him responsible for all consumer 
and trade advertising, displays, promotional pieces 
price lists and mailings. 








Mrs 


Folger Fellowes, Bankers Box Company, and 
Fellowes are the parents of a daughter, Elizabeth 
Turner Fellowes, who joins a sister and a brother. The 
baby, born December 6, 1951, weighed seven pounds 
and seven ounces. Father Folger, the chairman of the 
1952 NSOEA convention in Chicago and co-chairman 
last year, was the donor of cigars at a December meet- 
ing of GLTC 

It was also reported at the same GLTC meeting that 
Earl Collins, Rockwell-Barnes Company, and Mrs. Col- 
lins, are the recent parents of a daughter 


1952 
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Colorful Plastic Tabs 


PLEASING TO 
THE TOUCH 
* 
FLEXIBLE 


¥ DURABLE 


oe Me BY MEAD’S CRAFTSMEN... 
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MANUFACTURING CO. Inc. 


om ME 2nd ST. © HASTINGS, MINN. 


NO. 11-12-50 
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Smead’s TELL-I-VISION Filing Index 


REG. U.S 


* 


SMEAD’S TELL-I-VISION FILING INDEX is equally 
adaptable to small, medium or large installa- 
tions. The basic principle is sound. It reads like 
a book—from left to right. 


You first locate the notation or subdivision of the 
alphabet, on the guide, nearest the name you 
wish to find. You then tip the guide forward, 
making a working space, in which to find the 
desired individual folder. If the individual folder 
with the name desired cannot be found you follow 
through to the green miscellaneous folder, which 
is at the end of the individual folders and pre- 
ceding the next guide. The miscellaneous folders 
hold the papers of the occasional correspondent. 
If the desired correspondence is not there you 
know this is a new correspondent and the material 
should be filed in the miscellaneous folder up to 
such time as it contains 6 or 8 papers, at which 
time it will warrant an individual name folder. 
Approximately 80% of your reference will be 
made to the individual folders. Should any one 
individual folder contain more than 40 papers 
you should prepare another individual folder, 
dividing that correspondence into monthly or 
quarterly periods. 


The same number found on the guide, behind 
which they will be filed, should be placed on all 
individual name folders. The purpose of this 
number is to save time in refiling by matching 
numbers. It simplifies reference because all odd 
numbers are on blue tabs and all even numbers 
are on orange tabs. 


You Look Alphabetically and Put Back Numerically 


The double purpose of the miscellaneous folder 
is to become the guide in the transfer cabinet 
when correspondence is moved at transfer time. 


PAT. OFF 


The last step in centralizing the filing system is by 
using the OUT GUIDE. This OUT GUIDE replaces 
a folder which has been removed from the filing 
cabinet. A 3” x 5” REQUISITION card is signed 
and inserted in the OUT GUIDE pocket. This tells 
who has the correspondence. Should the same 
folder be desired by some other party, while it 
is still out of the file, a small WANTED card is 
placed in the pocket of the OUT GUIDE. This will 
designate to whom this folder should next go. 
When the folder is finally returned to the file the 
REQUISITION card and the OUT GUIDE are re- 
moved. The REQUISITION cards are then filed 
in the card cabinet, indicating that the corre- 
spondence has been returned to the file. 


No Lost Files...No Lost Time...No Arguments.. 
No Confusion 


We recommend that our heavy, 20 point Smead- 
fibre folders, with green celluloid angled tabs in 
the center position, be used for the miscellaneous 
folders. These are the de luxe folders which 
better withstand hard, constant use. At the 
end of the year, when the files are transferred, 
they are moved ahead of the individual folders 
and serve as the index to the transferred ma- 
terial. The guides remain in the file and a new 
set of miscellaneous folders are placed in the file 
for the coming year. New individual folders are 
then prepared for those names which you know 
will continue to be active. When material ex- 
pands to such a point that a larger break-down 
of an index is required, you merely add the 
necessary number of guides and miscellaneous 
folders, remove the old inserts and insert the 


new and larger set of sub-divisions in both the | 


IT GROWS 


guides and miscellaneous folders. 
AS NEEDED. 


SMEAD MANUFACTURING COMPANY, INC. 


HASTINGS, MINNESOTA 
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Roneo sells 


for i ALF 
THE 
PRI cE. most 


comparable 
machines 


RONEO Sells Faster... because 
RONEO has More to Sell! 


Your customers will love the precision workmanship, 
the precision results that RONEO offers. Not only 
does RONEO cost less, it also saves in day to day 
running, both in ink and paper. Imagine running a 
second color with close registration and being able 
to set up that second color in just 20 seconds. Dem- 
















onstrate the quality RONEO features and watch the OTHER 

sales roll in. RONEO MODELS LIST PRICE $690.00 
© PRINTING PRESS PRECISION MODEL “150” 

e TOP-END STENCIL RELEASE Hand operated, 

¢ LEAK-PROOF CYLINDER Ag en 

e ECONOMY OPERATION 

® 20-SECOND COLOR CHANGE MODEL “POLICY” 

¢ STREAMLINED DESIGN Automate, 


paper size to 
18” x 14”. 


PHONE: Cl 5-6940 


145 WEST 57th STREET NEW YORK 19, N. Y. 
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Esterbrook Pen Co. 
Camden, New Jersey 






















Gentlemen 


I feel that the experience I have had with one 
of your products may be of interest to you. 


Enclosed you will find a fountain pen of your 
make which I purchased in 1941 while a private in the Air 
Force, stationed at Hamilton Field, California. During 
the ensuing years, I used the pen under adverse conditions 
while serving in the Philippine Islands. 


I had it in my possession when I was captured 
by the Japanese Army on Bataan in April of 1942. At that 
time I wrapped the pen with the adhesive tape that is still 
on it, with an aim toward disguising it and giving it a 
damaged appearance. As a result of this camouflage, the 
pen was not confiscated. I kept the pen through the Death 
March and 34 years of imprisonment in the Philippine Islands 
and Manchuria, using it daily and with any ink available, 


The heat of the tropics and the subzero Manchurian 
winters did not affect the pen, which will still write, as 
evidenced by the signature below. All the parts are the 
original ones that came with the pen. The metallic encrusta- 
tion around the point at the present time is the remnants 
of a green machinists' metal dye which was the last ink 
available. 


Should you desire or be able to use this pen or 
letter in any way, you have my permission to do so as I 
feel that I have had more than a fair return on ay original 


purchase, 
rely yoyrs, 
~ 
David J. Levy 
DJL:ela 
Enc. 


Z Ap! ts; 
alae \ a 


Not all Esterbrook Fountain Pens you sell will be asked to take the beat- 
ing that Mr. Levy’s did. But it’s nice to know they can. 





And remember, Esterbrook is the fountain pen that gives you more sales 
per square foot of display space, more sales per dollar of inventory, more 
sales every month of the year — plus freedom from time-consuming and 






wreetce W\ “Choose the Right Point for the Way YOU Write” 


..-here’s all 
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FOUNTAIN PEN 
ESTERBROOK — AMERICA’S PEN NAME SiNCE 1858 
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News Notes from NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Little Jack Horner didn’t have a thing on George 
Slater, the manufacturers’ representative. George 
stuck his thumb in and came up with a “real” plum- 
the Corry-Jamestown line for the Southeast. Con- 
eratulations George—even to be offered such a line 
s a nice compliment 

> * > 

Frank Neville, another of those “reps,” has pulled 
ip stakes in Greensboro, N. C., and moved his head- 
quarters to Atlanta. Frank’s new mailing and home 
1ddress is 280 N. Colonial Homes Circle, N. W., Atlanta, 
Ga. Want the phone number too?? Sho—ELgin 3069. 


* * + 


The “Atlanta Clique” of the Southern Travelers had 
its annual “get together” at the Atlanta Athletic Club 
mn December 19. As in the past, the event was well 
attended with about 35 travelers and a sprinkling of 

“Flash” Stanfiel, the beauteous Southern Stationer 
photog and editor, was “popping” off as usual. Alan 


} 


Cammack, our Fourth District governor, came down 


from Burlington, N. C., and Joe Kilpatrick, the Atlanta 
Stationer’s Association president, covered the visitors’ 
section 

So far as I able to determine, there was only 


inner.” Bob Logan, another manufac- 
turers’ representative, “jined up.” Alan made a nice 
talk on tentative plans for the regional convention at 
St. Pete and Jim Cooper outlined the plans for the 


ne new roaqd |! 


Southern Travelers’ party. This was a “soup to nuts” 
affair and believe me nobody went home hungry. 
> * 
For those that are a bit tardy in making their res- 


ervations for the regional convention let me urge you 
to throw that Police Gazette down and make it right 
now. Judging from what Alan told us and what Jim 
says about the “party of parties,” this is one you 
ion’t want to miss. It shows every indication of far 
uutstripping anything that has gone before. Miss it 
ind you WILL BE SORRY!!! 

PAGING ALL GOLFERS AND SUCKERS—oops—I 
meant FISHERMEN!!!!! Alan gave me (the guy that 


writes this stuff) the job of whipping up something 
nteresting in the above sports at the convention and 
his year we are really going in for something differ- 
ent. We ain’t gonna have no golf tournament. No 
fishin’ tournan neither. 
Instead, we are going to have a COMBINED golfing 
ind fishin’ rodeo—or something. Play as many rounds 
olf as you want to, on the prescribed course, and 
irn in your BEST card Saturday afternoon. 
We got something else different in this “shindig,” 
We have vhole raft of prizes. Low GROSS will 
vin first prize ith the rest falling into line via the 
handicap route. So you see, EVERYBODY can win 
omething a1 have plenty of fun too. AND HEAR 


THIS**AND HEAR THIS (gob talk) the gals are going 
just part of this one as youse guys. 


} 
Ut Isl aS 


Yowza—all, you girls bring your golf bats and get 

the fun I'll personally break Dot Powell’s leg so 
you can win first prize). As for fishin—fish as often 
ind anywhere you want to—except in the swimmin 
ole hat is verboten 

Alan ha rized me to spend a “large sum of 


ney’ for prizes and on top of that I am going to 
n still anot departure from “custom” and say 
that if ANY of that have something “appropriate” 
you'd like t nate” just get in touch with me or 
mmittee—Dot Powell, Bill Cole, Bill 
Cosmo Williams. The golf course is very 

) make your plans right now to get 


ne of the 
Schroeder and 
lose by the h 


+ 


Checked on Roy Martin, Carithers-Wallace-Court- 
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selling the H-H-M line 
gets you behind the scenes 


Executives welcome you when you talk 
about . . . classifying and protecting the 
records essential for collecting fire loss 
claims and resuming business after a fire 

. reducing safe burglary insurance rates 

. improving record controls .. . and, 
saving 40°% of record storage space. These 
are vital management subjects upon which 
prospects give you their confidence in 
order to learn how you can help them. 
That’s why selling better end-results from 
the use of H-H-M equipment gefs our 
Dealers behind the scenes . . . where first- 
hand knowledge of all the facts enables 


them to sell constructively! 


Correspondence is invited from Dealers 
interested in our exclusive franchise that 
builds repeat customers; and protects vou 


as you develop your territory. 


Herring-Hall-Warvin Sate (Co. 


HAMILTON, OHIO 





eal) Craftsmen in Sofes @ Insulated Record Files © 

Money Chests ® Vault Doors © Rotary Record Files 

© Stee! Storage Files © Bank Vault Equipment ¢ 

Drive-in Windows ® Depositories © Counter-Work 
© Metal Case Work for Hospitals 
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THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 


SUPERDEX 




















TRANSPARENT 


NOM INFLAMMABLE 


INDEX TABS 


BY THE F007 





THE WARSHAW MFG. CO., INC. 


1Muata ST. BROOKLYNWNY WY 
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ney, Atlanta, a few days ago and although he is pro- 
gressing nicely he can still use books, cards, letters 
and PERSONAL visits to very good advantage. Roy, 
as you know, is out at Lawson General Hospital for 
about a year’s stay. 

* « . 

See by one of the “mags” that Bill Zimmerman jis 
the new Southeastern rep for Gunlocke. Welcome Bil 

we will be looking for you 

* * * 

Next time any of you run across Bob Peacock, one 
of S. P. Richard’s “road gang,” ask him what’s new? 
If he won’t tell you, I will—shortly. 

- - > 

Taff-Cooke, Inc., Goldsboro, N. C., is now in its new) 
home, smack on the “main drag’’—139 N. Center Sf 
I understand that Mr. Taff is no longer connected 
with the firm but everything is going along as before, 

* ” * 

The C. Woodward Company, Inc., Goldsboro, N. C, 
has been purchased by Southern Office Supply Com- 
pany, Rocky Mount, N. C., and is being operated as a 
branch of the Rocky Mount firm. Mr. Alexander is 
manager. Mr. Stallings remains at Rocky Mount. 

- * * 

Tom Hatcher, Hatcher’s, Fayetteville, N. C., is back 
in the service as a major. Tom is now stationed at} 
Alexandria, La., but due for overseas duty soon. Tom’s 
absence is not slowing down the firm, however. 

They were in the process of taking over the store} 
next door on my last call, which will give them double 
the ground floor space. Henry Morris, Tom’s “right} 
hand man,” is doing the managing job and a very] 
capable one, indeed. 

* a * 

Walter Griffin, Owen G. Dunn’s, New Bern, N. C, 
must have thought he was some kind of “superman” 
recently. Walter got into a fight between a switch en- 
gine and his car and guess who came off second best?? 
NOT the engine. Walter wound up in the hospital 
with chest and face injuries and a bum ankle. Enough 
to lay him up for a spell, but nothing too serious. 


* 7 * 


Burlington, N. C., had a casualty too, last Novem- 
ber 23. Allen Cammack Jr. succumbed to the charms 
of Miss Betty Jean Burgstahler over at the Duke Uni- 
versity Chapel. After a trip to Washington and New 
York, Allen and Betty will be “at home” in Burlington 

> > * 

Of all days to get mad at a “saw-bones” and chal- 
lenge him to a duel with scalpels at zero range Christ- 
mas Day seems to me to be about the worst day ANY- 
BODY could pick. However, our old fren, Jim Cooper, | 
did just that. I don’t have to tell you who came out 
second best on that deal either | 

Jim wound up in Emory Hospital minus a big car-{ 
buncle on his back. Together with a minor complica- 
tion, Jim will be laid up until such time as he can 
navigate down to the doctor’s office under his own 
steam. Of course all this busted up the season’s fes- 
tivities out on Springdale Road but there was still 
another occasion that took a beating. It was Jim’s 
and Stella’s 40th wedding anniversary. Anybody want 
to try to best Jim’s record for a “smash” Christmas? 

* 7 * 

Clyde Tidwell, The Tidwell Company, Atlanta, 3s 
back in the hospital for a minor operation. Clyde had 
his “valves ground and carbon cleaned” some time 
ago but the ole motor still bucked some so he went 
back for a “re-do.” ' 


* * . 


“HUNCAN DINES AGAIN” 


This month ole “Huncan” will go back to Raleigh, | 
N. C., for his “place of the month to dine.” For aj 
number of years there was a restaurant there known} 
as Green’s Grill that served the kind of food “mama’f 
used to cook. A fella named Ballentine ran Green's 
and like the man with the “mouse trap” “Red,” as 





OFFICE APPLIANCES, February, 1952 











0! 





Dro- 
Lers 
Roy 

for 


n is 
Bil] 


one 
1ew 


new 


*ted 
ore 


Om- 
iS a 


ack 
l at 
ym ’s 


Lore 
ible 
ght 


ery 


lal- 


TY- 
per 


Ou 


is 
ad 
me 
ent 

































CARBONS 
and RIBBONS 


ONGHOR 


longhorn carbons and ribbons give your customers 
lop service...top performance ...and they give 
you top profits! 





LONGHORN PLASTI-CARBON—takes more abuse 
than any other type carbon. Produces sharp, clean 
copies, won't slip, won't smudge or “tree.” Lies flat, 

won't curl in any weather. Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON —long- 
wearing, non-smudging. Fast and clean to handle. 
Won't curl, sharp writing—second in quality only 
to Longhorn Plasti-Carbon. 


LONGHORN RIBBON —users call it the “per- 
fect ribbon”"—and it’s the perfect quality com- 
panion to Longhorn carbon. Non-filling, 
sheer yet tough. Types clean and 
sharp to please the most meticu- 
lous person. 


Amceo Covers the Notion 
Wherever You Are 









AMERICAN CARBON PAPER MFG. CO. - Write for your 


Factories at Ennis, Texas e Chatham, Va. NEW AMCO CATALOG 


Full information on 
Branches in Houston, Dallas, St. Paul, 


the complete AMCO 
New Orleans, St. Lovis, Albuquerque, Los Angeles, Carbon and Ribbon line. 
Denver, New York, Birmingham. 


| SS” 
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No. 103 Revolving Arm 
Choir end No 101 
Matching Side Chair 
Finished in Welnut or 
Mahogany on Pecan 
Upholstered in Tolex 
Plastic Leothercloth, Top 


Groin Leother, or deep 
Buff Leother 
For the dealer, Gregson chairs are a well tailored and 
well proportioned line, reasonably priced to sell at a profit. 
They're constructed to stand up under hard usage. Yes . 
you'll make money with Gregson chairs 
In the office, Gregson chairs add a prosperous look. 


help the busy execu- 
work. Yes. . he'll 


And they're comfortable too. They 
tive do better and more profitable 


thank the dealer who sells him Gregson chairs 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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he is familiarly known, must have had something 
because people really made a beeline for his door. 
Several months back “Red” moved up on the main 


drag, in the same block and almost across from the! 


Post Office, and opened up one of the most modern, 
fanciest, ultra-ultra eatin places you ever saw. 
ured that with all this “atmosphere” the old food, 
service and prices would take a beating. So—I made 
a few “test flights” before committing myself. 
Although the prices are somewhat higher, naturally, 
they are still “in line,” but the food and service is 


I fig- j 










sree = 


still the old “mama” type. Balletines cannot even be J 
approached, much less beat, anywhere in Raleigh and | 


by that I mean anything from steaks, fried chicken | 
or sea-food. Just plain don’t go anywhere else. Why | 


should you when you can get the best food, service, | 


atmosphere out of this world and a friendly “hiddy 
do” from “Red?” 





St. Paul Firm is 100 Years A-Growing 


A 100-year-old business, which originated on the 
banks of the Mississippi, selling cord, shipping tags, 
post cards and “Yankee notions” to trappers, recently 
held a formal reopening to present a remodeled and 
reorganized store. 

The firm is the St. Paul Book & Stationery Com- 
pany, Sixth and Cedar Sts., St. Paul, Minn. It occupies 
Nos. 49-55 on E. Sixth St. 

While the section at the corner of Sixth and Cedar 
has been added to the former space and the interior 
rearranged in this and the adjoining section, the third 
unit, No. 55, is awaiting plans for further improve- 
ment. 

The school and office furniture department, featured 
by the store for a long time, has been enlarged in both 
space and stock. Social and commercial stationery de- 
partments, arts and crafts, games, pastimes, greeting 
cards and fountain pen sections, also a book section, 
are located in the new space. 

The second floor has the commercial and school 
equipment departments in addition to audio-visual 
materials. The floor above will be used for display of 
school equipment. 

According to E. E. Engelbert, president of the com- 
pany, stock facilities have been quadrupled. It claims 
to be the biggest book distributor west of Chicago. 

From its original water front location the business 
was moved to Kellogg Blvd., and again to Third St. 
near Robert St. 

A further move before coming to its present home 


where it has been for 40 years—was to the St. Paul 
Clinic Building at St. Peter and Fifth Sts. 
With the remodeling, new display counters and 


shelves have been installed. Large windows permit the 
interior of the store to be seen from outside, inviting 
customers to enter. 

Departments are spacious, so that shopping may be 
accomplished in ease and comfort 

The “new” store was introduced to the public by 
means of an unusual and humorous newspaper adver- 
tisement which showed with cartoons, the location of 
each department.—ECP 





Marchant Opens Sales and Service Offices 


Chester, Pa., and Paducah, Ky., are the locations 
of two new sales and service offices opened in Decem- 
ber by the Marchant Calculating Company, it was 
announced by Edgar B. Jessup, president 

Growth of business and industrial activities in these 
areas have resulted in increased demands for Marchant 
services. 

Charles W. Wiggers is the local agent, with William 
F. Holt the service operator, at the Paducah office at 
1723 Broadway 

The Chester office is located at 618 Concord Ave., 
where Raymond T. Hisey is the local agent and Joseph 
H. Lacey is the service supervisor 
1952 
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1. Mosler is the largest builder of safes and 
chests in the world. Its reputation is based 
on more than a century of leadership. That 
means easier-to-sell products ...and easier 
profits! 





2. Mosler, alone, has a regular program of 
carefully aimed national advertising. That 
means more customers ... more responsive 
customers. It’s the mark of a firm that will 
keep its leadership! 





3. Regular training schools are conducted by 
Mosler in all parts of the U. S. They are 
available to train your salesmen in every 
phase of the selling job. It's just part of 


' 44 Mosler’s policy of aiding dealers in every 
r e ; > , , 
nd wate cwenjthing wee ad Cty = ™*~ 
he 





ng ” oad 
10 decide ws Wie 
be ad ° 
says MR. ZAC SMITH, former president of the N.S. 0.E.A 


8) 
Vt f i line ol record sates and money chests Is as 


in front as Mosler. you don’t have to scratch 





] long to choose. | pi ked Mosler. 


4. Mosler representatives call on you regularly 


ns - 999 " ~ 
n- 1 I picked a winner—the world’s No. | line to help with sales problems. They also show 
as you how to use the newspaper ad mats, 


mailing literature and window displays 


Se rides at no cost. This kind of 
Uy, A Mosler provi 
nt SV os eG e Compuuny follow-through helps clinch sales! 


Since 1848 
m HAMILTON, OHIO 
at World's largest builders of safes and vaults . . . Mosler built And despite today’s production obstacles, Mosler 
U.S. Gold Storage Vaults at Ft. Knox and the famous is keeping you supplied—so you can sell from 
nk vaults that withstood the Atomic Bomb at Hiroshima current inventory with confidence . . . and im- 


mediate profits. Want more facts? Write or wire 
The Mosler Safe Company, Hamilton, Ohio. Do it 


now, while you're thinking of it! 
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BINDERS 
> MARGINAL 
PUNCHED FORMS 


TAP A NEW RICH ‘MARKET 


Customers have clamoring for stock 
binders to house continuous and marginal 
punched forms that are used on tabulators, 
teletype machines, billing machines, ete. 


been 


These binders ELIMINATE the custom- 
ary repunching of sheets that was for- 
merly necessary. This is a self-selling 


feature. 
3 Styles 


your customer can select from 





Post, Prong or Visible 


All are Cesco quality binders 
priced for profits and sales. 
Stock INDEXES to fit these 


binders also available. 


Jump on the Cesco Sales Wagon! 


WRITE FOR CATALOG “'L” 


THE CE Shep ard c0 


NTY-FIRST STREET 


LONG ISLAND CITY.N Y 
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News Notes from District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 


The industrial heart of America that serves the world. 
The governor’s paragraph: 


March 16-17 are the dates to “Revel with the Rebels” | 


in Louisville at the Fifth District 
Made your reservations yet? 
« - 


regional meeting. 


I attended the West Virginia Stationers meeting in 
Charleston on December 26. L. 
Metal was the guest speaker. The West (By gad!) 
Virginia boys do a good job and set an example for 
the rest of us. V. J. W. Scott presided. 

May the new year bring peace to our troubled world 
and prosperity to our industry 


x + * 


The Detroit chapter of the Fifth District Travelers ) 


° 


Club held their first Christmas party on December 7. 
It was a great success. 

Our president and secretary, Billy Kane and Frank 
Graham, attended. What happened to the vice-presi- 
dent? 

The Detroit stationers elected Tom Emery, Lynn B, 
Emery Company, as president. Tom takes over the 
job so ably handled for the past two years by Gene 
Grenon of Leonard’s Office Supply. Howard Denomme 
of Bussing’s was elected secretary 

The Indianapolis chapter held its Christmas party 
which was a good time for all, in spite of the fact that 
some of the boys were snowbound before it was all 
over. Cal Long and George Handorf from Cincinnati, 
O., were two who had a rough time getting home. Says 
Cal, and I quote, “It was worse than the ride home 
from Detroit with Jack Schaefer.” Must have been 
some ride to beat that one. 

Speaking of Jack Schaefer, he and his wife will 
spend a well-earned rest in Florida during July. 

* * * 

Ken Sweeney, formerly of Redeker & Dick, who is 
helping Uncle Sam in Texas, was home for the holi- 
days. Looks good and healthy. Must be the food? 

* * + 

Pounsford Stationery Company of Cincinnati, and 
Redeker & Dick, had very nice Christmas parties for 
customers and friends. 

* ” 

George Long gave a cocktail party at the Cincinnati 
Club on December 28, for his customers and traveler 
friends 

To all travelers: Fellows, please send in your notes 
and comments for this column. When you have some 
news regarding our stationer or traveler friends drop 
us a note or postcard. We will do our best to report 

Remember the deadline is the 25th of each month. 





Issue First Volume in NOMA’‘s Series 


Design and Control of Business Forms has been pub- 
lished by the McGraw-Hill Book Company as the first 
volume in NOMA’s series on office management 

Presenting a new perspective on business forms as 
an effective tool of management, this book is designed 
to focus the attention of cost-conscious executives and 
administrators on the importance of forms as a pri- 
mary controlling factor in paperwork and clerical 
expense 

It furnishes a practical method, the “Functional In- 
dex,” for analyzing and classifying forms in order to 
build a permanent, effective foundation for control. 

The book is fully illustrated with examples of forms 
used by manufacturing, insurance, banking, retail and 
other businesses. 

The author is Frank M. Knox, president of 
M. Knox Company, Inc., business consultants 

The price is $6.50. McGraw-Hill’s Book Information 
Service, 327 W. 41st St., New York 18, N. Y., will supply 
further details 


Frank 
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One 
more 
reason 
| why 
— Boli 














Here is the latest addition to 
Boling’s distinguished line of 
‘Chairs for All Business’ .. . 
the new Chippendale design! 
| Developed to follow the latest 
| trends in quality office furnish- 
| ings, this new Chippendale 
| Chair satisfies to perfection 
| the taste and style demands 
| of today’s buyers. 


| Staying ahead of ever-chang- NO. 8511 
| ing market trends is one of 
| the reasons why Boling Chairs 
| @re preferred by discriminat- 
| ing buyers everywhere. Dura- 
ble quality of craftsmanship, 
| universally pleasing styles 
| and designs, and the ultimate 
| in engineered comfort make 
| them the most wanted chairs 
| in business today. Stock and 
| sell Boling and you'll lead in 
Sales this year! 


NO. 8510 NO. 8513 











HIGH POINT BENDING & CHAIR CO. 


cd SILER CITY, N.C. 


2 


Boling R92. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS - FANCIES 


By McGillicudy 


Time has a way of sneaking up ona guy... 
this is an anniversary month for Quality Park 
Envelope Company. And it doesn’t seem like 
thirty-three years have passed since Quality 
Park came into existence. But take 1919 from 
1952 and you have the answer . . . thirty-three 
years. 
But a lot has happened in those thirty- 
three years. There have been periods 
of peace and war .. . depressions 
and prosperity there has been 
tremendous change in transportation, 
communication, and ovr way of life. 
And there have been a lot of Quality 
Park envelopes made by Quality Park 
and sold through you dealers. 


Thirty-three years ago Quality Park had a 
definite idea in mind . . . an idea that has 
been an important part of company policy 
since 1919 . . . just as it has been a part of 
the company name. And that is QUALITY! 
Today, Quality Park means envelopes in nearly 
400 styles, sizes, stocks, and weights. Quality 
Park means quality products, quality packag- 
ing, quality service Quality Park means 
customer satisfaction and repeat business for 
you. 


This being Leap Year, we have an extra 
day this month an extra day 
when somebody can come in and say to 
you... “I want the best doggone 
envelopes you have for a special pur- 
pose.” And you can say, “Sure, Quality 
Park,” and show the Quality Park en- 
velope that’s exactly right for the special 
purpose. 
Here’s an interesting item . . . thirty-three years 
ago following World War |, our national debt 
was a “staggering” $25,482,034,419. And it 
was cause for concern. And what is it today? 
Wow! 


Let Quality Park envelopes help make 
1952 a better year for you. Sold through 
dealers only. 


Qaality IP 


Product A. 





% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
*% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 
From the land of the sky blue waters 
~ € . 

It is nice to hear news about grand people. The or- 
ganization that surrounds Tom Carpenter—the Sperry 
Office Furniture Company of St. Paul—is very com- 
mendable. The average length of service from his 
salesmen is 30 years and the “30 Yearers” are namely 
Clarence Ahlstrom, Warren Long, Vernon Smith and 
George Franzen. One of Tom’s hobbies is raising Har-} 
oldson apples—and lots of them 

* »* 

The Miller-Davis Company of Minneapolis, Minn, | 
has its new program well underway. The new officers 
are Robert W. Davies, president: Ed M. Hansen, vice- | 
president; Robert P. Roehl, vice-president; E. E. Swan. 
son, secretary, and J. P. Jarosak, treasurer. The North- 
west Travelers wish to congratulate you and wish for 
continued success. 

* * * 

Our good friend and traveler, Ken Chase, is back 
home after spending some time in the hospital. A 
greeting card will be very welcome 

* * 

Art V. O’Hara of Acco Products, Inc., is leaving this 
territory and will headquarter in Boston while working 
New England. It’s been swell working with you, Art, 
and we wish you a lot of luck in your new territory. 

~ * 

Mr. and Mrs. Russ Wheeler of Curtis 1000, Inc., are 

the proud parents of twin girls 


7: > - 

Barney Bartelson, now retired, lives at 1028 E. 69th, 
Seattle, Wash. He is feeling fairly good and wishes to 
be remembered to all travelers 

* * ‘ 


George Wall of Art Metal was in Minneapolis attend- 
ing the football game between the Cornhuskers and the 
Gophers. We Know he and his friends had a good time 

- * 

Ken Kelsey and his friends made the headlines in 
hunting: 

‘BEAR FOR TWO DEER 
HUNTER AWAITS DEER, 
KILLS 200-LB. BRUIN 

“The rate of exchange (black market) appears to be 
more than two deer for one bear. Ken Kelsey, 3000 
N. E. Polk St., Minneapolis, was in a tree east of Sand- 
stone, Minn., waiting for a deer to pass by. Instead, 
a bear came lumbering up to 30 feet from Kelsey. He 
shot and missed. The bear rose on its hind legs and 
Kelsey squeezed off another shot. This dropped the 
animal at 20 feet 

“Kelsey, assisted by his brother, Dick, Emil Erickson 
and David Frandsen, hauled the bear four miles out 
of the woods. They met some other hunters who had 
nailed deer. The hunters wanted to swap two deer for 
the 200-pound bear but Kelsey declined the exchange 
as it is illegal to barter the deer you shoot.” 

” * * 

The St. Paul Book & Stationery Company has an- 
other major expansion, this time the entire building 
and a three-story front. The special store arrangement 

color and lighting scheme—makes it perfect to shop. 
This all happened in June and the opening was No- 
vember 26 

J. (Jim) E. Whiting, president of Whiting Press and 
Whiting Stationery of Rochester, recently was oper- 
ated on for a perforated ulcer. He is now convalescing 
in Florida and expected to be back in Rochester some- 
time in December 

Mel Sowell, Ed Erickson and Jack Guntrum went 
hunting at Zipple Bay, Baudette, Minn. They had a 
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Single pedestal models, too! 


Another Distinguished Model in the All-New BERGER 5000 Se 


Same right-height fixed typewriter bed. 


Single pedestal with famous" eye-comfort” 
top furnished for right or left-hand use. 
Takes only 45” x !” space. Has three box 
drawers and ding tray. 
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FOR TIRED TYPISTS 


Here’s a trim, tapering beauty that supports office typewriters 
at the “comfort zone.” Scientific work studies have proved that 
the new, lower desk helps stave off fatigue . .. can increase 
typing efficiency. That's a real selling point. 


The twin pedestals are surfaced with Berger's famous light 
“eye-comfort” top. This 60” x 30” model has four box drawers, 
three with vertical divider and one with sloping shelf stationery 
tray; one letter size drawer with compressor, and two slid- 
ing trays. One box drawer is equipped with individual lock. 





Spark your coming selling season by featuring the all-new 
Berger 5000 Series—the newest complete line of steel desks and 
tables on the market. Berger is doing everything possible, con- 
sistent with national defense directives, to keep dealers supplied. 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
1038 BELDEN AVENUE CANTON 5, OHIO 





STEEL OFFICE 


% EQUIPMENT 


eevee eee eevee een eevee een eee ee 





eSTEEL DESKS and TABLES © FILE CABINETS 
*STORAGE CABINETS © BOOK SHELF UNITS 
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4 Precision Locked | 
STANDARD HEAVY DUTY OFFICE STAPLER 








Preferred in 
modern offices 
everywhere 





ONE JUNIUS STREET, BROOKLYN 12, N. Y. 
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wonderful time and even got some birds. Warren Carl- 
son, Walt Hubbs and Jack opened the pheasant sea- 
son. They filled up—eh, eh, eh, birds of course. 
> . > 
Carl Weaver purchased the stationery and office 
equipment stock of Christianson’s of Sheboygan, Wis. 
Jack Vawter, brother of Traveler Bob, Dixon Pencil of 
Iowa, is now taking over in the absence of Roy Johnson. 
> > 7 
Ed Stivers was seen in Kaaps of Green Bay with 
Clem Kaster. Ed was showing Clem how to be the 
life of a party with a large note book ring and two 
rubber bands wound around a small washer. Did it 
work as well as it did in Aberdeen, Ed? 
. + 
The Foreschew celebration was a huge success with 
a total attendance of between 500 and 600. This was 
held on October 19 and 20 in Pierre, S. Dak. 
> > > 
The Hickey Desk Company of Wausau, Wis., has been 
sold to Paul Murray. Paul welcomes all travelers. 


Greutzmacher’s of Merrill, Wis., was sold and will be 
alled Quality Print Shop. 
> > > 


Warren Carlson was snowbound in Ironwood, Mich.., 
and Hurley. Warren claims he spent no time over in 
Hurley, at least not overnight, but we think that this 
information was only for the factory. Hurley has quite 
a few interesting places. 

> a > 

woman’s final decision—it seldom 

one that follows!” 
* 7 > 

Carl H. Schmits left the American Pencil Company 
to become a manufacturers’ representative—Good luck 
to you, Car! 


Be wary f 
agrees with the 


* * * 


Rev. Jack Berry, our club president, was on hand to 
hold the travelers’ meeting. After the meeting they all 
went to the Wisconsin-Minnesota football game. After 
the game, the meeting was reopened. 

Those present were: Jack Berry, Warren Carlson, Mel 
Sowell, Jack Guntrum, Larry Goodhand, Fred Schaefer, 
Vic Lydon, Bud Caruso, Berkley Ertl, Ivan Cornelius, 
Ray Rudie, Roy Johnson, Fred Luley, Harry Bergquist, 
Chas. Cordray, A. Collatz, Art O’Hara and a visitor, 
Del Deming. 

After the club party was over, another started in 
Warren Carlson’s amusement room. Warren produced 
the music of an all-in-one deal—the harmonica, drum 
and accordion—while Larry Goodhand’s daughter 
called the square dance. Those present were Mr. and 
Mrs. Warren Carlson, hosts; Mr. and Mrs. Mel Sowell, 
Mr. and Mrs. Larry Goodhand and three daughters, 
Carol, Pat and Lois; Mr. and Mrs. Earl Vanda; Mr. and 
Mrs. Jack Guntrum and Mr. and Mrs. Jack Goldman. 
A good time was had by all! 

> > > 

Phil Ackerman of Farnham’s has been appointed 

chairman of Minneapolis retail stationers group of 


Graphic Arts Industries 
> * . 
Every time t help the other fellow up the hill, you 
get a little higher yourself. 





New Wisconsin Corporation Formed 

Installation Service Corporation has been formed in 
Milwaukee rding to the records of the Wisconsin 
secretary of state at Madison, “to deal in school and 
office furniture, bulletin boards, chalk boards and 
trim.” A capital stock of 2,500 shares of common at a 
par value of $10 per share has been authorized by the 
State 

The appli was signed by Irving A. Puchner as 
registered agent for the corporation and the registered 
Office is given as 1532 Bankers Bldg., Milwaukee 2 

JEH 
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AROUND 


THE 


WORLD 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


Price List 


AST&WART 


EGO MANA Ae 


80 DUANE ST.NEW YORK 7,N.Y 








MAKE OFFICE LIFE 
MORE LIVABLE 


(by selling better office aids!) 


Ganhord's Penit 


THE INK THAT’S MADE FOR ALL 
BRANDS OF FOUNTAIN PENS... 
NOT FOR JUST ONE! 








gels 


ee 


Made by ink specialists—leaders in ink improvement 
for over 90 years. 


FREE! 


TO ALL EMPLOYEES IN 
THE STATIONERY FIELD! 
Get two 100,000-word bottles of SANFORD’S PENit Foun- 


tain Pen Ink. No cost or obligation. Just send your name, ad- 
dress and business connection to address below. 





a 


“Miss Smith will pour...” 
FROM SANFORD’S PENit 
EASY-TO-HANDLE FIFTH BOTTLE! 


FUNCTIONAL DESIGN INK 
BOTTLE FITS GIRL’S SMALL 
HAND! Pour ink, fill wells with 
safety from this SANFORD 
bottle. Offers large bottle 
economy with pint-size 
convenience! 









WEIGHS A 
FULL % POUND 
LESS THAN A 
REGULAR QUART! 


Protect your customers’ valuable 
office records by selling them a 
permanent ink. Sanford’s PENit 
ink is one of the two out of five 
leading brands of Blue-Black foun- 
tain pen ink that independent lab- 
oratory tests have shown resisted 
time, light and weather exposure. 
Be wise—permanize—sell PENit 

Blue-Black. 


%-OZ. BOTTLE 
FITS RIGHT 
IN DESK 
DRAWER! 





SANFORD INK COMPANY « BELLWOOD, ILLINOIS 





In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


The Kansas City Stationers and Midwest Travelers 
Club held their annual Christmas party on Friday 
evening, December 14, at Santa Fe Hills Golf & Country 
Club, Kansas City, Mo. 

Despite considerable snow and frigid temperatures, 
the attendance totaled 125. 

The party started with a “House of Friendship,” with 
Dan A. MacDougall, Stationers Loose Leaf Company, 
as host. He was assisted by Kenney Pendergast, George 
E. Baird & Son. 

A delicious turkey and ham dinner followed, after 
which there were a five-act floor show and dancing. 

Everyone who attended donated two cans of food 
to be distributed to charity. 

A highlight of the party was a long distance call 
from Jack Berry, president of the Northwest Travelers 
Club. He extended cordial greetings of the season to 
all Midwest travelers and Eighth District dealers on 
behalf of the Northwest Travelers Club. Thanks Jack. 

Out-of-town guests who were at the gathering in- 
cluded Mr. and Mrs. Vic Agee, Midland Stationery & 
Supply Company, Jefferson City, Mo.; Mr. and Mrs. 
Dick Fuller, Smead Manufacturing Company; Barrett 
K. Mitchell, Invincible Metal Furniture Company; 
William A. (Bill) Frohle, Boorum & Pease Company; 
Mr. and Mrs. George T. Wall, Lincoln, Nebr.; Owen W. 
Doss, Associated Stationers Supply Company; Harry W. 
Lynn, sales manager, Esterbrook Pen Company; Roy L. 
Wood, assistant sales manager, Esterbrook Pen Com- 
pany, and president of the club. 

Mrs. A. J. (Peg) Rader, Rader Office Equipment 
Company, Omaha, Nebr., who had planned to join the 
party was kept at home by a 15-inch snowfall in 
Omaha on the preceding night. 

Ray Baldwin, Gallup Map & Stationery Company, 
and president of Kansas City Stationers Association 
conveyed the regrets of Governor Fred E. Pfaff for not 
being able to attend. 

The dealers and travelers committees who con- 
tributed to the success of the party were Paul Baird, 
chairman of the dealers, George E. Baird & Son; 
Howard Hendricks, Allen Marking Products; Ray Bald- 
win, Gallup Map & Stationery Company; Kenney 
Pendergast, George E. Baird & Son; Tom (Tot) Seward, 
chairman of the travelers, Speed Products Company; 
George Rocker, W. H. Gunlocke Chair Company; Lee 
(Gabby) Gamel, Bates Manufacturing Company; A. F. 
(Heinie) Sengbusch, manufacturers’ representative; 
Dan A. MacDougall, Stationers Loose Leaf Company, 
and Dave (Tufide) Neuhaus, manufacturers’ repre- 
sentative. 

* * - 

S. C. McKee, Cramer Posture Chair Company and 
Hedges Manufacturing Company, is at home in Louis- 
burg, Kans., recuperating from a recent operation. 
Our sincere wishes for a rapid recovery. 

” a * 

The presence of Mr. and Mrs. Homer Lay of Duke, 
Inc., Wichita, Kans., was missed at the recent Kansas 
City Stationers and Midwest Travelers Christmas 
party. We are wondering if the inclement weather 
prevented them attending, as we understand they had 
made plans to be there. 


+ ” * 


Mrs. Maurice F. Mann, wife of “Maury” Mann of 
Sanford Ink Company fame, recently underwent a 
very serious operation. She is now at home recuperat- 
ing. All Midwest travelers extend their best wishes for 
a speedy and complete recovery. 


> > * 
Art Pfister, Smead Manufacturing Company, enter- 
tained Paul and Peggy Baird and Dan and Enid Mac- 
Dougall at his lovely Aspen, Col., home during the 
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release valuable floor space 


protect vital business records 
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Microfilmin 





Microfilming is solving a lot of important prob- 
lems for all kinds of businesses. Burroughs offers 


superlative equipment, experienced installation 
saath tttt a sae assistance, and fast, efficient film processing. Get 


Boll c Howell | Burroughs | Modern microfilm equipment the space-saving, money-saving facts today from 

Re ' built by Bell & Howell, and sold the Burroughs man near you or write (on your busi- 
by Burroughs, is the finest obtain- 
able. It reflects Bell & Howell's 
acknowledged leadership in the 
field of precision instruments for 
fine photography. 





ness letterhead, please) Burroughs 
Adding Machine Company, Detroit 
32, Michigan. We'll send you a copy 
of the valuable booklet “Safeguard- 





ing Vital Records.” 





4 
WHEREVER THERE’S BUSINESS THERE’S Burroug S 
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‘‘Besmudged, Bothered and Bewildered,"’ is this secretary's os 
melancholy theme song. All too often, she’s come out the loser after * 
battling with smeary, old fashioned spirit duplicating carbons. & 
bus 

But there's a happy note in this cheerless dirge—because on 

eventually she’s bound to find out about 
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coated by a process that safeguards hands and clothing from smudges rlec 


and smears! And 
clear copies on long runs, too! 


ws 
0 toatl insures sharp, ver. 


Ask your boss or purchasing agent to 


u 
get some free samples of "protect-o coat 


available in flat sheets or master unit 
forms—plain or pre-printed. RIBBON & CARBON CO., Inc. nin; 


128 = Ave., -_ 1, WY. gra 
W 


Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBONS mar 
FACTORIES: Brooklyn, New York * Chicago, Illinois * Atlanta, Georgia 
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Christmas holidays, when Art taught them some of the 
fine points of skiing, hunting ana fishing. All escaped 
with no broken bones 
> > 7 
To the Florida guest list last fall were added the 


names of Dave C. Neuhaus; Bill Cromwell, Eaton Paper 
Company, and Mrs. Cromwell, and the Austin Water- 
burys of The Carter’s Ink Company 

* * . 

Tom Seward, Speed Products Company, and Mrs. 
Seward wert heard of enroute to Houston and 
Mobile by motor, for a short vacation 

> - > 

The Stationers Association of Greater St. Louis en- 
tertained at Christmas party on December 20, at 
Bevo Mill in St. Louis. After the traditional Christmas 
dinner Ray Brotherton, Graham-Pierce Stationery 
Company, East St. Louis, Ill., sang and later led the 
group singing of carols and other seasonal songs. 

Guests of h * were Mr. and Mrs. Joseph D. Landes 
of Schooley Printing and Stationery Company, Kansas 
City. They remained in town for a few days to visit at 
the home of Mr. and Mrs. I. Voda of the Wallace Pencil 
Company 
travelers arriving in Arkansas—be 
your speed as the state police have 

on a 55 m.p.h. speed limit. 

> om 


* 


Warning 
areful to 


racked aowl! 


A group of Kansas Citians have organized a new 
firm to locate in Nevada, Mo. Known as American 
Business Form Inc., this firm will print and dis- 
tribute throughout the United States various copy- 
righted busine forms, and will employ about 25 
persons with an annual payroll of approximately 
$78,000.00 

Included in the organization group is J. V. Wilcox, 
president of the Schooley Printing & Stationery Com- 
pany, who will be president of the new company. Oper- 


ations were ed about November 15. Schooley will 
distribute these products in the Kansas City area. The 


manager of this business is Norman R. Van Hooser of 
Kansas City veteran employee of the Schooley firm 
- 2 ~ 
R. O. Beamus Office Supply Company of Oklahoma 
City recently moved to a new location at 711 N. Broad- 
way, where it occupies much more spacious quarters 
for both office supplies and office furniture. 


Ed Bigby, formerly with the Southwestern Stationery 
& Bank Supply of Lawton, Okla., has purchased the 
isiness of George & George at Enid, Okla., and is 

under the new name of National 
k Supply Company 

> - - 


pen for Dusines 


Stationery & Bal 


Russell Martin, representative of Southwest Sta- 
tionery & Bank Supply of Ponca City, Okla., has moved 

Amarillo, Tex., to take over active management of 
in the Panhandle country. 


Miss Mary Jo Latsch, the attractive daughter of 
Mr. and Mrs. R. D. Latsch of Lincoln, Nebr., was mar- 
ried on November 16 in Lincoln to Richard S. Miles, 
also of Lincoln. Mr. Miles is a graduate of the Uni- 
versity of Neb! as is Miss Latsch 

Miss Latsch is quite well known in this industry 
for her talent advertising and sales promotion, 
having won several awards for attractive displays and 
uivertising pieces while she was in charge of that de- 
partment at Latsch Bros. store in Lincoln. 

> > - 

Mr. and Mrs. John Ford, Jr. of Omaha spent several 
weeks before Christmas planning a trip to Fort Ben- 
ning, Ga., to their daughter and son-in-law and 
granddaughte! iring the holidays 

. > . 

We are glad report signs of improvement in the 
‘ondition of health of Walter Weihe, office furniture 
Adams Company in St. Louis, who 

for quite some time. His older 


manager for 8S. G 


nas peen seri 
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Stee! Base Adjustable 
Drafting Tables with 
Selected Soft Wood 
Tops made in 4 stand- 
ard sizes. 


Sectional Planmaster 
Filing Cabinet in Sta- 
cor's exclusive ‘‘All- 
Purpose” design made 
in 5 and 3 drawer units 
—in 3 standard sizes. 


The most durable steel construction, the most prac- 
tical modern design, the most economical in cost... . 
that's STACOR, the drafting room equipment which 
dealers find the easiest and most profitable to sell. 


You'll get the BEST sales results when you feature draft- 
ing equipment in STEEL by STACOR/ 


Write today for illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
770 East New York Ave., Brooklyn 3, N.Y. 
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1 Complete Customer 
SATISFACTION 


2 Protect Business 


REPUTATION 
3 Every Guarantee of 


FUTURE PROFITS 


Remember. . 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 









































DARNELL CORP LTD 
LONG BEACH 4 CALIFORNIA 


60 WALKER ST. NEW YORK 13.N Y 
36 N. CLINTON CHICAGO 6 ILL 
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one of the founders in 1914 of The Kohlhaas Company, 
manufacturers of sorters and card systems in Chicago, 
died on December 4 after a brief illness. Mr. Thometz 
managed the business since its inception and was de- 
clared to be greatly responsible for the progress made 
during the past 37 years. 

Burial was in Channon, Ill., where Mr. Thometz was 
born on February 17, 1874. 

. oe . 

Sad news seems always to arrive in bunches. There 
recently came word of the passing of our old friend, 
Bob Thornhill of Kansas City, Mo., long a representa- 
tive in these parts for Joseph Dixon Crucible Company. 
Midwest Travelers and Eighth Region members send 
sincere sympathy to the bereaved family. 

Soon afterward came word of the passing of Mrs. 
Ralph Sleeper, wife of the manager of Office Supply & 
Equipment Company of Topeka, Kans. Her death fol- 
lowed a long illness. Ralph has long been a staunch 
friend of all Midwest Travelers and a loyal Eighth 
Region member, all of whom share his grief 

Other sad news was word of the passing of Bill 
Hogue, sales manager of The General Fireproofing 
Company, and while not of the Midwest or Eighth 
Region group he had a host of admiring friends here 
as well as everywhere else, all of whom extend sym- 
pathy to his bereaved family and business associates. 

Our neighboring Seventh:-Region was not without 
its sorrow. Herbert S. Fall, manager of Japs-Olsen 
Stationery Company, Minneapolis, and past governor 
of the Seventh Region, suffered the loss of his beloved 
wife in October. Herb numbers many old friends among 
our region and travelers’ groups, who send to him and 
his family our sincere sympathies 

Several months ago, Jay Willtrout, display manager 
of Farnham Stationery & School Supply Company, 
passed away following’ a siege of heart ailments. Jay 
was well known to the traveling fraternity, having 
spent more than 25 years as a member of the Farnham 
organization, first as manager of the Hennepin Ave. 
store and later as display manager. His windows were 
often used as examples of perfection by the local ad- 
vertising clubs and other business organizations. Our 
sincere sympathy to the Willtrout family and his 
business associates. 

> 7“ . 

Several Midwest Travelers moved in on Hutchinson, 
Kans., recently, including Tom Seward of Speed Prod- 
ucts Company, Joe Rock of Wilson-Jones Company, 
and Vie Lydon of the Milwaukee Chair Company and 
Leopold Desk Company. 

. 7. 7 

Bob Dishman, former manager of the office furniture 
department at Schooley’s, Kansas City, was a St. Louis 
visitor in November, having stopped off for a day 
with business acquaintances and old friends. Bob was 
still undecided as to his future plans and is still making 
his home in Kansas City, Mo. 

Other recent visitors to St. Louis were James J. 
O’Brien and Mr. and Mrs. Lee Gamel, who stopped 
for dinner at the home of Mr. and Mrs. I. Voda, and 
were joined there later by Mr. and Mrs. Moe Schwartz, 
Mr. Schwartz being the stationery manager of the 
Famous-Barr Department Store in St. Louis. Mr. 
O’Brien was enroute from his home in Tulsa to a sales 
meeting in New York for his firm, Boorman & Pease 
Company. 


. = * 

The Missourian Printing and Stationery Company of 
Cape Girardeau, Mo., opened its newly-remodeled store 
last October. Our congratulations to this firm for their 
steady progress and our best wishes for a continuance 
of same 


> > * 

The Elkins-Swyers Company of Springfield, Mo., un- 
der the direction of George Wilkerson, has remodeled 
a portion of its building, making a most attractive dis- 
play room 


- - - 


At the monthly meeting of the Stationers Association 
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Check these new improvements designed to boost your 
Copy-rite sales and profits: 


NEW STYLING... 
Modern, streamlined appearance greatly enhances the already 
big sales appeal of Copy-rite Liquid Duplicators. 


NEW AUTOMATIC MASTER LOCK... 
By merely turning handle in reverse you can open drum lock te 
receive master copy. Turning handle in operating direction auto- 
matically closes lock and secures master ready for operation. 


NEW RECEIVING TRAY DESIGN... 
Improved design and position of receiving tray provides better 
paper stacking. 


NEW IMPROVED PAPER GUIDES... 
Simplified method of positioning to accommodate various widths of 
paper stock. Better gripping of copy paper achieves more efficient 
paper feeding. 





le gives YOUs™" 


NEW 


NEW 


PROFIT 


FEATURES 


OPPORTUNITIES 


~ 

Now-—importont new features moke it easier 
than ever to sell Copy-rite Liquid Duplicators. 
Just tell your customer Sut these time-sav- 
ing, Money-saving impr ments p sll the 
outstanding regular features that h made 
Copy-rite so popular u'vem 5 sale! 
Rite-Copy supplies are « to se 0, since 
they insure the fines ng w always, 
with any type liquid or spirit dup ° 





& 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street 


Chicago 14, Illinois 
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of Greater St. Louis held in November, Fred Pierce of 
Graham-Pierce Company, East St. Louis, was program 
chairman for the evening and presented the presiding 
county judge of St. Clair County, Ill., who explained 
the efficiency of the new voting machines installed in 
East St. Louis and throughout his county. 

This proved to be a very interesting meeting and 
wound up with the announcement of a Christmas 
Party to be held by this association December 20 at 
the Bevo Mill in St. Louis for the entertainment of the 
members and their wives. 

> - > 

December saw the annual convention of the National 
School Service Institute at the Palmer House in Chi- 
cago, where manufacturers in that field installed room 
exhibits showing school supplies and equipment. At- 
tending from St. Louis were Messrs. Schmiederer and 
Baeppler of Buxton & Skinner Printing & Stationery 
Company, Russell Hadden of Blackwell Wielandy Com- 
pany, Frank Palmer of Levison Blythe Manufacturing 
Company, and Gene Stoltz of the New Indiana Chair 
Company 

MEET ME IN ST. LOUIS MARCH 20-21 FOR BIG 
EIGHTH REGION NSOEA CONVENTION, CHASE HO- 
TEL 

. > > 

Hotel reservation cards will be mailed soon to all 
members of Eighth Region and Midwest Travelers 
Club, and they should be filled in promptly and re- 
turned to Louis Blair, Blair Office Supply Company, 
3542 Lawton Ave., St. Louis, Mo. 





B-K-H Names Sales Representative 

The appointment of Sam E. Riggs as sales represen- 
tative has been announced by Bainbridge, Kimpton & 
Haupt, Inc. Mr. Riggs will be located in Chicago, where 
he has acted for some time as a manufacturers’ rep- 
resentative 

Headquarters for the showing of Bainbridge special- 
ties will be Suite 200, display floor, 343 S. Dearborn St., 
Chicago. These specialties will include Bainbridge 
Eazy-Vision lamps, Fiberok fibre baskets and recep- 
tacles, E-Z-Stac build-up desk trays, Merriam metal 
boxes, Bainbridge Hold-the-Phone, Bainbridge Rite-Fit 
chair cushions, New Dandy envelope sealers, Master 
Products equipment for loose leaf filing and Master 
punches 

In addition to presenting these Bainbridge special- 
tiles, Mr. Riggs will serve the trade in connection with 
the complete Bainbridge line of miscellaneous com- 
mercial stationery and office equipment items. 

Mr. Riggs will continue to sell the other lines he 
has represented prior to his appoinment by Bainbridge, 
Kimpton & Haupt, Inc 





“Mat” Matthews of Hall Lithographing Retires 

A. S. (Mat) Matthews, for 32 years with the Hall 
Lithographing Company, Topeka, Kans., retired at the 
end of 1951. He was office manager and manager of 
the stationery department 

He came to Topeka in 1920 under a special agree- 
ment with the Hall Company. 

Active in civic work, Mr. Matthews has been a mem- 
ber of the Topeka Press Club for 30 years. He is an 


enthusiastic thespian, having played a number of 
small parts during the past years in Topeka Civic 


Theater productior 





Lanston Monotype Appoints Manager 

Wallace A. Brennan, Jr., has been appointed manager 
of the Barrett division of Lanston Monotype Machine 
Company to succeed H. G. Wells, who is retiring after 
30 years of service with the company. 

Mr. Brennan has had extensive selling experience 
with the Allen-Wales division of National Cash Regis- 
ter Company 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


GRAYTONE 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadeiphie 3, Pa. 














B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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Meetings, Conventions, Dinners 
(Continued from page 66) 


NE W KING M ODE | $ vention at the Hotel Pfister, Milwaukee, Wis., April 
21-22 and of the many reservations already made. 

General Manager Burbank, a faithful attendant at 

this GLTC function, expressed his sincere gratitude to 

the club for its help in a year of NSOEA accomplish- 
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MORE BIG PLUS FEATURES... 
MAKES SELLING EASIER 
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Seen at GLTC Annual Christmas Party 


model 400 model 125 1. Harry Hoftherr, president of NOFA, Kendrick Office Furnit 
Co.; Bob Kane, Richard Best Pencil Co., committee member 

Here's everything you want in a chair...every- Ralph Maish, Dennison Mfg. Co., past chairman of NOS 
WwW Comfort thing your customers want. They’re best-sellers convention; Ed Hooper, Stuart-Hooper Co., president, Stationer 
Ciub of Chicago; Walter Wagner, University of Chicago Book 


and fast movers on any floor, because KING store, president of Illinois Booksellers & Stationers Assn. 
W Beauty chairs have more big selling features. B. J. Powell, A. W. Faber-Castell Pencil Co., Inc., co-chairman 
a= Ed Napp, Napp Office & School Supply Co., Manitowoc, Wi 
Each model in the KING chair line reflects governor Sixth District NSOEA; Harry Hoffman, Industrial Tape 
quality and craftsmanship in every detail... Corp., chairman; Ken Henderson, The Carter's Ink Co., presi 
dent of GLTC; Paul Burbank, general manager NSOEA. 
th ter. Pl f 4 . Ray J. Eichenlaub, Service Steel Products Corp., finance chai 
SENG CHEF. TIER ROW Ver Greutay sores ee man; Don Sharpe, Reyburn Mfg. Co., GLTC first vice-presiden 
W Economy profits in ‘52... with the KING chair line. Ken Reister, Minnesota Mining & Mfg. Co., GLTC second vi 
president; John Smythe, Geyer Publications, chairman of GLTG 


* All Model Posture Chairs Available with King Tilt-Back sales clinic; Wayne Mitchell, Hodgman Rubber Co., commi 
member. 


For Complete Details, Write Today for Price Christmas table decorations made especially for the party Bf 
Ray J. Eichenlaub. 


et end Now Evsivated Uereture. The gifts are packed up (to be taken to the Burbank School fe 
Crippled Children) by Nate Block, American Railway Expr 
Co., Bob Kane and B. J. Powell 


ments. He looked ahead to the 1952 convention @ 
NSOEA in Chicago and disclosed that the chairmal 
is to be Folger Fellowes, Bankers Box Company, an 
the co-chairman Glenn Chambers, The Weis Manufat 
turing Company. 

A surprise speaker at the meeting was the head @ 








W Durability 


plus nine remarkable features that makes 
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Cabind Harudwae 
National Lock 


is quality made... promptly available 
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@ Whether you make file cabinets, desks, Field proven through extensive use, it is | 
wardrobes, chairs, cash boxes or other right in appearance . . . right in durability | 
kinds of office equipment, NATIONAL ... right in price. Your inquiry will re- 
LOCK hardware is worth investigating. ceive our prompt attention. Write us today. 









These distinctive file cabinet 
or desk pulls are designed 
with simple good taste, as 
well as ruggedness, para- 
mount in mind. You also 








have many other handsome, 
durable NATIONAL LOCK 
pulls from which to choose. 


































sunt Label holders and pulls are 
iber stamped, die cast or molded 
SEA plastic .. . available in sever- 
~ al popular finishes. A wide 
300k 4 +s : 
selection of sizes and designs 

man is offered for your products. 
Wis 
Tape 
presi CO 
re LO zy Pin tumbler type file cabinet lock (at 
vice lef in several standard finishes. De- 
~ signed to! uf ed locking devices. Can be keyed and 

sterkeyed as required. Combination lock has bright 
yb ate I ind 40-number, black baked enamel 
tol inds of different dial settings possible. 
pres — —_ ie ous 

H . . ° c 
, Distinctive Hardware... NATIONAL LOCK 
- ALL FROM ] SOURCE COMPANY 
eal PULLS, LOCKS, LABEL HOLDERS, CASTERS, 
LOCKER HOOKS, HINGES, LIFT HANDLES... ROCKFORD ILLINOIS 
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CARBON 
PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS @ MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


CODO CARBON GRIPPER BACKING SHEET 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


spLITY , 
ov 


Codlo-MkG. CORP. © 


Factory: Coraopolis, Pa. 


564 W. Monroe St. 
Chicago 6, HL. 


401 Wood St. 
Pittsburgh 22, Pa. 


270 Lafayette St. 
New York 12, N.Y. 
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the Waitresses’ Union, Loretta Fox, who professed that 
“all of the GLTC boys are my sweethearts” dating back 
to the days when she was waitress at the Sherman 
Hotel and the GLTC met regularly there. 

With each attendant at the party contributing a 
toy for a boy or girl, hundreds of gifts were made 
available for the children at the Burbank School for 
Crippled Children. Several GLTC men who could not 
attend, including Hy Linden and George Alter, sent 
donations of money to Gordon Kickels for the purchase 
of toys. 

Party Chairman Harry Hoffman, Industrial Tape 
Corp., presided at the microphone for introduction of 
the head table guests including Harry Hoffherr, pres- 
ident of NOFA; Ed Hooper, president of the Stationers 
Club of Chicago, and Walter Wagner, president of the 
Illinois Booksellers & Stationers Association 

Helping Chairman Hoffman on the details of the 
successful party were B. J. Powell, A. W. Faber-Castell 
Pencil Company, Inc., as co-chairman, and committee 
members including Wayne Mitchell, Hodgman Rubber 
Company; Bob Kane, Richard Best Pencil Company, 
and Ray Eichenlaub, Service Steel Product Corpora- 
tion, treasurer of the affair. 

A unique part of the table decorations was the cen- 
terpiece of Santa Claus and his reindeers motif made 
by Mr. Eichenlaub. 

The good fellowship continued to late in the after- 
noon, many of the attendants remaining after the 
noon banquet 





Sharpe Elected President of GLTC 

The Great Lakes Travelers Club in annual business 
meeting on Friday, December 28, elected Don Sharpe, 
Reyburn Manufacturing Company, as the new presi- 
dent. This diligent worker for the club, formerly first 





GLTC Leaders... Shown after the election of new officers 
for Great Lakes Travelers Club in Chicago December 28 are: 
Ken Henderson, retiring president; Don Sharpe, president-elect; 
Bob Kane, treasurer-elect; B. J. Powell, re-elected secretary, and 
Ray Eichenlaub, perennial controller and financial advisor. 
Several of the newly-elected officers were not present when the 
picture was taken 


vice-president, succeeds Ken Henderson, The Carter's 
Ink Company, generalissimo of GLTC in a year of 
varied activity 

Other new officers chosen are 

First vice-president, Robert L. Reynell, Oxford Filing 
Supply Company, Inc. 

Second vice-president, Ken Reister, Minnesota Min- 
ing & Manufacturing Company. Succeeds himself 

Third vice-president, Roscoe Benge, Codo Manufac- 
turing Corporation 

Treasurer, Robert Kane, Richard Best Pencil Com- 
pany, Inc 

Secretary, B. J. Powell, A. W. Faber-Castell Pencil 
Company, Inc. Succeeds himself 

Assistant treasurer and controller, Ray J. Eichen- 
laub, Service Steel Products Corporation, succeeds him- 
self 

After Retiring President Henderson expressed his 
appreciation to the members for their efforts to make 
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SIZES—RULED 2 
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Street °* St. Lowis 2: 115 So. Sth St 
7. 310 W. Polk St. 
oom: 349 Broadway, New York |3 
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VARIETY OF 
COMBINATIONS OF 
CASH AND JOURNAL 

RULINGS 


No matter where they're opened, Standard 
B & P Columnar Ruled Books provide a flat 


writing surface, without the bothersome, 
time-wasting bulge along the binding. 


Other "Hidden Assets" include exception- 
ally high-quality, white,rag content ledger 
paper, which promotes clear, crisp figures; 
uniformity of rulings with guide lines that 
Simplify posting. Bound in finest book 
cloth, with warp-proof laminated boards. 


150 and 300 pages. 

















ta every mouth of 


the year / 







Products will make filing and 
finding easier, faster and surer 
for every one of your customers. And your alert 
salesmen will find applications for all these s 0 
recognized time and labor saving items as they Guide. Pale 
make their rounds day after day. One or all of 

these products can be used everywhere they call. 
When they fully realize the profit to themselves, 
to you and to your customers, they will make 
more sales every month of the year. 

Use your Demonstration Kits to show custom- 
ers how Guide-O-folders facilitate filing and 
finding. Better yet, let your customers discover 
for themselves how easy, fast, safe and effortless 
it is to file and find with Guide-O-folders. 
Make a determined effort to make filing and 
finding easier for every one of your customers 
this year. GUSSCO products enable you to do 
it. If you do not have our latest catalog, write 
for it today. 





FILING SUPPLIES 


In the GUSSCO Catalog you 
find a complete line of index 
cards, folders, guides, etc., for 
every standard filing system 
The line is priced to enable 
you to meet all competition 


Trademart 


TRANSFILE 





You get cooperation, not com Steel Front Fibre Board Files are reinforced by 
petition, when you sell 3 STYLES steel, so that all weight of the files, drawers 
GUSSCO filing supplies and contents is sur ported on steel No shelving 
13 SIZES cost. TRANSFILE Files can be stacked hight 

and wide 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET St a Ae 0°) GE Pe, en 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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ion successful, the newly-elected head 
Sharpe, announced two committees. 


his administ 
ol the club. Don 
They are 

Fraternal—B. J 
Allen, America! 


Powell, chairman; A. M. “Benny” 
Lead Pencil Company, co-chairman; 
Harry Hoffman, Industrial Tape Corporation; Ken 
Reister and Folger Fellowes, Bankers Box Company. 

Auditing—Ray Eichenlaub, chairman; Herb Walsh, 
Ace Fastener Corporation, co-chairman, and Gordon L. 
Kickels, C. L. Barkley & Company 

The club accepted as new members Jack Keefe, Jr., 
and Kenneth R. Baker of Shepherd Chair Company, 
and Harry Shook, Jr., Sanford Ink Company. 





Underwood Conducts Los Angeles Meeting 


E. T. Waters, national supply manager for the 
Underwood Corporation, New York City, was in Los 
Angeles, Calif.. in December and conducted sales 
meetings at the Los Angeles Athletic Club on the 18th 
and 19th. All-day meetings were held with luncheon 
each day 

The session vere attended by branch managers, 


division managers and supply salesmen from the Los 





Underwood Sales Meeting in Los Angeles 


Angeles region. E. C 
San Diego, Calif., 
Shown in atten 
) right) are 
FIRST ROW—R. A. Lenker, branch manager, Wil- 
hire; L. H. Ebersole, supply salesman and branch 
Santa Barbara; S. D. Cox, supply salesman 
ind branch manager, Ventura; E. C. Barnard, regional 
manager, San Diego; H. F. Wagoner, supply division 
Los Ang W. C. Kalbfleisch, district supply 


Barnard, regional manager from 
was also present. 


lance (accompanying picture, left 


nanager 


manager, eles; 


manager, San Francisco: E. T. Waters, national sales 
manager, supply division, New York City; Alfred Jen- 
sen, regional manager, Los Angeles. 

SECOND ROW—W. E. Anderson, branch manager, 
Glendale; T. L. Sloat, typewriter division manager, 


Los An geles; L. F. Messenger, D. C. Schubert, E. R. 


Hoskins, C. E. Carlton, Jr., J. J. Ainsa, and A. R. Wink- 
ess, ae salesmen 

THIRD ROW—M. R. Gordon, wholesale portable 
representative, Los Angeles; W. O. Bryant, Adding 
machit e divisi nanager, Los Angeles, and T. H. 
Spencer, acci machine division manager, Los 
Angeles 





NOMA Prepares for San Francisco Event 
The National Office Management Association an- 
requests for space have been made 


In connection with the 


- 


iounces tnat 


“All Purpose” Business Show. 

This is to be a feature of NOMA’s 33rd International 
Conference in San Francisco, Calif., May 18-21. 

It is assert hat the Business Show, to be staged 

n San Franci Civic Auditorium, “will surpass all 


accomplishme! to this time.” 


Genera onference headquarters will be in the 
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OLD HIGINBOTHAM ASKED FOR A 
LIFE SENTENCE AS SOON AS HE 
GOT HIS BARCALO EXECUTIVE 
RECLINING CHAIR ! 









Ske Barcalo Executive Reclining Chair is so 
comfortable you have to sit in it to believe it! 
“Sit down”. 


That means your only sales talk is 
The chair does the rest. 


features give the 
Scientific Reclining 


Patented “Floating Comfort” 
body firm, buoyant support. 
Action adjusts instantly to any position the body 
desires . . . from sitting to reclining . .. with no 
knobs or gadgets to set. Many doctors recommend 
the Barcalo Executive Reclining Chair because it 
helps take the strain off the heart, eases tired 
muscles, and refreshes the nerves. 


Another strong selling feature is the Barcalo Execu- 
tive Reclining Chair’s appearance. It looks like a 
chair .. . a handsome addition to any office, board 


room or home. 
Start practicing your “Sit down”. You've got a 
rich market to exploit, wherever you are! 


THE ONLY RECLINING 





—s 
CHAIR MADE WITH ah 
PATENTED 
FLOATING COMFORT” 
FEATURES READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo7, New York 


131 
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MARSHALL FIELD SCO _ 
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QRARE HOTEL ; 
DILLON & CO 
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AMERICAN TIN CO. 
CAN BUG CO 
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Patent No 


do more than make a sale. 
to the filing efficiency of another busi 


clear plastic tab angled for greater visi 
standing feature. Send for illustrated 
literature. 


Established 1921 


| L. L. BARRLEY 












2248355-D 128118 


EVERY ‘TiME you sell the FINDIT Filing System, you 


You make a real contribution 


The 


ness office. 


FINDIT Filing System provides packaged filing efficiency 
ready to make “filing and finding” effortless. The erystal 


bility is an out- 


& CU. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chic 
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to use a 


Fairmount Hotel but it will be necessary 
number of other hotels to house delegates. 

The following companies have applied for 85% of 
the total exhibit space available: 








Acme Visible Records, Inc The McBee Co } 
Addressograph-Multigraph Corp Metal Office Furniture C¢ ; 
Art Metal Construction Co Miles Reproducer Ceé Inc 
Bankers Box Company Monroe Calculating Machine Co t 
Charles Bruning Co., In Mosler Safe Co ; 
Burroughs Adding Machine Co National Blank Book Co : 
Chart-Pak, In National Cash Register Co ; 
Clary Multiplier Corp Office Management and Equipment J 
Columbia Ribbon & Carbon Mfg.Office Publications Company ' 

Co Olivetti Corp. of America : 
Commercial Controls Corp Peirce Wire Recorder Corp ; 
Ralph C. Coxhead Corp Pitney Bowes, In¢ ' 
Cramer Posture Chair C¢ Remington Rand In 
4. B. Dick Co Rite-Line Corporation 
Dictaphone (¢ Rockwell-Barnes C« 

bold, In Safeguard Corporatior 
o, Inc Sect Steel Equipment Corp 

I mas A. Edison, Ine The Soundscriber Cory 
The Esterbrook Pen Co Standard Manifold Co 
cx uton In Thomas Mechanical Collator Cory 
Friden Calculating Machine Co riffany Stand Co 
General Fireproofing Co. The Todd Co., Ine 
The Globe-Wernicke Co Ur rwood Corp 
Gray Manufacturing Co Vic dding Machine Co 
Charles R. Hadley Co. VISIrecord, In 
rhe Haloid Co Wassell Organizatior Ink 
International Business MachinesWheeldex Manufacturing Corp 

Corp W Office Furniture Institute 
LeFebure ¢ Yaw an and Erbe Mfg. Co 
Master Addresser C« 





Central New York O.E.D. Meets in Utica 


The Central New York Office Equipment Dealers | 
Association held its annual dinner at the Hotel Utica, 
Utica, N. Y., on December 5. More than 70 dealers and 
manufacturers representatives downed a hearty meal 
of roast beef with all the trimmings. It was certainly} 
interesting, and possibly unique, that there were more 
dealers present than there were manufacturers and! 
their representatives. i 

Vernon R. Evans, Vernon R. Evans Company, Utica, } 
N. Y., governor of the Second Region of NSOEA, served | 
the group as toastmaster. He presented a warm wel-} 
come to the diners and proceeded to introduce those} 
at the head table: president of the association, Jack } 
Kennedy, Utica Office Supply Company, Utica, N. Y.;} 
past presidents, Walter S. Purvis, Utica, N. Y.; Ralph} 
B. Pfleeger, Pfleeger Business Equipment, Inc., Utica, } 
N. Y., and Alfred A. Preston, Utica Office Supply Com-| 
pany, Inc., Utica, N. Y.; vice-governor of Second Re- 
gion, George J. Schmieg, Syracuse Office Equipment 
Corporation, Syracuse, N. Y.; George C. Wheeler, OFFIcz 
APPLIANCES; president of the Empire State Travelers 
Club, Sidney Croke, National Blank Book Company. 

Demonstrating how versatile office equipment folks 
are, Bud Preston, Utica Office Supply Company, Inc. 
a member of the Barber Shop Quartet, “The Pitch 
Pipers,” entertained the other three members with 
several renditions which were loudly acclaimed. The 
“Pitch Pipers” gained third place prize in the state- 
wide barber shop quartet competition last year. They 
were very good. 

The toastmaster then introduced L. R. Addington, 
Art Metal Construction Company, vice chairman of 
Manufacturer’s Division, NSOEA, who voiced the opin- 
ion that a gathering of this group was a credit to the 
industry. He emphasized the necessity for manufac- 
turers and dealers to labor together so that they might 
grow together. 

He complimented the association for the fine job it 
is doing in its own territory and closed with a sincere} 
wish for continued success. j 

Walter H. Miller, Otto Ulbrich Company, Inc., Buf-} 
falo, N. Y., vice-chairman of the distributors’ division 
NSOEA, thanked those present for their co-operation 
which did much to make his two years as governor of 
District 2 so happy and so successful. 

In his own unique and purposeful manner he illus- 
trated the cumulative effect of many people working 
together toward a common goal. He said if just two 
people can get together and exchange an idea, each 
has two ideas. Further, in meeting together mutual 
understanding and respect is born and nurtured. 

He related a number of ideas used successfully by the 
local association in Buffalo as illustration of the ave 
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For construction features that attract customers 


let's bring up “REINFORCEMENTS” 


Users of metal office furniture have a right to expec: 
efficiency, comfort, economy and eye-appeal . . . and they 
get them all by insisting on INVINCIBLE. But Invincible 
also assures the all-important factors of STRENGTH and 
DURABILITY, through extra rugged construction as 


shown in the drawing at the right. Note how a 30” desk 


top is reinforced by 3 big box channels plus the 2 angle 
rims at the edges for a total of 5 supporting members. 
A 36” top has 5 box channels and 2 angle rims for a 
total of 7 sturdy supports. Each desk slide also has a 


rugged box channel support. Each desk island has 2 sup- 


porting box channels which combine the strength of 
the island intermembers with the vertical reinforcements 
shown at the side of the pedestal. Because these rein- 
forcements are placed on both sides of each pedestal, any 
shocks resulting from dropping or rough handling are 
absorbed through the entire framework of the desk. For 
detailed information on other distinctive features which 
convince users that Invincible equipment is a wise invest- 


ment ‘for better business living”—write the factory direct. 


INVINCIBLE METAL FURNITURE 
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Commercial Office Equipment 
“FOR BETTER BUSINESS LIVING” 


cO. = MANITOWOC, WISCONSIN 
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JUSTRITE PACKING LIST 
ENVELOPES 


30-30-30 ASPHALT LAMINATED 


WEATHER PROOF—WATER RESISTANT 
* 


PROTECTION AGAINST 
CHEMICALS & GREASE 


PROTECTS IMPORTANT SHIPPING PAPERS 
FROM RAIN, SNOW OR SLEET 


Assures the safe arrival of ship- 
ping papers in first class condi- 
tion. Can be furnished with 
eyelets in each corner for tack- 
ing to shipping cases. For wiring 
to bundles or machine parts, 
you can order them with one 
eyelet in bottom flap. Available 
from stock in nine sizes. Other 
sizes made to order. 


Samples and prices on request. 





NO TATES 


Envelope Company 


- ly - » A 
’ (rite Liane 


. he is 
© case ets 


CAICAG $7. PAUL 
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nues down which this association might travel. In 
closing, Mr. Miller emphasized the importance of giv- 
ing in order to receive. 

Governor Evans announced the regional meeting of 
the Second Region June 19 and 20, 1952, at Coopers- 
town, N. Y., urging all to attend. He promised a sur- 
prise for those who arrived early. He also offered the 
services of the governor’s office to assist local groups 
in the formation and conduct of their affairs 

Paul E. Burbank, NSOEA, was then acknowledged by 
a rising round of applause. He stated his pleasure in 
having opportunity to be with the group. He said ours 
was a great industry in which our business associates 
were also our personal friends. 

He told the group he was greatly disturbed by the 
small knowledge of our business which men in high 
governmental authority actually had. While we in the 
industry knew what an important part of the economy 
the stationery and office equipment business was, the 
information available to government was totally in- 
adequate. To obtain such information NSOEA retained 
the services of R. D. Cies, business and research con- 
sultant. 

The results of the investigations were presented for 
the first time at the convention in Chicago last year 
under the title of “Main Street, U. S. A.” 

Maintaining the present economic machinery, Mr. 
Burbank added, is a challenge to all people in all in- 
dustry. “The day is coming when we are going to have 
to sell a lot of merchandise because there will be a lot 
of merchandise to sell. Success in that coming era 
will depend on our salesmen and to a large extent on 
how we train them now. America’s economy could be 
kept strong only by men who sell.” 

His closing remarks reminded his listeners that they 
were the last and only group of individual merchants 
left in our present day. They represent an outstanding 
example of the success of the type of merchant which 
helped build America. 

The meeting adjourned for the usual get-together 
for the remainder of the evening 





18 Honored by Boston Stationers 


The Boston Stationers Association in its meeting on 
December 3 at the Hotel Puritan in Boston observed 
Golden Tribute Night, an occasion highlighted by the 
presentation of testimonial certificates to 18 who have 
reached the 50th year of service in the industry. 

Observance of this long-standing custom of the 
Boston group drew an attendance of 179. Arthur L. 
King, Ward’s Stationers, served as chairman for the 
occasion 

The 50-year service awards went to the following: 

Harry J. Lamb, L. E. Muran Company 

Ralph A. Stevens, Thos. Groom Company 

John E. Scollin, Thos. Groom Company 

H. Brooks Crosby, Thorp & Martin Company 

J. Frank Dunleavy, The Dunleavy Company 

William J. Driscoll, The Carter’s Ink Company 

Charles J. Burns, Thorp & Martin Company 

James T. Towhill, James T. Towhill Company 

Herbert A. Sweatt, G. C. Prince Company 


Malcolm G. Little, Dennison Manufacturing Com- } 


pany. 

Selden W. George, Industrial Stationery Company 

Edgar M. Berry, Loring, Short & Harmon 

William H. Bigglestone, American Blank Book Com- 
pany. 

Leslie W. Beckwith, L. W. Beckwith Company 

John Wesley Vivian, Cook Vivian Company 

W. Edwin Porter, Cook Vivian Company 

George W. Andrews, Cook Vivian Company 

Everett E. Andrews, L. E. Muran Company 

In his remarks, Chairman King declared, “Tonight 
we are going to pause a while and reflect upon the 
long and outstanding service of 18 men of. this 
trade. : 

“Each has reached his 50th milestone in the sta- 
tionery business, and yet where could we find a ruddier 
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Why thes superb furniture 


on “yy 99 / t] / 
- . » ¢ ) 
ed sells BEFORE (7/0 AFTER [/l€ SCLC... 
he 
ive 
he H designed Thomas Furniture covered with rich, glowing Kalistron* has 
L selling power: It starts selling the minute it hits your sales floor. And the same 
he eauty and durability bring profitable repeat business. 
\o verlasting, “ever-selling” beauty is due to the fact that Kalistron’s choice decorator 
ised to underside of extra strength Vinylite. Nothing can touch this 
irface ...so Kalistron’s beauty STAYS new-looking . . . always. Scuff, scratch, 
ron... it never shows wear; won't chip, peel 
rack ... waterproof, yet cleaned easily with a damp cloth. 
FIND OU TL NOW about the many sales-making plusses you get in 
s Furniture covered with Kalistron. SEND COUPON TODAY. It brings you 
FR ' File proof test (includes Kalistron sample plus nail-file) and complete data. 
m- 
@ SEND FOR FREE ‘’NAIL-FILE’’ PROOF TEST 
Thomas Furniture Company, Dept. T-14 
High Point, North Carolina 
Please send me FREE nail-file test (sample of Kalistron and 
actual nail-file) and other information 
zhi 
he NAMI = 
his ' 
lLa- ADDRESS 
ler : 
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@ You'll more chairs, 


better chairs, if you feature pos- 


sell 





ture-fitting styles with Seng Syncro- 
Tilt Office Chairs 
which are Seng Equipped promise dol- 


Action Control. 


lars-and-cents benefits in improved 


working comfort and efficiency. 


Progress in seating comfort starts with SENG Precision Built 
Syncro = Tilt Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That's why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 
executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 


Te SEM Comaany 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


WORLD'S LARGEST SPECIALISTS 
N FURNITURE HARDWARE 


| - 





| season’s greetings and best wishes for a splendid par 
' 





or healthier group of men? Their combined years of 
experience would total more than 1,000 years. 
“When these men began their careers such com- 
monplace articles today as looseleaf devices, visible 
record equipment, the vertical filing cabinet or the 
office machines were unthought of.” | 
In addition to the presentations, this meeting was 
also the occasion of the annual Christmas party. There 
was music and fun for all in the spirit of the season. 
Announcement was made of the January meeting 
and plans for the annual banquet to be held at the - 
Hotel Somerset on February 6. 











New York OED Celebrates 21st Year 


More than 190 members with their wives, gues 
employees and manufacturers’ representatives assem 
bled for the 21st birthday dinner party of the Office 
Equipment Dealers of New York. It was held on Mon 
day evening, December 10, in the Baroque Room ¢ 
the Brass Rail Restaurant, New York, N. Y. 

The Yuletide holiday spirit prevailed and a festi 
occasion it was from start to finish with music, sing 
ing, entertainment and good fellowship the order gq 
the evening. 

Preceding the gala affair a reception and cocktaf 
party was held in the lounge adjoining the Barog 
room. 

At the close of a delicious roast beef dinner, Presi 
dent Ben Itkin, Itkin Brothers, Inc., New York Ci 
extended a hearty welcome to all who had come 
participate in the celebration of OED’s 21st birthda 
He distributed gifts donated by the following firms 
Smo-King Products, Sainberg & Co., Inc., Emory Blum 
Artistic Lamp Company, Art Steel Sales Corp., Brigh 
Chair Co., Inc., Allied Lamp Manufacturing Co., 
Globe-Wernicke Co., Gift Craft Leather Co., Co 
Steel Equipment Co., Inc., Lightolier, Inc., Smokade 
Manufacturing Co., Inc., and McDonald Products Cor 
poration. 

The fortunate recipients were: Mrs. Ed. Steinbrook 
Macey-Fowler, Inc., New York, N. Y.; Arthur Ehrlich 
Charles S. Nathan, Inc., New York, N. Y.; Ja 
Beckerle, Macey-Fowler, Inc.; Mrs. L. Aaronson, Offi¢ 
Furniture Warehouse Co.; L. Frank, Itkin Brothe 
Inc., New York City; William Smith, Charles S. Nathan 
Inc., New York, N. Y.; Mrs. Arthur Ehrlich, Charle 
S. Nathan, Inc., New York, N. Y.; Mrs. Henry Wexlef 
Embassy Office Furniture Co., New York, N. Y.; Mrs 
Arthur Gordon, Arthur Gordon Associates; Mrs. Irv 
ing Gibson, Inc.; Fred McKenna, Regan Furnit 
Corp., New York, N. Y.; Mrs. J. S. Ordover, Gift Cre 
Leather Co., and Mrs. Dan Waldner, D. Waldner Ca 
Inc., Mineola, Long Island, New York. 

An excellent floor show was then presented con 
sisting of a variety of acts both entertaining an 
highly amusing. 







































Penn-Mar-Va Holds Christmas Party 
The Penn-Mar-Va Travelers Club observed th@ 
Christmas season at the party held on Tuesday eve- 







ning, December 18, at the Riverton Country Clup, 
Riverton, N. J 
Despite the inclement weather and icy roads, 





= 


goodly crowd was on hand by 7 p.m. to partake of 
freshments during an hour of good fellowship whe 
old and new friends and acquaintances exchange 
seasonal greetings. 

Promptly at eight, the jolly group sat down to 
roast beef dinner served to the accompaniment ¢ 
pleasant music. President Taylor B. Kellogg, C. Ho 
ard Hunt Pen Company, extended season’s greeti 
and good wishes and announced that no speec 
would be made. He then called upon Richard 
Graff, The Esterbrook Pen Company, who read a tel 
gram from Earl H. Prentzel, Speed Products Com 
pany, Inc., and Harry Tehan, Jr., both of whom sei 
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President Kellogg then called attention to a tak 
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COLE’S new INVENTION 


| Dial Locks cH [ 
| 4 AUWEIE wutematicaly 


Used in 
Government 
Offices 


Used for 
Top Secret Work 
in Many Plants 





Your records are as safe in Cole's ‘DOUBLE SAFEGUARD" 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade *'A"’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 
last a lifetime. 


No. in 06” 


FOUR DRAWER FILES 
No. Wide High Deep pan! 


1004Y .. Letter Size..14%" 51%” 28%” $106.90 
8004Y..Legal Size..17%" 51%" 28%" 118.75 


at 
Grained Walnut, Mahogany or Knotty Pine finish, $15.00 additional 
or. : 
7S oh pape 
1 = 

or Gray 


1002Y .. Letter Size..14%" 30%" 28%" $ 79.50 
8002Y .. Legal Size..17%" 30%" 28%" 84.75 
. Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 


Prices slightly higher in Zone |! and Zone III 


COLE ae Oe ae ae ee ee a ee ee On ee ef 
VAs toMe ilelelkiolame Wasalelee New York 17, N. Y 











TWO DRAWER FILES 
No. Wide High Deep 











EQUIPMENT 


f d 
No. 470PL $62.15 


No. 478 


$79°° 


With lock 
for drawer 


° raw . 
No. 478PL $81.00 


$360 
Capacity 
1600 cards 


3200 cards ' 


COLE STEEL EQUIPMENT COMPANY ( 
285 Madison Avenue, New York 17, N. Y 
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CULE STEEL EQUIPMENT 





' No. 54261 


494% 
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PRONTO STORAGE FILES 


for less active records 


Letter Size $355 


OTHER SIZES AND PRICES Legal Size $435 
BRE BOARD STEEL “| 


| 
DRAWER FRONT _DRAWER FRONT Check Size $4 


Inside Dimensions 


tw a 
SUGGESTED USES File PRICE 


enath 


PRICE 


Single Corton No Single Corton 


aes sna | ini. 944s. gags | STURDY CONSTRUCTION — Prontos are buil 
345 3.35 | 1210S.. .. 425 | 275-lb. test corrugated fibre board and 
o a yoy He - oa | forced with steel on the shell and the four ce 
3.50 3.40 | (08L.. 4.25.. 415 | of the drawers. 


108M . .. 4.05 

SAVE FLOOR SPACE — Constructed so that 
Pths + Bes ae i ‘ . . . . 
04... ** 385 interlock into solid units and stack as highs 
IMie *s °° 2 the ceiling, saving valuable floor space. 


2.85 

LOCATE YOUR RECORDS EASILY — No more 
of fussing and fuming. With Pronto files you 
get at all records just as easily as in your reg 
active files. 

BEAUTIFUL APPEARANCE — Pronto files are bes 
tiful in appearance, finished in an attractive ¢ 
| green. The steel drawer front matches your 
pvable divider partitions, {Packed 6 to @ carton—aill others 12 to a carton. } ar active office files. 


Form 1158E Prices Slightly Higher in Texas ado and West of Rockies 


PRONTO FILE CORPORATION 


285 Madison Avenue New York 17, N. Y. 
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BUILD SALES. PROFITS... with APSCO'S 
6 S7AR SCHOOL PROMOTION! 













NEW DEXTER No. 3 


The perfect sharpener for school use. Rugged all-steel 
construction. Famous Apsco cutters. Point adjuster 
and stop. Other models: Dandy, Chicago Deluxe 
Model 51, Giant Deluxe Model 51, and Premier 
Deluxe Model 51. 














2/2. TIMES AS MANY POINTS!* 









This is the story we're telling the 
schools. And this is the story that will 
help you register more pencil sharp- 





MEW SALES PORTFOLIOS! 










ener sales during 1952. Tests by inde- 
pendent laboratories prove that 
Apscos sharpen 24 times as many 
points, more points per pencil, and 







Most powerful pencil sharpener sales 
aid ever developed. Contains com- 
plete sales story to help you sell 
schools easier, faster. Has catalog 






















save up to 70% of cutter replace- 
ment costs 


sheets on each Apsco model, colorful 
sales literature, valuable service bulle- 
tins and many other sales aids. Avail- 
able to Apsco dealers free of charge. 














es Testing Co., Teste Nos. 89388 and E-756 
Testing Laboratory, File No. 32999.1 


NATIONAL ADVERTISING! 
2M FACTORY SALESMEN HELP YOU SELL! 


School officials will be bombarded 
with Apsco's powerful “244 Times” , 































During Apsco’s 6-star school promo- - 
j ry & Apse P story. Full-page advertisements in 
built tion, Apsco factory-trained salesmen * — 
' At ne : ; Nation's Schools, Catholic School 
nd rei will call on key school accounts for . ; 
} ' L nan ‘Siena’ enone den “0 Ghee” Journal and School Executive and ; 
’ CONES 2 gis yh School Equipment News will pre-sell 
' story and pave the way for bigger $e: 
' ea a hing ves gees the schools for you! Inquiries are 
“i pencil sharpener business for you os ' 
all ty . lurine 1952 referred to you! 
high 
} 
re SEE YOUR APSCO REPRESENTATIVE TODAY! 
SURE-FIRE SALES AIDS! oe , vena | 
Y Cash in on this powerful spring promotion by tying- 
 regy Whatever you want, we've got in with Apsco’s sales-building school program. { 
it! Spectacular motion dis- Don’t miss this profit-making opportunity. See your 
e bea plays, colorful window dis- Apsco representative, or write factory for complete 
“0 old plays, counter cards, circulars, information. Act today! | 
r rom catalog pages, service bulletins, i 
. newspaper mats and many AUTOMATIC PENCIL SHARPENER CO. | 
ywther sales aids are available 336 No. Foothill Road, Beverly Hills, California 
to help you increase your pen- ROCKFORD, ILLINOIS * TORONTO, CANADA 
cil sharpener business during 





1952 


(7 COSTS LESS...70 SELL THE BEST / 
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TRUST COMPANY 


Exclusive 


Master-Craft Dealers 








E NUMBERS 





NEW 
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Kopt-Spot is a unique method 
of making two or more clear, 
sharp copies of business 
forms. Master-Craft dealers 
are making more profits by 
selling tax bills, note notices, 
payroll checks, trust tickets, 
requisitions and many other 














multiple-copy forms. Only \ 
Kopi-Spot is permanent, \ 
clean to handle and has _\ 
uniform copying qualities. 


Master-Craft Franchise Is Worth Asking For... 


Master-Craft's emblem of loose-leaf 
quality on every package, on dealers’ 
store windows and counters represents a 
combination of — (1) The highest qual- 
ity staple merchandise, (2) Profitable 
fast-selling loose-leaf specialties, and (3) 
Exclusive territory rights with 100% 
protection on repeat business. 

During this difficult period our first 


responsibility is to our present estab- 
lished dealers. We help repay their 
loyalty to us by serving them first. The 


acceptance of new dealers depends upon 
our ability to increase production beyond 
the needs of present dealers. Ask now, 
about the Master-Craft Seven Point Extra- 
Profit Franchise. It may now be avail- 


able in your city. /t’s worth asking for. 






MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER 
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stacked with bundles and expressed his appreciation 
and gave thanks to those who had brought toys to be 
distributed to unfortunate and needy children confined 
in the Children’s Heart Hospital on Christmas Day. 

Good music was furnished by “The Melody Four” 
orchestra of Riverton, N. J., for those who cared to 
dance between courses and for the balance of the eve- 
ning. Entertainment was furnished by talented mem- 
bers of the orchestra and by Joseph Moorse, an en- 
tertaining waiter who provoked much laughter. 

The entertainment committee responsible for a fine 
affair was: Chairman William D. McCully, S. E. & M. 
Vernon, Inc.; Richard M. Graff, Esterbrook Pen Com- 
pany; James W. Curran, Eagle Pencil Company, and 
R A. Williams, manufacturers’ representative. 





Northwest Travelers Hold Yule Party 

A hunk of mistletoe half as big as Larry Goodhand, 
and 15 very beautiful ladies, made the Northwest 
Travelers Club Christmas Party a colorful affair on 
December 13 at the Commerce Club in Minneapolis. 

The private dining room, where the Travelers meet 
on the last Sat of each month for a little get-to- 
vether luncheon, was graced with decorations high- 
lighted by a hu poinsetta on the head table. 

The following members, accompanied by their wives, 
were present 

Ray Johnson, Harold Hoffman, Al Collatz, Arnold 
Berglund, Harry Bergquist, C. H. “Jack” Berry, Mel 
Sowell, Ivan Cornelius, Joe Rebholtz, Harry Hitchcock, 
Vic Lydon, Vernon McCann, Warren Carlson, Jack 
Guntrum and Larry Goodhand. 

Ray Johnson chairman and his committee men, 

Harry Hitchcock and Charlie Cordray, did a swell job 
in lining up the party. Those who were unable to get 
there really missed out on a lot of fun—and we missed 
them, too, says President Berry. 
Mel Sowell Warren Carlson handled the “story 
ling” for the evening, each one trying to out-do the 
other. The members enjoyed the stories and still agree 
that the Duluth bridge tender has no business running 
for the post of Mayor of Duluth. 

Harry Bergquist took many pictures of the crowd 
and also allowed the women folk a look at last year’s 
Christmas party pictures. 


Lé 


A good-sized benevolent offering was taken up and 
given to the club treasurer for assignment to WCCO 
handling the ntributions for the Sanchez tragedy 


Judging from the success of the party the ladies are 
n like Flynn will be a part of the Christmas 
arties fron 





Stationers of Chicago Find Fun at 
Annual Christmas Party 


Friday, December 14, 1951, was memorable for at 
heavy snowstorm and the annual 


i€ast two reas 


Christmas part} the Stationers Club of Chicago. 
Despite the rugged weather, 82 of the more than 


100 who had made reservations were on hand to enjoy 
a delicious dinner in the Erie Cafe and the interesting 
entertainment provided 

President Ed Hooper, Stuart-Hooper Company, and 
the party commi ttee members deserved and received 
the thanks of resent for a very pleasant evening 





Philadelphia OMDA Elects Officers 

The regula ionthly meeting of the Pennsylvania, 
New Jersey and Delaware chapter of OMDA was held 
n Monday, December 3. The following officers were 
elected for 1952: president, J. S. Gladney, Dictating 
hine Service Company, Philadelphia, Pa.; vice- 
president rt issaint, Central Duplicating Com- 
pany, Camden, N. J.; secretary, Al Spaide, Office Spe- 


Clalties, Philadelphia, Pa., and treasurer, Andy Espo- 
Sito, Eveready Typewriter Company, Philadelphia, Pa 
D tors el for two years were John DiPaul, 
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Width 102''—Depth 1342 


“With this 
Display, our 
Flo-masters 
practically walk 
off the counter” 


— a typical remark from a stationer 










e We expected this effective new Flo-master display 

to do a job but we were not prepared for the demand for 
“more displays” from all parts of the country. We now have 
a new batch on hand. Why not put one on your 


counter — and another in your window! 


You'll find it one of the best “silent salesmen” 
you ve ever used. “Attractive” is no word for 

this display. It holds six Flo-masters, each with 
a gayly colored cap (red, green, blue, silver, 

gold and black). 


Here is one of your most effective ways of tying 

in with Flo-master’s national advertising — 

more than 25,000,000 individual messages during 
1951 reaching “prospects” in homes, schools, 

art studios, commercial offices and industrial plants. 


Boost your profits with Flo-master — the 
“fountain pen with the felt tip’ — the instrument 
that writes on any surface. Stock and se// both 
sizes — POCKET SIZE for general use; 

KING SIZE for big, BOLD, heavy-duty marking. 
Used with Flo-master Inks—Transparent and 
Semi-Opaque — instant-drying, waterproof, ) 





non-smudging : 





Cushman & Denison Mfg. Co. 
Dept. H-1 
153 West 23rd St. New York 11, N.Y. 


Flo-mast 











FELT-TIP PEN 
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Extra Strength and 
Safety Assures Top 
Operator-Efficiency 


at Lowest Annual Cost 


Office machines are costly. Protect them the safe, sure 
way with Tiffany Stands. Almost 40 pounds of angle 
and channel steel construction, reinforced with 10 
welded corner braces, give sturdy, no-sway rigidity. 
Heavy foot castings keep a vise-like grip on the floor 
++. adjust to compensate for uneven floors; open-top 
design greatly reduces noise and vibration. 


Among Tiffany's many features are: retractable casters 
for safe, easy moving, an adjustable top that fits 
almost every type of office machine, high or low drop 
leaf arrangement on either side of the stand. Tiffany 
means a lifetime of trouble-free service and this longer 
life actually makes Tiffany lowest in cost per yeor 
of service. 


Available with extra drop 
leaf on right side. 
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Ralph Francolini, C. C. Savery, Jr., and George 
Headley. 

Those held over for one year are Jack Bonfini, H. E, 
Steinke, Edward Pfitzenmair and Edward Wick 





New England Travelers Hoid Yule Party 


The New England Travelers Club held its annual] 
Christmas party on the evening of December 20, in 
the Hotel Puritan’s Skyview Room, in Boston, Mass. 

Ed Stockwell, American Pencil Company, was chair- 
man, while Jack Wilson, Esterbrook Pen Company, was 
co-chairman. Max Smith, Joseph Dixon Crucible Com- 
pany, and Johnny Dunne, Nationa] Blank Book Com- 
pany, together with Ed and Jack, did an excellent job 
of providing refreshments. 

Many volunteer gifts in kind and money were '‘con- 
tributed to the Chardon St. Home for Children. Bill 
McQuillen, Bainbridge, Kimpton & Haupt Company, 
was in charge. 

The party was entertained with some fine piano play- 
ing and singing by Walter Marston and Jim Inman, 
The Carter’s Ink Company. 

An excellent dinner of broiled chicken and ice cream 
pie was another enjoyable item on the program, and 
the party ended with everybody in holiday mood, sing- 
ing Christmas carols. 

The annual meeting and election of officers took 
place on January 7 at the Hotel Puritan. 





Connecticut Stationers to Honor 
Past Presidents at Annual Meet 

The Connecticut Valley Stationers Association annual 
banquet is to be held on February 27 at Hotel Bond, 
Hartford, Conn. Approximately 130 members and 
guests are expected. 

Following the dinner, President Chick Burt, Burt & 
Dell, will turn the activities over to his father, past 
president and past governor of District No. 1, Leo W. 
Burt, who will acknowledge the past presidents serving 
through the years beginning with E. H. Tucker in 1918 
and 1919. 

There will then be the annual election of officers. 

Keynote speaker of the evening is to be Paul Bur- 
bank, general manager of NSOEA. He is a favorite 
speaker with C.V.S.A. 





Plans Advance for District No. 4 Meet 

Allen B. Cammack, Sr., Cammack Office Supply, Bur- 
lington, N. C., governor of District No. 4, NSOEA, an- 
nounces that plans are advancing for the regional 
convention. 

This session will be held in St. Petersburg, Fla., April 
3, 4 and 5 at the Vinoy Park Hotel 

Governor Cammack has named P. K. Smith, P. K. 
Smith & Company, of St. Petersburg, as the general 
chairman. 

An attendance of 500 is hoped for 





Addressograph Institutes Sales Awards 

Murray A. Hintz, salesman for the El Paso, Tex., 
branch office of the Addressograph-Multigraph Cor- 
poration, was one of 14 salesmen to receive the first 
annual outstanding sales award of the El Paso Sales 
Executives Club for his sales record during the past 
year. 

The awards were presented at a dinner given on 
Monday evening, December 10, at the Hotel Cortez, 
and will be continued as an annual event by the club. 

JHR 





NCR Branch Celebrates Holiday 

The Niagara Falls branch of National Cash Regis- 
ter Company held its annual Christmas party at the 
LaSalle Yacht Club, with Cliff C. Cole, branch manager, 
as host—GET 
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N fast-paced iness today, time the office except machines — each worn, out-dated offices, make sure 
is the criti .ctor—but this “‘time-engineered” for the needs of you use Shaw-Walker equipment 
young executive ticks right along every job and worker. throughout. It will help you make 
r= with the clock every working minute. If you are setting up a new busi- the most of every minute, every work- 
n- . 99 ‘ . ° ° 
we His ‘“‘tin ered” Shaw- ness or merely wish to modernize ing day! 
Walker desk helps him to pack his 
ril work into a smooth-flowing eight- 
hour day . 
‘4 New, low, comfortable height wo Most comfortable working top 
K. Built inches than standard (29"). Puts you on top of ao v9 ever invented. 
Pal . . every job. Z 
desks, it place work under his ’ 
, i 2. Job-engineered drawer space 
ves finger-t sach. f 
eves, within finger ip re ich. And it is smntheniited, iediieiiatiinen In.” “Out.” and “Hold” letter 
time-engine zi ways, inside and clerical Ko \ trays inside—confidential, 
ind out, to speed t hinking, plan- Concealed, removable >. quick, no desk-top clutter. 
x ning, organizing — eliminate wasted pecan saves time, Seer ~ Scientific personal file with 
We ’ space and litter. speed guide, dividers—saves 
r- motions, wasted minutes. ‘harrels’’ o » 
a = " — Center drawer with extra barrel f time 
sun More than vears of Shaw- compartments—space for 
<— Walker experi nee and ‘““know-how’”’ everything you need at your 
isi finger tips 
have made this one of the greatest 
on advances in office engineering. 
eZ And there are Shaw-Walker desks The booklet, “Time and Office Work,” is packed with ideas for stretching office 
b. : ; ; : 7 -* Sia y for time. Organize now for greater sales effort and lower operating cost! 
1D chairs, files, cabinets, systems, in- Write A wealth of information on “time-engineered ‘office systems and equip 
lexe a vervthing for LET ment. 36 pages! Many color illustrations! Just off the press! Write to 
dexes and suppl everything fo! day, on business letterhead to: Shaw-Walker, Muskegon 33, Michigan 
> w coment Largest Exciusive Makers of Office Furniture 
iS- et and Filing Equipment in the World 
he 
er _ Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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were changing the name 
of our company 





TO 


won Paper Corporation 





240 WEST !8th STREET + NEW YORK I1, NEW YORK «© CHelsea 2-3100 


only the name has changed 





same address 
same phone number 
same fine Gpohirx papers 


SINCE 1924 
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GLTC Plans Annual Birthday Party 

Tom Gillice, Rockwell Barnes Company, has been 
named chairman of the Great Lakes Travelers Club 
annual birthday party, commemorating the beginning 
of the organization on Washington’s birthday in 1935. 
rhe Florentine Room of the Congress Hotel was se- 
cted as the site of the festivities, to be held on Satur- 
iy night, February 23. 
Serving as co-chairman is A. M. “Benny” Allen, 
American Lead Pencil Company. Other members of the 


le 
| 
li 





Tom Gillice 


A. M. Allen 


committee are Ken Reister, Minnesota Mining & Man- 
ifacturing Company; Harry Hoffman, Industrial Tape 
Corporation; Roscoe Benge, Codo Manufacturing Cor- 
poration; Harry Venet, Reyburn Manufacturing Com- 
pany, Wayne Mitchell, Hodgman Rubber Company, and 
Ben Powell, A. W. Faber-Castell Pencil Company, Inc 





Kosteling Leaves Chicago for Florida 
The Great Lakes Travelers Club in its meeting on 
January 11 hi red Steve J. Kosteling, a member who 
; leaving Eberhard Faber Pencil Company to take up 
residence in Florida. The future business plans of the 
Chicago traveler are as yet uncertain but he is ex- 
ted : in the industry in business for him- 


told of the long and favorable rela- 
if Mr. Kosteling with the Eberhard Faber Pencil 
y al expressed the best wishes of the firm 





Two Industry Figures are Stricken 


As we go ti the critical iliness of two prominent 
me industry is learned. 

William C. Lipner, Koh-I-Noor Pencil Company sales 
veteran, was tak to the Easton Hospital, Easton, Pa.., 
after sufferin heart attack on January 6. 

A. J. Walker, president of Farnham Stationery & 
School Supply Company, Minneapolis, Minn., former 
president of NSA, was taken ill in a similar manner 

n December He has been a patient in the Swedish 
Hospital, Minneapolis 


nen i +1, 
nen in the 





New York Stationers Plan Dinner Dance 
An evenings dining, dancing and entertainment 
being planne May 10, by the Stationers Asso- 
lation of Neé York, Inc 


The affair be held at the Statler Hotel, New 
York City 
The enthi f the membership, the hard-work- 
committer and the entertainment selected. 
nise to ke it an outstanding event. 





Office Supply Company Gives Bonus 

Employees of Anchor Office Supply Company, Cleve- 
land, Ohio, received year-end bonuses as souvenirs at 
their annual Christmas party in the Alhambra Tavern, 
Cleveland GET 
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DEALERS EVERYWHERE are saying: 





"WE LIKE TO SELL MARKWELL 
Farten-ating PRODUCTS!” 
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PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 










a4 ° 
200 HUDSON STREET 
NEW YORK 13, N. ¥. 
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the finest tradition in 
wood office chairs 


























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service 
American business everywhere looks 


to MILWAUKEE for its office chairs 


the REGAL modern group 


MILWAUKEE Dealers enjoy excep- 
tional acceptance for this distinc 
tive group. Here are imposing 


proportions, luxurious construc- 
tion and rich conservative modern 
design with universal appeal 

truly regal chairs for the finest 
offices. The quality features are 


apparent in the form-fitting backs, 
hand-tailored seats with tapered- 
for-comfort contours, and subtly 
shaped arms. The group includes 
Executive Swivel Armchair and 
Side Armchair 





A limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details 


makers of fine chairs for over half a century 





THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 


rr 
148 





Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


The annual Rocky Mountain Travelers’ Christmas 
party for dealers and dealers salesmen was held on 
Friday, December 21, in the Pine Room of the Albany 
Hotel, Denver. 

Approximately 125 dealers, salesmen and travelers 
attended the party, which was one of the best the trav- 
elers have given. 

* J > 

Prior to the party a business meeting was held by 
the officers of the club. 

A letter was received by Joe Davis, president, from 
Paul Burbank, on incorporation of the club. Earl 
Zuhike (Dennison) was appointed to get all the facts 
and so forth relating to the incorporation and these 
will be presented at the next regular meeting. 

Byron McGarvin, Eagle Pencil Company, was ap- 
pointed to prepare a new loose leaf type of roster for 
the club, one that can be used for some time and only 
new sheets mailed to all concerned. 


The Rocky Mountain Travelers Club is growing rap- 
idly and at this writing there is a total of 65 active 
members on the books, of which 22 are new members 
as of this year. All fellow travelers are asked to help 
in this new year to gain at least 15 more to make the 
100 mark. 

Several lucky travelers received some very attractive 
Christmas gifts. Gardner Griffith (Parker Pen) re- 
ceived from Russ “Sheaffer” Okerstrom a Sheaffer pen 
box with a new type of pen that is a lulu. 

Ed L. Robinson (Sanford Ink) received from John 
Stewart (Carter’s Ink) an empty Skrip bottle contain- 
ing some of Carter’s new invisible ink. 

Glen Barclay (Kistler’s) secretary-treasurer of the 
club, received an attractive new electric deep fryer 
for his club work. 

A motion was made that Herb Johnson of Kendrick- 
Bellamy be appointed honorary secretary so that in 
case of illness money could be withdrawn from the 
treasury. So now we have one active and one inactive 
secretary. 

Those attending the meeting and party were: Ed L. 
Robinson, Sanford Ink Company; Herb Johnson, Ken- 
drick-Bellamy; Gus Lipp and Glenn Barclay, W. H. 
Kistler Stationery Company; Fred Robinson, George 
Feeley and Earl Zuhlke, Dennison Manufacturing Com- 
pany; Dan Koss, Eberhard Faber Company; Joe Davis, 
The General Fireproofing Company; John Stewart and 
Dick Youngstrom, The Carter’s Ink Company; Forrest 
Booth, Associated Stationers; Frank Lipp, Esterbrook 
Pen Company; Ben Gromme and Gardner Griffith, 
Parker Pen Company; Russ Okerstrom, W. A. Sheaffer 
Pen Company; W. B. McGarvin, Eagle Pencil Com- 
pany; Ernie Sawyer, Binney & Smith Company; Mort 
Greenus, Stempel Manufacturing Company; Carl Nic- 
oulin, manufacturers’ representative: Keith Gordon, 
Boorum and Pease, and E. H. Peterson, Western Tablet 
& Stationery Corporation. 


* - * 


John Ward, genial buyer at Kendrick-Bellamy, had 
a rather hard week or 10 days in the early part of 
December. “False alarm Ward” he almost became 
known as. The Wards expected an addition to the 
family and after making three rush calls to the hos- 
pital on Saturday, December 22, the expected arrived. 
Now, John is busting buttons and telling about the new 
daughter. 

> * > 

President Joe Davis, after being congratulated on 
such a successful party, is rather discouraged. On 
getting ready to leave he found that someone had 
traded top coats with him and the one he got was 
about four sizes too big. Joe asks the traveler who 
made the,trade to please advise what to do with the 


OFFICE APPLIANCES, February, 1952 








as 
1y 


rs 
V- 


m 


t 
LS 


Sse 


ip 


al 











"it won’t hurt a thing — it’s a Browne-Morse desk” 


“That little fire won't hurt this desk. It’s one of those Browne-Morse desks with a fire- 
resistant top. Sure, it would leave an ugly scar on most desks, but see, it wipes right 
off so you'd never know it happened. I’ve wiped plenty of water spots and cigarette 
marks off this desk since the boss got it. It would look like all the others around 
here if it weren't for that amazing top.” 
Sure, Sally, you can build a fire on a Browne-Morse desk without damaging results. 
Ic has an exclusive Plastite Top that retains all its original beauty after accidents 
that would make conventional tops unsightly. To build a desk like this takes high quality materials and, 
as you know, these materials are not always available in the quantities desired. 
So, if often we are unable to satisfy your needs, remember it takes more and better 
steel to build desks with the design features and lasting qualities of Browne-Morse desks. 


Architects of Efficiency for America’s Offices 


Browne-Mborse 


MUSKEGON MICHIGAN 
MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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LEADERS IN THE INDUSTRY iohin BD SUPPLY co. 
From New York to California - - - Canada to Texas 
_more and more leaders in the office appliance 
industry are using “AUTOGRAPHS” to put hard- 
hitting advertising punch into every equipment sale. 
Sparkling red and black " AUTOGRAPHS are 
adhesive-backed for easy, permanent application. 
Mount them proudly, profitably and conspicuously 
on all equipment you sell. “ AUTOGRAPHS will 
be your “best-sellers, the most powerful, 
costly advertising you can do. 
year after year - - - for life. W 
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purple ear muffs, as he can have the coat cut down 
to fit him 

If a customer made the mistake he is forgiven and 
Joe will be very happy to exchange coats. 

Seriously, if anyone will contact Glenn Barclay at 
Kistler’s he will tell them where to get into touch with 
Joe 

* - > 

An interesting item of news has been called to the 
attention of the writer and all you travelers who get 
to Roswell, N. M., be certain to see this. 

On the wall of Warren Cobean’s office at Cobean 
Stationery, there is a nicely-framed greeting which 
reads in part 

To all whom these presents come: Greetings. 
Know ye that reposing special trust and confidence 
in the ability and patriotism of 

Warren Cobean 
I do hereby appoint and commission him as 
Colonel, Aide-de-Camp, on the staff of the gover- 
nor of the State of New Mexico. 
The only other stationer in the Rocky Mountain area 
know of on a governor’s staff, is Walter Stevenson, 
Steve’s Office Supply Company, Ogden, Utah. 


* . al 


Seems as though every one else has luck but the 
writer. Leon Vitrey of Hoeckels was another lucky guy 
as he miraculously obtained tickets to the Rose Bowl 
game, taking his wife and daughters by plane to sunny 
California for a holiday and then to the game. 


* * a 


George Seaver, Capitol Stationery Company, Den- 
ver, has with him a new partner, John Campbell. They 
are moving to an entirely remodeled store to be located 
at 1550 Broadway, Denver, after January 15. The move 
has been made necessary due to expansion and for 
display room 


moe 


* * * 


Herb Johnson, Kendrick-Bellamy, was off for a few 
days with a cold but has returned to work and is feel- 
ing better 

+ ” . 

Ted Lake, buyer, Capitol Stationery, is another on 
the sick list with a cold. At this writing he is still 
home in bed 

. 7 * 

Nearly all of the salesmen have been to, and re- 
turned from, their annual sales meetings and everyone 
is full of pep and itching for the holidays to be over 
so that they again can be out and around. 

Again, I earnestly appeal to all you fellows! SEND 
ME YOUR NEWS ITEMS. 





Representatives for Uarco Named 


Uarco Inc., manufacturers of continuous office forms, 
interleaved carbon forms and other office supplies, has 
announced the appointment of Floyd M. Halliwell and 
Jack M. Downey as the company’s exclusive represen- 
tatives in Joplin, Mo., and surrounding territory in 
Kansas and Oklahoma. 

They will succeed the late Joe E. Atkinson, who rep- 
resented Uarco in this district for more than 25 years 
prior to his death in December. 

Both Mr. Halliwell and Mr. Downey are well ac- 
quainted with the district. The two will make their 
offices in the Joplin National Bank building ——WLF 





New Stationery Stores to Provide Parking 


The City Plan Commission of Columbus, Ohio, has 
approved an amendment to the zoning ordinance 
which, for the first time, requires every new station- 
ery store to provide off-street parking. 

Here are the off-street parking space requirements 
for all new store buildings: under 2,000 square feet, 
one space for each 500 feet; over 2,000 square feet, one 
space for each 200 feet on the first floor and 500 feet 
on upper floors.—GET 
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sets the pace 
for style, quality and value 

















METAL-LUX clerical posture chairs 


2K fabulous seating comfort 
2k new trend in metal styling 


* super-value posture chair 
. 


MILWAUKEE METAL-LUX has proved a solid selling 
success. Warmly accepted by the trade upon its 
introduction, METAL-LUX has shown no let-up in 
sales potential. The reasons are obvious. Functional 
design with high styling unprecedented in a metal 
posture chair, out-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost— 
these add up to incomparable value. METAL-LUX on 
your sales floor is certain to move briskly and profit- 
ably. If you haven't yet shared in METAL-LUX profits, 
get the full details now. 


SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


MILWAUKEE METAL FURNITURE CO. 


120 S$. LASALLE ST. « CHICAGO 3, ILLINOIS 
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cue 
Withstood the fiery Ordeal of LONDON BLITZ 


Tested in Peace — Proved in War is CHUBB’S proud Record 


CHUBB INSULATED FILES 
for FIRE PROTECTION 


1-2-3-4 DRAWER CAPACITY with EXTREME DEPTH 


DEALERSHIPS 
AVAILABLE 


PROMPT 
DELIVERIES 


Write For 
Ilustrated Literature 
And Dealer Prices 





BELOW IS PHOTOGRAPH OF ACTUAL TESTING OF A 
CHUBB INSULATED FILE 


HAVE YOU CONSIDERED KNOWN PROTECTION AGAINST 
UNKNOWN PROTECTION? 


THIS INSULATED FILE HAS UNDERGONE MOST RIGID TESTS. 


: 
j 
. 
? 
- 
) 
9 
- 
: 


~~ 





INlustrated here is one of the combined fire and drop tests of CHUBB Security 
Files. After being subjected to 2 HOURS intense furnace heat, file was im- 
mediately dropped to solid concrete floor, then put back into furnace and 
— eubtocted to intense heat for a period of half an hour. File was then 
allowed to cool and ali contents, consisting of loose papers of various 
textures, found to be perfectly intact 

Detailed description of construction, special features and tests supplied 


upon request. 

Manufactured by 

CHUBB & SONS LOCK & SAFE CO. LTD., LONDON, ENGLAND 
Makers to the Bank of England 


L. O'D. LEE 


DISTRIBUTOR FOR U.S.A 


90 WALL STREET NEW YORK 5, N. Y. 
EE 
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Pacific Northwest Notes 
C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

Staging a “Christmas Interview Party” with Santa 
in December, John W. Graham Company, stationers 
of Spokane, was ace-high with the small fry of the 
town. The store that has long stocked a diversity of 
stationery articles under the slogan “If it is made of 
paper we have it,” had interviews with Santa “on the 
house.” 

~ - * 

A new corporation in Oregon is the Oregon Stationers 
& Office Equipment Association, formed for the mutual 
interest and advancement of these merchandisers 
throughout the state. Incorporators of the enterprise 
are Clarence Larkin, W. D. Newton and R. M. Needham, 
with headquarters in Portland, Ore. 

* 7 . 

A new device, known as Desk-Fax, designed to en- 
able businessmen to send and receive telegrams and 
to record them at the desk, has come to Seattle. The 
first installation was made by Western Union in the 
Post-Intelligence Building and 100 more are to follow. 

The machine operates by a series of electrical im- 
pulses that are started by an electronic eye that scans 
the written message. 

- . > 

An autograph party was staged in December by the 
J. K. Gill Company, S.W. 5th and Stark Ave. in Port- 
land. Featured was Myra Sage Helm, the authoress, 
daughter of Elizabeth Sager Helm. 

. . * 


Thomas M. Pelly, Seattle stationer, has been ap- 
pointed the new president of the International Trade 
Fair, Inc., Seattle, which will sponsor a State of Wash- 
ington Far East Trade Fair in September. 

” > . 

Lowman & Hanford Company, Seattle, recently pub- 
lished a volume “Rhymes of a Puget Sounder,” by 
Sprague O. Smith. The verses are redolent of the 
Sound region where they were published. 

- + ” 

Harold J. Laswell, representative for Northern School 
Supply Company of Portland, has been named sales- 
man of the year at a banquet in Chicago, sponsored by 
the American Seating Company. 

* + * 

The Mail Well Envelope Company, with headquarters 
in Portland, held a convention and Christmas party 
in December in Portland. 

Salesmen came from Washington, Oregon, Idaho, 
Montana, California and Texas. Herbert J. Darby, 
general manager and vice-president of the company 
in Portland, was in charge of the sales sessions assisted 
by William Lord and Dick David. 

Jerry Hyman, sales manager from Texas, and Ed 
Holly, manager from Los Angeles, joined the celebra- 
tion. 

7 * . 

Now that it is tax time again, Pioneer, Inc., at 12th 
and A Sts., Tacoma, Wash., has launched a sales cam- 
paign under this title to furnish on immediate deliv- 
ery all manner of tax forms and filing systems in any 
quantity to Tacoma business men. 

Taking time by the forelock, the firm avails itself 
of the inevitable taxation period to remind everyone 
of the need for appropriate stationery for this purpose. 





Tells Saga of Royal Metal 


Abe Golden, past president of the Chicago salesmen’s 
Club, spoke to that group on January 3, at the Chicago 
Bar Association, on “The Romance of American Busi- 
ness.” 

Mr. Golden, senior salesman in Chicago for Royal 
Metal Manufacturing Company, related interesting 
phases of the “wire-chair-to-satin-chrome-furniture” 
saga of Royal Metal. 
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ters cet it with wiltshire modern 


— The oil industry has long been noted for buying “nothing but the best.” So, when the 
saten Continental Oil Company of Houston ordered office furniture they, of course, specified 
d Ed Wiltshire Modern by Imperial. The Texas Office Supply Company made the installation. 
ebra- 


if you are an Imperial dealer, you are probably accustomed to furnishing your hard-to- 


12th please customers with Wiltshire Modern. It’s the finest office furniture made. 
cam- 
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MEMBER OF WOOD OFFICE 
FURNITURE INSTITUTE - 
nen’s 
icago Wiltshire Modern and other 
Busi- Imperial office furniture is 
pre-sold every month through 
= ods in these national mago- d ty bh Pp Y 
wo al zines. Key your selling with e ¢c a aap ak at 
suing Imperial’s national ad cam- 
ture” paign . . . for more profits EVANSVILLE ee INDIANA 
~—— MANUFACTURERS OF WOOD OFFICE FURNITURE 
1952 
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KEYSTONE STEEL EQUIPMENT COMPANY, INC. 


STEEL CABINETS 


(STORAGE) 
Made of High Grade Furniture Steel 





SHIPPED SET-UP 





COUNTER HIGH 





STORAGE CABINET 


x Jeatures * 


CHOICE 
e SHELVES ADJUSTABLE 
OF ON 2” CENTERS 
e CABINETS SHIPPED 
p 
FINISH SET U 
e SANITARY CLOSED 
OLIVE GREEN BASES 
OR e CHROME PLATE 


HANDLES PLUS KEYS 


e WARDROBES AND 
COMBINATIONS 
EQUIPPED WITH HAT 
RACK AND 
ANCHORED COAT 
RODS. 


MODERN GRAY 
BAKED ENAMEL 





COMBINATION 





LITERATURE AND PRICE LIST 
AVAILABLE ON REQUEST 








KEYSTONE STEEL EQUIPMENT COMPANY, INC. 





1914 SOUTH WATER STREET, PHILADELPHIA 48, PA. 
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Penn-Mar-Va Travelers News Notes 


HARRY TEHAN, JR., CORRESPONDENT 
4617 ROSEDALE AVE., BETHESDA, MD. 


Twenty-three hardy souls showed up for the Penn- 
Mar-Va Christmas party on December 18, at Riverton 
Country Club. Everybody else got snowed in somewhere 
along the way. Cocktails, dinner and dancing were 
highlighted by the antics of a comic waiter. 


R. P. Andrews Paper Company held its Christmas 
party for the employees at Columbia Country Club in 
Washington on December 21. The usual filet mignon 
was the delight of those present. 


* - = 


The Joe Runnels’ of Commercial Office Furniture 
Company, Washington, left on January 18 for a vaca- 
tion in Florida and Cuba. 

> * 7 


Lillian Stott, daughter of Mr. and Mrs. Charles A. 
Stott of Washington, became Mrs. James H. Rice on 
December 19. This was the first wedding at the newly- 
constructed New York Ave. Presbyterian church. Mr. 
Stott was chairman of the building committee, and 
is treasurer of the church. 

_ - = 

The Earl Prentzels of Speed Products Company are 

enjoying a vacation in Hawaii. 
* . * 

George Wustner of Wm. F. Murphy Company, Phil- 

adelphia is in Jewish Hospital, that city. 


> « + 


Washington stationers are booking their annual 
dinner February 7 at the Shoreham Hotel on the 
birthday of their president, Wade Land, Charles G. 
Stott Company 

* . * 

Otis Prior, Mutual Stationers, is Florida-vacation- 

ing 
+ . . 

West Virginia Stationers installed new officers as 
follows: Tom Stout, E. W. Curry Company, president; 
Lawrence Berner, Acme Printing & Stationery, vice- 
president; Ed Riemann, Penn Office Supply, secretary, 
and Clarence Swartz, Cooper & Swartz Company, 
treasurer 

. a . 

Mrs. Lorraine Milliken is sailing, via the air route, 
on January 30 for Singapore and the Far East. A six 
to eight-week pleasure trip is planned. 

+ * . 

Falls Church Stationery Company is a new business 
at 186 S. Washington St., that city, operated by Henry 
C. Brown. 

7 ~ + 

The Stott Company of Washington held the Christ- 
mas party for employees on December 24 in the newly- 
appointed recreation room atop its building. 

* * * 

Ed. Dooley, Wilson Jones Company, returned from 

a European trip sporting a new mustache. 
* - > 

The Charlie Sinigallis’ of R. P. Andrews Paper Com- 
pany are comfortably located in their new country 
home, with a lot of lawn to trim. 

John Howie is locating a new office supply business 
in Salisbury, Md 





Seibold Stationery Opens Another Store 

Heinrich Seibold Stationery Company, Rochester, 
N. Y., office appliance retailers, has opened a new store 
at 12 State St. It is more than twice as large as the 
Store at 4 Main St. E., which will be closed soon. 

The firm will continue to operate three stores in 
Rochester, the largest being at 453 Main St. W., and 
another at 357 Main St. E—RCS 
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Maso’s NEW All Steel 
Adjustable STOOL 


With Genuine MASONITE SEAT! 


Rolled Under Edges All Electro Welded 
Snagproof throughout Two Popular Sizes 

Safe for Hosiery 17" to 25" and 24" to 32" 
¥,"" Steel Tube Legs 14" Diameter Seat 


Has Every Selling Feature! 


Everything your customer wants is built into these 
beautiful, efficient, adjustable, extension stools. The 
metal edges are completely rolled under. There are 
no sharp edges, no nuts, no bolts to cause hosiery 
runs, clothing damage, finger cuts. 


1” Adjustments 


Telescopic leg adjust- 
ments are made quickly, 
easily, with machine 
screws and special wash- 
ers at 1” intervals. Model 
317 adjusts 17” to 25” in 
seat height. Model 324, 
from 24” to 32”. Foot 
rings are of sturdy tubu- 
lar construction, extra 
strong. Choice of 2 beau- 
‘Sd tiful baked enamel fin- 
< ~ ishes, office green or gray. 
No. 300 FILING STOOL Packed S.U. one to car- 
Snagproof throughout with rolled ton. Ship. wgt. approx. 
under metal edges. 14” diameter 10 Ibs. Write for litera- 
Masonite seat. 14” high. Top 4 : 
quality from every angle. ture, price list. 


ORDER YOUR SAMPLES TODAY! 











MASO STEEL PRODUCTS 


Chicago 


Dept. A 81 W. Von Buren St 
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NEW IDEAS 


TO HELP INCREASE 
YOUR SALES 


Feature this profitable item and sell hundreds of 
waiting prospects in every type of business. 





OFFICES 
HOMES 
INSTITUTIONS 





Yes, there's big, profitable sales await- 
ing you when you feature and display 
Rowles Cork Bulletin Boards. Every 
type of business has a need for one or 
more bulletin boards. Industrial plants, 
hospitals, offices, churches, schools, 





stores, clubs, etc., all use bulletin boards 


SCHOOLS — and this business can be yours. 
CHURCHES Reach out for this business by display- 
PUBLIC ing and featuring Rowles Bulletin Boards 


BUILDINGS now! There's a size and style to fit 


every need. 

You don’t need to carry big inventories. 
Display one sample and take orders. 
Ship direct from factory to save your 





ee wee a ul handling. 
; eel l Let Rowles show you how Cork Bulletin 
‘i } Boards can help increase your sales. 
TORES 
saammmanes Write today for Bulletin 





ELS. A ROLES CS. 


PALIABRGTO®N WMEAGHIS. 


SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 

























The year 1951 proved very satisfactory, genera 
speaking, for office supply and office machine deale 
in Southern California, according to word from a num 
ber throughout the territory. 

This was quite a natural condition, of course, con 
sidering the tremendous growth in population stil 
going on in the Golden State, the kind of growth which 
in 10 years pushed California to second place in t 
Union. During those 10 years one-fifth of the growth 
in population of the entire country occurred in t 
one state. 

The growth in the number of factories and place 
of business, it was pointed out by many, kept pacé 
with the growth in population. Cities once thought of 
as tourist centers are no longer thought of in thag 
light, although there has been no abatement of tourisf 
trade. They are now considered as major industrig 
and business centers. 

The centering of a large percentage of the war effo 
in the state during the last eighteen months has alse 
meant more and more business potentiality. 

The curtailment of supplies has been felt somewha 
and has brought the expected number of complaints) 
naturally enough, but in spite of that, manufacturers, 
distributors and dealers have had a wonderful year. 


~ * « 


Robert G. Chapman, publicity director for the Na- 
tional Association of Cost Accountants, reports that an 
earlier response from exhibitors for space at the South- 
ern California Business Show, to be held at the Bilt 
more Hotel, Los Angeles, April 22 through 25, has beer 
noted than in any previous year. A greater numbe 
of exhibitors than ever before have signed up for res- 
ervations. He also reports increased dealer interest if 
the coming show. 

Otis Johnson of the National Cash Register Compan 
is general chairman. 

+. . 

Harold Mann, secretary of the National Office Ma- 
chine Dealers Association; Elmer Anderson, the An- 
derson Typewriter Company, and Mrs. Anderson; and 
C. W. McLane, the McLane Sales Agency, Elko, Nev, 
at this writing are scheduled to attend the NOMDA 
board of directors meeting in Miami, January 12 and 
13 

Mr. Mann reports that quite a large number of en- 
tries in the second annual Christmas window contest 
has been received. The contest, which is national in 
scope, closed January 15 and the winners will be an- 
nounced some time in February. One hundred dollars 
in prizes will be awarded. The purpose of the plan is 
to create a greater interest in better window displays. 





* * « 


Frank Marshall, manager of the Ames Supply Com- 
pany office, 777 East Pico St., Los Angeles, reports 4a 
recent visit by Hazen Ames to the West Coast. Mr. 
Ames, president of the company with headquarters in 
Chicago, also made stops in Seattle, San Francisco, 
and in Fresno where he visited Johnny Romano, exec- 
utive secretary and treasurer of NOMDA 


* . 





Herman Klein, buyer for the Miller Desk Company, 
219 W. Second St., Los Angeles, president of the South- 
ern California Office Furniture Association, announces 
that Robert S. Dickerman, attorney-at-law, was chosen 
guest speaker for the association’s dinner meeting on 
January 7 at the Rodger Young Auditorium. Mr. Dick- 
erman’s subject was, “Sales and Rental Contracts.” 

About one hundred members and guests attende@ 
the association’s dinner, December 14, following a da 
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AUTOMATIC FEED DUPLICATORS 
WILL REPRODUCE ANYTHING 
THAT CAN BE TYPED, DRAWN, 
lay Nei see) Ss lepselel FN 2.138) 

ON A STENCIL 





In Futuramic Grey or Ebony 


Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 


56 g50 Avtomatie 


Counter, 
(Plus Excise Tax) 


Postcard (3x5) to menu size (6x9). 
seal duplicator for restaurants, 
hotels, drug stores, etc., for repro- 
ducing menus, sale tags, postcards. 


4 — 
eo oe 


er 


(Pius Excise Tox 


SPEED-O-PRINT CORPORATION 


/PEED-O-PRINT (CANADA) LTD . 77 ST. CATHERINE ST 


IITA 
DUAN 


Hairline registration it's the 


Vv 2elale Me Mele) 2 4) s Lt) 
duplicator. Features front paper stops, automatic 164 


roller release, open cylinder with automatic brush inking 





Liberator 
UWodel 200 


Reset Counter 
$10 Additional 
Black Finishes 


Liberator Wedel 100 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


$1 09 50 Beast Goonies, 


(Plus Excise Tax) 


1801 W. LARCHMONT AVE. 
CHICAGO 13, ILLINOIS 


WEST . MONTREAL 
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SERICAN AIRLINES 
IR FREIGHT 


~ See 


MULTISTAMD — 





e Origi 





nal Hand Stamp Stencil Duplicator 


LABEL ADDRESSING 





TAG ADDRESSING 


PACKAGE MARKING 


sa Stencil 


Lj 





"Solved our marking problem!’ 
say users everywhere 


One firm reports, “The MULTISTAMP* Duplicator is the 
best thing we have ever seen for printing postcards.”’ Another, 
“You licked our shipping tag and label addressing problem.” 
Still another, “The MULTISTAMP Duplicator tops any- 
thing we’ve seen for marking boxes, cartons and packages— 
we're completely satisfied.’’ MULTISTAMP is the Origi- 
nal Hand Stamp Stencil Duplicator, and has been giving 
dependable service for over 30 years to the biggest names in 
the office and shipping fields. Portable and non-mechanical, 
it is made of non-corrosive meta/ to last indefinitely . . . no 
moving parts to wear or repair... . has low-cost replaceable 
ink pads. 





PRINTS and ILLUSTRATES POSTCARDS. The MULTISTAMP 
Duplicator is also ideal for printing office and shipping forms, 
bulletins ... even letters and menus. It’s so handy it is often 
used as an emergency “rubberstamp”... takes but a minute 
. + - Costs about 2c. Where hairline registration is required (print- 
ing “‘fill-ins’” on printed forms—or printing the full area of 
postcards) printing guides are available 
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Quick ... clean... accurate... easy-to-use ... inexpensive 
the MULTISTAMP Duplicator prints 1000 or more clear, 
sharp copies from one stencil...one inking. ‘It prints 
anywhere’’: 


POSTCARDS SHIPPING TAGS LABELS 
BOXES CARTONS PACKAGES 
Just type, write, trace or draw on low-cost stencil and snap 
in position, then print... print. print—just like using 


a rubberstamp. And, with the new FORM-CUTT 
MULTISTAMP Stencils (now widely used to speed up freight 
marking) you print forms and ‘“‘fill-ins’’ in one operation. 








There is a size for every duplicating need. 8 complete outfits, $9.50 to $99.50, 
f.o.b. factory. Write for descriptive literature or see your Office or Shipping 
Room Supply Dealer. The popular “No. 3’ outfit, pictured above, is of 
suitable size for printing postcards and large shipping tags; and includes 
the duplicator, 12 stencils, ink, ink brush, writing board, stylus pen, type 
cleaner, correction varnish and complete illustrated instructions in a handy 
durable case $19.50 


*ncaisteneo TRADE MARK freave Manx © 1981 
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of golf. A Christmas tree, and orchids for the ladies, 
gave the affair a holiday atmosphere. 

Mr. Klein states that all dealer members closed their 
places of business the Mondays preceding Christmas 
and New Year in order to give employees a longer 
holiday 

. * > 

Russell Curry, controller of the Western region for 
Sears Roebuck and Company, addressed the Internal 
Auditors’ Institute, December 13, on the benefits of 
the Sears pension plan. 

The plan, which has been in effect for the past 35 
years, makes it possible for a salaried worker to retire 
with a substantial amount of money at the end of 25 
years’ service. Participation is of course voluntary.’ 

. * -- 

Lieut. Duane Cortland Miller, son of Gordon E. Miller, 
past president of the National Office Machine Dealers 
Association, has been awarded a Gold Star, in lieu of a 
second Distinguished Flying Cross, for leading a flight 
from the Aircraft Carrier Bon Homme Richard. The 
flight was in close support of United Nations ground 
forces near Inge, Korea, on June 16, and completely 
devastated an enemy position that had been holding up 
the advance of friendly troops for several days. 

He returned to the United States aboard the Bon 
Homme Richard and spent Christmas in Altadena with 
his parents and his wife. At the conclusion of his 30- 
day leave he is to report to Corpus Christi, Tex., where 
he will serve as an operational instructor. 

Lieut. Miller enlisted originally in July, 1942, won his 
commission in August, 1943, and served on the Carrier 
Makin Island, participating in various campaigns in 
the South Pacific between that date and the close of 
the war 

He won the distinguished Flying Cross and Air Medal 
with three Oak Leaf Clusters. 

He was released in February, 1946, and attended the 
University of Southern California, majoring in business 
administration. He then joined his father in the 
Southern California Adding Machine Company. He 
was recalled to active duty last winter and during the 
last seven months has been flying missions over 
Korea 

. * 7 

The headquarters of the National Cash Register 
Company in Los Angeles, 936 S. Hope St., have been 
completely modernized. Carl W. Hauser, branch man- 
ager, feels that the setting for the merchandise is now 
such as to display it to the best advantage and in 


keeping with the general progressive spirit of the 
community 

An invitation has been sent out to a large number 
in the industry to visit the headquarters and take note 
of the convenience of the facilities under the new 


arrangements 

Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, announces the opening of 
the South Main Stationer at 1220 S. Main St., Santa 
Ana, by Harry and Lula Brackett. 


* > * 


Harold Mann, secretary of the National Office Ma- 
chine Dealers Association, reports a recent visit of Mr. 
and Mrs. William Burt of Seattle. Mr. Burt is propri- 
etor of William H. Burt & Company, 1204 Second 
Ave., and past president of the Pacific Northwest 
OMDA. Mr. and Mrs. Burt also spent some time in 
Palm Springs 

Lawrence Nielson recently opened a typewriter store 
at 1907 Maple Ave., Los Angeles, under the name Un- 
der-Riters Office Machines. 


> > o 


E. E. Ketchpaw, manager of Rex-O-Graph, Inc., 1835 


S. Main St., Los Angeles, is now stationed at Fort 
Riley, Kansas. Mr. Ketchpaw, who holds the rank of 
second lieutenant, was a member of the Reserves. 

A. E. Gabriel, outside salesman for the past six years, 
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Model 6-6-0 


adds 9,999.99 
Totals 99,999.99 


Model 7-6-0 

10-key keyboard 
is 9,999.99 

Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD .. . the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD... line of adding machines which 

offers your customers a choice of full key or 10 key 

keyboards. 

ACT N 0 FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 

World's largest exclusive manufacturers 

of adding machines. Now in our 33rd year. 







ee a ii I Ir Cr == eee 

{| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. OA-252 | 

i 1 am interested in the new Victor Champion line of adding machines. 
Please send details to: | 

| Name: : meni , : Se | 

i ae scence ..... State : 

Territory where | am now selling: | 














N.O.F.A. DOES 
IT AGAIN ! 








A BIGGER and BETTER SHOW 
MORE ELABORATE 
MORE PRODUCT EXHIBITS 
GREATER VARIETY 
BIGGER ATTENDANCE 


N.O.F.A. invites you to come to Haddon Hall, Atlantic 
City, New Jersey on April 23-24-25 to attend its 6th 
Annual Convention and product exhibition. 


ELABORATE PROGRAM 


Hear excellent speakers on timely and pertinent 
topics including, Sales, Personnel and Management 
problems, Product education, inventory, taxes and 
government regulations. 


EXHIBITION 


The World’s Biggest show staged in Haddon Hall 
where will be seen displayed to best advantage a 
large variety of the newest and best in Office Furni- 
ture, Equipment and Accessories. 


DON’T MISS THIS BIG SHOW! 
IT’S BIGGER—IT’S BETTER 


Make a note of the dates and send in your registra- 
tion now. 


* 


NATIONAL OFFice Furniture Association 
175 FIFTH AVENUE NEW YORK 10,N. Y. 
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has taken over the duties of manager. Mr. Gabriel 
announces the appointment of the following new sales- 
men in recent months: Leo Fisher, L. R. Raines, Fred 
Hansen and A. D. Hull. These men cover Los Angeles, 
Ventura, and Orange Counties. 

Due to expansion of business a new distributor has 
recently been appointed in San Diego. The new dis- 
tributor is the Parron-Hall Corporation which will act 
as direct distributor from the factory in Milwaukee. 

A new dealership has also been established in Bar- 
stow, Calif. The firm name is Zens of Barstow. 

- * > 

Russell Davis, regional governor of District No. 14 
of the National Stationers Association, announces that 
plans for the regional meeting to be held at the Hun- 
tington Hotel, Pasadena, May 8 and 9, are in the 
making. 

Mr. Davis has appointed the following Pasadena men 
as members of the local committee: Ed Harrington 
(chairman), Sud Sheldon, Dick Iredale, Dick Dorn and 
Charles Brentner. This committee will work on ar- 
rangements. 

Mr. Davis was host at a luncheon January 11 at the 
Stock Exchange Club honoring Grant Howard, presi- 
dent of NSOEA, and Paul Burbank, general manager. 
Other guests included local office managers 

+ 7 . 

Norbert Mayer, proprietor of the West Coast Platen 
Company, 643 S. San Pedro St., Los Angeles, held an 
open house Christmas party on Saturday, December 
22. About 100 guests, including dealers in the Los An- 
geles area, attended. 

Since Christmas day fell on Tuesday, the West Coast 
Platen Company gave its employees a real week-end 
holiday including Monday, December 24. On Monday, 
December 31, the company remained closed to take 
annual inventory. 

. ” > 

Herman Klein, buyer for the Miller Desk and Safe 
Company, 219 W. Second St., Los Angeles, reports the 
appointment of three new salesmen. They are Al Light, 
an interior decorator formerly with the Green and 
Hinkle Company, furniture dealers, at 8825 Wilshire 
Blvd., Beverly Hills; Ray Hendley, formerly in charge 
of purchasing of furniture for the government during 
World War II; and Ben Ross, also widely experienced 
in the office furniture field. 

Mr. Klein states that the Miller program for 1952 
includes the building up of an outside sales force of 
approximately 12 men. 

The company recently opened a new warehouse at 
1328 Santa Fe Ave., Los Angeles, with floor space of 
about 25,000 square feet. The intention in establishing 
this warehouse is to be able to distribute office furni- 
ture more readily to other dealers when the merchan- 
dise situation eases up. 

. - - 

One of the most popular exhibits at the recent na- 
tional convention of the American Medical Association 
in Los Angeles was that of the Charles R. Hadley Com- 
pany, 330 N. Los Angeles St. The attraction was the 
Write-it-Once patient’s record system for the use of 
physicians. The system was developed with the co- 
operation of several local doctors and had already been 
approved by the Journal of the A.M.A. 

The record is a complete departure from older sys- 
tems used. It involves the use of a writing board and 
completes all necessary records with one writing— 
statement, ledger, journal, and receipt. 

Stan Siepak, sales manager for the company in 
southern California, was in charge of the exhibit. 

The Hadley company had the greatest sales year in 
its history in 1951, according to Ernest Dybdal, man- 
ager of the Systems Department and 40 per cent of 
last year’s sales were in Write-it-Once systems, cover- 
ing account receivable, accounts payable, pay rolls, 
and other accounting routines. 

The general sales manager of the company is Dick 
Youngquist. 
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Said You Can't Please Ever 


* 


! You bet you can...when you deliver style, 


the comfort and quality ...at the right price. 


. Announcing the NEW 7 
ik NHROUNT — 2 al sae j 
an Shepherd “900° Series 


- NO OTHER CHAIR can match the new 
Shepherd “900” series—for beauty, quality, 
omfort or value. Quality is the Keynote of 

afe this new line...quality that sets a new standard 


f comparison for office furniture! 


lng 
rni- 
lan- 


na- 
tion 
om- 
the 
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a WRITE FOR CATALOG CHAIR COMPANY 








a orrice AND FACTORY: 1912 MAIN STREET, MELROSE PARK, ILL 


Dick 
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A group from the 
Myrtle Pacemaker 


Now you can offer the complete furnish- 
ings of a distinctively designed office for 
general, Junior Executive or Executive 
use—not just the desk and the usual 
companion pieces but the correct deco- 
rative accessories to harmonize with 
them—the draperies, lamps, upholstered 
club furniture, wall decorations, the 
color scheme, rugs; even the ash trays 
that make up the office in its entirety. 


You may order the complete set of 
furnishings for each office by number 
for display in your own store. A pack- 
aged promotion plan will be furnished 
to you for use in bringing buyers to see 


it, making your store the preferred buy- 


MYRTLE DESK COMPANY 


presents a New Concept 


of Office Furniture Retailing 


ing source for business men interested in 
GOOD IMPRESSIONS. 


Initially, we are offering eight complete 
office groups, all in the medium price range 
—each one a dynamic example of distinc- 


tion in the art of office planning. 


These offices are now on display at our 
factory show rooms in High Point. Our rep- 
resentatives have been furnished with pho- 


tographs of these planned office groups. 


We believe you may consider it a good 
investment to visit us in High Point and 
see for yourself with the object of being 
among the first to profit from this new 


sales formula. 


HIGH POINT © NORTH CAROLINA 
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BETTER DESKS 





w 


ARE MADE OF WOOD 


HIGH POINT, N.C 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 





Lorenz Bauerkemper, who spent 25 years with the 
Pilbot Book Store in Houston, Tex., is now an outside 
salesman for Maverick-Clarke in the same city. Con- 
gratulations, Lorenz, on your long connection with one 


Here’s a Sales Leader 
for Your 


Cadillec 
Deals 


~ 


bib ddd 


. * . 


Morris Youngblood, who spent 14 months with the 
army in Japan and Joe Allen, who also spent a year 
there, have returned to work for The Star Printery at 
Muskogee, Okla 


oe & 

B. J. Anderson, formerly with Cole’s, Corpus Christi, 
Tex., is now with Stationers Distributing Company, 
Fort Worth, Tex 

a ” » 


The latest news of Jack Fleming finds him back at 
home after a second hospitalization, and coming along 
well. He is still not allowed to go to his office. 

> a - 

Tommie Call, stock record clerk for Carpenter Paper 

Company in Houston, is going into the restaurant 








business at 1108 Rothwell St., across the road from 
the Carpenter warehouse 
o oa 7 
Erstwhile store manager for Story-Wright of Lufkin, 
Tex., Stannie Lemoine resigned to accept a position 
with Standard Printing Company of Alexandria, La. 
The new Texas representative for American Pencil 
Company in Houston is H. Doyle May, who recently 
returned from service in Korea. He replaces George 
Mundelein. 
Carl Fisher is traveling Arkansas, Kansas, Oklahoma 
ind Texas for General Pencil Company. 
f + ” * 
0 Ben H. Dane, formerly a country salesman for Clarke 
and Courts, Dallas, Tex., is now store manager of 
Standard Office Equipment Company, Fort Worth 
a . * 
Our sympathy is extended to Bill Kerr, Panther City 
Office Supply, Fort Worth, on the recent death of his 
mother 
~ * * 
Willis Lowe, E. L. White Company, Fort Worth, has : 
served three four mornings a week for the past 4811)}¢HR 
hree month n the grand jury. 
> « - 
Just returned from a successful selling trip to Mexico Have this chair on your floor 
Jim Pryor 
Clyde W. Smith, formerly with H. C. Parker, Inc., - - - €O Seat your Customer in It 
New Orleans as joined A. D. Wynne & Company at 
s new headquarters located at 524 Poydras St., where is to take an order. Has advan- 
ipplies and equipment will be handled. ; 
. . > 
me tages of Posture plus headrest 
r. B. Geiger, who operates Geiger Printing Company & P e 
n Hattiesburg, Miss., has received the 33rd Masonic 
Decree at Memphis. Tenn comfort. Cushioned foam rub- 
> o > 1952 
ba fend Frank Dustin Office Supplies, in Gainesville, Tex., be illow headre . 
. Sv: r er pillow headrest, seat and 
UW was partially destroyed by fire on Thanksgiving night. | Taylo I 
_ * * CATALOG 
Four wome with, between them, over 50 years of Available arms . . . contoured back. 
sales experience, mostly in the industry, have bought 
5 the Office Appliances Company at Muskogee, Okla. 
00D from L. R. Chalmer. They are Mrs. Mary C. Turner, 


Mrs. Ina C. Winesburg, Mrs. Iva C. Snapp and Miss 


Burnell Murnie. The*Taylor Chair Company 








John Wright and Earl Story have sold their store at 
Lufkin, Tex., to Tom Massingell, Jerry E. Mathews and 
E. L. Kurth, Jr. The company will operate under BEDFORD, OHIO, U. S.A. 
the Story-Wright Printing & Office Supply, Inc., of the 
Same address 
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(AL he SWAPS / 


These new, economy-priced, 
letterpress Snap-A-Part forms 
save time and labor for low 
cost hand or machine written 
records. 













With copy to fit customer's own 
specifications. Punching and 
numbering at slight additional 
charge. 


Fast modern presses and gang 
runs make better forms at low- 
er prices. 


.-.G0b You! 


For established stationers and 
printers who want to forget the 
headaches and price-aches of 
the low priced form market. 
Established dealers wanted in 
southern, southwestern and 
midwestern states. Write today 
for full details on Multi-Snaps. 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH 


The biggest news of the month is the fact that the 
1951-1952 roster of Oregon Trail Travelers has been 
mailed to our travelers and dealers. It is a splendid 
job and we offer congratulations to Chet (Y and E) 
Williams for his efforts in getting this information 
together and to “Press” Tuesley of Yakima Printing 
& Binding Company for his good work. 

* * * 

Things are moving ahead fast at Fisher’s in Boise, 
Idaho. Tom Fisher announced that he has acquired a 
“letter shop” with facilities for printing mailing lists, 
letterheads, business forms, and so forth. Al Saltmansh 
is in charge of the shop. Tom has also expanded his 
sales force having put on three new salesmen in the 
last three months 

> a 7 

Signs of the Times Department—Johnny Tuttle of 
Lowman & Hanford driving a new Buick, while Dick 
Zeisler is now zipping over the roads in a brand new 
Hudson Hornet 

ee 8 

Herb (Eye-Ease) Morgan’s many friends will be 
happy to know that he has recovered from a severe 
bout with Old Man Pneumonia. Take better care of 
yourself, Herb, and don’t scare us like that 

One thing about Governor Herb Peterson, he hasn’t 
let the dignity of his office interfere with his en- 
thusiasm for a little game called 4-5-6. Recently he 
displayed the finer points of this game to Charley 
Davis, Dave Rudnick and yours truly. He was in very 
good form, I must say. 

Incidentally, Herb writes that the convention plans 
are shaping up nicely and that we will divide our time 
between the Chinook Hotel and the Yakima Country 
Club, while in Kakima. 

Sounds very good, Herb 

o 

Francis (Pacific) Fowlks says there is no truth in 
the rumor that the Portland Art Museum wants to 
put his art collection on display. It is available for 
travelers though, he says. 

Charley Bell, who worked for Trick & Murray in 
Seattle for years, then moved to Spokane, is now back 
in Seattle working for Ruggles, Inc. Charley would like 
to see some of his old friends and asks that the boys 
drop in the shipping room at Ruggles’s when they are 
working Seattle 

We are indebted to Joe Dwyer for a bundle of news 
from the Seattle area. Joe says that Lou Hilton was 
a recent guest at the travelers luncheon and gave the 
boys the information on the banquet held in honor of 
Paul Burbank on January 3 

The Seattle or “Northern Division” of the O. T. T 
had 12 couples out to its Christmas dinner dance 
which was exactly the number that attended the 
Portland, or “Southern Division” party. Sounds as 
though we have the makings of a future contest here! 

— 

The annual poker party, which was held in Seattle 
two days after the Christmas party, drew 13 

Those attending were: Fred Carlson, Bob Anderson, 
Bob McColloch, Dick Vaughn, West Davis, Al Leonard, 
Charles Davis, Willis Clark, Clint Martin, Ed McCarthy, 
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} 
vith B. L. MARBLE BUSINESS 


y 
4 
i . . . 
/ Luxurious comfort, distinguished appearance 


/ and quality craftsmanship are combined in 
A every B. L. Marble chair. After your customer 
ha ned the chair of his choice, let him 
its restful comfort. The unique con- 
f the B. L. Marble chair, which makes 
healthf tting posture supremely comfortable, 

best salesman 


A 


hown in the foreground are styled for 

gh quality Modern desks. The high 
volving executive chair features an ad- 
spring-controlled tilting back, and the 
nying arm chair has a deep resilient 


Catalog No. 40 shows and describes a complete line of business chairs >. 


3) Pe 


Willis Street . 
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“CHAIRS | 


spring seat with smart-looking double-welt 
upholstery. 


- 





Distinctive styling, combining fine cabinet | 


woods and leather with nailhead trim, makes | 
' 





the Chippendale chairs in the background out- 
standing for offices furnished in the traditional 
manner. Deep spring-filled cushions, uphol- 
stered arms and roomy proportions provide 
maximum comfort. 


If you are not the B. L. Marble 
dealer in your area, write to deter- 
mine if a franchise is available. * 





Chair COMPANY 


Bedford, Ohio 
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.and that is no idle figure of speech. It sums up the 
value of Victor Visible records to both you and your 
customers. When you sell Victor Visible you can be 
sure that no matter what record problem your customer 
has, a properly signalled Victor Visible margin will 
solve that problem with an accuracy and efficiency he 
has never before enjoyed 

We've proved this. Stop watch tests have shown that 
this same visible margin will reduce by 50% the time 
spent maintaining old-style blind filed records. But 
your customers get more than a tremendous saving in 


MARGIN OF PROFIT 





time. The vital information so graphically charted on 
the margins of a Victor Visible record results in reduced 
inventories, increased sales, improved production and 
other efficiencies depending upon the type of record 
used. These controls are more important than anything 
else to your customer; they're 4is margin of profit. 

As a dealer, your success is a result of repeat business, 
and the secret of such business is a satisfied customer. 
Prove the value of Victor Visible to a customer. He'll 
be back to see about using it for all his records and 
you'll cash in on the Victor “margin of profit.” 


WRITE FOR FULL INFORMATION — THERE’S A VICTOR VISIBLE SYSTEM FOR EVERY RECORD NEED 














NORTH TONAWANDA 
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THE VICTOR SAFE & peeieme co., IN 





NEW YOR 
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SOLID BACK 


SWIVEL 
STENOGRAPHIC _No, 900 


No. 585 


George Simmons, Norm Lincoln and Chet Williams. In 
spite of the unlucky number of guests, Joe Dwyer says 
the boys tell him that no one lost. Very strange. 


om * * 








“Out Where The Handclasp’s a Little Stronger.” 





Royal Makes Five Appointments 


Three new appointments in the Portable Division of 
Royal Typewriter Company, Inc., have been announced 
by the division’s sales manager, W. H. Beckwith. 

R. C. Miesemer, formerly district representative, has 
been promoted to special representative for the Port- 
able Division in New York. Mr. Miesemer’s responsi- 
bilities will include field work and assisting dealers 
throughout the country. 

A graduate of Peekskill Military Academy, Mr. Miese- 
mer gained selling experience and served with the 
Army Air Forces as a captain before joining Royal in 





¥ 
R. R. Vane F. M. Schooley R. Miesemer 








© EXECUTIVE 


SWIVEL No. 1100 





W.H.Detlefsen G. Wilkerson 


1949. Previous to his current appointment he was a 
district representative for the Cleveland-Columbus 
area 











A native of the Ohio area, Richard R. Vane, has been 
named district representative for that  territory’s i 
dealers PMIinNumMm 

Mr. Vane has had wide selling experience, and in his bot 
new capacity, will be headquartered in Cleveland. 

Glenn Wilkerson has been named district repre- T ue OHIO CHAIR Company 1s 
go yg Reel Seg ‘oe eal ready for the day when relaxed material 
samt: Wilkerson JO5nSG Sger 58 SEs, Tes GSS Mer- restrictions take the fetters off production— 
ype salesman in Oklahoma City, his post until his : : ; ’ 
recent appointment ready with chair designs and structura 

Two further appointments have also been announced refinements that will merit the same top 
by E. T. Quinn, assistant comptroller of the company. consideration tomorrow as today ...ready ~- 

William H. Detlefsen, formerly cashier at Denver, to move at a moment's notice on expansion 
has been named district auditor in the comptroller’s of plant and facilities, to multiply production 
department. Mr. Detlefsen came to the organization volume . . . ready to capitalize, with its 
in San Francisco in 1946 and was promoted to assistant dealers, on the preference for Rest-All 
maer in 1968 stale _ Chairs that is growing steadily, even under 

In 1950 he took over the cashier’s duties in the new today’s limited suppl 
accounting office in Denver, the post he held until his Y PP'Y: ALL REST-ALL MODELS 
recent appointment ARE PRODUCED IN A FIVE- 

Former assistant cashier at Denver, Frank M. COLOR RANGE OF U. S. 
Schooley, has been selected to succeed Mr. Detlefsen te cache OF 
as cashier. He has been a member of the company LUXURIOUS GOODALL 


since April, 1950 FABRICS. 


=~ <— 
Whssina Machi os’ HIO 
ts5ing ACRUNES w208332% HAIR CO 4, 
Cline Wade Typewriter & Office Sqsipment: Store, <0 ns Main St.. 


West Frankfort ’ Sede | 28 W. MADISON AVE., YOUNGSTOWN, OHIO Rem T8e 
j £ nog tion « r siven ¢ Mr Wade 


OFFICE APPLIANCES, February, 1952 167 

















for... 
BEST RESULTS 


and 


REPEAT BUSINESS 


Dealers sell 
with confidence 


KELEEFN-AIL 
CLEANSING CREAM 


for removing 


HECTOGRAPH | 
and similar a MaNrACTURING OO 


DUPLICATING INKS 








KLEEN-ALL is the only SNOW WHITE cleaner without a 
filler. It does not contain any alcohol, grit, abrasive or 
free alkali. Cleans the hands perfectly, but will not remove, 
discolor or dull the luster of fingernail polish. Leaves hands 
smooth and white. Kleen-All will not shrink, dry up or 
deteriorate while standing on the shelf 


UNCONDITIONALLY GUARANTEED FOR 1 YEAR 


EVERYONE 
REACHES 


for 
DANDY 
double action 
HAND CLEANER 


CLEANER 


For an all around cleaner—Becavse DANDY removes printing 
ink, multilith ink, paint, grease, tar, glue, vegetable stains and 
grime. 

DANDY can be washed off with woter or wiped off with cloth 
DANDY is an item for every office, factory and home 





—- 2? —— 


For BEST RESULTS and CLEAR COPIES on any spirit duplicating 
machine use 


K.M.C. DUPLICATING FLUID 





+ — 


Krayer Manufacturing Co., Inc. 
542-548 PINE STREET e ELIZABETH 1, NEW JERSEY 
rr i«§| EE 
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Production of Legal Forms 
Can Be a Profitable Field 


ODERNIZED legal forms can materially assist 
lawyers in their course and conduct of practice, 
In fact, up-to-date forms will not only enable lawyers 
to save time, but will help them to controi client re- 
lationship. As a result, the sales of them will pay-off 
when they are designed to serve a purpose, and to meet 
a specified need. Up-to-date legal forms act as a 
guide and all parties concerned may refer to them 
when wishing to obtain detailed information. 
Producers of forms ought to meet the expansion of 
the lawyer’s practice by publishing forms for the suc- 
cessful operation, clarification and condensation of 
legal practice. The following suggested legal form 
might be revised to provide the busy lawyer with 
salient information he will need from time to time: 





ATTORNEY’S RECORDKEEPING CHART 





Client’s Name 

Address 

City Zone State 
Occupation 





CASE HISTORY 


Defendant’s Name 

Attorney 

Legal Action Started 

Completed 

Negotiation Status 

Details (Claim) 

Court of Action 

Appealed 

Narrative Report Prepared 
Copy Transmitted to 

Retainer Fee 

Interim Payments Recorded on (Dates) 
Balance Due 

Final Payment 

Settlement (Informal) 

Legal References to Case (Cite) 
Findings of Case (Brief Details) 
Civil Suit 

Date Audited 

Government Cases Pending 
Federal Regulations involved (Check one) 

(a) Treasury Dept. (Tax matters) 

(b) Labor Relations case (1) Federal Wage-Hour; 
(2) National Labor Relations Board; (3) Union 
Negotiations; (4) Mediation & Conciliation; (5) 
Administrative Agency (Law) etc. 

(c) Federal Trade Commission 

(d) Interstate Commerce Commission 

(e) Federal Communications Commission 
(1) Radio; (2) Television problem 

(f) Department of Commerce 

(g) Post Office 

(h) Department of Agriculture 

(i) Food and Drug Administration 

(j) Department of State 

(k) Supreme Court of the United States 

(1) Copyright Office 

(m) Civil Aeronautics Board 

(n) Federal Power Commission 

(o) Patent Office 

(p) National Mediation Board 

(q) Securities and Exchange Commission 

(r) Immigration Board 

Governmental rules and regulations literature avail- 
able (in library) 

Correspondence (State symbol and dates) 

Disposition 

Comments 





It is obvious that this type of record-keeping makes 
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Dealers Acclaim: 


“Today's Greatest 


Duplicator 
alue! 


At $84.50—this new modern streamlined Apeco 
spirit duplicator is by for America’s greatest duplicator value— 
offering more dollar for dollar value than any duplicator on the market. 





These 3 Big Reasons Make 
Speedliner the Most Profitable 
Duplicator To Feature — 


Nationally Advertised 


Speedliner duplicators are extensively advertised in national 


magazines, constantly developing a demand that has enabled 
Apeco dealers to have outstanding success in selling Speedliners 
against all competition. 


mM Volume Sales for More Profit 


Apeco Speedliner Duplicators are priced within the budget of 
every firm. Because of this vast market Apeco dealers sell more 
Speedliners. A full line of attractively packaged supplies pro- 
vides a prt table flow of repeat business. 


wm Leads on Pros pective Customers Furnished 


The leads developed through our advertising will be turned over 
to Apeco dealers to follow up—giving them a constant source 
of prospective Speedliner customers. 


DEALERS WANTED 


Fine Territories Still Available 


There are a limited number of Speedliner dealerships still open. 
Contact us immediately—for available territory—and full details 
of the liberal Speedliner franchise. 


AMERICAN PHOTOCOPY EQUIPMENT CO. 
2849 No. Clark St. Chicago 14, Illinois 


Please send complete Facts on APECO'S Amazing New Dealer Program for 
SPEEDLINER DUPLICATORS. 
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© Full width cord drawer (divided for 3x5 or 4x6 
cards, cap. 3,000) or flat or —— check filing. 

© Two standord height filing cabinet drawer section 
— ball bearing —— compressor —— non suspension. 

@ Secret safety vault protected by your personal e Three standard height filing 
strong combination lock. Comes complete with sections — ball bearing — compres 
lock and keys o” storage door. suspension. For letters, correspondence, ° 

© Stationery supply storage section—welded shelf. © Secret safety vault protected by your personal 

strong combination lock. 

@ Stationery supply storage section—welded shelf. 

@ Complete with lock and keys on storage door. 


cabinet drawer 





OUTSIDE DIMENSIONS 
DESCRIPTION HEIGHT) WIDTH DEPTH 

a7” | 16" — — 

a . OUTSIDE DIMENSIONS sHip. WT. 

DESCRIPTION HEIGHT in F.0.8. ¥.Y. 


108 Ibs. 


cB-1 OFFICETTE Jr. 34” 





Available in Grey oF Green @ Plunger Lock Available 





OFFICETTE Sr. 





4 
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—— information available at a glance and provides a “fin- In these chairs too 
su | ger-tip” inventory. For the thousands of attorneys rss” 
* 


/ throughout the United States today, this data repre- 
sents a summary of vital and important information 
1] they need and require. Hence, it is assembled and e 


presented in the simplest and easiest-to-use manner. 


With the ever-increasing practice and contact with shows unmistakable evidence 
Federal agencies, lawyers must keep posted on the 
; eases they handle and be acquainted with their numer- 


1 | ous details. A personal knowledge of the record-keep- of outstanding chair craftsmanship 


ing requirements of lawyers, who must have full and 
valid information, can be capitalized upon by the 
production and sales of legal forms for those inter- 
ested in obtaining a share of the money practicing 
lawyers spend annually for such material. 


Are you getting your share of this business? The 
easiest way to sell lawyers all kinds of office forms 
is to start with client record-keeping information. In 
addition to the foregoing area of sales, producers of 
forms can, with the passage of time, provide other 
record-keeping forms as a means of getting a larger 
volume of business from the lawyer, where such 


record-keeping data is the answer to the legal record 
problems 
It is believed that millions of these legal forms could 


be sold. There are forms for sales, production, person- 
nel, accounting 1 so forth. Why not more and better 
ip-to-date legal forms? In other words, producers of 
this type of form who supply the essential data for 
lawyers will not be losing sales, but increasing them 
The volume of business you do depends upon appro- 
priate forms wh selling to the legal profession—a 
lucrative field to explore. Because of their importance, 
standardized legal forms can be profitable, particularly 
if they can be filed with an economy of space.—RDS 





Secretary-Minded Ads 
Build Supplies Volume 





, 
AKING into consideration the fact that the secre- 
tary’s wants often influence the boss’s purchases at 
the office supply store, Kistler’s, Denver, Colo., runs No. 400 


at intervals newspaper display ads which are aimed 
squarely at office secretaries. 

Each advertisement is headed with a reverse cut, 
addressed simpli Secretaries” in white letters on 
black. Below is the suggestion “Buy Your Supplies at 
Kistler’s.”” In each such ad the items shown are pho- 
tographed “from life” and include an average of six 

more work essentials which secretaries have told 
the management do most to lighten their burdens. 

A typical “secretary ad” run during February, was 
devoted to nylon ribbons, cuffs, carbon paper, type- 
writer pads for cutting noise, copy holders, light- 
weight portable typewriters and adding machines. A 
cut of each item appeared on the right side of the 


2-column, 15-inch ad, with a short paragraph indi- 


Pictured here are two num- 
bers from our No. 400 line 
—No. 400 and No. 401. 
Your customers can always 
bank on these chairs .. . 
they‘re always right where 
sturdy, rugged seating 
needs must be filled. 
They’re really built to “take 
it’. Fair price. Comfort. 
Quality Construction and 
Finish (quartered oak, wal- 











cating its importance to working ease. nut ond mahogany finish 
Pointed out, for example, is the fact that nylon rib- on Northern Birch). There's 
bons require far l ss changing, produce a copper-plate always an ample measure 
‘ impression, and are bound to “please the boss.” Simi- mm ah 
Se vont eae titi: 125 : . of these qualities in Jasper 
larly, a sponge ibber pad for use under the type- : : | 
writer, was promoted as a safeguard against headaches Seating chairs. Jasper 
\ and nervousne ming from a constant roar of type- Seating Co. builds be chair 
e writer noise for every commercial use. 
One by one, each of the items was explained, always | No. 401 Dealer inquiries invited. 
n terms of the secretary’s own ease, which Kistler’s | } 
tte” has found by far the most effective in creating “buy | 
‘peal | | | Send for information | 
[orm- While secretaries seldom do their own buying, ex- Patt i 
ept in the case of small offices where the office man-_ | 
Me ager or head the firm assigns this as a specific —— { 
duty, it has been noticeable that orders by purchasing 
agents, office managers and other large-scale pur- 
chasers. invariably include many of the items ad- | JASPER SEATING COMPANY 
dressed to secretaries in subsequent orders, according | 
to Earle Kistler, head of the firm.—RAL JASPER ° INDIANA 
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\\~ improved 


Waste 
Baskets 


guaranteed 
5 years 


New Vul-Cots sell because colors 
don't chip off—rims don't break! 
Made of hard vulcanized fibre, 
they are light weight, noiseless, 
durable and attractive. Exclusive 
bonded seam construction gives 
added strength—improves ap- 
pearance. Easy to handle—easy 
to clean—they are practically 
indestructible, don’t crack, 
splinter, dent, rust or corrode. 
Cut maintenance and replace- 
ment costs—save money on han- 
Because Vul-Cots 
offer your customers more for 


dling waste. 


their money —there's more money 
for you in selling Vul-Cots. Write 
today for catalog price sheet— 
Dept. OA-1. 


The Round Taper—most popular of 
all Vui-Cots for general office and 
schoolroom use. Takes up small space, 
is neat and attractive. Two sizes, 
nos. 2 and 3. 


The Square Taper—a_ distinctive 
style, popular with executives and 
ideal for reception or board rooms. 
One size, no. 5. 


The Round Straight—specially de- 
signed for washrooms, basements, 
ticker rooms, lobbies, shipping and 
mailing rooms. Two sizes, nos. 9 
and 10. 


n standard colors—maroon-brown and 


olive-green. Gray also available for use with gray 


office furniture. 











Keep Your Business Strong and Active 
Continued from page 14) 


ility, a retail store can be kept young and vigorous in 
its functions, provided management knows how to keep 
it that way, taking the necessary protective measures 
at the right time. 

Speaking along this line, an oldtime trade editor said 
to me: “In the industry that my publication represents, 
we observed a certain group of retail outlets for many 
years. We saw them young, strong, vigorous—flourish- 
ing. We watched them attain great merchandising pro- 
portions, then come to the median line of middle age 
and all the strength and power of maturity that come 
at that time 

“But some of those stores have since weakened with 
age. There has been no new nourishment injected into 
the management in the form of new ideas 

“In several instances, it almost seems that there 
never has been any real effort exerted towards mod- 
ernization of facilities, fixtures, and methods. The 
policy seems to have been that what was good enough 
to attract and serve the public 15 years ago should 
be satisfactory today. 

“In the meantime, other stores of the same approxi- 
mate age-group are being nourished daily, so to speak, 
with new ideas and improved systems and methods 
for serving the community, bringing mental exercise 
constantly into management—especially, the public 
relations aspects of doing business in these modern 
times. 

“These really-prosperous merchants have kept pace 
with the changing times, maintaining their original 
vitality and adding to their merchandising power and 
stature all through the years.” 

Those stationers and office machine dealers who have 
achieved conspicuous success owe their prosperity, not 
only to enterprising sales promotion methods, includ- 
ing systematic outside-the-salesroom canvasses for 
those “heavy” equipment orders and contracts that run 
into big money (desks, safes, and filing-cabinets) , but 
also to a conscientious policy of keeping faith with 
every customer 


Need Careful Management 

This ideal of careful management is especially per- 
tinent to the service phases of such a business—that 
is, the full-line outlet that carries all the mechanical 
appurtenances of the modern business office 

Profiteering in service charges, or reneging in the 
fulfillment of the specifications of a guarantee or 
warranty because of some relatively minor technicality, 
are forms of taking advantage of a customer’s con- 
fidence—breaches of good faith, in other words 

To charge unreasonably for machine servicing is 
quite as reprehensible as to pad a commodity price. 

Intuition does, however, provide some protection for 
the service buyer, and his suspicion that a certain 
charge for servicing or repairs is unreasonable may 
cause him to take his next repair or rebuilding job 
to another office machine service agency for the pur- 
pose of comparing the charges 

Even if he lacks a sense of service and repair costs 
and values, casual exchange of information with other 
buyers of such maintenance or repair services will 
give him all the enlightenment that he requires for 
judging the fairness of charges for such work 

The customer’s confidence, which is the essence of 
his good will for the store, can be won or lost in exactly 
the measure that conscientious policy governs the 
pricing of such repairing and servicing jobs in the 
office machine industry. 

It is quite true, of course, that the mere fact that 
a certain charge amounts to more than the buyer 
expected it would is not incontrovertible evidence that 
the charge actually is unreasonable, but there is 4 
sure way to avoid this unpleasant suspicion on the 
part of the customer. 

That sure preventive of dissatisfaction is to give the 
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New Silk Spun with Clean-Edg 
tremendous response from dealers 


mmediate and 
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tance of carbon pape! that sells and resells 
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oan ‘% t of all carbons as never before. 
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MANIFOLD ABILITY 
LEANLINESS 
RABILITY 
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‘_LEAN-EDGE smudge free fingers 
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: » of handling 4 i rapid collation 
Q k removal 
Extra writing strengt! 
: superior MIRACLE-TONE velvety grey back , 
The new superior ™4? | 
; ealing packagine and colorful pack imprin 
Eye-appeaiih ackag) 
e best 
i more customers every day are demanding th 
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MITTAG & 
NEW YORK 7, N. Y. 
261 Broadway 


BOSTON 10, MASS. 
75 High Street 


OFFICE APPLIANCES, 1952 


February, 


> * ; a N 
1‘ ] ~ \ ‘ y he i Pr. 3 IC’. Perk Ridge ew 


CHICAGO 6, ILL. 
558 W. Washington Street 


KANSAS CITY 6, MO. 
1013 Grand Avenve 





Jersey, USA 





inxeo e188 ons 


throughout the country 
erior carbon paper 


MITTAG & VOLGER, INC 


VOLGER BRANCH OFFICES 


SAN FRANCISCO 5, CALIF. 
591 Mission Street 


LOS ANGELES 13, CALIF. 
406 South Main Street 
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the choice 3401 


ever all other 
office 
chair cushions 


C-Foam, and C-Foam Moltex are 
the largest volume, fastest selling 
cushions in the world today. 

And for one good reason—they're the best. Office workers 
find that in C-Foam they get the longer lasting comfort 
so important to peak efficiency. They like the wide 
range of style too. For C-Foam and C-Foam Moltex are 
available in many different sizes with a choice of 

color and cover. 


Brown or green fabric; Brown, red, grey or green plastic or 
fibre ; Some with removable covers, some reversible. 
PROMPT DELIVERY ... You can be assured of immediate 
attention, and action on all your orders. 


Distinctive Chrome stand, stickers, cards and advertising mats 
for all dealers. 


Honeycombed with millions of 
tiny air holes the C-Foam 
literally breathes fresh cooling 
air with every movement to 
provide long lasting, restful 
comfort. Made with pure, molded 
latex foam rubber. 


Sizes 16” x 18” and 14” x 15” 
1” thickness $595 


2” thickness $695 
special 17” x 19” x 2” $795 
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3341 W. El Segundo Bivd., Hawthorne, Calif. 


1 wont more information about C-Foam cushions. 
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Garages, Filling Stations, Food and General Stores, 
Gift and Beauty Shops, Laundries . . . any business 
that does over-the-counter sales in cash or credit can 
use an Indiana profitably. 


Every transaction recorded as it occurs. Gives a com- 
plete confidential record of sales by departments or 
commodities, and an easy, quick cash control. 


Capitalize on the sales opportunity that Indiana 
offers you— 


WRITE 


es 
tll A DRAWER co. 


SHELBYVILLE, INDIANA 
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service buyer an advance estimate on all major repair 
orders—the kind that involve overhauling, at any rate, 
or the replacement of parts, as differentiated from the 
relatively minor or sundry jobs, such as merely clean- 
ing, oiling, aligning, or adjusting a machine in which 
there is no real structural nor functional defect. 

In the matter of keeping a stationery and appliances 
outlet strong, good advertising—a reasonable amount 
adjusted to the economics of the business—is an im- 
portant consideration. 

Some dealers advertise uneconomically, but their 
error is not so much in the quantity of the advertising 
that they publish as in the failure to plan their ad- 
vertising more carefully with a view to accomplishing 
a specific purpose at the most auspicious time. 

A retailer is not doing his salesmen any favor by 
non-advertising his store. Even the best salesmen 
need some advertising support unless they are selling 
something that has no competition, and postage 
stamps are the only item in that category that I know 
about. 


Good Will Necessary 

Well-written and well-timed advertising will feed 
buyer-traffic into the salesroom, but with the excep- 
tions of some seasonable item sacrificed at half price, 
or a nationally advertised food product, or the adver- 
tising of a mail-order house, it doesn’t consummate the 
sale. 

Strengthening any retail business means constantly 
strengthening the community’s good will for the store, 

A stationer and appliance dealer should get all the 
patronage that he can attract by causing the public 
to like him, his co-workers, and the store as a mer- 
chandising presentation, but in his relations with 
customers—especially, the larger buyers of office equip- 
ment, such as industrial purchasing agents—the sur- 
mise that he is not getting the customer’s orders ex- 
clusively should never be given utterance. 

The customer, or the customer’s purchasing agent, 
may have other friends in the office supply and office 
machine trades—possibly persons known to him long 
before he ever knew the stationer who imagines he 
has a rightful claim to preferential patronage—and 
certainly, regardless of that probability, such a big 
buyer has the right to distribute some of his orders for 
office requirements occasionally, if he so desires. 

Tact is as necessary as courtesy in these matters, if 
one would avoid the costly risk of incurring the un- 
witting disaffection of a profitable account 





Burroughs Opens Houston Headquarters 


Burroughs Adding Machine Company formally 
opened its new branch headquarters building in 
Houston, Tex., at 2400 Holcombe Blvd., in January. 

“Burroughs business has grown to such an extent 
in the Houston area that a larger, more modern head- 
quarters building became desirable,” H. D. Holsinger, 
manager of the branch office, stated. 

In addition to the full line of Burroughs adding, 
accounting, calculating, statistical and cash registering 
machines, the new headquarters will have complete 
facilities for sales, servicing and processing of micro- 
film. 

Operators’ training facilities, demonstrating quar- 
ters, sales and service offices will be housed in the 
10,500 square feet masonry building. The interior is 
decorated in eyerest green, trimmed with walnut. 
Acousti-Celotex ceilings, modern fluorescent lighting 
and air conditioning complete the interior appoint- 
ments. 

Private parking is provided at the rear of the build- 
ing with access through a private side drive. 

“Burroughs growth in the past 34 years has paral 
leled that of Houston, and with this newly acquired 
headquarters building, Burroughs has followed the 
growth of the city, out along the double parkway @ 
the recently developed area near the Shamrock Hotel,” 
Mr. Holsinger said. 
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.a large insurance company reports 
noise level down 14.5%, efficiency up 
8.8%, typist errors down 29%, machine 
operator errors down 52%. 


..a great research laboratory reports 
that noise is 5 times more harmful to the 
executive than to the average worker. 


NEVA-CLOG—the 
Pinch Point Staple 

Pierces better, eas- 
er; no burrs, no rough 
spots, always uniform 


NEVA-CLOG | 


STAPLES 





*Test No. E-3065 (7/27/51). 


Details on request. 


WEVA CLOG 


The Do Plus 


STAPLING MACHINE 
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.a large communications organiza- 
tion discovers that a 30% reduction in 
noise level cut mistakes 42%. 


Noise is definitely harmful. The 
facts prove it. 

The Neva-Cxoc plier-type stapler 
is significantly quieter than desk- 
type staplers. The U,. S. Testing 
Company proved this for us in 
scientific tests.” 


QUIET N-C 


PLIER-TYPE 














THAT NoIsE! 





The Neva-Cioc “less-noise” story 
creates new business for you in 
any office or area where reduction 
in noise level is essential. And 
every stapler you sell brings 
repeat staple business year after 
year after year, 


STAPLERS 


No Banging! No Pounding! 


NEVA-CLOG PRODUCTS, INC., LOGAN STREET, BRIDGEPORT, CONNECTICUT 


Exclusive Canadian Distributor: CANADIAN STAPLES LIMITED—Montreal, Toronto, Winnipeg, Vancouver 
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PUSH-BUTTON MULTIPLICATION 
sends figure output soaring 


EASIER-SURKER-FASTER 


EASIER— because Marchant saves the operator at 
least one step in every multiplication problem. 


SURER— because Marchant is the only American 
calculator with dials for verifying the 
keyboard entry. 


FASTER—because Marchant’s mechanism 
operates at speeds ranging up to twice 
those of any other calculator 


Since more than half of all calculator work is multi- 
plication, experienced office workers everywhere choose the 
calculator that multiplies easier, surer, faster. The Marchant Man 
in your phone book will prove this by a demonstration 

in your office —call him today. 


a 


Mail this Coupon with your business letterhead to get our free 
GUIDE TO MODERN FIGURING METHODS [] 
ILLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS [_] 


MARCHANT CALCULATING MACHINE COMPANY 


DAKLAND &, CALIFORNIA Pi 
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3 PUSH-BUTTON MULTIPLICATION 
Merely enter multiplicand in key- 
board and answer appears simul- 
taneously as multiplier is entered 
n Automatic Multiplier row 








AMERICA’S FIRST 
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Stationery Advertising 
Need not be Elaborate 


BY HELEN KITCHEN BRANSON 


g FRANK VAN KEUREN, who owns and operates the 
El Vanada Stationery at 10747 Pico in West Los Ange- 
les, Calif., has found that advertising in his field must 
be directed in two categories—that which attracts the 
housewives who do most of the “traffic” buying, and 
that which appeals to the small business men who 
purchase office supplies from stationers convenient to 
their places of business. 

Mr. Van Keuren has developed his advertising psy- 
chology from 20 years of working with Brown-Bigelow. 
He has worked out his program so that institutional 
advertising in newspapers and premium gadgets for 
the office appeal to the men, while window display and 
home calendar advertising is strictly for the house- 
wives 


Survey Trading Area 

It is the small business man,” Mr. Van Beuren says, 
“who is the customer of the district stationer. Blot- 
ters and office gadgets are merely a means of getting 
him acquainted with your name. 

“We canvas our district with the aid of university 
students for new business firms, specialty shops and 
offices. This is an excellent mailing list for our insti- 
tutional gadget 

“In the local newspapers, our policy is strictly to 
keep drumming our name and location into the minds 
of readers. Here again, it is mostly the men who are 
interested enough to look over the display sections of 
the paper 


Different for Women 

Women, however, require an entirely different psy- 
thology, according to Mr. Van Keuren. “Eye appeal 
neans more woman than strict utility,” he says. 
A man want know what we have that is of use 
to him in his business. A woman wants to know what 
we have that she wants for herself or someone else 
but from a different point of view.” 

Street window display is detailed mostly for women 
shoppers. Seasonal merchandise, gift items, home 
helps and personal stationery are shown with colorful 
backgrounds and display aids. 

We have tried showing office supplies in our win- 
dows,” he explains, “and we found that the response 
was much better to the other types of merchandise. 
A sign in neon saying ‘Office Supplies’ is enough to 
assure the business man that we have what he needs, 
while the window shopper wants some suggestions in 


use, of courst 


relation to personal feelings and desires. Thus, the 
actual objex be shown for this type of appeal.” 
El Vanada Stationery also has a policy of getting 


} 
whatever the istomer requests that is not in stock. 
We want people to build up the habit of thinking 
us in relati to any items within or related to our 


‘ 


lines of office ipplies, printing, and stationery. We 
endeavor to give two to three-day printing service, and 
to place special orders for merchandise which we do 
not regularly stock 

Mr. Van Keure sounds a note of caution concern- 
ng advertisin small district stationers such as 
El Vanada Wi ist always keep in mind that our 


is built on the business people and 


regular patr 


housewives wh ve and work in our area. 
Widespread advertising of a community-wide na- 
ture is not of much value to the small shop. Its con- 


venience is it biggest 


to provide in 


asset; next comes the ability 
the office supplies and stationery 
et the needs of the people who come 


tem t ; 
items tha 


in. Every store 


I uld study its clientele, then gear its 
display, advertising, and promotion to the area in 
Which it is locate UTPS 
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Superiority of design, qual- 
ity and value has built an 
outstanding preference for 
these Lawson products. The 
demand is greater now than 
ever. That’s why delivery is 
sometimes a bit slow . . . but we are sharing ou 
production as fairly as possible. Remember, the 
Lawson name means better customers, more profit. 





* An ornamental and 
highly serviceable sandurn, 
trimmed with stainless steel 
for beauty and permanence. 
No. 6000. 





* NEW! A wonderfully smart, 
new-style receptacle. Stainless 
steel door and trim. Hard 
white or green enamel. Vermin 
and odor proof. Stainless steel 
band at bottom, curled under. 
No. 1001. 





* A real executive type 
office waste-basket. Has 
smooth rubber cushion 
cround entire top. Finished 
in natural wood grain Wal- 
nut, Mahogany or Oak. 
Also in Olive Green and 
Office Grey. No. 2900. 





Utility Receptacle 
No. 110 


THE F. H. LAWSON CO. 
850 Evans Street 
Cincinnati 4, Ohio 





135 VARS 





179 

















gitty million Frenchme, R 
CANT BE wear 







. aa ) S 
CA\ Sy J 
“| 
| 
{ + Pa ‘ 
j Cx 
i> J “ay 





Mais non! (But no!) Leave it to the French for 


smart, smooth finesse in making mistakes oblivious 
that might otherwise appear obvious. Leave it to 
vour keen customers to do the same. Smart folks 


Roberts Erasers 
language—so smoothly that 
That’s why you'll sell 
world-famous 


the world over know that Weldon 


correct mistakes in any 
they're completely oblivious. 
more erasers when you feature this 
line. 


2020 MASTER PINK. 
Medium sized, soft 
pink super-quality 
eraser of handy ellipti 
cal shape. Ideal for 
pencil work and clean- 
ing; for drawing and 
for general use 


399 TRI-PLY. The original, superior, 
3-layer eraser for typists. Two outer 
plies of red pencil-rubber for smooth, 
clean erasures on originals and carbon 
copies; center ply of soft gray ink 
eraser for a single letter or a complete 
line 


Write for Illustrated Price 
List, so you can capitalize on 





SED 


WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St. @ Newark 7, N. J. 


World’s Foremost Eraser Specialists 


Waldon RoLeils 
Eranwu> 


Correct Mistakes in Any Language 


smart eraser-selling NOW. 
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Eight Points For Better 


Business in 1952 ; 

@ A SELF-INVENTORY by the retailer “who playg 

quarterback on the sales team” is recommended 

by the Housewares Club of Los Angeles, Calif. 

In preparation for the fall, these retailers believe 
merchants should ask themselves the following ques- 
tions: 

1. Am I doing a thorough job on a modest numbell 
of good lines, or am I spreading myself too thig, 
to be effective? 

2. Am I doing the right kind of display and mer 
chandising job? And do I co-ordinate these 
activities closely with the distributor and manus 
facturer? 

3. Am I making sure the customers fully under 
stand the positive points on the merchand 
I present? Do I really understand the goods J 
am handling? e 

4. Am I using the advertising dollars furnished by. 
the manufacturers as effectively as I possibly 
can? 

5. Are my promotional activities designed to make 
a profit for all three members of the distribus 
tion team, or am I concerned only with my owm 
immediate end? 

6. Am I consulting frequently with the manufaes 
turer and the distributor to determine the futurg 
availability of good and to prepare for eventual= 
ities? Am I carrying a reasonable inventory s@ 
that customers can get immediate service and 
delivery. 

Am I giving the proper kind of send-off to new 

items presented to me by manufacturers? 

8. Am I keeping the manufacturer and distributor 
advised of weaknesses and suggestions that may 
develop on his lines, thereby strengthening my 
own ability to sell them in the future?—RAL 


=~] 





Duplicator, 1910 Vintage, 


Stresses Modern Equipment 


g@ A HIGHLY unusual and humorous note was injected 
into duplicating machine merchandising during 
December, at Schwabacher-Frey, stationers of San 
Francisco, Calif., when a complete window display on 
duplicating equipment was presented. 

Shown in the center of this display by William Wat- 
terud, manager, was a 1910 duplicating machine, con- 
trasted with an efficient new electrically-operated 
model. Stacked in neat pyramids on either side of the 
two machines, were all accessories, samples of the work 
produced, inks, papers, etc. In the center was a sign 
which asked “Would you drive a 1910 model car?”. An 
arrow pointed from the sign to the 1910 duplicating 
equipment. 

Displayed at the back of the window was a completé 
“gallery” of duplicating equipment as featured in thé 
office machine section of Schwabacher-Frey, includ 
ing cabinets, files, varieties of papers and samples of 
beautiful work turned out by a variety of duplicating 
machines. 

The display brought not only a lot of comment from 
businessmen, who enjoyed seeing the old duplicating 
machine, but offers to lend the store even older equip 
ment for similar displays, according to Mr. Watterud 
“Displaying the old machine had the effect of guar 
anteeing more concentrated attention to new develop 
ments,” it was indicated. “Our sales in the duplicating 
machine section picked up noticeably within the nex 
few weeks.”—RAL 





New Business Opens in Hobart, Okla. 

The Kiowa Printing & Office Supply Company has 
been chartered at Hobart, Okla., by R. A. Goad, Eloist 
Goad, William Bernell and Leona Bernell. It hasé@ 
capital stock amounting to $53,400 —JHR 
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This new tape display 
makes large-roll tape sales zoom! 


EYE-POPPING RESULTS in test stores indicate this 
new mass display for “‘Scotch” cellophane tape will be 
your most effective selling tool yet! It shows your cus- 
tomers the whole ‘‘Scotch”’ Brand line in one glance. . . 
sells them in a wink on buying big, economical rolls of 
tape and refillable dispensers. That means bigger unit 
sales for you, plus plenty of refill sales in the future! 


A GOOD “DEAL” for 
in 4” width plus twe 
penser included 

with plenty of apps 


advertised in Off 
sure to mention itt 


your customers! 12 rolls of 1296” tape 
Desk Dispensers . . . with the second dis- 
no extra cost. That’s Deal “‘S’’ ... an offer 
for office managers. This deal is being 
Vanagement and Office magazines .. . be 
your customers for extra profits! 
1952 
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Get your order in today for the new “ST’’ Cabinet— 
set up a complete tape department in only 20” by 30’ of 
counter space. Cabinet holds Heavy Duty Dispensers, 
Plastic Hand Dispensers, Desk Dispensers, 2592” rolls, 
1296” rolls and utility rolls. And this attractive, per- 
manent cabinet is yours for only $2.95 with an order of 
utility-size rolls! 


The term “Scotch” and the plaid design are registered trade marks for the 
more than 100 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota 
Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Re- 
cording Tape, “Underseal’’ Rubberized Coating, “Scotchlite” Reflective 
Sheeting, “Safety-Walk” Non-slip Surfacing, “3M” Adhesives, “3M” Abra- 
sives. General Export: Minn. Mining & Mfg. Co., International Division, 270 
Park Avenue, New York 17, N. Y. In Canada: Minnesota Mining & Mfg. of 
Canada, Ltd., London, Canada. 





Increasing your sales volume is our definite goal for 1952. 

But, we're not just talking about it... we re doing 

something about it. 

@ Our increased production facilities will enable us to make fast 
LIBERTY STORAGE BOX deliveries. 

@ Our 1952 advertising and merchandising plan will tell 

more executives more about Liberty products. There will be 





more inquiries passed on to you... more leads to produce 


more business for you. 





STIMULATE SALES WITH THESE DEALER HELPS IN 1952! 


Every month over 1.000.000 key business executives who 
influence buying will see LIBERTY ads in such magazines as 
l a : Ve ius and H orld Report, Business H eek, Dun’ s Rer lew, 
The Office, Office Executive, Burroughs Clearing House, 
Banking and The Rotarian. 

Free to You... new two-color circulars on each LIBERTY 
product for counter pick-ups or your own mailings to 
prospects and customers, 

Free Catalogs on the complete LIBER I) LINE. 

Free Consumer Booklet — “Manual of Record Storage 
Practice.” Tells how long to keep specifi records and the best 
methods of storing them. Booklet is available in limited 


quantities to give to your prospects and customers. 





a 


Free Newspaper Mats. 


Free Prepared Ads or electros for your catalogs or 
direct mail pieces. 


Field Service — experienced men will help you close sales 
and answel special rec ord storage problems. 








REG. U.S. PAT. OFF. 


Your Best Buy... 


STORAGE BOXES 


Five Reasons Why... 






First — \ triple thickness ot bp ard on the bottom aia 
strength where needed. 

Second — overlapping top for dust-proof protection 
and added strength. 

Third —simple but secure closure. easy to open: will 


hold even if box is overloaded o1 dropped... impor- 
tant spill-proof protection when records are moved. 


Fourth —lowest cost quality storage box on the mar- 
ket. This means more sales for you 


Fifth —consumer acceptance means easier sales for 
you. Now over 90,000 satisfied users. 


Write for catalog on all Liberty BANKERS BOX COMPANY 


Record Storage Products, prices 
and discounts. Plan Now to get on th Record Retention — Our Business Since 1918 


“band-wagon” with Liberty in 1952. 720 South Dearborn Street - Chicago 5, Illinois 
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Outside Salesmen Get the Orders 


LTHOUGH WE DO a considerable over-the-coun- 
A ter business and give courteous attention to all 
seeking office supplies and furniture in the store,” 
said Keith A. Dawes, manager of the Weber Office Sup- 
ply Company, Ogden, Utah, “our main volume of busi- 
ness is with executives and firms within a radius of 
70 miles. We have three outside salesmen who Call 
on all firms needing office supplies or furniture once 
a week. We not find it necessary to do any other 
advertising, since all of our patrons know on what 
day, and practically at what hour our salesmen may 
be expected. Our men are trained and note when 
any new or improved supplies or furniture is needed, 
and suggest same 

We take in furniture as part payment on new,” 
continued Mr. Dawes. “Aside from cleaning it we do 


no reconditionin We do not place it in stock, but in 
a separate room, putting a reasonable price on it, 
and in most cases it moves out as fast as it comes in 
We do not aim to make any profit on it, but to come 


out even, as it is better to sell it at a lower price than 


to have it accumulate 





Display at Weber Office Supply Co., Ogden, Utah 


We do not make any special effort to attract stu- 
ients to our ewriters. We display them in a special 
alcove, and make an occasional display of them in 


the window 
and supplies 


)not go int 


nnection with other office furniture 
We also trade-in old typewriters but they 
salesroom. We have an arrangement 
vith a dealer in used machines who takes them off 


ur hands at the allowance we have made. 

Aside fron tuffers in our monthly bills—mainly 
leaflets supplied by the manufacturers—the only form 
if publicity we use is window display. A neat set of 
fice furniture, with complete desk accessories, will 
suggest the purchase of some of them, particularly at 
the holiday season or for Father’s Day.”—WBS 





Choose Older Men 
As New Employees 


EALTHY SELF-INTEREST and not just a queasy 
ience, suggests the desirability of filling 
vacancy on your working staff with 
The office appliance retailer who 
reluctant to accept an older person as an employee, 
prevailing unrealistic prejudice 
yment of persons over 45 years of age 


social cor 
that anticipated 


) jlearlvu ir siAld } 
Leiaeriy individual 


is tne victl 


igainst the emp! 


With all indications pointing toward an even tighter 
labor situation than that already prevailing, such 
dealers are arbitrarily refusing the services of indi- 
viduals, man‘ f whom are fully capable of job per- 
formance superior to that of younger men 

How efficient the elderly employee in performance 


of his duti« PI 


hize that he 


ogressive management experts recog- 
nerally more reliable than a man in 
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WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301 '/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 301), 
is so beautifully designed ...so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 
No. 300 (without arms), Write for illustrated 
literature and prices. 


STANLEY MANUFACTURING CO. 
2310 N. Main Street, Fort Worth, Texas 
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Display these Handsome 
Desk Companions for 
Quick Sales and Profits 


Send for Price-O-Log No. 50 = 
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his twenties. He has acquired responsibilities, sound 
working habits, and self-discipline. Often, he is quicker 
to understand what is expected of him by his employer 
due to past varied working experience. And he has 
lost the foolish pride that often causes a young man 
to regard the job he is now doing as a temporary 
expedient pending his graduation to more exciting 
work. 


The older man, by contrast, is happy to prolong his 
useful working life and shows good job enthusiasm. 


Another common illusion holds that older employees 
will lose more working time due to illness and other 
causes, than will younger men. Actually, the opposite 
has proven to be the case, as revealed by studies made 
by the U. S. Bureau of Labor Statistics during the 
last war. Men in the top age group of 65 and over, 
it was found, lost less working time than those in their 
teens and twenties. 


Wide Choice of Workers 


The office appliance retailer who is willing to hire 
older individuals will find a much wider variety of 
capable people to choose from. Most of the younger 
men who are capable, are already working during this 
present period of labor shortage. 


By contrast, only one man in six among those 45 
years of age and over, is accepted for new employment. 
The older people include many retired professional 
and small business men who need to supplement in- 
adequate retirement incomes, or feel the need to work 
to maintain their interest in living. In most cases, 
the reason is economic. An employer in a large city 
recently advertised for a retired individual to fill a 
menial job. Over 200 applicants responded. 


There are about 13 million people in the 65 and 
over age group in this country. Over half of them are 
physically and mentally capable of holding a job. Ewan 
Clague, U. S. Commissioner of Labor Statistics, com- 
ments that “Many of the physical changes associated 
with age not only tend to occur more slowly than 
we once supposed,,but also interfere less than we 
would expect with performance on the job.” Yet a 
great many workers are excluded arbitrarily from jobs 
because of their age, or are retired when they reach 
a certain age, often under 65. 


By giving older individuals at least equal considera- 
tion with younger job applicants, you may fill a human 
need and add a thoroughly competent employee to your 
payroll.—_ERL 





Let Fellow Employees 


Determine the Bonus 


OR RETAILERS who are wondering what sort of 
bonus plan is most effective, perhaps a glance at 
what one successful retailer does in this respect, will 


be helpful. 


This merchant, realizing that his appraisal of what 
constitutes a fair bonus for individual employees, based 
on their performance, may not always be accurate, 
asks his employees to rate one another once a year. 
Then he compares his rating of each with the ratings 
which the employees make. This plan has worked out 
very well for several years. 


The rating sheet follows: 


EMPLOYEE RATING SHEET 


This is a rating sheet for all employees. Rate your 
fellow employee to the best of your ability. Remember 
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=| A NEW PRODUCT ORIGINATED 


man 
orary 


g his OFFICE SUPPLY DEALERS 


lasm. 
oyees | 
the A , - 
scat iW 1948, the Master Addresser Co. originated 
made the spirit type addresser. One of the few genuinely NEW 
a inventions to be offered for sale through office supply 
their dealers in recent years, it has brought approximately 
$3,000,000.00, yes, THREE MILLION DOLLARS, in 
sales to dealers tills. Im January Master Addresser 
national advertising reached over 6,200,000 readers in 
a SATURDAY EVENING POST, NATION’S BUSINESS, 
unger KIWANIS, POPULAR MECHANICS, and DUN’S RE- 
zy this 





VIEW. You can cash in on this program. 


men | STOCK — ADVERTISE — SELL 
i | MASTER ADDRESSER Products in | $4450 
cases | YOUR STORE FOR PROFIT Pon Fo ton od spp 


MODEL 40 

















> city 

fill a 

» and 

«| and NOW ANOTHER NEW PRODUCT 

Ewan 

com- 

— Toda 9 the Master Portable Spirit Duplicator 

= ae is another NEW product for sale through office supply 

Yet a dealers. A truly INEXPENSIVE SPIRIT DUPLICA- 

4 be TOR which gives the same HIGH QUALITY PRINTS 

" as do higher priced liquid process machines. Impression 

andl paper is ROLLER MOISTENED. Bronze bearings on 

oneal rollers. Weighs only 12 pounds, and can be carried 

) your about like a portable typewriter. 
NATIONALLY ADVERTISED FOR THE FIRST TIME 
IN FEBRUARY to over 4,900,000 readers. Ads will ap- 
pear in February in SATURDAY EVENING 
POST, NATION’S BUSINESS, THE INSTRUC- 
TOR, and the SCHOOL EXECUTIVE—SCHOOL 

ree EQUIPMENT NEWS. 

“ will Envelope stuffers and newspaper mats now available. 
STOCK — ADVERTISE SELL 

val The MASTER Portable SPIRIT DUPLICATOR 

urate, | Complete with supplies in YOUR STORE FOR PROFIT 

tings 

“| WRITE TODAY BMediez rhe G 

TAI | 
thos fant ore 6500-D WEST LAKE STREET 

your MINNEAPOLIS 16, MINNESOTA 

>mber 
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1100 
ECONOMIZER 
SERIES 











There sa ait | 
| ...and i growing all the time! 
made-to-order : With constantly rising costs, today’s Office Furniture 
md rket Buyer is demanding Wise Economy .. . and that’s 


what Alma offers. 
for 


Alma Wise Economy fits today’s shrinking budgets. 


At the same time it offers smart styling that suits any 





decorative scheme, modern, functional designs for working 
efficiency, and the famed Alma Craftsmanship that has 
x been known and respected for so many years. 


All of this and modest, budget prices, too! 


There’s profit awaiting you . . . tap the rich market of 


Wise Economy by stocking and selling Alma Desks! 


BETTER DESKS ARE MADE OF WOOD 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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your rating of him will also affect the bonus you re- 
ceive. Be fair 


FAIR GOOD’ EXCELLENT 

Honesty 

Clean conversation. 

Ability to find work without 

being told what to do. 

4. Co-operation with superiors. 

5. Co-operation with fellow 
employees 

6. Popularity with fellow em- 
ployees 

7. Popularity with customers. 

8. Waits on customers prompt- 
ly. 

9. Will admit and report mis- 
takes. 

10. Handles responsibilities. 

11. Works without crabbing. 

12. Makes suggestions to im- 
prove business 

13. Gets to work on time. 

14. Loyalty to company. 

15. Gets own job done promptly. 

16. Does not loaf on fellow em- 
ployees 


This rating sheet was worked out by officers of the 
firm. An employee rating a fellow worker has the right 
of privacy, and so the employee being rated does not 
know who is rating him unless the person chooses to 
tell him. Each person’s bonus is determined from the 
rating by the management and his fellow employee. 
If there is a wide difference between the company’s 
rating of an employee and the rating which a fellow 
worker gives him, then the bonus the employee re- 
ceives generally will be a compromise. 

On the employee rating sheet there are three classi- 
fications. On each of the 16 different bonus determina- 
tion points there are three different point-ratings. 
Fair” counts as one point, “good” as two points, and 
excellent”’ for three points. The higher the number 
of points the employee accumulates in the rating, the 
higher his bonus will be, if the fellow employee who 
did the rating was conscientious. 

The employee who makes the rating is asked to give 
careful consideration to each point, says the retailer. 

Through this double rating conference, the retailer 
can easily spot the employees who are doing a con- 


wom 


scientious job of rating, which is what is wanted. On 
the other hand, the retailer can also spot the fellow 
who hopes that by giving the other chap a high rating, 
he will get a bigger bonus himself. The retailer 


changes his own rating of an employee, if too low, 
when the man who does the rating can back up his 
points better than the merchant can. 

The retailer says that perhaps the biggest benefit 
which the firm derives from the system is that at the 
preceding sales meeting, each point in the rating sys- 
tem is explained thoroughly and considered. The em- 


ployees get a very clear idea of what the management 
considers a good employee. Also, the fact that each 
employee has a chance in rating another employee 
gives each a deeper personal interest in the bonus 


program 
In his sales training meetings during the year, the 
retailer also mentions regularly what product knowl- 
edge, willingness to serve customers and other favor- 
able factors have a bearing on the individual’s bonus 
APN 
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Sell the BEST 
Stamp Pads for 
the MOST PROFITS 
Specer-Mo 
Sponge Rubber 


Stamp Pads 








* 


* It’s Silent * Cleans Stamp While 
Inking 


* Full Rich Inking 
* Easy on Rubber Stamps 
* Large, Natural Reser- 


* It's Sweat Proof 
* It’s Dust Proof 
* It’s Lint Proof 


* It’s Seg Proof voir. Can be Re- 

* It’s Long Lived inked Indefinitely 

* Clean, Sharp Impres- * No Scraping Before 
sions Inking 


QUICK TURNOVER ... 
LIBERAL DISCOUNTS 


* 





In Canada, for compiete information, write 
Bossence & Co., 52 Homewood Ave., Hamilton, Canada 


701 MAIN STREET . ORANGE, MASSACHUSETTS 
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Dopp-kit A 


— 


Your guarantee 
of the finest 
in Leather Goods 


Add locomotion to your sales 
with DOPP-BILT . . . the 
fastest-moving line in fine 
leather! DOPP-BILT cases are 
streamlined for rapid turnover... K } 
powered with sales appeal! Don’t c cw 
travel with slow freight ... let the van . }' ’ 
DOPP-BILT line speed you to | ) 
bigger and better profits! 


Free Mat Service to Dealers 
NATIONALLY ADVERTISED 


Charles Doppelt 


& Co., Inc. 


2024-26 S. WABASH AVE., CHICAGO 16 


? 


“4 
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Tuning Office Machines 
For a Year of Service 


By C. M. Litteljohn 


NEW LEAF, a new page and new business may be 

turned as 1952 succeeds the year 1951 by taking 
the service department from the background and into 
the foreground of activities. The timely ad telling 
that “This is the time for going over typewriters, cal- 
culators, and all other office machines with skilled 
hands” may sum up a host of benefits under the 
heading: 

Tune Up Your Office Machines for 1952 


Conventional merchandising in the stationery field 
usually centers completely around new sales of various 
stationery and allied office or giftware lines at this 
season, to the total eclipse of the service division— 
whereas, the selling spotlight on tuning the typewriter 
for new business in the New Year would put the dealer 
one-up on competition. And with all respect to one’s 
friendly competitors, who doesn’t desire—or need—to 
be one-up on competition these days? 


Too frequently, sheer service is entirely neglected, 
or lost in the shuffle at the turn of the oncoming year 
when the selling of all bright and shiny Christmas 
merchandise, packaged in colored cellophane, plays a 
merry melody on the cash register—but there is a 
sales side to service that can be played also at this 
time of year. 


Heavy accent on service as well as sales is achieved 
with the onrush of the New Year by giving a turn and 
a fillup to business in the repair department by the 
average commercial stationer handling typewriters 
through stepped-up sales promotion of service itself. 


When a new leaf is turned on the calendar it’s time 
also for tuning batteries of typewriters, with any other 
office machines that need going-over, such as a shak- 
ing down of dust and lint from the tape or typewriter 
ribbon, caking of oil, or gumminess from a combina- 
tion of dust and oil, or grime and soot such as infest 
most offices in an average community. 


Good Resolutions 

Everyone with good resolutions takes the year by the 
horns and decides to correct “situations” or make 
improvements—and the typewriter in need of im- 
provement, cleaning or adjustment should be no 
exception, the chain being no stronger than its weak- 
est link at any time. Do not neglect the repair section. 
Plan constructively to turn more of a sales spotlight 
on service—as it deserves—striving during the new 
year to keep those typewriters clicking to better busi- 
ness for the stationer and dealer in office machines. 

There’s no better time of year for having a sleeves- 
rolled-up whirl at office appliances in all business 
houses and stores than the first days of the young 
year. It’s a natural in more sales of service. Heavy 
volume of sales of new articles during the Christmas- 
tide often clouds the issue—or necessary repair to the 
older appliances. 

Moreover, this season is at the threshold of the time 
when all manner of tabulation machines and the 
tabulation key of the typewriter étself comes in for 
heavy usage in stationery businesses as well as the 
rank and file of stores and businesses everywhere. 

It’s close to inventory time—listing of every bit of 
stock on hand. Therefore, over the bridge to the New 
Year places a heavier than ordinary burden on type- 
writers and business machinery of every sort, that 
should be well-oiled and in excellent repair at this 
time more than any other. So don’t overlook New 
Year’s volume in this direction as the old year wanes. 
Energetic and positive steps to turn the spotlight on 
service when others are neglecting it, will pay off 
handsomely, besides, during the balance of the year. 
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No. 1950-P 


DISTINCTIVE STYLING 
MAKES SELLING EASIER 


. it’s the good looks that count. 


And so it is with JOHNSON CHAIRS, too. Smart, 
eye-catching styling, rich luxurious leathers, selected, 
superbly finished hardwoods combined by the master- 
ful touch of skilled craftsmanship . . . wrap every 
JOHNSON CHAIR with an invisible, irresistable 

sales appeal that excites the urge to buy. 


Like a pretty girl 


With this powerful “eye-appeal” built into every 
square inch of your JOHNSON CHAIR, it really 
doesn’t take much “selling” to convince your customer 
which chair he wants. In every case it’s always a 
JOHNSON 


JOHNSON CHAIRS are loaded with “sales appeal” 
. that thing that makes folks want to buy. It’s that 

certain factor that builds business for you faster than 

anything else. It’s the one thing that makes your 

selling easier 

JOHNSON CHAIRS give you everything. It’s a line 

you should have. 





OFFICE APPLIANCES, February, 1952 














PPEAL 


im every 





No. 1801 


Just imagine showing your customer a beautiful com- 
bination of this No. 1950P Executive Chair with its 
deep spring cushion on a resilient spring platform and 
a soft pillow head-rest . . . with its companion match- 
i Side Arm Chair, No. 1801. It's ao pair thet will 
coke the eye of any executive. 

Get all the details of these two superb be leaders 
along with the full JOHNSON CHAIR ling plen. 
Write for our catalog today. 


CHAIR COMPANY 


4401 West North Avenue 


Chicago 39, Illinois 
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Sell COMPLETE ACCOUNTING SYSTEMS 
to meet your customers' needs 


| from the 7141 Series 


| 7141 CRS 


SALES AND INCOMI RECORD 


—__ POR MONTH oF 


ES OM IN« 





7141 CDP (Left Paqe) 


® GENERAL LEDGER 


™ AMOUNT 








r 

















National Stock Accounting Forms 


Time-Savers, Money-Savers, Eye-Savers — no wonder National’s 7141 Series Unit 
Accounting Forms are preferred by accountants (and bookkeepers) for setting up 


systems. 13 RULINGS to choose from — in the popular 9%” x 11%” size. 


THE COMPLETE LINE... 7141 SERIES UNIT ACCOUNTING FORMS 
100 sheets to a box — 25 sheets per band 

No Description No. Description 
7141 CR Record of Cash Received 7141 CJ Cash Journal 
7141 CD-2 Record of Checks Drawn 7141 GL General Ledger 
7141 Ri Record of Invoices or Vouchers 7141 GL-2 Expense General Ledger 
7141 RJ Journal 7141 Al-1 Analysis General Ledger 
7141 BS Bank Statements 7141 RA Depreciation Record 


7141 PC Record of Petty Cash 
7141 CRS Record of Cash Receipts and Income 
7141 CDP Record of Cash Disbursements, Purchases and Expenses 


FOLDERS AVAILABLE WITH YOUR IMPRINT...SEE 
YOUR NATIONAL REPRESENTATIVE OR WRITE DIRECT. 











NATIONAL BLANK BOOK COMPANY NATIONAL 


New York Boston Holyoke, Mass. Chicago San Francisco 
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Huge Display Keeps 
Ink Sales Turning 


UTTING special emphasis on ink, writing paper, 

pencils and pens with a large permanent wall dis- 
play fixture has considerably accelerated sales of 
each at Estes Park Stationery Company, Estes Park, 
Colo., according to E. A. Tighe, the owner. 

The display fixture is an 8-shelf rack on the wall, 
immediately behind the soda fountain, where are 
shown 20 popular colors and brands of ink on a center 
shelf at eye-level. Below and above are popular writing 
papers, including note paper, standard-size sheets and 
a variety of colorful Colorado mountain scene cor- 
respondence sheets, which appeal to summer vaca- 
tioners. 

“Almost everybody needs a bottle of ink from time 
to time,” Mr. Tighe smiled. “Therefore, we keep the 
mass display always on view and point out to cus- 
tomers that the variety includes purple, green, red, 
lavender, blue, brown and many other colors other 
than the standard blue and black. 

“We never sell a customer a pen, writing paper, and 
so forth, without picking out a bottle of ink to match 
its color, and actually placing it in the customer’s 
hand. In this way, our ink sales are many times what 
they were when ink was put away on a Shelf in the 
rear of the store. The sale of each item paves the 
way for the sale of the others.”—RAL 





Portable Display Promotes 


Visible Records Sales 


ETTING up a new portable display fixture, which 
S can be moved to any part of the floor, has con- 
siderably advanced sales of visible records systems for 
Schwabacher-Frey, office equipment dealers on down- 
town Market St. in San Francisco, Calif. 

The visible records display is mounted on a castered 
cart, finished in gray rough finish enamel. Sloping 
panels on two sides and a flat tray at the top, show 
examples of various types of visible record systems 
which can be worked out by the California firm for 
its customers. Under normal circumstances, the porta- 
ble display is rolled to a point just inside the main 
entrance to the store, where the records systems shown 
are immediately noticed by almost every entering 
customer 

Whenever there is a special sale, or a rush of busi- 
ness at a particular department anywhere on the 
first floor, it is a simple matter to roll the entire 
display to another vantage point where it will likewise 
attract a great deal of attention, according to the 
management 

The specially-built display unit is equipped with 
soft rubber tires and a braking system to hold it 
locked in place 

Because of its flexibility, it has helped to encourage 
many businessmen to call upon Schwabacher-Frey for 
design and installation of efficient record systems. 

RAL 





Burroughs Opens New Shreveport, La., Offices 


Burroughs Adding Machine Company has announced 
the opening of a new and more efficient sales and 
service headquarters in Shreveport, La., in the recently 
completed office building at 1619 Marshall Street. It 
is approximately a mile from the center of the city. 

“These new offices provide us with more efficient 
facilities to do a more effective job of serving Bur- 
roughs customers,” E. H. Johnson, the branch manager 
stated. “This modern office building is in keeping 
with the growth of Burroughs business in this terri- 
tory.” 

Facilities include general offices, sales and service 
offices, and demonstration rooms. Parking facilities are 
to the rear of the 40 x 100 foot stone and brick building. 

The branch was established in Shreveport in 1915. 
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COMPLETE 


~ 


extra blade in handle 


—with instructions 





It's always handy—clips to your 
pocket safely — conveniently. 
Lightweight plastic barrel, sturdy 
pocket clip. Features famous 
X-acto interchangeable blades 
— for a sharp knife everytime. 
Refill blades available in 3 styles. 


Perfect Utility Knife for artwork, 
models, friskets, retouching, sten- 
cils, silk screen, stripping, etch- 
ing, photography, lithography, 
etc. 

At your favorite Hobby, Stationery, 


Art, Hardware or Dept. Store —or 
order direct. 


1" Write today 
for illustrated 
X-acto Catalog 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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242 ST — 42” x 32" 


“Worden 
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252 ST — 52" x 32 











wonDeaaam THE PRODUCTS OF CRAFTSMEN” 





For particulars or literature, 


She “ahd 


Worden Company 


200 East 17th Street + Holland, Michigan 
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Does An American “Gestapo” 
Threaten Your Business? 
By George B. Taylor 


URING the second world war the word “gestapo” 

came to be looked upon as something very sinister. 
Our mental picture of the “gestapo” was that of a 
group of men who spent their time hunting down 
helpless victims and causing them untold misery in 
devious ways. The “gestapo” was something of which 
the world was not very proud and it came to be de- 
spised among the people of the earth. 

If you should dare suggest that today, in free Amer- 
ica, there is a gestapo, consisting of free Americans 
dealing out misery to other free Americans, you would 
be laughed at for an idiot and yet such is truly the 
case. This “gestapo” is not easily recognized; in fact 
it is almost invisible because it consists of individuals 
who walk in high places in the business world. These 
are people who hold responsible positions in American 
business. 

They have arrived at their high position because of 
the experience their particular connection has afforded 
them and now, instead of gratefully helping to pass 
on this experience to the less experienced, they have 
turned it into a weapon of semi-terror to be used 
upon the employer who gave it to them. 

Yes, in the days of help shortage and indeed, in 
days when help is plentiful, these members of the 
American “gestapo” used, and still use, their experi- 
ence as a lever to force their individual will upon 
hapless employers and innocent employees who happen 
to come under their jurisdiction. Among them you will 
find people in every walk of life, members of lodges 
pledged to support American concepts of freedom, 
church members who are telling the world of their 
lives of righteousness. Whatever walk of life they 
follow, the reason for their membership in this “Amer- 
ican gestapo,” is covered by two words—selfishness and 
greed. 


A Spy Network 

The average independent owner has spent a lifetime 
building a business of which he is, and has a right 
to be, very proud. In many cases it is almost impossible 
for him to operate because those upon whom he de- 
pends take advantage of the help shortage and refuse 
to do an honest day’s work. Indeed, in many cases, 
they refuse to allow those in their charge to do an 
honest day’s work for fear they will be shown up for 
the impostors they are. 

The employer is so dependent upon the knowledge 
which these people have attained in their many years 
of service, that he hardly dare discuss pertinent prob- 
lems with them for fear that they blow the roof off 
with an outburst of temper, or quit their position in 
a huff and leave him in the lurch. He is compelled 
to give them their own way because they know that 
he cannot get along too well without them 

In many cases a veritable network of spies con- 
stantly watches the employer’s every word and deed 
and sometimes controls his thinking for him if he is 
not alert to the situation which engulfs him. They 
build a strong sales record for themselves in a far from 
honest manner and in so doing, fail to work for the 
good of the business as a whole. This they do by 
inspiring their subordinates to go out and add sales to 
the volume which they have achieved. 

They fail to realize that their conduct stifles the 
very business they profess to desire to improve. They 
accept the freedom which American business offers 
them and use it in a very selfish manner, failing to 
pass it on to those who are dependent on them for 
their record 

A perfect check for the businessman upon the hon- 
esty and good intentions of his employees is the 
triplicate sales ticket. Usually these are printed in 
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No. 17-C 

COSTUMER 
Durat 14” diamet 
1X4 giameter No. 1500 
= Reig gg COSTUMER 


Durable 14 
a bas heavily weighted 
lis diameter upright 

ca hest quality alumi 
Four double hang 
with finished pro 
tive knobs 






De ‘ative aluminum top cast 
with epace for 4 hook at 
nts 
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No. 333 
STANDARDS 
yt 36 Diameter base 
i 14 ite” Diameter upright 
' 


February, 





No. 260 
SMOKING STAND 


Overall Height 24”. Base 
Diameter 10”. Will not 
stain—no giass to break 
Wearing surfaces are coated 
with clear, burn-proof tac- 
quer All ashes disappear 
by depressing center-knob 
Heavily weighted—approx: 
mately 11 ibs. each 
Packed individually 
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VALCO 


again delivers fat 
complete line of 
Aluminum Products 

















No. 75-S 
SAND URN 
Height 20” — Diameter 10 


Satin aluminum sand pan 
Availabie 





No. 60S et a ee 
SMOKING STAND ne ame Packed individu- : 
Sass 30°. Stem She No. 25 


m i : 
Tray 10”. Intertiner 634". 
intertiner is of anodized 
aluminum. Will not stain 
—mo glass to break. Heav 
ily weighted — approx:- 
mately 10 ibs. each 


TORCHIER 


3 way Mogul! socket. 
14” diameter shade. 
65” high— 144" di- 
ameter upright. 14” 
diameter av: 
ily weighted. 


No. 56-5 
SAND URN 


Height 20”. op tray: 
14” diameter, 3” deep. 
Removable to permit 
stor of extra sand 
in 7 of urn. 
Meav weighted base 
~i2”" : diameter. 





Write or Wire For Complete Details 


VALCO company 


Ann Ave., @¢ St. Lowis4%, Mo 


1311 
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You, too, will find Rose ‘‘Sta-Clean” Spirit Carbons and Master Units* turn out better 


work on any duplicating machine. You get clean, sharp impressions, longer runs, complete 
freedom from staining, bleeding and offset. No soiling of hands or clothing, thanks to 


our protective metallic coating and Gold Sealed edges. 








Remember, Rose specializes exclusively in Duplicating Carbons and Master Units. Rose 
research means dependable /aboratory-tested products which have repeatedly established 


new performance standards in the field of spirit duplication, 


You follow the leader—when you specify “ROSE” 
“Available in Black, Blue, Purple, Red and Green 


R435SE RIBBON &6 CARBON 
¢ MANUFACTURING CO., INC. 


GENERAL OFFICES AND FACTORY .- - - HARRISON, N. J. 
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definite form with a place for each of the following 
facts to be recorded; Customer’s Order Number- 
Shipped Via—Salesman’s Name—Terms. Show me a 
sales ticket made out by any salesman with the name 
of another salesman upon it and I will show you an 
honest man. It’s just as simple as that and yet how 
many employers in America are neglectful of this very 
important detail. Through this neglect, they foster 
discontent and foist injustice upon innocent victims 
in their employ. In most cases they cannot understand 
why these people are unhappy and fail to realize that 
they, as employers, are the cause. 

A man has rights in a free country and the simplest 
yf these rights is that to a record of his achievements 
with the concern by whom he is employed. As an 
American, Mr. Employer, and as a freeman, see to it 
that nothing in the way of a “gestapo” gets a chance 
to form in your business. See that every employee gets 
recognition for services performed, in black and white. 
By this direct procedure you will learn to overcome 
a great deal of the discontent which may prevail in 
the ranks of ir employees. 

What is the cause of this type of thing? First, it is 
greed which tempts the individual to turn his experi- 
ence 100% to his own ease and advantage, rather than 
to build his employer’s business. 

In many cases an unscrupulous employee, in a re- 
sponsible position, will take every advantage of the 
situation which enables him to fill out the sales ticket 
for a sale made by another person, thus leading the 
employer to believe that he was responsible for the 
sale. It is a well known fact that this is one of the 
major caust f arguments among salesmen today. 

Secondly it is fear. Fear caused by the uncertainty 
of life and a desire to ingratiate himself with his 
employer so that his own job will be secure. Sometimes 
fear caused by the employer himself who 

little things which could, and should, 

would only take the time. 


tis a constant 
blows his top 


be reasoned 


Justice Needed 
The only answer to this dilemma is justice. Justice 
on the part of the employer and the employee. Toler- 


ance on both sides. Here is a good guide for all of us 
in considering whether or not we are giving our co- 


workers a ileal as we go about our daily tasks 

Four Things A Man Must Learn to Do 

If He Would Make His Calling True, 

To Think, Without Confusion, Clearly 

To Love His Fellow Man Sincerely, 

To Work From Honest Motives Purely 

To Trust in God and Heaven Sincerely. 

If we could adopt this attitude towards life we would 


help to promote 
the employe! 


a much happier relationship between 
the employee in our business world. 
Fear in one worst forms would be dispelled. Mr 
Free Ameri businessman, think this over and by 
your conduct every day let freedom ring in all its 
majestic glor the business battlegrounds of the 
nation 
Mr. Free A 
t 


an employee—learn to be grateful 


Learn that you bligation to your employer does not 
stop until you leave his employ. Your own common 
sense should tell you that constant building is the 


ill assure the success of any business 
never reach that state (as desirable 
as it may seem) where you can rest on your laurels 
If you do attempt to take life easy, from that time on, 
your value to the company lessens and your contribu- 
tion to the future of your concern decreases as the 
years go by. If everyone in the organization does like- 
wise it will not be too long before there is no more 
business anc no more organization 

The ideal success and future happiness is 
the American way. It is the path of building together 


. ~ ‘ saa 
for each othe iture 


nly way whic! 


enterprise. Y 
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Easier-swiveling, due to 
exclusive, two-level, ball- 
bearing construction. 
Finest made. Soft rub- 
ber-tread or solid compo- 
sition wheels. Types for 
all office chairs. 


‘ 


Bassick ‘‘Diamond-Arrows’ 


They're worth keeping after (though today’s shortages have 
made Bassick Casters scarce, the situation is improving). 
These nationally advertised favorites are still first in customer 
preference, and satisfaction! THe Bassick Company, Bridge- 
port 2, Conn. In Canada: Belleville, Ont. 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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THE CHAIRS | 
OF THE MONTH° 









2 Club Chairs 
to fit any 
executive function 


| t 
Anodized! 


DISTINCTIVE 
QUALITY ALUMINUM 
FURNITURE 
OF OUTSTANDING BEAUTY 


Write for illustrated catalog, dealer prices 
and discounts 

















Bloomfield, N. J. 
BLOOMFIELD 2-4120 


225 Belleville Avenue 
DIGBY 4-3245 
















TIME STAMP 





PRECISION 





FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


=. GIVES YOU SALES AD- 
-—— : : VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLLN wee. company 


MANISTEE MICHIGAN 
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Certain Essentials for 
Successful Selling 
By George A. Greenwood 


@ LABORING IN ONE FIELD for nearly half a century 
affords the opportunity to watch the wheels of progress 
slowly refining some things which at one time ap- 
peared finished and complete. 

The typewriter field is remarkable in this respect, 
With the appearance of the typewriter, fears were en- 
tertained for the fate of the office pen-pushers, in the 
same way that fears were held for the hand-loom 
operator when the power loom entered industry. 

These fears that machines would be detrimental to 
full employment in a growing population have been 
exploded and instead, mankind has benefited, been 
freed from hand labor and more employment provided, 


Effect of Competition 

As far as the typewriter is concerned, for the first 
25 to 30 years the process was rather slow, but sud- 
denly competition entered the field and the process 
was hastened. 

Today, all are aware that competion speeds progress 
in every field and those whose interest lies in manu- 
facturing who do not appreciate this, must fall by 
the wayside. 

At times it has been thought that the saturation 
point had been reached in the number of makes of 
typewriters that the field would support. 

The early-established firms sailed along, serenely 
confident that they could maintain control of the busi- 
ness. They overlooked the fact, however, that ambi- 
tion and the inventive mind of man work in the dark 
and bloom suddenly in the morning, demanding their 
share of sunlight. 

Because of this, leadership is constantly changing 
and monopoly held in check. One might call attention 
to our non-nationalized production after seeing that 
nationalization has, apparently, proved a failure in 
Great Britain. 

Many causes other than over-confidence affects 
leadership. These may be failure to recognize and 
adopt new methods and developments which have 
helped to popularize a weaker competitor. 

This type of action may need new, bold blood in the 
engineering department, for the engineers of the ox- 
cart days would be out of place in the transportation 
field of today. The same applies to the “back-numbers” 
in the typewriter business. 

If leadership is not to slip away new ideas must be 
accepted and put to use. 


Eye Appeal A Necessity 

Successful disposal of typewriter products requires 
a sales force strong in confidence in their product 
when placed side by side with a competitor’s com- 
modity. 

Today, eye appeal, durability and dependability aré 
the outstanding factors in the saleability of a product. 
When these are lacking the confidence of a salesman 
diminishes and his approach then does not get the 
name on the dotted line. 

When eye appeal is a cover for inferior quality then 
the salesman for a high class product has an even 
greater selling point. 

The claim that eye appeal is important is also sup- 
ported when we consider foreign office equipment 
which sometimes lacks the appeal of our home prod- 
ucts, thus setting up a barrier to markets in this 
country. 

From time to time typewriter manufacturers have 
entered what used to be a separate field by supple- 
menting their lines with other office machinery, such 
as adding machines. Opinions on the effect of this 
action are varied, but many manufacturers realize that 
too many “irons in the fire” prove a hindrance #0 
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The New Modern Designed 
POSTING TRAY! 


Here is an entirely new kind of posting tray, designed to satisfy the most critical require- 
ments of users of mechanized systems. The Norfield Posting Tray is a marked advance on 
anything hitherto available; it is extremely adaptable, taking cards of different widths, it 
is light and convenient to handle, and its mechanism gives maximum security to the contents 
while allowing the cards to be handled easily for posting and reference. Norfield quality is 
built into every one of these trays and is reflected in their practical design and handsome 
finish. 


e Available in three sizes to cover 
ledger sheet widths from 6 to 15 
inches 


e Adjustment for width is made by 
sliding outwards the extenders hold- 
ing the hinged side rails 


@ The angles of the front and back 
slope provide a perfect posting V 


e Specially designed spacers prevent 
sheets from “creeping” 


e Both side rails can be dropped for 
offsetting 





@ The Norfield Tray Stand illustrated above, is finished in 





grey crinkle enamel and chromium fittings to match the 

tray. It is adjustable for height from 1914” to 29”. HAS OUTSTANDING 
Sturdily constructed, it is designed to provide maximum FEATURES No Other 
posting convenience Tray Can Claim! Write 


For Prices, Literature! 





This Is The Selling Season For These 3 BIG PROFIT MAKING ITEMS! 





POSTING BOX 


Meets The Big Unfilled Demand For A 
Combination Safety Box & Posting Tray! 


Entirely original in its design the Posting Box is ideal for housing records such 
as Employees Earnings Cards, General Ledger Sheets, etc., whether machine or 
hand posted. Serving a dual purpose, it can be converted instantly from a 
double locked container to a posting tray giving a perfect V for easy accessibility. 


Following are a few addi- 
tional uses for the Norfield 
Posting Box: 

e Accounts Receivable Cards 
e Accounts Payable Vouchers 


e@ Real Estate Records 





e@ Insurance Records 





Closed For 
Storage Or 


For Moving @ Personnel Records 


e@ Order File 


* Available in two sizes accommodating sheets 


up to 11 inches square Write For Literature 
® Capacity approximately 350 cards ‘ z 
Price Lists and 
@ Finished in grey crinkle enamel with chro- 
mium fittings Dealer Discounts! 





Open For Instant Use 


Keep Your Stock Up On These Profitable Sales Makers; Delivery Still Prompt! 


INTASCO CORPORATION 


3021 CARROLL AVENUE . All Phones — VAn Buren 6-0126 . CHICAGO 12, ILLINOIS 
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Busiriess Equip 7E71T7 


METAL OFFICE FURNITURE CO. 
Grand Rapids, Michigan 
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progress, while specialization is more profitable in some 


respects 


Qualifications for Success 
ompetition will support only a certain 
mbe1 etitors in one field, and those who 
trive for leadership must have the necessary qualifi- 
tions. These include capable management in all 
lepartments, a constant awareness to the fickleness 
if the consume! 

Occasional] alesmen should be requested to make a 
report on opinions expressed about the product they 
sell. The foreman of the service department should 
be required t eport noticeable weaknesses which oc- 
casion too many service calls and remedies should be 
provided at on 

Here again apable engineering department, with 
ideas not to ereotyped, is an asset. 

To sell his } luct, the salesman should be early on 

job, hav 1 Systematic coverage of his territory 
pl has eye appeal, it will be that much 





Royal Register Moves to Larger Factory 
The Royal Register Company, manufacturers of 
ntinuous register forms, moved into new and ex- 
unded quarters in Nashua, N. H., during the latter 
t of Decemb« It was formerly located at Jamaica 
Mass 
Royal’s nev cilities at Nashua provides three 
it the capacity of the old plant, as well as addi- 
ional space f iture expansion. The new quarters, 
ull on one fio ake possible an efficient straight-line 
peration 
D. Raymond Brown, president of the company, re- 
ort olume has increased substantially 
t ended. 
eliver register forms in weeks in- 
he stated, “has, of course, been a 
in our gratifying growth. Our firm 
xclusively through authorized deal- 
ners, printers and other legitimate 
ducts, has also been a major factor 
jusiness to the point requiring the 
plant.” 





Bradner Smith & Company Turns Century 

The year 1952 marks 100 years of business for Brad- 
ner Smith & C any, Chicago, and has brought forth 
this announcement 

The occasion of our anniversary allows us the privi- 
lege of salut ur many friends in the business 
world, extendi ur sincere greetings, and expressing 
our deep appreciation for their good will.” 

In the yea 2 the wholesale paper business of 
Bradner Smit Company was established in a one- 
room store at 12 S. LaSalle St., Chicago. 

The company has used its present firm style since 
1852. Previou the year 1852 it was styled Bradner 
Warren & C ly 

The company is also engaged in the manufacture 
of paper an erated mills in Illinois, Wisconsin, 
Michigan a! Indiana. The Chicago quarters were 
bu ir rreat fire of 1871 





porting Sales Prsteesas 7 by W. L. Neill, Jr. 


ency, operated in Ponca City, Okla.., 
s by Bob Starling, has been sold to 
firm will be known as the Kay 
mpany 
a salesman with the Underwood 
ihoma City for the past 11 years, 
adding machines and accounting 


ind Roger Mack Purkey, formerly 
rling, will be retained by Mr. Neill 
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Sentry Sates 


SENTRY 
MEANS SECURITY 


Tests and actual owner experiences 
have more than proven the Sentry 
Safe protects valuables for one hour 
in 1700° heat and against theft. 
Sentry owners know its features, or- 
dinarily found only in higher-priced 
safes, mean security for their valu- 


ables. 


Vermiculite insulation, built-in lock, and all welded 
assembly of drawn steel plate are positive protection 
against fire and theft. Also, Sentry becomes an asset 
to any home or office decorative scheme. 


Sell this safe to your customers. Every home, office 
or farm in your area is a prospect. 


‘BRUSH-PUNNETT CO. 


SENTRY cas WEST AVE.- ROCHESTER 11, N.Y 
4 


SAFES 





quality 











performance 
THE BENTSON 


“‘6Oop-F late 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


| “The Line of Most Assistance” 


‘ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 























—-NEW 30° PREMIER CUTTER— 


Now available in two Models 
Bench Type and Model T30” with portable table 





For the Best Cutting Edge .. . 
Buy PREMIER CUTTERS because — 


Permanent lock on guide 

All sizes of boards equipped with removable biades 
All blades of hardened stee! 

Precision ground blades 

Perfect cutting edge 

Rock maple wood base wil! not warp 

Cutting handle secured with safety spring—will not fall 
All boards equipped with rubber bumpers to prevent 
scratching or slipping 


- VW rite — for further information and prices. 















Pp Cc 334 N. Bell Ave. 
hole Mo trcl: G. Chicago 12, Ill. 





REPRESENTATIVES _ 


MILTON STONE, 320 Broadway, JACK LUKE, 5240 Sheridan Rd., 
iow York, ° . Chicago, titi 

S. LICHTENSTEIN, 223 S&S. 10th St MARRY HENKEL, 439 Ellis St., 
Philadelphia, Pa. San Francisco, Calif. 

&. J. MITCHELL, 329 Beit Ave., Henry Deutsch, Cox Lane Route 5, 
St. Louis, Box 747, Dalias, Tex. 


io. 
STAN MOLLERSTROM, South Eastern Atientic States 
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A FAMILY 
i. TRADITION 






Ownership and sales representation 
of the Safeguard System of Check Pro- 
tection have been a family tradition 
for over 35 years. This complete bank 
account protection against check for- 
geries has been sold by Father and 
Son, Mother and Daughter, Mother 
and Son and other family teams in 
practically every community of the 
United States and abroad. We are 
proud of these successful family teams 
which are definite proof that Safe- 
guard Checkwriters are a worthy and 
reliable line to sell. You too can join 
our family, simply write to Safeguard 


Corporation, Lansdale, Penna. 


Manufacturers of INSTANT H, K, VOUCHER & 
INTERNATIONAL SAFEGUARD CHECKWRITERS 





LANSDALE, PA. 


OVERSEAS DISTRIBUTOR —SAFEGUARD INTERNATIONAL 























3312 LANCASTER AVE. — PHILADELPHIA 4, PA. 
— = as | 
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The Ad-Viser 
(Continued from page 27) 
ful planning, intelligent handling and smart budgeting 
to give the greatest power to the money. 

Correct media must be chosen. Combinations should 
be used. Your newspaper and direct mail pieces will 
do their jobs if you supervise correctly. 





Standard Stationers of Jackson, Miss., prove that it 
is possible to produce an effective advertisement with 
the use of type alone. By means of an unusual layout 
and large amounts of white space, the accompanying 
advertisement is a dynamic attention getter 

The medium, “The Mississippi Banker,’ is an excel- 
lent choice since its readers are always in the market 





Typical Advertisement of Standard Stationers 


for office appliances. The headline, “PROVEN INVEST- 
MENTS,” provides an appeal that ties in with the in- 
terests of bankers. 

Most effective of all, is the brevity and simplicity of 
copy content. The entire effective message can be 
read at a single glance. 

According to W. H. Sullivan of Standard Stationers, 
results have been excellent. 





National Cash Register Plans New Building 


A 40 x 100-foot site in the 1800 block of Canal St, 
New Orleans, La., has been purchased by the National 
Cash Register Company for $80,000 

It is planned to build a four-story building as soon 
as materials are available. Building and lot together 
will represent an investment of between $200,000 and 
$250,000 —JHR 
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SELF-INKING, MIMEO PROCESS HAND STAMP 


Makes Any Hand Stamp in 
MINUTES!!! 


e@ labels, addresses, marks, endorses, etc. 
@ Thousands of sharp, clean copies. 


@ Patented reservoir controis ink flow. 
@ Fast dry ink — won't smear — 
waterproof. 
@ Prints on anything! 
@ Handsome, handy, easy to use. 


A colorful, self-selling counter display with complete PRINT-O-STAMP kit 
Gnecial INTRODUCTORY OFFER! _ inked and ready to use is yours FREE with your first order for 12 PRINT-O- 
STAMPS. Once they try it, they buy it! Call your jobber or write direct today! 








Another Proven Profit-Maker! 
THE ORIGINAL 


PRIMO AIG 


Automatic Card-Size Duplicator 


Improved model A-2 has many extra features that can’t 
be matched. It prints perfectly on thinnest paper or tough 
cardboard, on any size from 3” x 5” index cards, U.S. Government 
postcards up to 4” x 6”. It prints more than 2,000 clear, professional- 
looking copies per hour for less than 8 cents per thousand. Constant 
spring pressure guarantees one-at-a-time feed and insures hairline 
register for easy multicolor printing. As many as 4 colors may be 
printed on a single card by using replaceable, easy-to-clean drums. 
Every one of your customers is a potential user because every office, 
store, school, library, restaurant, club, hotel and factory can use 
unconditionally guaranteed PRINT-O-MATIC. And accessory sales give 
you extra dollars. Attractive, self-selling merchandising aids are FREE 
with your initial order for 12 inexpensive machines. Get your share 
of mounting PRINT-O-MATIC profits! Write or wire your order today! 


® 






OFFICE APPLIANCES, February, 1952 201 








NU CRAFT of Grand Rapids 


Today’s Outstanding Line of Wood Office Accessories 
Here are 3 of our Latest Fast-Selling Numbers. 


Write us also for 
BOOK CASES— UTILITY CABINETS 
PHONE STANDS — TABLES 
COSTUMERS — LETTER TRAYS 





No. 63% END TABLE 
Size 24” x 14” x 22” high. 
One shelf, approx. 8’ below apron. 
Made in genuine walnut and rift oak 





No. 140 WASTE BASKET 
Size 13’ x 13’ x 1412” high 






No. 70-1-3 CREDENZA 
66" x 21” x 29” high 
Pedestals 19'2’’—W 19” deep inside 
Knee space 24” wide 
Made in walnut only 


Write for Illustrated Catalog of Complete Line and Dealer’s Discounts 


NUCRAFT FURNITURE COMPANY 


1615 EASTERN AVE., S. E. GRAND RAPIDS, MICH. 
— SALES REPRESENTATIVES — 
MR. M. V. FOLLIN 220 Fairbank Road, Riverside, Illinois MR. O. D. MANN 2919 Rosedale, Houston, Texas 
MR. ARTHUR R. FREY 3851 Davenant Ave., Cincinnati, Ohio MR. ROSS R. WEST 115 Front St., San Francisco, Calif. 
MR. GEORGE B. WRAY 130 West 42nd St., New York, N. Y. 
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In Other Lands 


Continued from page 50 
sively. An up-to-date repair shop is capable of han- 
dling and servicing all types of office machines. 

Mr. Brown's two sons, Harry and John, are in charge 
of a sister organization in Tel-Aviv, Israel, represent- 
ing Smith-Corona, Marchant, Clary and Dictaphone. 

The K.E.G. is eager to contact leading office equip- 
ment manufacturers in the U. S. A. with the view of 
expanding its line as soon as foreign trade conditions 
in Austria will again permit the import of American 


roods 





Official Typing Tests Conducted in Japan 
Official typewriting examinations were held on Octo- 
ber 21, 1951, in Tokyo, Yokohama, Nagoya, Osaka and 
Hiroshima, Japan, conducted simultaneously by the 
Chambers of Commerce and Industry. 
The top speed among the over 100 typists who took 
the examination, consisting of four problems, was 





Speed Typing in Japan ... Scene during the Class A 
speed test, first official typewriting examination held by the 
Isaka Chamber of Commerce & Industry in Osaka, Japan. 


registered by Shizuko Ogiyama with 73 words per min- 
ute. She was later disqualified, however, due to failure 
in typing from longhand copy 

Miss Ogiyama earlier won the first All-Kansai Eng- 
lish Typing Contest sponsored by the Osaka Typists 
Training Association 

The next examination is scheduled to be held some- 
time in May or June, for which T. Kimoto, Osaka, is 
now making plans together with other committees. 





News Notes from Australia 
W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A. 

Further supplies of portable typewriters from Ger- 
many have recently been landed, but the great ma- 
jority go to fill orders placed many months ago. One 
lealer who received 100 machines tells us that 85 were 
already sold and that the remainder should be off his 


hands within a few weeks. Further German shipments 
are being made, it is understood, at an early date. 
. ~ > 


In both Sydney and Melbourne several textile and 
ther factories have dismissed a number of employees, 
and for the first time since the war there is a change 
in the labor market. In major stores sales are drop- 
ping, and there is every indication that in the New 
Year firms with merchandise will have to “sell’’ it. 


For a lengthy period many “salesmen” have simply 
taken ‘(or refused) orders, but now it would seem that 
the man who found life easy so far as sales were con- 
cerned is in for a shock 

Many firms 0, faced with leaner times, will have 
to cut operating costs, and here is the great oppor- 
tunity for the merchant offering office supplies to 
show how time, labor and expense can be cut by the 
installation of modern machinery. Tough times for one 


OFFICE APPLIANCES, February, 1952 


IMMEDIATE DELIVERY 


TH FA Qe Y 





ALUMAFOLD the original 
folding aluminum table 


@ rustproof aluminum, reinforced with steel 
@ light — yet holds up to 850 pounds 


@ over 200 year-round uses for businesses, institutions 
and homes 


in 3 sizes—retail prices 
Sa. — Sl 
age oe : with good mork-up 











Pp B R MANUFACTURING COMPANY 
one m™ HH & LUZERNE STS. PHILA. 24, PA. 











La Selle “8” 


Smokers-Ash Trays 
and Costumers 




















No. 155 


All steel cos- 
tumer. Sturdily 


21” spread. 68 
height. Satin 
chrome through- 
ovt and grey or 
olive green with 
satin chrome- 
hooks. In Units 
of six, weight 
60 Ibs. 





No. 150. Large size, No. 320. Snuffer type 

sturdily built for heavy smoker. ,a removing 

duty. 11” bese, 8° top ring, 

amber glass liner, 12" inner ash receptacle 
st. Top held rigidly can be emptied, cleaned 

evel at all times with and replaced in a few 

patented ‘‘collar.”’ seconds. 


Both bases heavily weighted. Indi- 
vidually boxed. inishes: bright or 
satin chrome and statuary bronze. 


Write for Catalog. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 
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RACKS 


MORE SALES 
FEATURES 
MORE SALES 


Led by architects and of- 
fice planners the trend is 
to Office Valet wardrobe 
equipment By keeping 
wraps dry, aired and open 
to germ killing light this 
modern steel equipment 
helps prevent spread of 
epidemics and resulting 
absenteeism. Keeps wraps 
in press"’ helps employee 
morale, saves floor space, 
fits in anywhere, ends 


locker room evils 


Widely advertised in gen- 
eral business, institution- 
al and trade magazines, 
this line offers an almost 






inlimited opportunity for 
offices, factories, schools 
and institutions 






Write for 
Bulletin 
O.V.13 


VOGEL - PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 





Mayline 








Mayline 
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Mayline tables have solid basswood steel end 
cleat tops. Bases are hardwood. Tops attached 
to base with Mayline’s patented “Drop-in” hinge. 
Top tilting units are sturdy and positive. 


Also available: Auxiliary Drawer Units, Plan 
Files and Drawer Units, Straightedges, and re- 
lated items. Prompt shipment all items. 


ENGINEERING MANUFACTURING CO. Ww 


625 North Commerce Street © Sheboygan, Wis. | MA\)||\F 














Mayline 
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business may be just the opportunity other businesses 
have been looking for. 

The consolidated net profit of G. H. Horton & Com- 
pany, Ltd., New South Wales manufacturers of carbon 
papers and typewriter ribbons, rose from £10,138 to 
£15,830 in the financial year July 1, 1950, to June 30, 
1951, after taxation provision of £15,929 (previous year 
£8,167). Ordinary dividend is raised from 5% to 14%. 
(A new issue of 50,000 5 per cent £1 preference shares 
was fully paid on May 4 last, and the dividend on 
50,000 £1 5% prefs. requires £2,500) 

- 7 . 

Net profit of Lamson Paragon, Ltd., manufacturers of 
office stationery, on trading operations in the financial 
year ended October 31, 1951, was £92,146 compared 
with the previous year’s £55,582 on smaller capital. In 
addition a capital profit of £44,815 on the sale of the 
company’s Sydney property was credited direct to real- 
ization reserves. 

Gross trading profit was £379,102 (last year, £236,- 
753); depreciation absorbed £32,328 (£22,647) and taxa- 
tion, £60,000 (£20,000). An unchanged dividend and 
bonus of 10% takes £46,501, and £20,000 is added to 
the general reserve (last year, £10,000). 

Directors report that stocks have risen from £282,044 
on October 31, 1950, to £379,830 on October 31, 1951, 
and bank overdraft is up from £85,932 to £217,797. Con- 
solidated net profit of the company and its subsidiaries 
(apart from the capital profit on property sale) was 
£108,825. Consolidated assets total £1,555,660, includ- 
ing stock values at £485,328. 


* * * 


With a final dividend of 5%, Mason-Kolok Manufac- 
turing Company, Ltd., (office stationery, carbon papers, 
and so forth) is paying 9% for its first period as a 
public company—October 18, 1950, to September 30, 
1951. Consolidated net profit is £9,569, result being 
struck after provision of £3,246 for depreciation and 
£7,350 for taxation. The parent company’s net profit 
is shown at £8,973. Dividend distribution takes £5,405, 
and transfer to general reserve is £2,500, leaving a 
carry-forward of £1,067. 

Directors report that the reorganization of the for- 
mer business and the introduction of additional public 
capital was not completed until about the middle of 
the year. Sales since have shown an improvement and 
orders are continuing to increase. New plant is ex- 
pected to be installed early in 1952 and stocks of raw 
materials have been built up to provide for the op- 
eration of this plant. 

* * * 

Manufacturers of office equipment in Western Aus- 
tralia again find their costs increased—this time by 
the granting of a basic wage increase to women work- 
ers, making their present rate 65% of the male rate. 
Old rate was 54%, and unions had asked for 75%. 

- . . 

The South Australian Government Statistician re- 
ports that during the month of August, 1951, imports 
from overseas of stationery and so forth, were valued 
at £48,014. 

The Western Australian Government Statistician 
states that in the financial year ended June 30, 1951, 
imports from overseas included writing and type- 
writing paper valued at £67,151 

oa . * 

Drawing Office Industries, Ltd., recently formed in 
Sydney, proposes to sell 361,607 ordinary shares of 5s. 
each at a premium of ls. 6. The company, which has 
a paid capital of £150,000, was formed to acquire the 
business of Harding & Halden Pty., Ltd., makers of 
sensitized papers, drawing instrument accessories and 
allied materials. The sale of shares is being made to 
allow the interests of the two English companies which 
founded Harding & Halden ‘S. C. and P. Harding, 
Ltd., of London, and J. Halden & Company of Man- 
chester) to be withdrawn, and also to qualify as a 
public company for taxation purposes. Profits over the 
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Tue secret of success in Stationery 
Stores is repeat business, built on 
the most profitable of relationships 

satisfied customers coming back 
for more. 

Nothing builds traffie in Station- 
ery Stores like writing paper. And 
nothing builds repeat business like 
Katon’s Berkshire quality papers. 

Repeat business is your best as- 
surance of a healthy yearly volume. 
Remember, too, that it gives you the 


opportunity to make related sales. 


Writing paper for business use is 
sold every day of the year, in vol- 
ume. The business goes to stores 
that go after it. that stock and reg- 
ularly feature (in ads and displays) 
the wanted items, the wanted brand 


" . : 
— Katon’s Berkshire. 


Now is the time to build customers 
for tomorrow and the future. Good 
items to feature are Eaton’s best 
seller business papers in Stationery 


Stores. show n here. 





ESSAY BOND PACKET AND BOXED 100 


FNVELOPES ese envelopes in No. 10 and 
654 sizes are popularly priced and easy to 
handle they increase the usual unit sale 
f 25's t proof box keeps enve- 
opes clea y Bond Packets contain 100 
sheets. are low e, easy to handle and 


ng or soiling. Tablets 


Writ for free Berkshire Paper Selection Chart, a handy “finder” 


EATON PAPER CORPORATION - 
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EATON’S BERKSHIRE PACKETS AND TABLETS. 
No breaking of reams, no counting, rewrap- 
ping, or spoilage with Berkshire Packets and 
Tablets of 100 sheets. No wonder they sell so 
fast! Tablets are backed with sturdy card- 
board (handy for use away from desk). Sheets 
tear off cleanly because of special gum. Satis- 
fied customers reorder in ream boxes. 


EATON’'S BERKSHIRE AIR MAIL TABLET. 
Everyone needs lightweight paper for Air 
Mail. This tablet of fine quality 9-pound white 
paper sells fast. Paper gives satisfaction. Cus- 
tomers come back for more, often purchasing 
the ream box at that time. In letterhead and 
executive sizes; matching envelopes with 
printed Air Mail designation available. 


1952 
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EATON’S CORRASABLE BOND is a leading 
seller with stationers. /t erases without a trace 
with a soft pencil eraser. Retyping is clean. 
This patented paper saves time, paper and 
insures neat results even for amateurs. 100- 
sheet packets come plain or punched for 
standard 3-ring binders. Packet sales lead 
to ream sales. In popular weights. 





EATON’S BERKSHIRE TYPEWRITER PAPER IN 
REAMS. Ream business is “cream” business. 
You won't get it with incomplete stocks and 
miscellaneous brands. Stock what customers 
want — papers for permanent, semi-perma- 
nent and temporary use. All available in 
Eaton's Berkshire Typewriter Paper Line, 
made in many grades and weights. 


of the correct paper for every business and professional need. 


PITTSFIELD, MASSACHUSETTS 
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(MEWS* DAN Enrbeveess- 


a Starting January |, 1952, all filing: 

equipment used throughout our offices 
will be standardized. Repeated tests 
have shown "'Peerless'’ equipment to be 
far superior to any other now available. Members of our staff who have in- 
sisted upon this standardization inform us they are less tired at the end of 
each business day due to the easy operation of these files. 


Your cooperation in making this decision is deeply appreciated. 


Sd e boss 


PEERLESS STEEL EQUIPMENT COMPANY 
UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. 


NEW YORK — CHICAGO — DALLAS — LOS ANGELES 











No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 





The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxurious, comfortable, durable and practicable BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line 





No. 667 Judges Chair, a truly distinctive number. Arms and 
Backs of foam rubber. Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 








133 BLEECKER ST. 
NEW YORK 12, N. Y. 
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past five years (adjusted to the current tax rate of Qs. 
lid. in the £1) have been: 1946—£15,490; 1947—£10,284- 
1948—-£11,215; 1949—£17,298; and 1950—£22,269. Latest 
profit, for the financial year July 1, 1950, to June 30, 
1951, (£22,269) is equal to 14.84% on the paid capital. 
. > > 
The first public accounts of Brownbuilt (New South 
Wales), Ltd., manufacturers of steel office furniture, 
show a profit of £7,657 in the financial year to June 
30, 1951, after a tax deduction of £5,000, depreciation 
of £1,713, and deferred maintenance of £2,129. The 
ordinary dividend paid to the parent company, E. T. 
Brown, Ltd., is £6,000 on 50,000 £1 shares. Carry for- 
ward is reduced by £7,264 to £3,113. 
7 - © 
Lamson Paragon, Ltd., manufacturer of office sta- 
tionery, proposes to raise nominal capital to £1 million. 
Issue of 236,250 £1 shares is being made to existing 
shareholders in the ratio of one-to-two. 


* * » 


L. W. McGregor, director of Collins Bros. (Stationers) 
Pty., Ltd., recently left Sydney by air on a visit to the 
United Kingdom and the European continent. Prior 
to returning to Australia he will visit the United 
States. The purpose of Mr. McGregor’s trip is to in- 
vestigate the latest advances in the manufacture of 
stationery products. He will also confer with the prin- 
cipals of the various L. E. Waterman Company or- 
ganizations in each country he visits to study de- 
velopments and to arrange for future supplies of 
Waterman pens for the Australian market. 

~ > 

The Western Australian Government statistician re- 
ports that during the nine months ended March 3lst., 
1951, imports into that state included: 7,205 cwt 
(hundredweights of 112 lb.) of writing and typewriting 
papers valued at £48,626 (6,319 cwt., £40,444 worth 
from overseas paper stationery valued at £202,125 


ind other stationery valued at £123,190. 
. * * 
rhe Victorian Government statistician reports that 
during the same period imports from overseas in- 
cluded Writing and typewriting paper, £289,334 


£152,111 in the nine months to March 3lst., 1950) 
and stationery, £844,644 (£762,839 in the same nine- 
month period 

» - 

Australian manufacturers of office appliances are 
again faced with increased costs of production, the 
Federal basic wage having increased by 14s. weekly 
to £10 7s. in New South Wales; by 12s. to £9 19s. in 
Tasmania; by lls. to £9 15s. in South Australia; by 


10s. to £9 19s. in Victoria; by 10s. to £9 15s. in Queens- 
land and by Qs. to £9 17s. in Western Australia. 
* * * 

It is officially stated that Australian importers will 
be allowed a maximum quota of £1,000 for the im- 
portation of “less essential” Japanese goods for the 
period to December 31, 1951. “These token imports,” 


says Minister for Customs Senator O’Sullivan, “will 
permit importers to choose what goods they wish 
vithin the limits of the quota.” 





Imperial Publishes Typing Hints 

On the premise that too few people whose work in- 
cludes the cutting of stencils know how to do it prop- 
erly, the Imperial Typewriter Company, Ltd., has 


published a 46-page booklet, “Stencil Cutting and 
Hints for Typists,’ written by W. H. Hollis. 
Designed primarily for business students in high 


chool and college, the book is also an excellent guide 
and aid to office worker and secretary. It opens with a 


historical introduction to the use of stencils, which 


many may not know was sometime before 1000 B.C., 
ind its evolution to the modern office stencil of today 

Clear instructions, in detail, are given for cutting 
a stencil, al for dealing with mistakes and correc- 
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AMERICA’S BIGGEST VALUE 
IN A SMALL SAFE 


SPECIAL QUANTITY DISCOUNTS 


1% Hr. Fire Test Label. Sargent & Greenleaf 
Extra Day-Lock Optional. Combination Lock. 
Vermiculite Insulation. 


FEATURES 
1. 1% Hour Test Label. 


Thoroughly Tested 
Under Severe Condi- 
tions Far Beyond Nor- 
mal Fire Exposures. 

2. Insulation Modern 
Improved Vermiculite. 

3. Burglary Resistance. 
Wallis Encased In 
Heavy Gauge Steel. 
Heavy Steel Plate On 
Door. 

4. Locking Mechanism 
Sargent & Greenleaf 3 
Tumbler, Solid Brass, 
Combination Lock. 

5. Interlocking Bolts 
Heavy Duty. Solid 
Steel %” Diameter. 
Chrome Plated To 
Prevent Rust. 

6. Door Recessed Into 
Body. Full Swinging 
On Heavy Hinges. 





. Interlocking Tongue, And Groove Clo- NEW LOW PRICE 
8. Interior- Roomy, Spacious. With Sep- $8975 List 
oe aati Complete With Less Full - 
9. Design— Streamlined. Skirts Covering Discount 
Heavy Casters. Chrome Plated Handle. ee ee _ SS 
10. Sette Finish, Lustrous Grey Hammer — Toes ort 
esign. mechanism. 


VALENTINE SAFE & LOCK WORKS 


LA PORTE, INDIANA 
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That Gives You 









FLOATING 
What Others SWIVEL 
Promise! ACTION 
SUPREME 
PERFORMANCE DOUBLE 
nen SEARING 
CONSTRUCTION 
APPROVED 
Guaranteed By Leading 
Satisfaction Chair 
Manufacturers 
Content ENGINEERED 
24 Govt. ‘ for Service 
Specifications 


by Craftsmen. 


Write for Catalog No. 10 


Master Manufacturing Company 
1676 East 28th Street Lorain, Ohio 
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CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 











34” wide lip 
CHAIR 
MATS 


For That 
MODERN DESK 


ISLAND BASE) 








AT NO 
EXTRA COST 


IDEAL OVER HEAVY 

CARPETS — ROUGH 

FLOORS — WORN 
SPOTS 


Made of 
TEMPERED 
HARDBOARD 


COLORS: BROWN - GREEN - MAROON - BLACK - GREY 
1 
TS 
HARDBOARD FABRICATORS, INC. 


ST. LOUIS 7, MO 











59 BRANCH ST a 
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tions. There is an additional] chapter on handwriting, 
drawing, tracing and so forth on a stencil. 

In the section on typing many useful hints are given 
for the care and operation of the typewriter, together 
with some non-mechanica! causes of poor typing. 

For one shilling sterling (about 14c) this booklet is 
an excellent investment for all who in the course of 
their work have to cut stencils or use a typewriter. 

It is available from the Imperial Typewriter Com- 
pany, Ltd., East Park Rd., Leicester, England 





Great Yorkshire Business House Closes 
Familiar Landmark to American Travelers 


REPORTED BY E. FITZGERALD MacMILLAN 

My own impression of American interest in the great 
Yorkshire business of M. C. Hitchen and Sons, Ltd., 
Leeds, England, dates from a memorable week a few 
years back. 

It was the week when a fine “drama course for 
United States servicemen” was jointly offered by the 
University of Leeds and the British Council. It was 
a happy week of great camaraderie between Leeds 
citizens and gallant serving men from America, and, 
in between official receptions, lunches, lectures on Brit- 
ish and American drama, and actual plays, groups 
went off to see how the “city of a hundred-and-one 
trades” ran its big retail places 

That was how Hitchen’s came into the picture. A 
great store, founded some 70 years ago, it possessed 
a centrally-placed, very modern stationery department, 
which, though comparatively small in relation to other 
sections, was a delight to any business man or woman 
passing through to other, much larger, departments. 

It was, by its arrangement, color, streamlined dis- 
plays and excellent lighting, an eye-catcher. It was 
also the youngest department. Its head was the 
founder’s grandson, John M. C. Hitchen, a young man 
with Line Forces service. 

Business diaries, inks, stationery, pens and pencils 
were featured with the same care as the store’s famous 
fabrics and outfitting for women, men and boys. 


Death Duties Are Blow 

And now, after 72 years, the great Leeds store is 
to close down for ever on January 31, 1952, owing to 
“iniquitous death duties’—to quote the present man- 
aging director, Philip Hitchen—on the estate of his 
father, Clarence Hitchen, who died in 1946 and who 
owned most of the store’s shares 

Latest assessment of the death duties is between 
£120,000 and £130,000, and it is not allowable to pay 
these out of profits. They have to be paid by the 
executors out of the estate. 

Both the late Mr. Hitchen and his elder son, Philip 
Hitchen, had many American friends who dropped in 
to see them when over here on business. The store 
was in many ways unique in the North of England 
and always kept up with the march of progress. 

Extensions over the years took it from a tiny, one- 
window shop 72 years ago to a huge, several-storied 
building of modern times. It was a place which Leeds 
(with its reputation for being the shopping center of 
four million people in the West Riding of Yorkshire) 
was truly proud to possess. 

The family spirit that reigned in the early days was 
never lost and included every member of the staff of 
over 350. And I remember the late Mr. Hitchen telling 
me as we paused to admire the then new eye-catching 
stationery section, that he knew every one of his staff 
by his or her first name. He had all the forthright- 
ness of the typical Yorkshireman which so often ac- 
companies a heart of gold. Incidentally, he was a 
well-known lay preacher and lived up to his beliefs. 

His ideas on any improvements to run businesses 
were always crisply to the point. One, I recall, con- 
cerned diaries. A good dairy was the business man’s 
ally, he felt, and to save bulk he favored the three 
months’ type, as few want to be companioned in office, 
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Bainbridge EAZY-VISION Lamps 
are scientifically built on a new 
lighting principle which reduces re- 
flected glare—eliminates eyestrain 
and fatigue! 

Beautiful electro triple-plated 
finish won't chip, tarnish or peel. 

Many thousands of EAZY- 
VISION Lamps are already in use 
all over the country—and the de- 
mand is growing! 





EAZY-VISION EXTENSION 
SWING-ARM DESK LAMP 
(Shown extended at left) 





A complete range of EAZY-VISION Lomps for Scientifically engineered to eliminate eye-strain. Light falls BELOW THE 
the student, for the office staff, for the EYE LEVEL! Ask for our 1952 Catalogue — circular of EAZY-VISION Lamps 
Se ee from colonial to modern styles. Retail range: $12.25 - $27.50 


ing real reading comfort! 





BAINBRIDGE, KIMPTON & HAUPT, Inc., New York 8, N. Y. 





OUR NEW MODERN FACTORY 


Increased Space and Manufacturing Facilities make possible Better and 
Faster Service in 1952 to all buyers of 


| CLARK LINE SHELVING | 


e |mmediate Delivery 








e Complete Size Range 
e Superior Quality 

e Stronger 

@ More Attractive 

e Heavy Gauge Steel 


e Colors: Olive Green—Harbour Grey 
Write for Our Catalog 





WL ALE EEL 





R. K. CLARK CO., INC. + 2840 4TH AVE. SO. + MINNEAPOLIS 8, MINN. 
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Desks 


Worthy of the Name 








LINCOLN 


‘> DESKS] 
aH (4 J 
\ Sa os e4 


Se aay by COMMERCIAL FURNITURE COMPANY 


2739 WEST CHICAGO AVENUE CHICAGO, ILLINOIS 


Ba modern (adind/; Imperial 


Introducing new, modern sectionals 
that combine functional beauty and 
super comfort. Available in top 
grain leather and the new — — 
ELASTIC NAUGAHYDE. 


Also available in settees and arm chairs. 











/ \ CRAFT C 
CRAFT L 
Height - 32’’ 
Width - 23’ 


Depth overall - 261/2’’ 


WRITE FOR OUR CATALOG OF FINE LEATHER FURNITURE. 


»— IMPERIM atten Ferns 





Zt So eee ts 47th STREET — oe 5 ae 


A COMPLETE LINE OF UPHOLSTERED LEATHER FURNITURE 
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home or pocket with entries that are already out of 
date and probably valueless. 

American visitors to Yorkshire will have probably 
noticed especially American business men — that 
diaries are reasingly popular and include those for 
almost every trade and hobby. The paper shortage 
has of cours rtailed supplies, but the desire for good 

is as strong as ever. It is a point 
facturers should never lose sight of. 
finest displays of inks I ever saw was at 
Hitchen’s. It vered every range that any worker 
in any trade or profession. 


diary equipment 
American 
One ol the 


could possibl; 


The deeply be-regretted closing down of the great 
Hitchen store may result in ultimate death duties 
reform 

A nation-wide investigation into the incidence of 
death duties is to be started forthwith by Chambers 
of Commerce. The findings are to be placed before 
the Chancellor of the Exchequer. 

At a meeting of the Leeds Chamber of Commerce 
immediately after the Hitchens news, the president, 
Sir George Martin, said no one could over-estimate 


the seriousness 


the high death duties which are 
threatening British business and the future of the 
sountry 


Since the of Clarence Hitchen death duties 


have risen from 35 to 46%.) 

Sir George, governing director of Wilkinson & War- 
burton, Ltd rge Leeds wholesale warehouse with a 
stationery department, also drew attention to the fre- 
quent disappearance of old family concerns through 


sale, or merging with combines, as the result of death 
luties 

The busine has been purchased by a large mail 
rder house, Littlewoods Mail Order Stores, Ltd., of 
Liverpool. The price has not yet been disclosed. Little- 
woods expect open the premises in April as an 
iddition ‘hain of department stores they op- 
erate throughout the country. 





Printing Firm Unveils Memorial 


A pleasant impressive little ceremony took place 
it the head office and factories of Kenrick & Jefferson, 
Ltd., printer f West Bromwich, on November 15, 1951 
Chairman and Managing Director Edward Jefferson, 


illuminated memorial in honor of 





he World War II roll of honor is unveiled 


In seomersam 


Kenri * n, Ltd., printers 
hose membe the firm who served His Majesty’s 
forces during World War II 

The cere! which was held in one of the large 


epartmen factory, was witnessed by about 
1,300 employs [It opened with the singing of the well 
known hymn, “Guide Me, O Thou Great Jehovah.” The 
rigin and irce of the memorial were then briefly 
explained VY. H. Cartwright, who acted during the 
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There's 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 


ow 
Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30” wide 
—18” deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 

Available in baked 
enamel of olive green, office gray or brown and 
weighs 100 Ibs. 

Truly merchandise of great quality and priced to 





meet market trends. Write 


nein, MANUFACTURING CO 
MIDWEST ” MS 6, MISSC 


18th ST.- ST. LOUIS ¢ 


OURI 


211 














Eye-catching! — a line-up of Higgins cartons in 


spectral sequence of 15 vivid colors plus black, 







white and neutral tint! 


Since Packed in handy half-dozens; also avail- 
1880 able in color-wheel assortment of 18. 
Plus a handsome window card to help 
you sell drawing inks and other art 


materials. 


BRUORKLYN, NEW YORK 





| 
Grand Rapids 


No. 1000 
Revolving 
Chair 
All Walnut 


Overall 
Height 33°’ 


Overall 
Width 24" 


Seat depth 20’ 
between arms 20°’ 


Back height 
from seat |7"' 


Side Arm Chair 
to Match 


Write for Illustrated Literature and Prices 








GRAND RAPIDS 


LEATHER FURNITURE CO. 


Grand Rapids 4, Mich. 


201-207 -Front Avenue, NW. 
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HIGGINS INK COMPANY, INC. 





War as organizing secretary of the K. & J. Comforts 
Fund. Edward Jefferson was then called upon to per- 
form the unveiling. 

The memorial contains the names of 310 members, 
men and women, including 15 who died or were killed 
in action and records awards for gallantry including 
two British Empire medals, a military medal and a 
Distinguished Flying medal. 

The memorial was designed and carried out by 
Michael Fletcher of the Birmingham College of Arts 
and Crafts. It will be installed in the firm’s social club 
adjoining the factories. 





“What Next?” Wins D.M.A.A. Award 


“What Next?’’, external house organ of the Dennison 
Manufacturing Company, was recently awarded first 
honors in the “Paper Specialties” class at the 23rd 
annual convention of the Direct Mail Advertising As- 
sociation in Milwaukee, Wis. Presentation of the award 
was made by C. B. Larrabee, president and publisher 





of “Printer’s Ink,’ who served as chairman of the 
contest judges 

“What Next?” offers retail sales promotion and man- 
agement ideas to Dennison dealers. In addition to its 
large circulation in the United States, it is mailed to 
Hawaii, Canada, England, Denmark, South America 
and other foreign countries. 





Shipman-Ward Changes News Format 


“Your Friendly Ship-Ward News,” monthly dealer 
publication of the Shipman-Ward Manufacturing 
Company, will appear in a new format in 1952 

In addition to a new front cover, redesigned to fea- 
ture a different full-page photograph each month, 
several new features are being introduced to add to 
its value as a source of information, ideas and assist- 
ance to dealers and mechanics. 

In the “Sound Off” page, dealers are invited to ex- 
press their ideas on anything and everything pertain- 
ing to the office machine business, while a “Sales 
Sparks” column will provide promotion tips and sug- 
gestions for stimulating sales. 

Steve Kantor, recently appointed manager of dealer 
services, will contribute a monthly column, “From Our 
House to Your House” in which he will answer ques- 
tions submitted by dealers, offer advice on technical 
problems and give general information about the in- 
dustry. 

“Shop-Notes,” “From the Editor’s Portable,” “Party 
Line,” “Joe’s Woes” and several other favorites in the 
old Ship-Ward News will be retained 
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a = AMERICA’S FINEST 
her | . 
® Briefcases 
® Brief Bags 
® Portfolios 
® Business Cases 
No. 50 ZIPPER ENVELOPE 
Month in, month out, this handsome Zipper Envelope 
sells steadily . . . sells repeatedly, right through the year. 
F Executives, salesmen, students prefer it for compact 
P cad, CACIa 7. H/] a ‘ efficiency . . . light weight . . . beautiful durability. 
9 Ue “7 Available in finest top grain leathers; fully lined; two 
gusseted pockets, two flat pockets; hand turned edges. 
2320-26 South Western Avenue 
CHICAGO, ILLINOIS 
he 2 - 
Designed to meet | fn 
n- Modern Posting Problems 
its 
ha Light weight and expandable te 9'2 inches 
Dust-proof covers with locks available in 3 sizes ) 
Tray weighs only 4'4 Ibs. Capacity, with 
25 guides, up to 2,000 Sub. 32 sheets 
nse e Accommodat greater variety of card sizes than ordinary trays. 
. e Non-corrosive aluminum and stainless steel construction will last indefinitely 
handsome 2-tone appearance. 
oil e 2-Position sidearm shifts at a mere touch for offsetting cards. 
n e@ No side or front plates dust cannot collect in tray. 
- e Wire-brushed aluminum base prevents cards sliding. 
@ Rubber-cushioned. non-marring base. 
A e Even compression of front and back plates keep records in perfect condition. 
“l @ Base is 15 x with full 11'4” working capacity; end plates 9” high. 
es e Complete line of safety-locking metal hoods and stands also are available. 
5 e Stand and covers of steel, finished in office 
equipment gray backed hammertone. 
1! —IMMEDIATE DELIVERY — 
a Write Today for Literature and Dealer’s Discounts 
Weber Brothers Metal Works 
Le 108 N. JEFFERSON STREET CHICAGO 6, ILLINOIS 
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FOR YOUR CUSTOMER 
WHO WANTS THE BEST 





Here’s size and luxury to please your most 
exacting and important customer. He'll ap- 
preciate the many plus features that add to 
his comfort and office distinction. He will be 
attracted by the flawlessly tailored, rich 
leather upholstery—he’ll be sold by the excep 
tional comfort and positive posture support 


Murphy (hair (ompary 
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iene +s ORE RB S sad a - 
gil W. for warmth and dignity 


OWENSBORO , KENTUCKY) 
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A NEW STANDARD OF VALUE... 
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FURNITURE 


CONFERENCE 
EXECUTIVE 
SECRETARIAL 
CLERICAL 


DESKS 
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he NEW HEKMAN -Zewe 


gt DESKS and HARMONIZING OFFICE FURNITURE. 
HEKMAN INDUSTRIES, Inc. 


525 ANN, N.W., GRAND RAPIDS 2, MICHIGA 
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Canadian News Notes 


Ss. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT 


Controller David Balfour, founder and head of D. A 
Balfour Ltd., office supplies and stationery, 68 Lombard 
5 t re-elected a member of the board of 
Toro! in the recent municipal elections in 
1a ity ller Balfour, who has been a member 

the board si 1944, received a total of 91,474 votes 

The Hendry Division, Central Scientific Company 

f Canada, Lt successors to the Geo. M. Hendry 
Company, Ltd., 146 Kendal Ave., Toronto, and 7275 St 
Urbain St., Montreal, supplied the stcel folding chairs, 
teacher’s desk hairs and various other items of oak 
furniture for the fine new Yarmouth County Consol- 
idated Memorial High School erected in Yarmouth, 
N. S. Ven-Rez Products, Ltd., Shelburne, N. S., sup- 

1 study t chairs and cafeteria tables. 


i rse Stationer, Newcastle, N. B., was 
ted the contract for supplying the folders, stamps, 
IS pal] in connection with the new and 

dern north and south Esk Regional High School 
pel Sunny Corner, N. B. Nadeau & 
Nadeau, St. F is de Madawaska, N. B., supplied 


iesks for tl ame school 


ghs Machi Ltd., of Windsor, Ont., a sub- 
of Burroughs Adding Machine Company of De- 
Mich., 1 ly announced the purchase of a 
O-acre tract Perth, Ont., as part of the company’s 
range pla for future expansion of its manufac- 

rit Canada 
The company } a factory in Windsor, and another 
subsi y, Acme Carbon and Ribbon Com- 
| 1 plant in Toronto. Detailed plans 
of t roperty have not as yet been final- 
present emergency situation in 
C. G. Heath w general manager of Eversharp 
International, I Toronto. Mr. Heath joins Ever- 
wit yund of over 20 years’ experience 
handising of consumer goods in 


Frank E. P. Arnott of Toronto, associated with the 
F. E. P. Arnott Agencies, 9 Adelaide St. E., Toronto, has 


been appointed Canadian sales representative for Can- 
ada Crayon Con y, Ltd., Lindsay, Ont., suppliers of 
1 wide range arking crayons and chalks to the 


Gordon Harrington has been appointed Ontario dis- 
trict sales mal er of the Mono paper cup division 
He will make |! eadquarters in Toronto. W. James 
Jack has bee! nted western representative. His 


headquarters v e in Winnipeg. Mr. Harrington 
joined Continental Can Company of Canada, Ltd., 
Montreal, in 1947 western representative 


F er De Montreal, commercial printing 
firr | ym mmercial printing with a retail 
Stationery w in its new premises 

sarkley S. Hulse Toronto, Canadian representa 
tive for the E. H tchkiss Company, Norwalk, Conn., 
ha announces e appointment of the following 
regional distr British Columbia, Collison Paper 
Company, Vict Lakehead to B. C. border, Mid-West 
Paper Compal Ltd., Winnipeg; Eastern Canada, 
Kruger Pay ny, Ltd., Montreal. Stocks of 
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TEEL storage files 


will 
serve 
as 
active 
files 


OUTSTANDING 

FEATURES 

1. Brass finish cardholder and handle. 

2. Four rollers for ease of operation. 

3. Index guide rod with brass knob. 

4. Positive and simple stacking provisions. 
5. Self-locking follower available. 

Available in beth a beautiful Hammerloeid Gray or 


Office Green oven baked finish 


LETTER and LEGAL SIZES 


“Venpuatil 


Exginwung & asupaclit ting Compatty 


A Sturdy Recessed 
Base with Toe 
Clearance st Front 





the NEW line that 
delivers EXTRA profit! 


with... 
3 BUTTON MAGIC 


Cash in on the sa 

of P.E.C s new lif 
Tile ME Raeh A Melile 
bring a new 
yel-1-leMelslem tai 
machine post 
ment. P_E. C gives 
selling features that 
bring extra profit 
Trays in 2 1 
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Posting Equipment Corp 
777 Hertel Avenve, 
Buffalo 7, N.Y 














nodceis 


tributed TI +} Gentiemen 

Please rush your descriptive brochure and 
price list on the complete line of P. E. C. 
Posting Trays and Stands 


POSTING EQUIPMENT 
CORPORATION NAME. 


777 HERTEL AVENUE 
BUFFALO 7, N.Y 


TITLE oeseaeda 2 ane 
Clip and attoch to compony letterhead. 
0.1 











Eisai CARBON PAPER 


USERS SAY: 
THE CORRECT CARBON 
FOR EVERY USE 





Ihe preterence tor 
NEV-R-KURI 


learn they 


grows 
as users 
don't have to switch 
paper weights or sices 
when they change ma 


NEV-R-KURI 


is the all-purpose 


chines. 
plastic backed carbon 
paper that stands up 
well under rough 


This universal carbon can be used in most 


both 


treatment. 
billing machines and 


typewriters, electric and 


manual. saver which 
means repeat sales for NEV-R-KURI 
NEV-R-KURL, 


your sales and gain customers 


This is a great time and money 
If you don’t carry 
to discover how 


write today it can help 





Eee. PRINT 
D Stam? PADS 











béler Flew 


1952 
SERVICE and FULTON 


DATERS and NUMBERERS 


Good profit with these quality items: 


Deiuxe and Special Business Outfits 

Sign Making Kits 

New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 

Special Rubber Stamp Inks 

Complete Line of Crown Self-Inkers, 

Daters and Numberers 


New Porous Price Marking Kits Now Available 


Prompt Shipment 








Write for Catalcg 


Qulton M Marking 


EQUIPMENT 
82 Fulton Street N. J. 








Elizabeth |, 
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Hotchkiss lines are now being maintained in principal 
Canadian cities. 
« ~ - 

Smithers & Bonellie, Toronto, 
Bay St. financial section of that city, is now located 
in smart new offices at 266 King St. W., that city. 
Menzies & Co., Ltd., previously at the latter address, 
are now located in the Stedman Bldg., 551 Richmond 
St. W., Toronto 


after 25 years in the 


* * * 


R. H. Stainton, president, Stainton & Evis., Ltd., 
office equipment retailers and stationers, 110 Adelaide 
St. W., Toronto, a firm which also operates its own 
printing plant, has invented a line of stationery file 
holders with the tabs printed on both sides. 

Such a folder can be used as a left-tab file or a 
right-tab file by merely turning the folder inside out. 

On the top half of each folder is printed: “Right % 
Tab.” On the reverse of the top half is printed: “Left 
4 Tab.” The lower half of the folder has a hole in it. 
Through this window (patent pending) appears either 
the right or left tab information, depending on the 
tab side you are using. 

* > - 

William A. (Alex) McGregor, 59, who for many years 
was proprietor of a stationery store at Yonge St. and 
Rowanwood Ave., Toronto, Ont., died recently at his 
home, 1118 Yonge St., from a coronary thrombosis. 

Mr. McGregor was also in charge of the post office 
substation located in his store. He retired three years 
ago 

Charles W. Northwood, 49, a valued employee of Bur- 
roughs Adding Machine of Canada, Ltd. for 30 years 
at the Windsor, Ont. plant died recently at his 
residence, 156 Jefferson Blvd., Riverside, Ont., after a 
long illness 

* - . 

Gray, 63, sales manager for Interpro- 
vincial Inks, Ltd., Toronto, died recently at his home, 
43 Lascelles Blvd., Toronto. He was for more than 20 
years active in the ink and printing trade. Native of 
Scotland, Mr. Gray came to Canada in 1912. He re- 
sided in Vancouver until 1942, when he came to To- 
ronto 


Alexander G. 


oe ” 


Alex R. Goldie, 78, nationally prominent industrialist, 
president of Goldie-McCulloch Company, makers of 
sales and office equipment, Galt, Ont., died recently in 
that city after a lingering illness. 

Born in Galt, he graduated from the University of 
Toronto in 1893 as a bachelor of science. He immedi- 
ately became identified with Goldie-Mulloch Company 
and rose to manager and vice-president, positions he 
held until 1934 

When that part of the plant devoted to the manu- 
facture of steam power plants was merged with Bab- 
cock-Wilcox he became vice-president of the company, 
later president and then chairman of the board 


* * ~ 


The Koch Stationery Inc., 1421 Bleury St., Montreal, 
is having its explosion-damaged premises at the same 
address reconstructed. Damage to the Koch building 
and the adjoining one was estimated at more than 
$100,000 

* * ~ 

“Jeff” Coleman, who is leaving Montreal to take up 
residence in California, was the guest at a largely-at- 
tended dinner held recently by Montreal stationers. 
Mr. Coleman had been with Dawson Bros., Ltd., for 23 
years. He was presented with a travelling bag 





Open Niagara Office Equipment Firm 
Niagara Office Equipment Company has been opened 
at 2908 Pine Ave., Niagara Falls, N. Y. C. E. Raidy is 
proprietor and E. H. Long service superintendent. The 
firm features all types of office machines and supplies. 
GET 
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DEALERS: — Send us your customers’ 
forms for prompt quotation, faithful 
delivery and liberal. trade discounts. 


Many Lucrative Territories Still Open 





3 Ps For price-marking on hard-to-label surfaces. . . 
Dennison PRES-a-ply LABELS 






Dispenser 
Boxes 








PRES-a-ply 
LABELS 
in 
Sheets 








* TAGS += LABELS + SEALS + 


REINFORCEMENTS ~~ 








Lag... Lada 


G 


® Stick instantly — without moistening. 
© Can be removed easily. 


More and more retailers are discovering how easy it is to price- 
mark with Dennison PRES-a-ply Labels. 

This trend is particularly, strong in Jewelry Stores, Gift Shops, 
Hardware Stores, Houseware and Chinaware Departments. 


CREPE PAPER 


Dennison PRES-a-ply Labels meet the requirements of this market 

because : 

@ They stick without moistening — adhere to any hard, smooth 
surface: metal, plastics, wood, china, glass. 





@ They can be removed easily — non-corrosive, non-injurious. 







@ They have a smooth, white writing surface. 






@ They come in a variety of sizes and shapes. 






These handy labels have hundreds of uses in homes, schools, offices 
and factories — as well as in retail stores. Tell your customers 
about them. 


Stock and display Dennison PRES-a-ply Labels for increased sales. 






MENDING TAPE 






INDEX TABS PHOTO CORNERS STAMP HINGES 





business demands 


Modern 
form-simplification. We main- 





tain two highly efficient 
plants for the designing and 
printing of every conceiv- 
able Carbon 
form. Write us regarding 


Interleaved 


your form needs in Invoices, Se 
Sales Slips, Shipping Records, \ 
Production and Accounting 
forms. 











Invoices + Bills of Lading 
W-2 Withholding Tax Forms 


Save money and shop-around time 
by making us your headquarters 
for stock forms, ready for prompt 
delivery. 


} Redifixt Tailor Made 


1-time Carbon Interleaved 
forms for any and all purposes 


Tailor-made to your individual re- 
quirements. 


Continuous Tabulating Forms 


In stock; also tailored to your own 
needs. We keep our promise on 
deliveries. 


‘ ee 
SA e 
y ' aie 30 Vesey Street, Dept. 27 
Susiness Systems, ‘tu New York 7, W. Y. 





f 
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FAULTLESS 


METER READER 
BINDERS 


with 


PATENTED 
EXPANDING 
CENTER Post 
Lock 














STATIONERS 
LOOSE LEAF CO 


MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 





...-- favored by public utilities 


IN BAKELITE 
SOLE LEATHER 
ALUMINUM OR 
FIBRE COVERS 











Stobeo Product 


- 


ey ood pea en why 
"Yufide 


is setting new sales records ~— 


‘Vufide Outwewu Leather Stel! ° 


* Actual abrasion tests—and almost a million users— prove 
TUFIDE business cases are the most outstanding cases 
made anywhere. TUFIDE looks like leather . . . feels like 
leather ... yet outwears leather 5 to 1! No wonder TUFIDE 
sales are zooming. . . featured by leading stores everywhere! 


‘Vufide Aton ls Guvrantecd Devs! 


Power-packed National Advertising is telling—and selling 
thousands of potential prospects for you. Tie in with this 
sales-boosting TUFIDE promotional push. Write for de- 
tails about the new TUFIDE introductory offer that 
guarantees sales and profits to you. 


ESTABLISHED 1918 
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News Notes from the Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 


Freight classifications for commodities within the 
trade is a subject that is being given special attention 
by Lorne Colpitts, president and manager of R. R. 
Colpitts & Son, Ltd., Moncton, N. B. 

This firm of office outfitters with the accent on 
ffice appliances and furniture is one of the senior 


businesses in the office equipment trade in Canada, 
with a distribution radius reaching most of the prov- 
inces bordering the Atlantic. These include New 


Brunswick, Nova Scotia, Prince Edward Island and 
Newfoundland 

Mr. Colpitts is chairman of a special committee that 
is giving special attention to the freight question, and 
specifically, to the increasing cost to dealers in office 
equipment and supplies. 

He has studied the situation intensively and is also 
contacting members of the trade throughout Canada 
yn behalf of additional information and views so that 
he may be conversant with as many facts and opinions 
as possible 


7 - * 


On the verge of winter, a conference of 13 of the 
directors of the Stationers Guild of Canada was held 
at Chanticler, Que. Participating in the two days’ 
gathering were Eugene Charters, Gage Love, J. S. 
Luckett, Sr., Robert Denver, Ed. Gariepy, L. F. Beattie, 
L. W. Jones, Hugh Kennedy, A. L. Colpitts, George 
Basil, Andrew Patrick, Arthur Careau and W. J. 
O’Reilly. Also attending was Fred Smart, secretary- 
manager of the Guild 

Accompanying their husbands were: Mrs. Gariepy, 
Mrs. Denver, Mrs. O’Reilly, Mrs. Luckett, Mrs. Beattie, 
Mrs. Jones, Mrs. Patrick and Mrs. Kennedy. 

A major question introduced for discussion by L. F. 
Beattie, president, was the proposed legislation cover- 
ing price maintenance. It was cited by Mr. Beattie 
that this is the outstanding problem of the trade and 
that retailers and wholesalers should do all they could 
to spread the proper understanding of this paramount 
subject 


Mrs. E. Charters entertained the ladies at tea. 


* * 


; of St. John, N. B., postponed in- 
definitely purchase of a new chair for the private office 
of W. R. Godfrey, director of works 

The cost was cited at $140 and it was explained 
that the price had increased from $90. The chair was 
described as special posture chair.” 

There was no indication when the matter would be 
given further nsideration. 


The city council 


” 


Blueprinting has become a permanent sideline at 
Mahon’s, Ltd., Halifax, N. S. Dealers in all types of 
office supplies, including typewriters, adding machines, 
duplicators, and so forth, it is located on Spring Gar- 
den Rd., not far from the public gardens. 


. * * 


Walter Stirling, St. John, N. B., a veteran of the 
office appliance trade, has expanded his line of office 
furniture by stocking wall and floor safes, strong boxes 


and so forth 


A car is used for making regular and emergency 
servicing of | kinds of appliances within 30 miles 
Improvement the premises occupied by the St 
John, N. B., b h of Underwood, Ltd., has enhanced 
the facilities displaying office appliances of all 


kinds. There are also much better facilities for win- 
dow displays 

Since the location is in the midst of the film dis- 
tribution center the eastern provinces, special at- 
tention is give. the manager, J. E. Cole, to the 
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‘‘THE MACHINE TO COUNT ON'"' 


ASK FOR 
BULLETIN 
RO-25 
FEATURING 
THE NEW 
GRAY-TONE 
MODEL 











DEALERSHIPS 
AVAILABLE 


ADDS « SUBTRACTS « MULTIPLIES 


Dual purpose operating keys—Non-add and electric correction 
keys—No idle strokes—Rubber cushioned mechanism and fast 
unidirectional main shaft for long life, speedy and quiet opera- 
tion—Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 











IT’S NEW! 


Simplified! 
Revised! 


improved! 


“TOPS” 


LINE OF 


STOCK 
BUSINESS 
FORMS 


All These DEALER ADVANTAGES! 


« Forms Boxed—Not Wrapped * Convenient Packages 


* Over 500 Forms In Daily * Top Quality Stock 
Demand * Priced to Sell 
* Reg. Dealers Discounts 


\ 
| 
l 
[ 
K 
] 
R 
Y 





* Dealer's Name on Box 


This is the Line you have been waiting for, You'll 
find it's ‘Tops in Profits Tops in Sales— 
Tops"’ in Repeats 


Convince yourself. Send us a sample order 


oday ship promptly h ou 
Send Your Sample ae 4 4 ' — My "one 
Order Today! 


catalog-sample book and price list It's 
a real sales maker 
“TOPS” BUSINESS FORMS DEPT. A 
107 N. Wacker Drive Chicago 6, Illinois 
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IN PACIFIC JUNGLES 
q : WEIRD GIGANTIC 
Mt * STATUES WARN EVERYONE 

7 









Y’ AWAY FROM SACRED PLACES . 






IN BUSINESS, GRAFFCO CELLUGRAF 
COLORED SIGNALS ON RECORDS 
AND CONTROL SYSTEMS WARN OF 
VITAL a echt AND SPARK ACTION . 





Ss 
SIGNALS 
and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 











THAT ADDOMETER 
ADDING MACHINES 


AT ONLY 





@ There's logic plus proof 
behind Addometer’s sales appeal. 
Addometer fills a definite need for a portable low- 
cost adding machine among accountants, small and 
large businesses, professional men, retailers, service 
stations, farmers, architects, and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as speedily and efficiently as many 
big, expensive adding machines—yet costs only 
$12.95! It has exclusive features which no other 
machine offers. 


FREE display stand with every 
order of 6 or more Addometers 
get started with this special offer 
today! Write Dept. A-2. == 
Reliable Typewriter & Adding Machine Company 
303 \/. Monroe Street + Chicago 6, Illinois 





Q 
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needs of the film offices, as well as to the theaters 
served specifically by film suppliers. 

This Underwood branch serves the provinces of New 
Brunswick and Prince Edward Island, the rest of the 
Atlantic territory being served from Halifax, N. S. 





Typewriters on the Assembly Line: 
Remington Rand Films the Story 

A trip through Remington Rand’s 3l-acre Elmira, 
N. Y., typewriter factory is the subject of a new sound 
slidefilm, “Precision—Key to Quality’ which has been 
released for general distribution to the company’s 
branch offices, distributors and agents 

This 22-minute film profiles the assembly-line manu- 
facturing processes for the company’s Electri-conomy 
typewriters and printing calculators as well as the 
intricate parts-making operations which comprise a 
large part of the plant’s function. 

Starting with the premise that the inside of manu- 
facturing does fascinate millions of people, the nar- 
rator guides a visitor through the Elmira factory. This 


visitor, a young man named Harry Spender, wants to 
see the “whole typewriter” made—and he does, along 
with a “whole” printing calculator 


In the punch press department, Harry sees coils of 
raw steel fed into huge presses which stamp out blank 
parts, form them and pierce them. Then he sees these 
parts hardened, plated and polished. He sees many 
of Remington Rand’s manufacturing techniques such 
as the injection molding of key tops, and copper- 
hydrogen brazing. 

He visits the type department, the spring depart- 
ment, the gear department, paint shop and the service- 
men’s training school. 

After lunch at the plant cafeteria, Harry goes down 
both the Electri-conomy typewriter and printing cal- 
culator assembly lines. The narrator describes how the 
various components are first sub-assembled and then 
channeled on to the main assembly line, where, piece 
by piece, the machines take form. Harry follows them 
to the final steps of packing and shipping. 

He says when he leaves: “... now I know what pre- 
cision manufacturing really means.” 

While produced primarily for use among its own per- 
sonnel, “Precision—Key to Quality” is available with 
projector on a free loan basis to business organizations, 
schools and other interested groups, either from Rem- 
ington Rand branch offices or by application to Rem- 
ington Rand Inc., 315 Fourth Avenue, New York 10, 
New York. 





Friden Names Morrison Divisional Manager 

Frank B. Morrison, agency manager for the Friden 
Calculating Machine Company, Inc., at Springfield, 
Mass., during the last five years, has been named New 
England division manager, according to L. B. Taylor, 
general sales manager. 

Mr. Morrison will direct company sales activity as 
well as supervise sales work in Maine, New Hampshire, 
Vermont, Massachusetts, Connecticut, Rhode Island 
and eastern upstate New York. 

He will make his headquarters in Springfield 

“Appointment of Mr. Morrison to cover the New Eng- 
land states is in keeping with expansion of our sales 
supervision to keep pace with increasing Friden sales 
volume,” Mr. Taylor reported. 





Incorporate Firm at Buffalo, N.Y. 

Articles of incorporation have been filed for Ad- 
justable Cabinets, Inc., furniture and furnishings for 
offices, Buffalo, N. Y. Capital stock was listed at 
$20,000. 

Directors are Robert F. Maloney, A. Donald Sloan and 
Joseph A. Gibbons, whose addresses are 400 Scajaquada 
St., Buffalo, N. Y.—EEG 
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Sanitouch 
Capillary-Action Moistener 
Handipen Desk Set 





DePENdable 
Desk Fountain Pen Set 





New DePENdable desk fountain pen sets and 
beautiful Handi-Pen desk sets for easy, effortless 
writing. A complete line of moisteners to fit any 
need. Time-saving Kleradesk. Heavy-duty Cata-RacK 


Ideal 
Moistener 





Capillary-Action 
Handipen Desk Set 


for catal ind books, All these aids and more too 
make up the Sengbusch line, 

Sound design and attractive styling make them 
easy to sell. We also supply sales aids free of charge 
— circulars, blotters, display cards, etc. Turnover 
is fast and highly profitable. 

Now is the time to stock the entire line of 
Sengbusch efficient, time-and money-saving office — 

Cata-RacK 





aids. Mail your « . »day and get set to make 
as i order XK day a 4 et Slesndiodh 


yourself some money. (Steel and Steeless)} 


No-Over-Flo 
Sponge Cup 





SELF-CLOSING INKSTAND CO., 321 sengbusch sidg., mitwovkes 3, Wis 














— The Most Complete Line 


PAPER CLIPS 


rarer rasteners | Of High Quality Desk and 


STAPLES 


THUMB TACK Industrial Staples on Earth! 














PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST 
PAPER CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
many years of successful performance in the world of business. In these difficult days 
demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


900 EAST 9STH STREET CHICAGO 19, ILLINOTS 


MANUFACTURERS 


IN THE WORLD 
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NEW 
FLUORESCENT 


TECHNYSCOPE 








4. The Lighting Unit 
can be purchased 
and attached to any 
metal TECHNY 
SCOPI 
The Lighting Unit 
and its component 


Lighting Unit 
enclosed 

f- light, and 
are fully 
within a 


writing 
e stencil ts 
iN venly 


parts, if used with 
AC-—-l110V—60 cy 
is guaranteed for a 
period of one year 

Each Lighting Unit 
has the Underwriters 


|_ab.. label. 


glass of the 
nd th stencil 





MODEL F-2 


7 $35.00 
COMPLETE 
TECHNYGRAPH CO TECHNY. ILLINOIS 

















fey Ve \Relen \(om:ie): Pressboard 


Products 


Pressboard Binders — Folders 
Prong Fasteners — Punches 


Supplements Catalog No. 80 
Applying to Expanding Products 
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Pressboard Binders 





Oe 
F - Prong Fasteners 
| —se— 
‘ 
| . 
a . - Vv } Y 
bb Compan 
The ¢ ooke & Co aust | J 


,TORS OF EXPANDINS 


Pressboord Folders 


The Cooke & Cobb Company 


122 Last 23rd Street New York 10. N.Y 
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P. assed Away ES 


William H. McNiff, 
71, president of Master-Craft Corporation, Kalamazoo, 
Mich., and vice-president and director of the Shaw- 
Walker Company, died on January 9, 1952, one month 
after his birthday 

Hundreds of dealers join his associates in mourn- 
ing Bill McNiff, whose tireless efforts during the past 
wed them the way to increase volume 
through better selling 

Born in Muskegon on December 6, 1880, Mr. McNiff 
was educated in the local public schools and business 


four decades sh 


The Late 
William McNiff 


college. Thereafter he entered business in Chicagce, 
returning to Muskegon in 1904 where he became one 
é vees of the Shaw-Walker Company 


> €ariy emp 


ve years é was organized. 

During the ervening 47 years, Mr. McNiff served 
Shaw-Walke bookkeeper, credit manager, office 
nanager, a sales manager, sales manager, as- 
sistant secre vice-president and director. 


In 1931, when Shaw-Walker purchased Master-Craft, 
Mr. McNiff went to Kalamazoo to introduce the Shaw- 
Walker loose-leaf line to the company’s dealers. Gen- 
eral manager in 1935, he became president of Master- 
Craft in 1942. Mr. McNiff continued as president until 


his death, even though he retired from active daily 
service in the Fall of 1950. 
From the beginning of his career Bill McNiff worked 


closely with stationers and office equipment dealers 


throughout the nation, continually contributing profit- 
making ideas to their selling and financing. Widely 
known by the trade, Mr. McNiff had always been a 


familiar figure 
ioners conventions 
Mr. McNiff had been in Muskegon hospital for ob- 

servation since early December and later underwent 


regional meetings and national sta- 


surgery at the Mayo Clinic, Rochester, Minn. Return- 
ing to his home the day before New Year’s, it was 
there ne passead away 

Organizer of the Muskegon Rotary Club in 1915, he 
was honored in 1940 on the occasion of the Club’s 
silver anniversary as the “Father of Rotary in Mus- 
kegon 

For several years he was president of the Muskegon 
Country Club. He had been active in the Muskegon 
Century Club, the Kalamazoo Park Club, and was a life 


member of Muskegon Elks Lodge. 

He leaves M1 McNiff; a daughter Mrs. James C. 
Nolen of N. Muskegon: two sons, William H. McNiff, 
Muskegon, and James L., of Dowagiac 

Lok + 
Hurlbut W. Smith, 


86, president and chairman of the board of L. C 
Smith & Corona Typewriters, Inc., died at his home 
in Syracuse, N. Y., on December 16. For more than 
60 years he had been a Jeading industrialist and an 
actlve C1lVIC WOrKe! 

Besides headil the Smith-Corona corporation he 
W director the Crucible Steel Company of Amer- 
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ALL-PURPOSE BUSINESS 
SHOW for 1952 
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San Francisco Ca 


Cooperating 8roups: 
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MAKE CALLS THAT 
MAKE PROFITS... 








ERROR-NO Copyholder 


Speeds up copying and 
increases accuracy of 
reports, forms, briefs. 


SPEEDRITE Checkwriter 


Protects checks— 
prevents forgeries. 







The sales qualities of 
these “first choice” of- 
fice devices are some- 
thing dealers dream 
about. Exclusive fea- 


CHEXSIGNO Check Signer tures, design and effici- 


Relieves time-pressed 
executives from signing 
checks. 


ency appeal to any and 
all customers. No serv- 
ice problem. Rank high 
as profit makers for 
dealers everywhere. 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 
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ACCO FASTENERS 
ACCOBIND FOLDERS 
ACCOPRESS BINDERS 
ACCOFLEX BINDERS 
ACCO PUNCHES 


and other Acco products 


Business never 
needed Acco Pred- 
ucts so much as 
it does now; with 
the tremendous 
volume of papers 
to be kept and 
filed safely. Be 
sure to place your 
orders early for 


these easy sellers. 


PRODUCTS, Inc. 
gain Pmt NEW YORK 


In Canada: Acco Canadian Co., Limited, Toronto 
n : 








AVG Olin a lile Gilue)iilamdtinsliatine 


For The Reception Room and Office 


Beautiful Duran tailoring 
a genuine Formica in 
a wide variety of colors 
and quality chrome 
plating combine to make 
Ard's products practical, 
et beautiful, and there- 
‘ore doubly pleasing to 
your customers 


No. 22C lounge Chair 
wide, heavily pad 
no-sag spring seat 
assures the utmost in com 
fort. List Price $59.50 


No. 327 End Table. Plastic 
Duran or Formica top 
available in most any 
color. Standard height 25”. 

List Price $24.50 


No. 14CB 8-hook Revolv- 
ing Pedestal Costumer with 
gleaming chrome column 
and 12” diameter wheel 
Tall and graceful, but 
won't topple over with its 
eovy cast iron base 


List Price $28.90 
No. 44C Double Lounge 


features generous seat 
width for two persons 
Expertly upholstered and 
luxuriously padded. 

List Price $91.90 


No. 66C, Available, Seat 3 
persons. 
List Price $119.00 


Sold through Dealers only 


ARD % 19 fonsjaae ST., BOX 442, EVANSVILLE 8, INDIANA 
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ica and held executive positions in other industrial, 
civic and educational enterprises. 

Born in Centre Lisle, Broome County, N. Y., where 
his father owned a tannery, Mr. Smith started work in 


The Late 
H. W. Smith 


1882 at a too] bench at the L. C. Smith Gun Company. 
This was operated by his brother. 

Six years later he joined his brothers, Lyman, Wil- 
bert L., and Monroe C. Smith, in organizing the Smith 
Premier Typewriter Company. 

In 1893 the company joined with the Union Type- 
writer Company to produce Smith-Premier, Reming- 
ton, Caligraph, Densmore and Yost typewriters 

At the turn of the century a new typewriter was 
developed andethe Smith brothers withdrew from the 
Union Typewriter Company to form their own firm 
to manufacture the new machine 

Hurlbut Smith became treasurer and later, secre- 
tary of the new firm. In 1924 he temporarily retired 
from active participation in the company’s manage- 
ment, and two years later it was merged with the 
Corona Typewriter Company. 

In 1933, during the depression, Mr. Smith was named 
president and took over active management. He was 
then 68. He continued to run the company until his 
death and five years ago, when 81, undertook a multi- 
million dollar expansion of the business. 

During his nine years of retirement between 1924- 
and 1933, Mr. Smith was active in civic work and 
pursued his hobbies of hunting and golfing. 

He became a trustee of Syracuse University, presi- 
dent of the board of Syracuse Public Library, and 
chairman of the Syracuse and Onondagan County 
Chapter of the American Red Cross 

Surviving him is his widow, the former Gladys Mor- 
row Diefendorf, whom he married in 1936 after the 
death of his first wife, Mrs. Mina Ruma Glazier Smith 


J y ’ 
<< = -- 
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Ernest A. Peterson, 

1, long associated with Lowman & Hanford Company, 
stationers, Seattle, Wash., died recently at his home, 
8623 Ravenna Blvd., after a heart attack. For the past 
20 years Mr. Peterson had been a picture framer for 
the company. He leaves a widow, Ida, a stepson, Harry 
Pripp, and two brothers, Albert Peterson of Chicago 
and Hjalmer Peterson of Waco, Tex.—CML 


‘ 


A ¥ ele 
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R.H. “Bob” Muller, 
owner of L. A. Adding Machine Company, Los Angeles, 
Calif., died recently of luekemia. He was formerly with 
the Burroughs Adding Machine Company. 

Surviving are the widow, son and daughter, who are 
liquidating the business. 


George B. Collins, 
79, of Buffalo, N. Y., retired Western New York sales 
representative for Millington-Lockwood, Inc., died De- 
cember 19 at his home after a year’s illness 

A native of Minnesota, Mr. Collins was born Janu- 


OFFICE APPLIANCES, February, 1952 


+ tem acne 





plete 
ment 
\ ‘ata: 





OF 


iS 
le 


ies 
e- 





A Chair Designed to Make History 





NEW 


® 
TABLET ARM CHAIR 
that FOLDS 


Will make its mark as one of the most 
useful adjuncts to portable seating ever 
devised. 

This FOLDING TABLET ARM CHAIR 
is just the thing for. . 










No. 2317-WTA 





Sool Prime with Pie. TAKING DICTATION, MINUTES, NOTES, ETC. The Arm is an integral part 
wood Seat and Solid STAFF MEETINGS of the chair—NOT AN AT- 


Wood Arm. Available TACHMENT. It may be ad- 


Folds GROUP DISCUSSIONS 


wi eat — . +? 
Seat and Back vphol- = TEMPORARY SEATING AND WRITING ees Se ee 
stered FACILITIES 1) Raised upright to permit 
Rubber Feet Prevent free ingress and egress. 
isle ond Gustin EDUCATIONAL PROGRAMS. 2 Camiieate lewesed. te 
: _ the side. 
The Only Tablet Arm Chair Attractive Proposition to Dealers. 3) Folded flat against the 
of its Kind anywhere. Write for Complete Information. seat for compact storage. 





CLARIN MFG. COMPANY 











4640 W. Harrison St., Dept. 33, CHICAGO 44 





All-Steel 
TRANSFER CASES 


MAYFAIR TRANSFER CASES provide storage space 
for inactive records at a low cost. The all-steel construction assures 
strength, rigidity and long life. For keeping records clean, 
the back is completely enclosed and keeps out dust and dirt. 
Immediate Delivery Transfer cases are conveniently stacked and inter- 
in No. IR Letter lock. Transfer cases are available in letter size 


No. : : 
val ~ aren with green or grey finish. 





Examine these long-life 
features for appearance and 
accessibility 
e ALL STEEL 
CONSTRUCTION 


e EASY STACK AND 
INTERLOCK 


e DRAWERS GLIDE ON 
ROLLERS 


e DUST PROOF 
INTERIOR 

e 24 INCHES DEEP 

e INDIVIDUALLY 
BOXED 


Prices on other sizes and finishes will be sent to you on 


request, with quantity the determining factor. 


315 NORTH DESPLAINES STREET 
a VICI COMPANY CHICAGO 6, ILL. CENTRAL 6-1397 
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Sit-Well 
CUSHIONS 


Handsome Covering Material 
REVERSIBLE Brown & Green 


2” FILLER 


Foam Rubber 
Bonded 


No. 402 


$6.00 $5.80 $5.40 
17x18” 15x17” 14x15” 





Regular Dealer Discount 


FOX 
GEO. E. FOX & CO. 


1051 NORTH THROOP STREET 
CHICAGO 22, ILLINOIS 





CUSHIONS 
Since 1911 




















Makers of famous Moore 
Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. 


BERKLEY St. Since /9OO PHILADELPHIA 44, PA 
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OFFICE SUPPLIES 
BY 
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| Hlome &, A 


MUSCATINE. IOWA ~ 


= 


IMPROVED 
FEATURES 

AND ey ok 
CONSTRUCTION Pee 


ON THESE COMBINATION CABINETS 
i eight models in the H-O-N « 


line of combination cabinets are better units, 
Construction improvements add to rigidity A 
and drawer operation. Follower blocks in all th 
drawers including the card file drawers. 
Dividers available for converting any larger 
card drawer into two sections M 








The baked-on enamel in grey or green is a on 
handsome, durable finish that stands up. 
New descriptive folder and price list is yours 
3x5 and 4x6 card files on request. 





bags A 
y/F ya . (et lize GZ MUSCATINE, IOWA 
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ary 1, 1872, and came to Buffalo as a youth. He went 
to work for the stationery firm in 1894 as a shipping 
clerk and seven years ago, on September 27, 1944, was 
a guest of honor at a dinner noting his 50th anni- 
yersary with the firm. He retired about four years 
ago. —_GET 
+ + +} 

Erwin E. Bodmer, 
66, buyer of offi supplies and writing instruments 
for A. C. McClurg & Company, Chicago, died on Thurs- 
day, December 1: 

The decedent was 
August, 1951 


1 veteran employee of this firm 
he had marked 50 years with 


and last 


The Late 
Erwin Bodmer 


A. C. McClurg & Company. His service had included 
i director of the company 


that of secretar‘ 


+ fb ob 


4 . 


M. A. Thometz, 

yne of the founde! 1914 of The Kohlhaas Company, 
manufacturers rters and card systems in Chicago 
died on December 4 after a brief illness. Mr. Thometz 


managed the business since its inception and was de- 
clared to be great responsible for the progress made 
during the past 37 years 


Burial was in Channon, Ill., where Mr. Thometz was 
born on February 17, 1874 


’ J 
i ol ey 
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Francis G. Pratt, 


63, retired vice-president of Lowman & Hanford Com- 
pany of Seattle, Wash., died recently after a long 
iliness. Mr. Pratt had been a valued member of the 
company for many ears 

Besides his widow Bronwen, he leaves two daughters, 
Mrs. Audrey Hooton of Devil’s Slide, Utah, and Mrs 


Bronwen Houer Seattle-—CML 
’ J 
+ ob 


E. V. Bogart, 
who represented the Corry-Jamestown Manufacturing 
Corporation in the southern states for many years, 
died on November 27 

He was well known in office appliance circles in 
which he traveled. His home was in Montgomery, Ala 


’ v 
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Mart H. Armstrong, 

81, founder, in 1903, of the Armstrong Stationery Com- 
pany of Cincinnati, Ohio, died on November. 20, 1951 
He retired from the business in 1941 and sold it to the 
present owners, Howard B. Armstrong, secretary-treas- 
urer. and N. W. Thul, president. 


ob + 
Boston M-B-P Office Takes New Quarters 


Manager Paul (¢ 
Miller-Bryant-Pie1 


Serene of the Boston office of 
announces that he is now located 


In the new quart« at 261 Franklin St., Boston 10 
Mass 
Through the splendid co-operation and help of 


Various accounts throughout New England, the Boston 
Office was able xpand its facilities 100%. We hope 
with the increased floor space to carry more mer- 
chandise in effort to give service to our 
very good friend tes Manager Serene 


a eater 
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MONARCH 
Rubber 
LINE DATER 








@ Engineered with same skill 
that goes into the FORCE 
Hand Numbering Machines. 


Not just 3 or 4 but 6 full years of dating. Straight line 
impressions assured because precision-molded rubber bands 
self-align on bridge. Nickel plated frame. A high-grade 
FORCE utility for those who demand the best, with 6 full 
years on the year band. Popularly priced for volume sales. 
Monarch Line Numberers also available. Write for Catalog. 


THREE QUARTERS OF A CENTURY’S SERVICE 
A. FORCI 


7 me tt ee 1 Le a ee ee 


Le 








NOR 

















Hat New and 
Exclusiue 
Geatures 
That Produce 





THOSE 
PROFITABLE 
SALES! 
* Foolproof Wickless Fiuid Con- ¢ No Rewinding Necessary 
trot * Operating Lever May Be Held 


* Automatic Tape Movement Throughout Entire Run 
Forward Or Reverse 


* Push-On s For Quicker * Quickly, Easily Adjustable To 
Easier Loading, Unioading Size Of item To Be Addressed 


it's A Real Trouble-Free Performer 
Every address comes clear, clean, sharp with yoo.) acice 
The Address King. The address tape 


moves 
forward, reverse, automatically, at operator's $42.50 


(plus F.€.7 


wish. The breaking or tearing of tape is prac- machine onty) 


tically eliminated. It's speedy, fool proof, with 


nothing to go wrong or get out of order. And, $48.75 


it's quality built for long and rugged wear List, inctudes 
You won't get a kick or a comeback in a car- ‘$g8"ss,,{s' 
load. Don’t pass up this new, worthwhile profit *°* °* 
maker. Write for literature. Dealer's discounts 


aa, ORDER YOUR NEEDS TODAY! 


AMERICAN PHOTO LABORATORIES 


28 N. LOOMIS ST CHICAGO 7, ILL 


Makers of 
PRECISE 
TRIMMING 
BOARDS 
5 Pop. Sizes 


-— = 
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1-HOLE 
PAPER 
PUNCH 


By the makers of the 
popular CLIX three- 
hole ring binder 
punch. 




















The personal paper punch for individuals, home, 
office and industry. Light pressure of thumb punches 
clean 14” hole instantly in paper, light cardboard, 
etc. Ideal for punching tickets, tags, restaurant 
checks. Slips handily into pocket, brief case, desk 
drawer. Precision construction, sturdy, trouble-free. 
24 in counter display carton. 50 cents list. 


















Order from your Wholesaler 


MODEL 100... Punches '{" hole, 
\" from binding edge. 





NEW ENGLAND PAPER PUNCH CO. 


NATICK, MASSACHUSETTS PAPER PUNCH 


WESTERN REP.—HARRY HENKEL ASSOC. 439 ELLIS ST., SAN FRANCISCO 2 








KLLL-R21TE 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 


@ NON-SKIP 
@ LONG LIFE 


@ NO SMUDGE 










Retails for 


@ FULLY GUARANTEED 





only @ WRITES 50,000 WORDS 
@ TRANSPARENT PLASTIC 
C @ PRECISION ENGINEERED 
@ 4 BEAUTIFUL COLORS 
including tax A, @ IMMEDIATE STARTING 


/ 
/ @ INSTANT DRYING PERMANENT INK 





THREE DIMENSIONAL DISPLAY comes ready set 
up for either counter or wall. Pens are clearly 
visible, allowing the beauty of the pens to speak 
for themselves. Choice of two displays containing 
12 or 36 pens, available 











Write tor illustrated literature and dealer prices 


LL 0-F24TE PEN /NZ. 


RIDGEFIELD PARK, N. J. 
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P alenks: 


(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted December !!, 1951 





2,577,886. Moistener for Hectograph Duplicators. Hug sch and 
tgid Maria Be j England } t B Anderson 
td., | j Illustration. 
2,577,934. Combination Desk. Anthony F. Tubact etroit, Mich. Obes. 
tration. 
2,578,088. Sheet Realigning Attachment for Typewriters y Pierce 
} | ~a Illustration 
2,578,185. Card Punch Control System. ® y ago 
zn to Telet p., Chicag lustration 
2,578,519. Tape Dispenser. Clyde W raft 
Granted December 1/8, 1951 
2,578,705. Calculating Machine. Sheld kK Van N Calif, 
Illustration 
2,578,771. Typewriter for Writing Continuously in Opposite Directions. 
rge Zint, Wapak ta Illustration 
2,578,923. Paper Fastener. Jay D. Crary t } 
2,578,924. Inductive Pickup Device. Rog t New Haven and 
und Nort f f 1, Cor ISSIG pt Sridge- 
2,579,080. Pencil Clip ford N } M jnor to 
2,579,149. Tape-Dispensing Machine Alf K } tratford and 
xr P. Erhardt, [ r assig t Derby, 
2,579,253. Visible Index Filing Binder 
2,579,342. Fountain Pen. Edward Stephe jland 
} ynor Mat & 
Granted December 25, 195 
2,579,606. Adjustable Desk Top. Benjamir sud Tinklepaugh 
and Edward Ear! West snd Rapids, M to A sn Seat 
2,579,744. Envelope Opener. Peter | wet . Brit um 
2,579,757. Visible Card Index. Robert W. Rigg f f 2Ssignor 
; Re ¥ not r [ " 4 - Ha N y 
2,579,763. Cushioned Escapement Support. | k W p, Elmira 
N.Y ssignor to R yt Rand Ir New York, N. Y. Illustration 





ee) ee ¥: = ——— « 
-“ = 4 | ] ~~, . 
& — ; ~ . 
% —_——- Vas oe rer 
2,577,886 | | ° 





2,578,088 —~ | 


2,578,705 





nt 





“Oe 
CY cats oi/ - 
el “lps 


2,579,763 2,580,298 
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NEW a /, \ 27 | | 
SPEEDS PROFITS YOUR WAY WITH BIGGEST POSTAL 
SCALE IMPROVEMENTS IN 35 YEARS! 


Dealers claim these scales 
hit the jackpot for sales! 





*® RED POINTER BEHIND DIAL 
—Instantly shows oll postal 
and airmail rates. 


* WEIGHING TIME CUT IN 
HALF—Parcel Post Rates ar- 
rangedin easy-to-read table. 


| |* NON-SWAYING PLAT- 
FORM— Eliminates 
costly errors; 
3-inch wide post 
holds platform 
=== steady. 








| 


— eal 
== PROMPT SHIPMENTS ON YOUR CHOICE OF FOUR MODELS: = 
— A-5—Capacity 5 Ibs. by '4 ozs. - $12.95 — 
= A-10—Capacity 10 Ibs. by ozs. .. - 12.95 =a 
_ A-25—Capacity 25 Ibs. by ozs. (Parcel Post Only) 12.95 = 
“  _A-50—Capacity 50 Ibs. by 2 oz. (Parcel Post Only) .. 49 95 =" 
Remember Pelouze time-tested NATIONAL and RAPID, as well as 


STANDARD BEAM (2 and 4 Ib.) Scales for added profits. 


For further details, send for colorful catalog sheet No. A-51 


PELOUZE MANUFACTURING CO. 





1208 CHICAGO AVENUE EVANSTON, ILLINOIS 


TYPEWRITERS 
po ee 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


“iffan a 


ei itera cl 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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BEST BUY in Hand Numbering Machines Today! 
5 in MODEL 
5 Movements 110 
5 Wheels 
e .7 
Consecutive 518 
Duplicate 
Triplicate LIST 
Quadruplicate e 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE a 
MACHINE Write for 
New 
e Folder 
a 
Order NOW 
ALL oe 
Steel immediate 
Construction Delivery 








AMERICAN NUMBERING MACHINE CO. 


BROOKLYN 8, N.Y. 
105 WEST MADISON STREET, CHICAGO 2, ILL 


ATLANTIC AND SHEPHERD AVES. 
BRANCH — 


1330), Ga LD 





A STEADY DEMAND FOR THIS FILE 


This attractive box file has dozens of uses on desk or work table. 
Stands up or lays flat. Covered with long-wearing marble paper with 
plain orange back. Strong suit-case catch keeps out dirt. Pull tab 
at back. Packed 12 to carton. 


No. 890 Letter size with A-Z index, 16-division 

No. 891 Letter size with 1-31 index, 31-division 

No. 892 Cap size with A-Z index, 16-division 

No. 893 Letter size with A-Z index, 25-division 
(double-thick Jumbo style) 

No. 894 Cap size with A-Z index, 25-division 
(double-thick Jumbo style) 

No. 895 Letter size with Monthly index, 12-division 

. 896 Letter size with Monthly index, 12-division 

(double-thick Jumbo style) 


Write for prices and discounts on above, 
also new Catalog of complete Amfile line 


AMBERG FILE & INDEX CO., 1608 Duane Bivd., Kankokee, Ill. 
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LITEMASTER 
Executor 2 iter 


LITEMASTER 
EXECUTOR 





TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY 


a distinguished new lamp 


e No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 

Genuine Telechron 3'/,"' diameter electric clock, 

Smart die-cast base 6'/," x 9/4,"". Height 14%". 

Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce- 
lain white enamel. 

e U. L. approved construction and electrical materials 
on and off switch. 

Rubber bumpers for surface protection 

Shipping weight I! Ibs. 

For standard 15 watt T8 fluorescent tubes. A. C. only 


FREE COUNTER OR WINDOW DISPLAYER 
Denver West 


Retails for $19.95 
FLEXO INTERNATIONAL CORPORATION 


Slightly Higher 
3245 West Lake Street Chicago 24, Illinois 


OFFICE - HOME 


Automatic 











Sizes to fit 
every need 


Made in eight 
different styles 


Made by Expert Craftsmen in All 
New quality materials — correctly 
wrapped and cartoned. 


A Guaranteed Product 


Write for New Catalog and Price List giving complete 
information on our liberal discount schedule. 








THE CHICAGO DESK PAD CO., INC. 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 






ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 


“ 4. Release pressure, extract 
¢ PLATENS 11x13” all from Eva-Press and 


¢ INSIDE CHASE 10x12” have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 





vila 


3. Place (1) sheet of rub- 











@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No Size No Size 

200 64%4"x11” 205 9” x1§%”" 
203 6 <i 206 oO” ta 
204 9” x12%” 207 15” x20” 


Packed 24 Packed 12 to Carton 


Write for descriptive circular and latest price list. 


to Carton 





OLN 2 





vr 








9 NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS S500 CANTON ST, cntece vetestene 00 7-2000 SKOKIE, ILL. se 
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PURPOSE FLUORESCENT 
- 
LAMP THAT GOES. 









EVERYWHERE 


5] 515 1 light 


Prices Higher 
Denver West 


THE NEW Fleer IS HERE NOW! 


The lamp of a thousand uses. 
Only has the patented 
double-spring device for giv- 
ing finger tip flexibility. 


rae 









GENERAL MODEL 





U.L. approved materials . . om oy 
bronze, grey and green oven- — a 
fired enamel finishes. 

DESK MODEL 


Puts light where you want it, |2 4" Sggee 


« a 3) home, industry or institution. 
ee | 
— 15 watt fluorescent tubes packed MOOR MOD 
in lamps, available extra. @ Light$o975 
Standard Dealer Discount ac onty 











FREE COUNTER OR WINDOW DISPLAYER 


FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. ° CHICAGO 24, ILL. 





You will sell 
two staplers for every one 
you sold before by stocking 
the Universal Office Stapler becouse— 
its simplified design gives top notch 
verformance at lowes! possible cost. 


Soid Through 
Dealers Only 


r 
& 


ERS RARER, 5 as? 


PRECISION st4Pce corp. | 3,mAveny ace 








THREE-QUARTERS OF A CENTURY’S SERVICE 


FORCE 


ETAL 
ATER 







automatic 
date change 








MODEL 450 


Self-inking * Deeply 





engraved wheels. 
Also, Model 400 
METAL DATER for 
small spaces. 
Model 400 
JAN 23754 


Send for Catalog E 





Facsimile Impression 


NOV 26 1970 


WM. A. FORCE 


ANY INCORPORATEO 


64 White Street, New York 13, WN. Y. 
















os ALASKA 50e 


ee 





| 
||| » PACIFIC S0e 
OCEAN 















ws ASIA 


Crams 


MODERN SERIES 


POCKET MAP 


seoowen REL MAPS AVAILABLE 










MODERN SERIES 


» POCKET MAP 






teres ant Mme Pat 
9 meee ome tae 





KOREA—UNITED STATES WORLD 


and 39 other MODERN SERIES POCKET MAPS to retail at 50c. 
Big demand for these maps. 


FREE Counter Display Box (illustrated) with orders of 6 dozen 
(may be assorted). Send in your order today. For complete de- 
tails write for literature. 


THE GEORGE F. CRAM CO., Inc. 


730 E. Washington St., Indianapolis, Ind 
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L. M. BICKETT COMPANY, WATERTOWN, WIS.—An 
unusual counter card has been published for dealers’ use di- 
recting the attention of store visitors to the special features of 
this company’s typewriter pad. In answer to the card’s query 
“Are you a typewriter chaser?” the advice is given to use a 
Bickett typewriter pad—no slip, no noise, no germs. 


THE CARTER’S INK COMPANY, CAMBRIDGE 42, 
BOSTON, MASS.—A cut-away pump-action stamp pad for 
display and demonstration purposes is available free, upon re- 
quest, from the company. It is designed to show the five com- 
ponents of the pad and how it is built. The pad is claimed 
to give 100,000 impressions. A business reply card is enclosed 
with the latest marking supplies catalog on which the pad may 
be ordered. 


THE JOSEPH DIXON CRUCIBLE COMPANY, JERSEY 
CITY, N. J.—This firm has announced a new, clear green 
receptacle for its line of Enduro pencil sharpeners. Other 
colors are opaque burgundy and transparent amber. This large 
receptacle is made of tough, transparent plastic and like the 
other receptacles used with the Enduro No. 20, this model 
features a patented snap-hinge that holds the receptacle cover 
tight, yet permits quick and easy opening and emptying. 


DONIE CHAIR & MANUFACTURING COMPANY, 
INC., P.O. Box 235, GRAPEVINE, TEX.—The new catalog 
of this firm introduces the “General Purpose” line of office 
furniture which offers quality merchandise at budget prices. 
The catalog is fully illustrated and a price list is included. 


FLEXO INTERNATIONAL CORPORATION, 3245 W. 
LAKE ST., CHICAGO, ILL.—This concern has issued two 
new pieces of sales literature for the promotion of the Flexo 
two-light, 20-watt desk lamp and the Flexarm Clockette. Illus- 
trations and descriptive material are complete. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A new folder published by this firm, “All 
in One Operation,” is a colorful presentation of the applica- 
tion of punched cards to production control, sales analysis, 
payroll accounting, customer billing, tax accounting and mort- 
gage loan accounting. The folder also describes the interfiling 
reproducing punch. Write to Remington Rand Inc. for folder 
T™ 562. 


SAFEGUARD CORPORATION, LANSDALE, PA.—How 
to protect against forged checks, and how to detect counterfeit 
bills is told in a handy pocket-size folder just issued. These 
folders are made available as a public service to banks, dealers, 
schools, and so forth, and be had on request to the company. 


THE TAYLOR CHAIR COMPANY, BEDFORD, OHIO— 
Available on dealer request is an impressive new catalog, No. 
136, describing the Taylor line of chairs. Specifications and 
illustrations are furnished for all-wood, Bank of England, flat 
back, posture, modern upholstered, Chippendale upholstered, 
turned upholstered. club, jury and judges and contract chairs, 
as well as high backs and settees. 


THE WORDEN COMPANY, 200 E. 17th ST., HOLLAND, 
MICH.—This firm has compiled a new catalog, ready for mail- 
ing to the trade in January. A new price list will also be fur- 
nished to qualified dealers. 
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W. A. Sheaffer Pen Company, Fort Madison, lowa 
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A Newly Developed Carbon Paper 
For Accounting Practices ‘ 


P & P . . (press and peel) . . . a special-coated carbon 
paper with a pressure-sensitized adhesive-edge for 

















JANUARY THURSDAY 








@ Payrolls 
@ Inventories 


@ Journal Posting 


ond scores of other uses involved in hand and machine : 
accounting procedures. 


P&P . (press and peel) .. . carbon paper offers astounding 


A quality line of stands and pads fea- - ibiliti i 

turing all popular styles and ieee. All sales possibilities for the oa Content 
stands are made of metal and equipped with 4 
rubber feet. Calendar pads are litsographed— 
on high-grade bond paper. Fast, 2-color titho- 
greph printing enable us to give you the best 
in quality and prompt service. 


Would you like samples and full details? 


LPL LOO LOL Oh" PLL LPD LLL LOLOL OLS OLS Sh 


General Offices & Plant 


U. 5. TYPEWRITER RIBBON MFG. CO. 


Write or phone for details. 





621-623 CHERRY ST. - PHILADELPHIA 6, PENNA 


12O ‘ 


, 
»lished 











3 PIONEER in REBUILT 
x OFFICE MACHINES 


= B. F. GOODRICH TO THE DEALER 














der 

PLATEN ¢ 

Ow 

Feit Ha} 

ose F.. over 32 years, dealers everywhere have 

— depended on International Office Appliances 

= for the finest rough and rebuile Adding Ma 

— chines, Calculators, Comptometers, Addresso 

No. graph, Billing, Bookkeeping and Accounting 

- Machines . . . and almost every other type of 

od. office machine sold by the dealer. 

- Our spacious factory, devoted exclusively to 
the servicing and rebuilding of office machines, 

D, is one of the largest of its kind in the world 

ail- before it leaves You are certain to find from our tremendous 

7. stock the exact machine you need. 


the factory to make 
sure you get only the best! It will pay you to remember . . . when in 


need of any type of office machine—contact 
International Office Appliances first! 





Nationally Distributed by 


SHIPMAN-WARD MFG. CO. 


325 N. WELLS ST * CHICAGO, ILLINOIS 


INTERNATIONAL 
OFFICE APPLIANCES, Inc. 


326 Broadway, New York 7, N. Y HA.7 


ADDBOOKA 
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For VALUE nglon, 


It’s “een Quality 


A Complete Line — Smartly Styled 
BRIEF CASES — PORTFOLIOS 


ZIPPER BINDERS 


No. 1319 f° Stiff bottom Brief Bag, 


Split Cowhide, 


leather gussets, 









leather 
frame covers, 
and leather 
partitions. 
16" and 18" 
Also in 
3 & 6 o2. 
Topgrain 
Cowhide, 
Soft and stiff bottom. 


IMMEDIATE DELIVERY 
Send for Complete Catalog & Prices 


LEXINGTON LEATHER GOODS CO. 


569 W. VAN BUREN ST. e CHICAGO 7, ILLINOIS 











All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 $. HALSTED ST. e CHICAGO 8, ILLINOIS 








ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
@ Radio @ Appliance Stores 


Make Those Extra Commissions 
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CASHIER'S PAD RACK 


Every business has often had cus- 
tomers who forget their check 
books. For their convenience, this 
handy Cashier's Pad Rack displays 
at a glance blank checks of all the 
local banks. It also may contain 
such pads as receipts, contracts, 
partial payments. Conres and serv- 
ice forms. The rack holds each in 
a pocket easy to mtg Saves space 
and confusion. Art Steel electric- 
ally welded. All in one piece. 
Hollow space inside. Olive Green 
only. 





No. 566 Six Pocket $4.00 
No. 568 Eight Pocket 5.00 
No. 570 Ten Pocket 7.50 


2448 W. LARPENTEUR AVE. 
CURRIER MFG. co. ST. PAUL 8, MINNESOTA 


ne DIATE 
/ MEN LIVERY! 











FOLDING CHAIRS 
SIDE CHAIRS 
FOLDING TABLES 


CHAIRS 


TABLET ARM CHAIRS 
lao ener 4) et 
AUDITORIUM UNITS 









Write us when you 
have inquiries 
from churches, 
schools, clubs, etc. 















All types of wood and steel folding, 
non-folding chairs and folding tables 
in stock. Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.) N. Y. 1, N. Y. 







~ \ 
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i 
A233) THE,COMPLETE LINE 


INSURES MORE SALES 


PROFITS come from SALES 


Because Ideal Systems are designed to meet 
mh exacting requirements of each type of busi- 
ness, they are recognized as the most prac- 
tical system on the market. As a stationer, 
you know that the most practical system is 
the one that is most in demand and from 
which you will enjoy the greatest volume 
sales, quick turnovers and profits. The many 
new, exclusive Ideal features, such as Fac- 
simile Specimen Sheets, Depreciation Charts 
and other innovations, make Ideal the sure- 
fire-profit winning line. 


IDEAL ENJOYS YEAR-ROUND SALES 


Because Ideal Systems can be started any time 
of the year, are simple and easy to keep and 
require no bookkeeping experience, you will 
enjoy year-round sales. 


PRICES: 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts « Free Delivery 
FOR EVERY BUSINESS, 
PROFESSION, HOME, 





FARM AND RANCH. 


Write today- for catalog and select the books 
best suited for your trade. 


ee Free Display Racks 
Catalogs and Sales Helps 
L Immediate delivery from LOS ANGELES or NEW YORK 


and wholesale stationers in many cities. 





ESIG S ANI - wy . iDEAL 

wanracrosres The IDEAL SYSTEM (ompany (sen 
Over 25 years of Netion-Wide Se ‘ 

6 CHURCH ST, NEW YORK 6, N ‘ 


346 SO. FLOWER ST., LOS ANGELES 17. CALIF 
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CHAIR” C USHIONS For Customers Who Wish to 
IN SPEAK IN PRIVATE! 


Zee | JUNIE Sor 


EXECUTIVE MUFFLER 


STYLE $1.00 


IN THREE 
SIZES 


Covered with velour—fibre and velour—also corduroy and fibre 


in 2" thickness with boxed edges. 
FOAM RUBBER 


“Perfect” CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot weather 


“Perfect” 






Snaps on to speak- 
ing end of phone. 
ees OE. a uke 


. 





Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move 





Colors: Brown, Green 


Sizes: 17" x 18°—15" x 17"— 


s “3 14/7," x 151A 
| “Seftseat”’ STOOL CUSHIONS 


Patent No. 2,540,873 


Assures absolute privacy with phone conversations 
heard only by persons at other end of line. Also 
cuts out background noise. For use on new type 
cradle phones only. Individually boxed; 24 to carton. 
Usual dealer discount. F.O.B. Hackensack, N. J. 


F. R. JUNIER ASSOCIATES 


366 Fifth Avenue, New York 1, N. Y. 
LOngacre 4-5655 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New IMustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 

















Your Business will have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 


tga DICTATING MACHINES 


CLEARTONE 
CYLINDERS 



























ES ° 
, ow, J. K. Lasser has itter idebook especially 
meet WIRE SPOOLS N for ck. A. and pies of ‘small sores, fasteries, and 
busi- service companies that shows how to buy, sell, manufacture, 
prac: ° operate, control F handie all ne of your businses bt 
In it, you will «ll st of do nd don’ te—ideas, 
ones SU PPLIES me thoda A By to bekp thee sunall ‘bestnensman not only stay 
tre ed e in business, but also, more important, make a satisfactory profit. 
rom 
aay wes HOW TO RUN A 
many 
ba SM 1001 profit- 
ie ALL BUSINESS building ideas 
By J. K. Lasser, C.P.A. oa; 
LES | tegen TAXES 
Adjunct Professor of Taxation, Chairman, 
J we Institute on Federal Taxation, N. Y. University RETAILING 
pa 
3 will GUARANTEED 350 pages, 6x 9, $4.50 PRICING 
B 50 REBUILTS ‘loa book is a valuable, realistic guide » ae, gee FINANCING 
. able, enduring business management. In the form o 
ad check-lists and brief fact-filled statements, it covers every- MAIL ORDER 
| a od ds and check stomer's 
st LATE MODEL poe a pay tes = ae pasemagped on a = a o peg 
slant. Presents every opportunity for building business etc., etc. 
DICTAPHONES stam every loophole for escaping profits. 
EDIPHONES 13 big sections ~ SEE THIS BOOK 10 DAYS FREE ~ 
; McG -Hill Beek Co., Ine. 
AUDOGRAPHS a scores of 330 W. 42nd St., New York 18 ae 
ideas on: Send me J. K. Lasser’s How to Run a Sma 
os SOUNDSCRIBERS Business for 10 days’ examination on approval 








AMERICAN DICTATING MACHINE CO., Inc. * How te Buy on Estebe foi, 
ESTABLISHED po & | © Meee te Operate e Sere City Zone Mate 
65 MADISON AVE., NEW YORK 16, N. Y. Most Efficiently compa poo a 
Telephone MUrray Hill 4-3554 * How to Make Profits in This offer applies to U. $. only. 
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February, 1952 


® How to Build for Profits 


*® How Best to Handle Your 
Credit and Installment 
Sales 


Wholesaling, etc. 


In 10 days I will remit $4.50, plus few cents for 
delivery, or return book postpaid. (We pay for 
delivery if you remit with this coupen; same 
return privilege.) 
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Faster Turnover... Bigger Profits 


PLAS-T-CAP 


The CLASSIC 


Series of Desk 
Name Plates, 
Plaques and 
Office Iidenti- 
fication Signs 


Lorgest assort- 
ment in the 









“NEED-L-POINT” 


THUMB TACKS 


NO MORE SEOKEN FINGER HATS 


@ TACK LIFTER iw every @ SAFE pin wit wor raess tHeu weao 
CELLOPHANE WRAPPED PACKAGE @ euLiy visieie 


© 21 DECORATOR COLORS ONE DOZEN PACKAGE 







Plastic « Walnut « Bronze 


Permanent and interchangeable name plat 


A to ts: ‘‘Finall a plastic 

Shots of datanetinn peaches the taaruet! | oe THREE FAST SELLING STYLES © FOUR DOZEN DISPLAY UNIT 
ccutives.”” Prestige builders in'any office. Exquisitely beautiful! Personalt ROUND — ROSETTE ~ STAR @ NATIONALLY ADVERTISED 
your employees, . . Ideal Christmas ft 






BIG PROFIT LINE for dealers who disp! est seller EX P 
Lucrative repeat business Specialty ite equest, « H 
Rolis, Door Plates, Directories, et 

Write today for descriptive folder 


America’s Fastest 
Selling Thumb Tack Line 





















WALTER E. KUTCH CO. N SHELTONA™RCO 
18229 W. McNichols Rd. Detroit 19, Mich. waitt For s SDS . 
(Name Plate Specialists Since 1942 CATALOG SHEET WATERBURY TACK DIV ) SHELTON, CONN 
a st WORLD'S LARGEST THUMB TACK MANUFACTURER 
THE 500 originals 


00 duplicates Receipt Books 
for the trade 
PREFERRED PRICES 
Sells on Sight 


Net a neat profit with 
, ——_— this sure repeat seller 
In use by many of the leading corporations of the U.S 


| RETAILS AYRES CALCULER-D TAX COMPUTER gives pay-roll Receipt and duplicate on Bond paper. 
($1075 deductions in an instant—all on one line—readable Book sturdily bound, with strong cover. 
18 at a glance—no training or experience needed 


Write for prices and catalogue 
| SAVES HOURS @ SAVES MONEY e@ INSURES ACCURACY 


To show it is to sell it DUPLICATE RECEIPT BOOK Ce. 


| ee ele Box 842, Birmingham 1, Alabama 
eee. eee | | ee 
MASTER SPEED KEYS 


AYRES 


Calculer-D 
TAX 
COMPUTER 




















SPRING PLASTIC 
CUSHIONED TOPPED 
Speed Keys’ Attractive 


finger formed 
plastic tops are 
always legible, 
will not wear 
down on the 
edges or be- 
come dirty, 
sticky or gum- S; 4 SLY 


spring cushions 
protect fingers 
and nails, in- 
crease typing 
speed and pro- 

uce clearer, 
sharper, more 
uniform type 
impressions. my 


SELL THE BEST SELL SPEED KEYS 


t 
Write for sample key, prices and dealers proposition DAYTO “ ST if N € | L 
SPEED KEY CORPORATIQN, 268N Chauncey St., Brooklyn 33, N. Y. WoO R es Cc re) DAYTON 


TYPE GLEANING MADE EASIER 


with the amazing 


far ‘ 


CLEANS 
Typewriters 
* Billing Machines 
e Adding Machines 
* Addressing Plates 
e Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write t 


NORTA DISTRIBUTING COMPANY 


1123 Broadway, New York 10, N.Y 



























aut 4 1951 1890 > 
Different? —Yes— but 
exactly alike in their 
dependence upon 
BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 












Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
— it’s easy to use—no mess 
—no liquids to spill. 





7338 Woodward Ave. 
Detroit 2, Mich. 
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Gold Lacquered Metal 


LABEL & CARD HOLDERS 


Complete range of 
sizes and styles 


Always in demand. Low cost. Profit- 
able to handle. Identify contents of 
shelves, bins, boxes and drawers. 


IMMEDIATE DELIVERY 
Send for Samples 


Write for Illustrated Price List 


CHICAGO CARD HOLDER CO. 


— manufacturers — 
P. O. BOX 217 —OR 
732 N. MORGAN STREET 
CHICAGO 26, ILL 








MR. DEALER... 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 

IMMEDIATE SHIPMENTS 





Write or call for complete information, 
prices and dealer discounts 


| OFFICE FURNITURE WHOLESALE DISTRIBUTORS 

















BOSTON = 


SELF-FEEDER 


No. 4 cunmmall 







Specify Boston 3 

utting edge speed 

utters. Patented f 

tures, imitated but never} 
yualed. You t buy better 
han a Boston. Backed by a full 
ears guarantee 


C. HOWARD HUNT PEN CO. 
CAMDEN 1, N. J. 


Also Manufacturers of 


BOSTON 


PENCIL SHARPENER 





| 74 Broad St., New York 4, N. Y. BOling Green 9-8231 


| WAREHOUSES—MIAMI, FLORIDA—NEW YORK, N. Y.LOS ANGELES, CALIF. 





ete Geocriptive il. 
ae, poe eireu- 
wr 














ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of 
fices, Vaults and Store 
rooms 





Made of Oak and Birch, 
mn a variety of heights 
ind styles, with wheels 
znd) 6 Automatic Safety 
Brakes. 





Send for Folder 
and prices. 





wy 
Library Styte 


1. D. COTTERMAN “5 ",teveserans Ave 


Manufactured by 


Straight Side Style 








The Holder designed . 
with the Dealer in mind. 


The NEW 


Copy-RIGHT 


(line-by-line)} 
COPYHOLDER 


It's “repair-proof and in 
wide demand by active firms 
that turn out considerable type- 
written material—also big RE- 
PLACEMENT market 


Write for details. 
COPY RIGHT MFG. CORP. 


53 Park Place, Dept. D-14 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto | 



















OPPORTUNITY 
ORIVE 
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MAKE YOUR OWN INDE, . 
Ex 


EZYINDE IND ik % 
a 





NON -FLAMMABLE 
on 3 EE Re} - ( J 


FOR FURTHER INFORMATION AND REPRESENTATIVE IN YOUR AREA, WRITE: 


DIVISION OF 
ASSOCIATEO CELLULOSE PROD. CORP 


EZYINDEX PRODUCTS CO. riusnine, w ¥ 
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WOOD DESK TRAYS doug- 


WALNUT FINISH 


Also available 
in many other 
popular finishes 
including imi- 
tation mahog 
any, blonde 

















GENUINE WALNUT 


Here's the desk 

tray in enu- 

ine walnut. 

Hand finished 

to perfection. 

Both letter and 
legal size. 


OAK 


Legal and letter 
size hardwood 
desk trays in 
a beautiful 
natural oak 
finish. Heavy 





full felt bottom. in oak, steel gray and 
spected and individu steel green. 
ally boxed 


The Stempco Line includes chair mats, costumers, arch boards, arm rests, blackboards, desk trays, clip boards 
and check racks. Send for new 1952 catalog just off the press 


STEMPEL MANUFACTURING CO. 


2830 ROBERTA ST. DALLAS, TEXAS 


THE TRADEMARK OF QUALITY 



















THE HANDY NEW 


WMemo-koll 


All-steel construction Gray or 
Green Hammerloid finish—No 


parts to break or lose or gef out | ' 
of order—Rubber Cushion Sup- ( 
ports—3 13/16 wide by : he 


9/,"" long 


Be as te CPN ceo prowess 











ft. Conve- 
nient Pencil 





Holder cen 


LIST PRICE orcad te ag -leaf envelopes, punched; card-cases, any 
7 size; menu covers; factory record protectors; tag 
$1.50 Complete Ro holders: bill-fold envelopes: stamp containers, etc. 
Extra Rolls 35¢ each Made of acetate (flame resistant) transparent 
: cellulose. We build to fit your particular need. 

Send for Literature and Dealer's Prices Write us for details. 
GRAN- ADELL MFG. CO. Markile Company, Mfrs. 
1846 W. BELMONT AVE. CHICAGO 13, ILLINOIS 8638 S. Racine Ave. Chieage 9, U. S. A. 














“/1a Potut MECHANICAL B 
PENCIL LEAD POINTER | ~~ | —— 


e If you want the best in 





N : . : 
in aaa Business Card Stock and 
Cases, remember we are 
Leads are pointe d ina fr action of the time the originators of the Scored 
required by messy, old-fashioned methods; Card and have been supply- 
and, the TRU POINT is fool proof ing the trade since 1902. 
will not break leads even when an ex- 
le F . ; ; ' Carried by the following pa- 
tremely fine point is required A ran mista Getemmtiinie: Midas 
F en “ ] , New York City, Allan & Gray Co 
Puts pe rfect points on leads of mechanical Pittsburgh, Chatfield & Woods Grand Rapids, Carpenter Paper 
pencils (draftsman type) and on wood Co Co 
. Cincinnat The Chatfield Pa- Houston, I S. Bosworth Co 
pencils, after wood has been cut back per Co Inc 


with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 


prices, write today to The John B. Wiggins Company 
ELWARD MANUFACTURING CO. 634 S. Federal St. ° Chicago 5, Ill. 


557 Paw Paw Avenve, Benton Harbor, Michigan 


Wite 


keeps in step 
with dealers’ needs 


Samples on request. 




























The Orig inal 
SINGLE - FLUID 
Ink Eradicator 


‘ @ INK-OUT contains no free acid, 

9 leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one application. 

@ INK- OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


HW hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you. We 


cooperate with dealers all 





the way down the ling 


CARBON PAPER TYPEWRITER RIBBONS 


. TYP-ROL Type Cleaner and Roll Finisher 
write 


erent 420 ss Pagano - a 17, N.Y. CARDINELL CORPORATION MONTCLAIR NEW JERSEY 
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Sure-Fire Method 


O 
CUTTING COSTS 
















O 
*, 




















































SOO 

KODKLN ; ?, 
ELK % vege 
LORE LR EL 














SACRIFICING 
VOLUME! 








Here is a simple buying and merchandising plan We know that it is much easier to sell branded 


which has been proven successful by just about merchandise because the advertising has pre-sold 
every profit-making store in the USA! the product to the consumer. 

Perhaps the best way to examine it is inthe words — “We know that self-service and self selection are 
of the President of one of America’s largest and possible with brands, thereby cutting selling costs. 


essful stores. 
“And in a business with a close margin of profit, 


He stat ecently: . 
ently ; we are constantly looking for just such ways to 
“We recognize the many advantages of...brands cut selling costs without changing the character 
] iv-to-day merchandising. of our operation.” 


The consumers of America favor manufacturers’ B Nos 
FULME UNNls 


brands by eight to one. Need we say more? 


INCORPORATED 


{ NON-PROFIT EDUCATIONAL FOUNDATION ¢ 37 WEST 57 STREET, NEW YORK 19, N.Y. 
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; , OD | 
No. 890-892 DeLuxe Chair and 2-Passenger Settee—Seat and back PF Li } é 
fashioned of U.S. Koylon molded foam rubber over flex springs for UTA Ht MP, Z _ = 
super comfort. Foam rubber arm rests. Long-wearing Royalpoint C 
cloth fabric only. 


the silver satin perfection | 
of hand-finished | 
ROYAL SATIN CHROME | 


It’s new...and so much finer than any metal 
furniture finish you've ever known! Our 
exclusive hand-finished Royal Satin Chrome 
accents the slim, smart lines of sturdy square 
tubing to bring lasting beauty and prestige 

to every office grouping. Write today for 





No. 881-885 Chair and 3-Passenger Settee—Removable and reversi- free catalog 


ble seat and back cushions with coil spring construction and any 
Royal upholstery. 

LOUNGE AND RECEPTION ROOM FURNITURE 
styled by 


EG 


Metal Furniture Since '97 


Royal...your only single source for over | 
150 metal furniture items. 





No. 790 Sectional Series—Roll front flex-spring seats and tall flex- 
spring backs. Center, end and club chair units in any Royal up- 


holstery. ; 
, New York © Los Angeles © Michigan City, Indiana 


175 North Michigan Avenue, Dept. 52 ¢ Chicago 1 


Warren, Pennsylvania © Preston and Galt, Ontario 


ROYAL METAL MANUFACTURING CO. | 


ROYAL METAL MANUFACTURING CO. 4 
175 N. Michigan Ave., Dept. 52, Chicago 1 \ 


Please send me a free copy of your new office furniture 
catalog. 

Firm Name = 
Address i 
City Zone State etl 


By — — 














Folding Chairs 





Cabinets Stools 
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e Easier to Handle 
e Easier to Stock 


e Easier to SELL! 


Mr. Dealer—no matter how well 
you stand in with the office 
manager and the purchasing agent, 
the people you really have to 
please are the gals behind 

the typewriters. 


Here’s one sure way to please those 
all-important gals —make sure 
they’re using O-SO-KLEEN, 

the new Heyer Spirit Carbon that 
keeps their hands clean, 

produces longer runs—and that’s 
so much easier to work with! 


O-SO-KLEEN will please you, 
too — because it has longer shelf 
life, and does not require special 
storage precautions. 


Unlike ordinary wax-coated 

spirit carbons, O-SO-KLEEN has 

a metallic coating that separates 

carbon from master paper. Masters 

last longer because the metallic 

coating prevents carbon bleeding 
.and there are fewer smudges. 


O-SO-KLEEN is moisture-proof, 
Surface and edges are sealed. 
It’s as safe, as easy, as clean to 
handle as bond paper. 
O-SO-KLEEN ts easier to handle, 
easier to stock, easier to sell! 
Send for samples and prices. 
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Underwood Corporation’s New 
TOPPER BRAND Pencil Carbon! 


Gives perfect legibility to all Carbon Copies! 
Non-tack!..Non-curl!..Non-smear! 


A new and revolutionary process and 
formula...has been developed by 
Underwood Corporation’s Laboratories! 


The result: TopPpER BRAND Pencil 
Carbon! 

Wherever pencil carbons are used— 
printers forms, register rolls,order books 
—the outstanding durability and other 
superior advantages of TopPER BRAND 
Pencil Carbon will give all-round 
satisfaction. 


There’s just nothing like it! 


ToprER BRAND produces a sharp, 
brilliant write... makes even the /ast 


Underwood Corporation 





Pe rate! 
> 
a | 


ne i 
4 om , 
—— | ‘4 
~ 


ey / 









tra Durable... 














carbon perfectly legible...is extra, extra 
durable. 


It is clean to use. Instant setting. 
Quick drying. 

No offset. Non-tack. Non-curl. Non- 
smear. 

It is available in black, blue and 
purple. In standard weight .. . 10 |b and 
14 lb weights. 

TOPPER BRAND Pencil Carbon will 
sell on demonstration...and make a big 
hit with your customers. 


Order it today...and get immediate 
delivery! 


One Park Avenue 
New York 16, N. Y. 
Supply Division 
Burlington, N. J. 











